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Research: fees and economic models

21 selected museums and How long have these
galleries participated in the organisations been touring
research internationally?
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M National m®Local Authority MIndependent ™ Other m3-5 years m5-10 years




Where are organisations touring to?
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How are international touring exhibitions funded?

Other

* 95% of museums and galleries
charge a hire fee for their touring
exhibitions.

Sponsorship Income from

exhibition hire
fee
e ‘Other’ in this chart refers to

organisations who consider cost
sharing to be a source of funding
for touring exhibitions.

Funding from a
trust or
foundation

Core funding



What is an economic mode]|?

TEG (Touring Exhibitions Group) defines an economic model for
touring as:

‘The way you manage all costs and income
connected to your touring project’

i.e. The costs you allocate to the project and the sources of
income you use to cover these costs.



Economic models

Fully subsidised

4 N

You may need a mixed economy
of these models to meet the
objectives of your touring

Full cost recovery strategy

— Y
For profit

Each of these economic models can be applied to the various tour models we heard about in the
previous presentation.

Partial cost recovery




Cost share models

Cost share models are how we bring together the tour models and economic
models to meet our strategic and financial objectives.

Cost share models vary greatly between organisations, and even from exhibition
to exhibition within the same organisation.




What is a ‘fee’?

A fee is the amount charged to a tour venue to cover
the Intellectual Property Rights (IPR) in an exhibition
and the services provided by the tour organiser’




Why is it important for organisations to charge
a fee?

To off-set some costs

To off-set all costs

To generate a surplus (profit)

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

W Very important M Somewhat important B Not important at all



What is a ‘variable fee’ or ‘recharge’?

A variable fee or recharge is an amount paid by each
tour venue to the organiser to cover a share of the
elements which the organiser pays upfront on behalf
of the venues, normally crating and final dispersal, or
other shared project-wide costs’



Research into fees charged

> Not scientific research

» Too many variations to capture in detail for each type of exhibition and
organisation

» Snapshot to give an indication
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Average fees from research

Type of Exhibition Average Size Average Fee Range*
Thematic exhibition of non-unique works (e.g. panels, prints, photos) 500 m2 £10,000 - £20,000
Small solo retrospective (pre-20th century) 250 m2 £30,000 - £60,000
Small solo retrospective (post-20th century) 250 m2 £20,000 - £40,000
Small historical / science / archaeological exhibition (pre-20th century) 375 m2 £51,000 - £75,000
Small group / thematic exhibition (post-20th century) 375 m2 £10,000 - £20,000
Medium-sized solo retrospective (pre- / post-20th century) 375 m2 Less than £5,000
Medium-sized historical / science / archaeological exhibition (pre-20th century) 500 m2 £20,000 - £40,000
Medium-sized group / thematic exhibition (pre-20th century) 550 m2 £31,000 - £50,000
Large solo retrospective (pre- / post-20th century) 750 m2 £50,000 - £120,000
Large historical / science / archaeological exhibition 750 m2 £50,000 - £80,000
Large group / thematic exhibition (pre- / post-20th century) 850 m2 £75,000 - £120,000
Blockbuster exhibition (e.g. Tutankhamun, Impressionism, Dinosaurs) 750 m2 £100,000 - £500,000

*The fees indicated are for a typical 4 — 3 month presentation



Remember when setting fees...

* The setting of fees is somewhat intangible, and relies on a huge number of
variables — there is no definitive formula

* The strongest factor is always ‘what the market will bear’ (i.e. what a venue is
willing to pay)

* The venue must always feel confident that what it is receiving represents good
value (i.e. more cost effective than generating the exhibition itself)

* Having a clear touring strategy will help you be consistent and robust when
applying and negotiating fees (i.e. you will know what you are charging for and why)

* Prestigious fee-paying venues programme usually programme 2 - 4 years in
advance



What do organisations include for the fee?

Objects / Exhibition content

Object Preparation

Marketing Images

Interpretation

Developing learning, talks & events

Courier's time

Install/deinstall support

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

W Hire Fee W Tour Venue B Shared (tour organiser and/or between venues) H N/A




What do organisations include in the fee?

Marketing Materials/Templates

Packing & Crating

Final Dispersal

Content for local publication

Production Costs

Courier travel & Subsistence

Copies of publication to sell

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

W Hire Fee W Tour Venue B Shared (tour organiser and/or between venues) H N/A




What do venues usually pay for directly?

Exhibition Build

AV Equipment

Exhibition Design

Free to distribute exhibition guide

Cost of artists/VIPs to attend PV

Delivery of learning, talks & events

Only IP to produce exhibition locally

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

W Hire Fee W Tour Venue B Shared (tour organiser and/or between venues) H N/A




What do venues usually pay for directly?

In transit object insurance

Transport to the first venue

Merchandise

Static object insurance

Transport between venues

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

W Hire Fee W Tour Venue B Shared (tour organiser and/or between venues) H N/A




Sample Budget Sheet

EXAMPLE TOURING EXHIBITION EXPENDITURE & INCOME PLAN

This document is designed to assist with scoping and planning expenditure, and can be used as a basis for developing a cash flow document for the project duration.
A cash flow document is essential for touring, as expenditure may need to be made up-front, before income is derived from hire fees efc.

Sections highlighted in yellow indicate additional expenses you should consider and budget for when touring intemationally TEG members can download this template from
the TEG website: http-//teg.org.uk/
PRELIMINARIES Date:
Exhibition fitle:
Project manageris):
Project duration

Dates on the premises (if to be launched at originating venue)
Venues'Dates at tour venues (add additional lines as confirmed)

Estimated Cost | Party responsible Actual Cost

EXPENDITURE
Concept development Curator's fee (if using an external curator)
Curator's expenses (if using an external curator}
Research (e.g. fravel, publications, event afiendence etc.)
Meetings with tour venues if collaborafive tour (fravel, accommodafion, per diem)
Recce visits to potential tour venues (travel, accommodation, per diem) or to check facilities of confirmed ftour venues
Objects Loan fees (to arists/private individuals/other organisations)
Commissions (including artist expenses)
Conservation
Mounting
Packing and crating
PAT Testing

Research into object materials if CITES licence required

http://www.teg.org.uk/



http://www.teg.org.uk/

General Top Tips

* Be flexible if you want to create a successful tour

* The financial year (fiscal year) varies from country to country

* Don’t underestimate the financial admin and bureaucracy in some countries
* Exchange rates can fluctuate over the life of an exhibition tour

 Structure your contracts with VAT regulations in mind

* Each party should bear their own costs wherever possible

* Don’t be afraid to negotiate

* It can be helpful to set financial targets for your touring exhibitions programme



More Top Tips

* Remember procurement processes and regulations, including OJEU (Official
Journal of the European Union) http://www.ojeu.eu

* Develop standard processes and templates to help you be efficient with your
financial administration

* Think about how to identify, minimise, and manage financial risks

* Turn-key exhibitions might attract a higher fee but are extremely resource
heavy to service.

* Don’t forget the additional costs involved for re-curating an exhibition for one
or more tour venues

* Be as upfront and transparent about costs as you can with tour venues


http://www.ojeu.eu/

Thank youl!

Sources of further information relevant to international touring exhibitions:

TEG (Touring Exhibitions Group) http://www.teg.org.uk

Working Internationally Regional Project (WIRP) http://uk.icom.museum/resources

UK Registrar’s Group (UKRG) http://www.ukregistrarsgroup.org

Contact me at:
dana@cuello-andrew.co.uk
T: 03330 143 875

M: 07813 062 607

http://exhibitionsconsultant.com/
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