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Package Setup – Performance Groups 

 Package setup starts with the creation of  

performance groups. 

 Performance groups are accessed from: 

Ticketing Setup  Performance Groups 

 



Package Setup – Performance Groups 

 Performance Groups are performances 

organized into units. 

 They facilitate the segmenting of  

packages. 

 



A Note On Packages… 

 Packages in Tessitura are Performance 

based derived from the sum (bottom-up)  

 Packages are not a separate entity or top-

down in nature 

Package 
Cost = 
$300 

Performance 1 = 
$100 

Performance 2 = 
$100 

Performance 3 = 
$100 



Package Setup – Packages 

 Packages are set up from Ticketing Setup 

 Packages. 

 



Package Setup – Type:  
Fixed Seat Packages 

 Fixed seat packages – renewable 

packages where the same seat is assigned 

for each performance. 

 All performances in a fixed seat package 

must be in the same facility. 

Example: 

Perf 1 Seat A12 

Perf 2 Seat A12 

Perf 3 Seat A12 

Perf 4 Seat A12 



Package Setup – Type:  
Super Packages 

 Super Packages – special fixed seat 

packages composed of  performances in 

more than one facility. 

 Super packages are made with sub 

packages in addition to performance 

groups. 

 



Package Setup – Type: 
Sub Packages 

 Sub Packages can only be sold as part of  

a super package. 

 All performances in a sub package must 

be in the same facility. 

 



Package Setup – Type:  
Flex Packages 

 Flex packages – Non-renewable packages  

 Composed of  performance groups from 

which constituents choose their desired 

performances. 

 AKA ‘Create/Design-Your-Own’ packages 

 



We love a six pack but 
hated the effort that went 

into creating them! 
Season Tickets 



 

 

It hardly seems possible that it’s 16 years since we were housed in Porta-cabins in the 

Lakeside car park, waiting for the brand-new Theatre by the Lake to be completed. Exciting, 

nail-biting days. 

 

 

 

 

 

 

 

 

 

Official handover took place on Monday 16 August 1999 and the first public performance took 

place three days later.  We don’t seem to have ever stopped since!  We are a Producing 

Theatre, one of the few remaining Repertory Theatres with a 12 month programme. Producing 

six plays across the Summer Season, our  Six Show Season Ticket Offers have been 
enormously popular. 



 

THE 8 SHOW SEASON TICKET WENT ON SALE IN SPRING 2012  TO 
ENCOURAGE MULTIPLE VISITS ACROSS THREE SEASONS 
 



We increased our six show to an eight 
show deal. 
• January - Customers were invited to purchase an Eight 

Show Season Ticket when booking for the Spring Main 
House Production at a cost of £96. 

• May - Letters were sent inviting these customers to 
book for the Summer Season and Christmas. 

• We processed the booking by returning the Season 
ticket and using the credit to book all six Summer 
Season plays and the Christmas production. 

• Whilst customers liked the affordability of the Season 
Ticket they found having to select dates far in advance 
inconvenient and perplexing. 
 
 
 



Adding performances across the season over time.                            
PROCESSING THE PAYMENT WAS A NIGHTMARE! 

  
In response to customer feedback we sold the 8 
show deal with the option of adding performances 
across the season over time. 

• Payment was taken in full. The season ticket was 
returned and credited by denominations of 8 to 
facilitate part payments per performance. 

• This became an administrative nightmare tracking 
bookings and part payments. 

• Operators and customers were equally perplexed 
by the process. 

 

 



Tickets were returned from the order or from the seat map 



Operators then rebought the ticket -  discounting by the number of performances to be booked using the credit balance 



Tracking the order became a messy nightmare!  



WE FOUND THE SOLUTION  
IN A PACKAGE! 

 • We looked into the Package functionality in our version of Tessitura (version 11) 

• It became apparent we could benefit in a number of ways if we sold our Season 
Tickets and Mini Season Tickets as Packages. 

• A. Using Performance Grouping it was much easier for operators  to find 
performances within the rule. 

• B. The Package detail button made it easy to track the bookings. 

• C. Customising Gift Certificates we attached them to a Package as a Premium 
Gift Offer. 

• D. Customers could add to packages over the phone without having to present a 
voucher or remember an order number. 

• E. Operators found Season Ticket processing much quicker and upselling 
increased. 

• F. Using the Gift Certificate Listing report we can easily identify and contact 
customers who have performances not yet booked. 



With Performance grouping we were able to  
select performances available within the rules. 



Prior to Performance grouping, operators had to check the diary to ensure the selected date matched the colour code 
 for adherence to the rule. You could only book within certain dates and only Premium offers included Saturdays. 



With Package setup operators could only allocate performances that met the criteria. This saved a 
 huge amount of time. 



The Package detail button made it easy to track the bookings. 



Customising Gift Certificates, we attached them to a Package 
as a Premium Gift Offer. 

We restricted the balance held 
 on the certificate to the Season  
Ticket Order created. 



Overall - using Packages has been an enormous success! 

We did find that customers who needed to swap dates on some but not all seats within the package was problematic!  
We struggled to work out how to return these seats.  
 
Working around this we added these returns as a separate line item. 
 
Next year we will sell multiple Packages and customers booking for friends as separate line items. We hope this will  
resolve the problem of returning some but not all seats within a Package. 



GEMMA HALL 



GLYNDEBOURNE 



AUDITORIUM 



WHY A PACKAGE? 



WHAT SHOULD WE INCLUDE IN OUR 
PACKAGE?  



HOW SHOULD WE BUILD OUR 
PACKAGE? 



WHERE SHOULD WE OFFER IT?  



WHEN SHOULD THE PACKAGE BE 
OFFERED?  

• Glyndebourne Festival Members 

 

• Associate Members 

 

• Public  

 



TICKETING 



REPORTING 



THE RESULTS 

 

• 49 Glyndebourne Experience Packages 
were sold between April and August 

 

• No negative feedback received 



BENEFITS 

• Easy to book all the key elements of the 
Glyndebourne Experience in one go 

 

• Ensures that customers make the most 
of their visit 

 

• Takes away the worry of unknown 



CHALLENGES 

• Delayed go live reduced potential sales 

 

• Invoicing between Glyndebourne and 
the catering company 

 

• Training 
 

 



 
 
 
 
 

Thank You! 
 

Gemma Hall 
Box Office & Customer Service Supervisor – Systems 

Gemma.hall@glyndebourne.com 



Sophie Anthony 

Contact Centre Coordinator 

 

 

 

 
Packages @ Wales Millennium Centre 

Can I have the best seat in the house please? 

 



 

Wales Millennium Centre 

“To bring the best of the world to Wales and to showcase the best of Wales to the world” 



 

 

 

Session outline 

Superseats 

& 

Premium 

Packages 

What we will be covering today 

VIP 

Packages 
Successes 



Superseats and Premium Packages 
Best seat in the house + a programme or a drink voucher 

http://www.google.co.uk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRxqFQoTCNDMgbvHnsgCFQXJFAodHBwLzg&url=http://englishrosefrommanchester.com/2014/06/19/the-musical-theatre-tag-2/&psig=AFQjCNGMa5LrOQMyqH0agaDlqT6rUK_3Pw&ust=1443695606789104


• Front of House and Hospitality requested an 

additional voucher  

 

• Programmes and drinks vouchers are pre-booked  

 

• Automation/simple process  

 

 

Background 



Online Procedure 



The report can be run in 3 different modes: 

Test/Create/Check 

The report adds all relevant fields on mass 

Custom Report & Mass Insert 
Create Superseat Rules report 



Reduce human error when adding the vouchers 

manually in the Contact Centre 

Run/Schedule the report to highlight 

missing orders, wrong price types used or 

duplicates 

Superseats Audit Report 



Drinks and catering reception 

 

 

Our first VIP Packages 
The Ring Cycle in 2006 

 

    Not able to allocate budget codes to different department 
 

The VIP packages had to be booked over the phones. 



In 2014, we made some efficient changes to offer our 

customers the full experience: 

• The best seat in the house 

• A meal in our restaurant 

• Drinks & Programmes 

• A chance to meet the cast 

 

So far we’ve done VIP packages for: 

Tessitura V12 



On the website 



The multiple items go to different GL codes BUT all 

items can go on the same ticket 

VIP Packages 
Assigning the correct GL code to varying items 



It’s all about the layers 
Hospitality, programmes, car park & ticket pricing can 

be all set up in the same production 



GL Codes 



Reporting 
Price Layer GL codes report 



200 VIP 

Packages 

Successes 

3K 

programmes 

sold 
5K 

programmes 

sold 



Sophie Anthony 

Contact Centre Coordinator 

 

Sophie.anthony@wmc.org.uk 

029 2063 4647 

Any questions? 

mailto:Sophie.anthony@wmc.org.uk
mailto:Sophie.anthony@wmc.org.uk
mailto:Sophie.anthony@wmc.org.uk


Great things come in (not so small) 

Packages… 



59 
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DIRECT DEBIT  



Direct Debit  

Give customers flexibility with payment 

Encourages customers to spend more as they 
are splitting the cost over several months 

If an on sale hasn’t quite been as busy as you hoped…extend your 
direct debit options to give customers more time to pay 

You can be flexible with the dates you take the payment  



Direct Debit 



Billing Schedule Confirmation 



Our Top Tip 
Scan booking forms and attach to your constituent in the Documents 
section… 



Things to watch out for… 
Be mindful of the design of your booking form  

Sending your mandate 

Plus Points 
 Direct Debit payments are secure 
 Having a booking form leaves an audit trail 

in case of exchanges/discrepancies  
 

Booking forms can increase processing time 



To recap…. 

Preparation, Preparation, Preparation… 

Using Direct Debit gives great levels of flexibility 

Great opportunity to upsell 

They aren’t just limited to pre-fixed packages!  

Reporting to your customers is easy by creating a bespoke confirmation  



Any Questions…?  

Ryan Allen 
Information and Sales Supervisor (Systems) 

+44 (0) 121 689 3196  
ryanallen@birminghamhippodrome.com 

@rallen91 



WHAT’S NEXT? 

Don’t forget to collect your luggage 
from the cloakroom at the Crowne 
Plaza Hotel 

 

This is now the end of the day, we wish 
you all safe travels and we hope that 
you have enjoyed TEC15! 

 


