MAXIMISING INCOME DISCUSSION
Moderator: Eleanor Roberts- The Hallé
Gurus: 
Rebecca MacDonald- Southbank centre
[bookmark: _GoBack]Erin Koppel- Tessitura Network.

Eleanor:
· Responsible for Particular User Requests.  
· Broadening from just gift aid to any development elements of Tessitura.
· Deputy Director of development at The Hallé.  
· Patron and chair endorser schemes of 850+ donors.
· Membership scheme- they do collect gift aid on this, an ongoing issue back claiming VAT.
· Quirks with Tessitura.  More than one charity, be sure to put in right place- critical date is one where payment is made.  
· Work out issues with standing orders.
· Work out issues with direct debits.

Rebecca:
· Responsible for individual giving.
· Have Membership scheme, higher level of membership and patrons.- GA Claim.
· Capital Campaign- GA claim.
· Focus on ensuring declarations up-to-date and compliant.
· Processing moving onto Finance team.
· Biggest thing in learning- able to gift aid entire entry fee for the exhibition.  Big challenge in terms of messaging.

Erin:
· Reference on Fundraising/development/membership/appeals.
· Lync Opera of Chicago- all fundraising except GA.


Q&A

Stephanie Sirr - Nottingham Playhouse: Separating/quantifying gift aidable memberships.
Eleanor Roberts- The Hallé:  Benefits so small that is gift aidable

Susan Fisher - Royal Opera House:  Not possible to use ‘exclusive’ and ‘discounts’ if wanting to gift aid.  Offer same discounts to other members of the public.

Derek Graham - Nottingham Playhouse:  A way of separating the two?

Vanessa Onwuemezi - Young Vic: Lower Level Membership £35, £15 is gift aidable.  Had to stop discount at bar.  Not lost many members but not all happy- priority booking is a draw.

Ben Dart - Sadler’s Wells: Easiest to negotiate a split with HMRC.  Note change in gift aid forms.

Annie Hibberd - Pitlochry Festival Theatre: Different advice seems to be coming from HMRC.  Currently claim aid and on 75% of it where the remainder covers the benefit.

Kat Osborne - Donmar Warehouse: 2 Ways- Threshold Rule.  Split where know what the benefits value is.  The remainder is a ‘suggested donation’.  Wording is complex.

Sarah Atkinson – Philharmonia Orchestra: At Royal Academy have a ‘donor patron’ who is someone separate who just gives.

Susan Fisher - Royal Opera House: How many gift aid through the website?  Can the system recognise that gift aid exists?

Erin Koppel - Tessitura Network: Definitely can be done with tessitura and custom website.

Eve Smith - City of Birmingham Symphony Orchestra: Hippodrome do that currently with Web.

Tamara Wijesekara - National Theatre: Their website set up to do this. Need to phone to say no longer eligible.

Stephanie Sirr - Nottingham Playhouse: Gift aid on tickets?

Rebecca MacDonald - Southbank Centre: We can only claim on the gallery tickets not the concerts.  It’s a ‘permission to view’.  If pay additional donation then can claim on the entire ticket price.

Eve Smith - CBSO: Doesn’t appear that recent consultation was well explained/advertised by HMRC.

Eleanor Roberts - The Hallé: Clearly a lot of anomalies eg. National Trust.  We were very careful with data we put forward, hard work to put a price on benefits.

Tamara Wijesekara - National Theatre: How are box office staff recording declarations?

Rebecca MacDonald - Southbank centre:  Yes, direct to Tessitura.  Gift Aid such an important part of it that make sure box office are hot on it.  Have to write to everyone after the show to confirm the declaration.

Cathy Harris-Hawkins - Cheltenham Festival: Flags if gift aid not asked within the last 12 months.

Ryan - Birmingham Hippodrome: Extra donation and box office ask for donations then the extras ticket is sent with the declarations- using hotlist on Tessitura.

 Eleanor Roberts- The Hallé: How many ways using small donation to the target?

Cathy Harris-Hawkins- Cheltenham Festival: Yes, look at size and also how regularly to target.

Ryan - Birmingham Hippodrome:  With someone who has given more than usual, tessitura flags to ask for more.  Mark Steele set all of that up, never asked to give less than before.

Erin Koppel- Tessitura Network: Can do this through Attributes and Constituencies.  Can also pass this through the web.  Can use this to suppress for certain people.

Shona Powell - Nottingham Lakeside Arts:  At the very beginning of the process.  If choice of either individual giving and membership which would you go for?

Eleanor Roberts- The Hallé:  Have both, membership scheme now old and struggles to sell.  Lose more each year than recruit.  More likely to cancel membership than support if stop going.  Advice is to head to individual giving.

Shona Powell - Nottingham Lakeside Arts:  Having no development team, individual giving seems better option.

Eleanor Roberts - The Hallé:  High level patrons also members, they see them as two very different things.

Rebecca MacDonald - Southbank centre:    It’s very different groups of people.  It’s whether you want to subscribers or people focused on philanthropy.

Erin Koppel - Tessitura Network:  Members want something from you, donors want to give something to you.  Membership seems more transactional.  Members that refuse benefits are the ones that are steeping towards us.  Members more about philanthropy, by being a member it’s more about feeling part of something.  

Sarah Atkinson – Philharmonia Orchestra:   We have friends rather than membership- it’s a psychological thing.

Erin Koppel - Tessitura Network:  Lync, called them donors, in practise lower level had high use of benefits, calling them all donors meant could give great flow to the programme.

Annie Hibberd - Pitlochry Festival Theatre:  Box Office talk with a benefits hat on- discounts.

Cathy Harris-Hawkins - Cheltenham Festival:  Separate Members and patrons.  Box Office very heavily integrated with development.  All on first name terms with all patrons.  

Susan Fisher - Royal Opera House :  Members and patrons and also ask for contributions to appeal.  Retentions used to 50% and is now dropping.  Put in place a particular systems for first year donors.

Erin Koppel - Tessitura Network:  Net loss of donors.  Focus too much on acquisition.

Eleanor Roberts - The Hallé:  Consortium questions- given in consortium the point of sale issue isn’t yet explorable.

Eve Smith - CBSO: Friends groups very motivated by the urgency of catalyst. Really simple direct mail.

Eleanor Roberts - The Hallé:  Similar, unexpected large donations.  We did a relatively successful conversion rate.  The catalyst groups didn’t get much until after the process at which point asked if they wanted to join patron scheme, 45% joined on.

Ryan - Birmingham Hippodrome:  Currently don’t ask on group bookings- what do others do?

Cathy Harris-Hawkins- Cheltenham Festival:  Only don’t ask teacher and patrons.  We don’t reserve seats unless pay.  Have to be very careful with exactly what you say, treat everyone as a supporter.  Goes on record of person that as phoned.

Eleanor Roberts- The Hallé:  Opus groups scheme.  We have one group that endorse a chair; they then as a group share the rehearsal access that is provided.  Struggle to plug it as something other groups like to do.  All monitored though lead names in tessitura.
