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Action Planning - 
down your way?
training and networking opportunities

Visit www.actionplanning.co.uk for more information on the above events

Please post to Action Planning, Mid-Day Court, 30 Brighton Road, Sutton, 
Surrey SM2 5BN, or fax to 020 8770 2090, or phone us on 020 8642 4122

I would like to discuss a planned capital appeal

I would like to know how Action Planning can help me find hidden major donors  
in my own database   

I would like to explore how my organisation might start fundraising for the first time

I would like to know how my charity can participate in Free Wills Fortnights

I would be interested in Vision and Mission facilitation for my Board and/or staff

I think we need to undertake a stakeholder consultation exercise

I would like to know how Action Planning could help facilitate stakeholder buy-in

I might need some help with change management

I need some assistance with Senior Appointments

I would like to invite an Action Planning speaker for a Brown Bag Lunch

Please put me on your mailing list for notification of forthcoming conferences  
and events

Name:	

Position:

Charity:

E-mail:

Phone:

fax back response form

Preparing bids for statutory contracts  
An intensive two-day course, recently 
adopted by Futurebuilders England
London 1st-2nd May or 17-18 May
Manchester 8th - 9th May. 

Running Successful Projects 
Two days of practical training in project 
management techniques for the voluntary 
sector  London 24th – 25th April. 

Running a Capital Appeal
One day course on how to fund major  
capital projects  Hertfordshire – 24th April

Major Donor Masterclass
Two days of intensive training on how 
to develop a major donor fundraising 
programme  London – 26-27 April

ACEVO Workshops led by Action 
Planning’s David Saint
London 19th April – Shaping the  
Agenda as Leader
Manchester 3rd May – How a Non Fundraiser 
can Manage the Fundraising Function 
Bristol 13th June - An Introduction  
to Strategic Planning

CFDG London meeting
Deloitte, 3rd April - Using Wealth Intelligence 
for Major Donor Fundraising, Kerry Rock, 
Director of Research Consultancy

London Grantmaking Forum
Imperial College, 13th April -  
Grantmakers and Grantmaking, Kerry Rock, 
Director of Research Consultancy

Christian Resources Exhibition 
Sandown Park, Esher 15th-18th May. 
Visit the Action Planning stand. David Saint  
will be speaking on Capital Appeals for  
Churches on May 16th at 11.00am.

Institute of Fundraising Convention
London July 9th - 11th

- ��Preparing Successful Bids - 9th July,  
Derek Smith, Statutory Associate Consultant

- �Trust Fundraisers Clinic - 10th July -  
Your Bids Given Constructive Critique by 
Experts, Sarah Godwin, Action Planning 
Consultant and Roger Northcott,  
Independent Consultant

- �Relating Fundraising Strategy to 
Organisational Strategy - 10th July  
- David Saint, Chairman

- �Wealth Intelligence for Major Donor 
Fundraising - 11th July - Kerry Rock,  
Director of Research Consultancy



strategy and fundraising consultants

Lloyds TSB Foundation 
sets new funding priorities

“We simply want to do more of what we 
do best and have sharpened our focus on 
supporting smaller underfunded charities 
that help disadvantaged people to play a 
fuller role in the community” emphasises 
Linda Kelly as she introduces the most 
significant changes to the Foundation’s 
funding programmes for a decade. Kelly 
has spent her first year in post evaluating 
the Foundation’s grant-giving history and  
last month announced two major changes.

The ‘Community Programme’ has been 
relaunched with some £8 million of 
funding this year as the ‘Community Open 
Programme’ and is ‘open’ to all charities 
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whose work falls within the Foundation’s 
overall mission statement. At a local and 
regional level, the programme will provide 
charities with an income of £1 million or  
less with core or project funding for one to 
three years. At an England and Wales-wide 
level, this programme is prioritising charities 
with an income of £5 million or less.

A further £11 million has been committed 
to a ‘Community Priority Programme’ which 
addresses specific funding priorities in each 
region, identified through consultation 
with the sector. These range from rural 
disadvantage in the South West to ex-
prisoners in London.

continued on page 2

Playground transformation! 
Baroness Boothroyd, former 

speaker of the House of Commons, 

opened the new Attlee Youth 

and Community Centre in Tower 

Hamlets following a challenging 

but successful capital appeal.
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Linda Kelly, Chief Executive of the Lloyds TSB 

Foundation for England and Wales talks to 

David Senior, our Development Director, about 

last month’s revision of the Foundation’s grant-

making guidelines and the ways in which funding 

policy is likely to develop in the future. 
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continued from page 1

Playground transformation! 
continued from page 1

The Centre started life as an adventure 
playground, but has been transformed into 
a £3.2m multi-purpose sports, learning and 
play complex. It is now a modern inner-
city oasis for children and young people, 
aged five and upwards. The centre aims to 
provide personal development opportunities  
through play, leisure and a wide range of 
recreational activities.  

The official opening was a wonderful 
event with many of the young people from 

the centre there to show the thrilled visitors 
around the purpose built facilities and sports 
pitch. Action Planning’s Margaret Martin 
and David Saint joined local dignitaries, 
supporters, funders and service providers for 
a tour of the centre and official opening.      

Action Planning was heavily involved in 
the capital appeal over a period of several 
years. Starting with a fundraising feasibility 
study, and then supporting the Foundation 
with the implementation of the appeal by 
working with the Appeal Committee chaired 
by Derek Wood QC., Action Planning also 
assisted with writing funding applications, 
undertook prospect research, advised 
on events and helped secure corporate 
support. 

There were many challenges along the 
way, not least when the target increased 
significantly, due to building delays and 
construction problems. However, Action 
Planning was on hand supporting the Attlee 
Foundation through the fundraising process 

“We will run these two programmes side  
by side and evaluate the results later 
in the year” explains Kelly. “The Priority 
programme will sharpen our efficiency by 
targeting identified ‘priority’ needs. The 
Open programme will keep us in touch with 
emerging trends and new developments 
across the sector.”

However the Foundation plans to increase 
support for collaborative projects across the 
UK – supporting charities working together 
to add value and create better outcomes for 
their beneficiary groups.

Kelly is also interested in funding additional 
research programmes. “There are some very 
interesting research projects in the sector 
with immediately actionable outcomes.”

“We do want feedback from Waymark 
readers” she concludes “particularly around 
issues such as the length of our grants 
and the effectiveness of our Collaborative 
programme.” 

Lloyds TSB Foundation 
sets new funding priorities

Capital Appeal healthcheck 
Action Planning is launching a new service to help charities 
who are contemplating running a capital appeal. 

A capital appeal can be a major undertaking 
for organisations that are already intensely 
focussed on raising revenue funding. The 
Healthcheck will help organisations consider 
whether they are ready to launch a capital 
appeal, and the steps that need to be taken 
in preparation for a successful venture. 

The Healthcheck, which precedes a full 
Fundraising Feasibility Study, begins with a 
consideration of the proposed capital project 
and the stage it has reached in the planning 
process.  We review the Case for Support and 
Business Plan, finances (including targets, 
budgets and existing revenue fundraising 
operation), resources (including human, IT, 
and database) and organisational support  
for the appeal. The Healthcheck process 
includes interviews with key individuals, 
a review of documentation and a site 
visit.  The written report with findings and 
recommendations is presented in person to 
allow for full discussion.   

This relatively low-key exercise should 
enable the organisation to decide whether 
and how to embark on a capital fundraising 
appeal.

Margaret Martin,  
Director of Capital Appeals

young people at the Attlee Centre

Baroness Boothroyd is thanked for performing the 
official opening

Margaret Martin, Director of Capital Appeals,  
Action Planning

and developing new approaches to secure 
the additional funding needed. 

 The appeal was a tremendous achievement 
for a small organisation who worked for 
several years to achieve their vision for a 
great facility in a poorer part of London. The 
Centre is already being extensively used by 
the local community and it will benefit them 
for many years to come.

Margaret Martin,  
Director of Capital Appeals

You can download the full transcript 
of Linda Kelly’s interview from our 
website www.actionplanning.co.uk
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Free wills fortnight

The pioneers were Cancer Research 
Campaign, who started their Free Wills 
Scheme over a decade ago. But the 
largest operation is the ten-charity Free 
Wills Fortnight consortium, run by former 
NSPCC legacy marketing manager Stephen  
Maund, which has just completed its 
third promotion in England and Wales in  
thirteen months.

Each Free Wills Fortnight operates in  
about a dozen cities and towns, with large 
colour advertisements in local newspapers 

The notion of charities paying for Wills to be written for their 
supporters is no longer a taboo. A growing number of the UK’s  
major charities are using the ‘free Wills’ proposition to acquire  
legacy pledges.

listing participating solicitors who readers 
are asked to call direct.

The Schemes are completely transparent. 
The charities pay for simple Wills to be 
written regardless of whether a legacy to 
any of the charities features, protecting the 
charities from accusations of undue influence 
– though the Schemes’ marketing makes a 
strong case for legacies to be included.

Each FWF consortium comprises charities 
that don’t compete in terms of service 
provision, giving users a wide choice of 

popular causes. The Schemes are restricted 
to people aged 55 or over, pitched to people 
requiring simple Wills rather than the 
complicated tax-efficient variety, and seem 
to overcome people’s inertia when it comes 
to writing their Will.

The three FWF promotions in England  
and Wales are expected to have produced 
around 1800 legacies for the participating 
charities by the time the third is measured. 
About one in nine are residuary gifts.

Charities taking part in Free Wills Fortnight 
so far include Age Concern, Barnardo’s, 
Breakthrough Breast Cancer, Diabetes UK, 
Mental Health Foundation, Royal British 
Legion, RNID and RNLI. Several FWF charities 
have opted to experiment with bespoke Free 
Wills schemes after their experience. 

Do Free Wills schemes work? Well, the 
first residuary gift to actually come through 
recently was worth £27,000 ...

Stephen Maund, Associate Consultant

Taking the needle out 
of the haystack
Wealth Intelligence is coming into its own as one of the most 
valuable sources of information for fundraisers seeking the support 
of high net worth individuals. This specialised service from Action 
Planning utilises the Prospecting for Gold database of 300,000 
of the UK’s wealthiest people to find the hidden wealth of  
charity supporters.  

The Cardinal Hume Centre was one of  
the first groups to make use of this new 
Wealth Intelligence service. The Centre 
has a database of supporters built up over  
a considerable period of time.  Some, 
as with most charity’s supporters, were  
current, active supporters, others were 
not so. With the appointment of a new 
Fundraising Director, Peter Rosenvinge, the 
time was right to start delving into the 
supporter base. 

There are many high profile people who 
generously support charities. But there are 
many others who maybe don’t have the 
same high public profile, but who may 
nonetheless have a significant ability to 
give.  A quick look at the names on the 
Centre’s database revealed many of the 
‘usual suspects’. However, the team wanted 
to get beyond the known faces, to find ‘the 
millionaires next door’.  These are the people 

we can find through Wealth Intelligence.  
Action Planning took the Centre’s 

supporter database and matched it against 
the database of the UK’s wealthiest people. 
The initial screening revealed a match  
rate of over 9% - one of the highest  
matches recorded.  

With such a successful match, it is easy to 
feel overwhelmed by the potential volume 
of data. They may all be known supporters 
of the charity, but which would be the best 
to court in the early stages of a major donor 
campaign? To answer this question, the 
next step was to start to focus down on the  
best prospects.  

Action Planning’s research team worked 
with the Centre’s fundraising team to 
identify the characteristics that were most 
significant. We considered factors such as 
known propensity to make major gifts, 
trusteeships and directorships, to identify 

over 300 people that would form the basis 
of further research. 

With this information the Centre’s 
fundraising team can now begin their 
own research to ascertain whether  
these potential major donors would be 
interested in supporting the Centre in a  
more significant way. 

Peter Rosenvinge, Fundraising Director at 
the Cardinal Hume Centre says, “Without the 
Wealth Intelligence prospecting, it would 
have been like searching for a needle in 
a haystack in terms of knowing which of 
the donors on our database should be 
approached. The information will certainly 
make our task much easier.

 “There is now a clear research template 
which needs to be applied to each prospect, 
so that we can not only approach people in 
the right way but also look for those vital 
links that will determine who is to make the 
approach in each individual case” 

Kerry Rock, Director of Research 
Consultancy



Action Planning

There is nothing more effective than 
a motivated staff and volunteer team, 
united around the cause and working 
towards common aims. The concept of 
buy-in is well recognised, but it is not 
always the organisational internal priority 
that it needs to be to be successful. There 
are a number of reasons for a failure to 
engage, but if we put ourselves into the 
shoes of our staff and volunteers, and take 
time to design appropriate processes for 
them, we are more likely to get it right. 

These are some of the things your staff and 
volunteers may be thinking - consciously or 
unconsciously:
·  �Just because I know there is a strategic 

planning process doesn’t mean I feel part 
of it. I may even feel the opposite. 

·  �My focus is on my everyday work (of which 
I have too much) and I haven’t got time 
to respond to general emails or lengthy 
questionnaires asking for my views. 

·  ��I don’t see what the strategic plan has got 
to do with me. It doesn’t affect my work.

·  �I need to be encouraged into the process, 
not thrown an invitation in passing. 

·  �I need to hear what others are thinking 
and join the debate before the matter is 
decided. 

·  �I need to be excited by the possibilities. 

·  �I need to know that what I say has value 
and will be given consideration. 

Grant makers are more than aware that 
not everything goes according to plan, and 
the fact that a grant was made to a charity 
implies an understanding and belief in their 
work.  What can lead to a lack of confidence 
in the organisation, is when there is either a 
breakdown in communication, or complete 
silence despite attempts to contact the grant 
recipient.

In general, honesty and openness is the 
best policy, and funders are usually more 
than happy to listen, consider options and 
revise the grant if appropriate or possible.  
We have probably come across most 
situations before, and may have some useful 
suggestions to make.  Whether concerning 
staffing problems, governance, budgeting 
variations or bad publicity, it can all happen.  
Do speak to the trust that has made the 
grant at the earliest possible stage, and 
be open and frank.  It can only help future 
communication, trust and confidence.      

Amelia Fitzalan Howard, Head of Grants at 
the Henry Smith Charity       

When a grant is made by a trust, the 
offer letter often asks the recipient 
to keep the funder informed of 
material changes in circumstances 
and of any significant problems, 
should they emerge.  This really is an 
important point that grant recipients 
should take very seriously.
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A word from 
a funder

·  �You need to grab my attention and build 
my enthusiasm, just as you would for any 
other stakeholder. 

·  �If I do join in, I need you to keep me in 
the loop, and not go suddenly quiet, until 
everything is finalised.

How can we overcome some of these 
attitudes? The answer is in a carefully 
planned process. Designing a process to 
deliver a document called a Strategic Plan 
or a Business Plan is one thing. It is a very 
different matter to design a process to 
achieve strong staff and volunteer buy-in 
to the big picture of what the organisation 
is trying to do, and the practical detail of 
how it is going to do it. The results of both 
processes will be a document, but the far 
more important result of the second type of 
process will be a team of people that know 
what they are doing and why they are doing 
it, whether or not they have the document 
to hand.

Gaining buy-in 
hard work, but worth the effort

RSPCA people strategy

Brian Millar, RSPCA’s HR Director, had been 
working on a People Strategy for some time. 
All the elements were there, but somehow 
they did not hang together. Following David 
Saint’s facilitation of the charity’s Trustees’ 
Awayday earlier in the year, Brian asked if 
he might be able to help.

In the course of three short brainstorming 
sessions and a study of the documentation, 
they realised that one word taken from the 
RSPCA’s Mission Statement (where it applies 

Sometimes it is possible to get too close to a project, and  
only the lightest touch from a consultant can help unblock the 
mental logjam. 

to animals) provided a powerful unifying 
theme for the People Strategy - ‘respect’. 
This realisation enabled Brian to complete a 
powerful document to share with Trustees, 
other volunteers, and staff. Commented Brian 
“I knew I had all the right elements in place 
but I needed input to help unify the strategy. 
Action Planning provided that insight and 
the right steer at the right time.”

David Saint, Chairman

Dawn Wood, Senior Consultant
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Brown bag 
lunches
How many lunchtimes have you spent 
hunched over your desk with a sandwich, 
madly typing away at the computer?  This 
is far too common a phenomenon. 

To help combat this syndrome, Action 
Planning started an informal, in-house 
speaker series called Brown Bag Lunches.  
The goal was to pry the staff away from 
their desks and provide a professional 
development opportunity by inviting a 
range of interesting speakers into our office. 
On the first Thursday of each month, we 
invite a speaker to present over lunch and 
then engage in Q & A with the staff.  Topics 
have included representatives from the 
Fundraising Standards Board and Triodos 
Bank, and experts in IT systems consultancy, 
project management, sales techniques 
based on conversation, full cost recovery and 
knowledge management.  Topics in coming 
months will include Ebay’s charitable giving 
scheme, use of freeware alternative software 
and charity banking.  This series is relaxed 
and collegial, often sparking discussion and 
debate.  In addition to the external speakers, 
we have occasionally featured our own staff 
members with particular skills.

Why not start your own Brown Bag 
Lunch series?  Action Planning would be 
happy to provide an occasional speaker.  

Just ask!

Cynthia Hansen, Director of Management 
Consultancy

Weathering change 

at Consumers International

Like many organisations, CI was split by two 
primary issues.  1. balance between member 
services and campaigning. 2. tension 
between centralisation and decentralisation 
- the control of a central headquarters over 
the country offices.  The result of the two 
schisms was lack of ability to unify the 
organisation around common issue and 
goals.

In late 2005, under the new Director 
General, Richard Lloyd, CI closed country 
offices, consolidated the international 
presence into 4 regional offices and reduced 
the overall staff by 50 per cent.  In April 
2006 Action Planning was engaged to lead 
the strategic planning process.  

Consultation and facilitation were key.  
Director of Management Consultancy, 
Cynthia Hansen, began with the facilitation 
of two strategy awaydays for the SMT and 
international executive board. In such a 
contentious environment, the underlying 
focus was change management and the 
winning of hearts and minds.  Action 
Planning’s involvement provided both 
a forum for debate and a check on the 
rehashing of old battles. This allowed 
differences to be aired, acknowledged and 
more or less set aside. The outcome was 
general consensus which unified the staff 
and board.  The awaydays were followed by 

a member survey which set an important 
precedent for inclusion and participation.

Out of the consultation and planning phase 
came a set of four strategic objectives. The 
establishment of these made it possible 
to make strategic decisions regarding 
programming, types of support for members, 
expectations, and allocation of resources. 
It allowed the organisation to clearly state 
what it does and does not do, diffusing 
earlier turf wars.  

Summer and autumn saw intensive work 
by the SMT to take the strategic objectives 
set by the board and transform them into 
a practical operational plan. Action Planning 
provided templates for department level 
operations plans, and offered feedback and 
guidance.  The strategic plan for 2007-2011 
and operational plans for 2007-2008 were 
approved by CI’s Board in November 2006.

By the end of the strategic planning 
process, most participants seemed happy 
with the progress made, but some were 
fatigued. The organisation weathered 
massive change and emerged stronger, with 
a clear new strategic direction and a structure 
to deliver it.  However, without some quick 
wins and ways to boost morale, there is a 
danger that people may start to revert to old 
patterns out of scepticism or uncertainty.                                                                     

The key to sustaining the momentum lies 
in CI’s plans for continuing to demonstrate 
change and accomplishment, spreading 
the accountability and making it visible, 
translating the overarching strategy down 
to the project and personal level to create 
relevance, and cultivate a culture of strategic 
thinking, engagement, inclusiveness and 
innovation.   

Cynthia Hansen, Director of Management 
Consultancy

Consumers International (CI) is the global federation of consumer 
groups.  Founded in 1960, the organisation has changed a great 
deal.  Over time, the focus became fragmented, practices of regional 
offices lacked consistency and alignment with the international 
strategy, the finances became unstable and by early 2005 the 
organisation had come to question whether it was fit for purpose in 
a modern context.  

(Editorial note: Brown Bag 
lunches are an American 
phenomenon - thank you 
Cynthia - in which people 
traditionally turn up with their 
picnic lunch in a brown bag!)        



Action Planning6

My top websites – researching major donors
Major donor fundraising can be a very complex 
and lengthy process, and a significant part 
of this is the research element.  The internet 
resources that are available can prove to be 
valuable allies to today’s fundraisers in their 
quest to tracking down valuable nuggets of 
information that could mean the difference 
between fundraising success and failure.  

Unfortunately, this invaluable tool can 
often prove to be a double-edged sword for 
fundraisers and researchers because of its vast 
size.  Half the battle is knowing where to look!

Action Planning’s Research Department has 
many years of experience conducting prospect 
research for clients and during that time our 
researchers have used a wide array of useful 
websites from the well-known to the obscure.  
A selection of these is offered below to help 

you on your way: 

www.asianrichlist.co.uk - This site offers an 
index of Britain’s top 300 Asian millionaires.

www.dodonline.co.uk - This site provides 
complete information on the people and 
institutions that make up the UK Parliaments 

and Assemblies and Civil Service. There is a 
subscription fee for this service.

www.efinancialnews.co.uk - This site provides 
useful information on job changes within 
the financial sector, news articles and lists of 
those involved in current large mergers and 
acquisitions deals. 

www.financialdirector.co.uk - This site publishes 
a list of the powerful in financial world.

�www.forbes.com/lists - You can use this link 
to access a wide variety of useful lists compiled 
by Forbes Magazine, including a selection of 
lists covering the world’s most rich, influential 
and powerful people.

www.hellomagazine.com - This sometimes 
features news and information on the charitable 
interests and works of celebrities, as well as 
information on their wealth.

www.tatler.co.uk - This sometimes features 
news and information on the charitable 
interests, works and wealth of celebrities.

w w w. t i m e s o n l i n e . c o . u k / r i c h l i s t /
start/0,,2005-1,00.html - This webpage allows 

Arthritis Care: informing the strategic plan
Arthritis Care recently embarked on a new 
round of strategic planning. The Trustees and 
Senior Management Team at Arthritis Care 
believe that it is vital that their stakeholders 
drive the development of the new plan. 
They wanted a plan grounded in the reality 
of the needs of people with arthritis. 
They also wanted to take into account the 
current shape of service provision. Arthritis 
Care asked Action Planning to assist with a 
consultation to provide stakeholder insight 
to the planning process.

The process began with identifying Arthritis 
Care’s key stakeholder groups. Internal 
stakeholders included staff, members, other 
service users and volunteers. The team also 
recognised the importance of consulting 
externally - especially with people with 
arthritis who haven’t been in contact 
with the charity, healthcare professionals, 
politicians and other agencies working in 
related fields. 

Action Planning then drew up a 
comprehensive consultation plan using 
different approaches for each stakeholder 
group as appropriate. This included a 
telephone survey to capture the views of 
500 people with arthritis, with a separate 
telephone survey designed for volunteers. 

you to search the latest Sunday Times Rich  
List online.

�www.wrx.zen.co.uk - This website serves 
as a gateway to all of the British newspapers 
publishing online news and information, 
including more than 800 local and regional 
papers in Great Britain - England and Wales, 
Scotland and Ireland. It covers the full range 
of British national daily press and UK Sunday 
papers and media, news portals, weekly digests 
and major monthly magazines on the Web, 
the sport, financial and education newspaper 
supplements, book reviews and business 
bulletins, plus live BBC television, World Service 
and radio.

www.zoominfo.com - This unusual search 
engine presents results in the form of person 
profiles containing known employment 
history, board membership and affiliations  
and education and provides a useful list  
of links to known web references for the 
selected individual.    

Caroline Stewart, 
Research & Bid-Writing Executive

Interviews were conducted with health 
professionals and MPs. Arthritis Care has 
offices in each nation of the UK, and 
this was reflected in a geographically  
broad consultation. 

Arthritis Care felt it was important for all 
members and staff to have the opportunity 
to participate at this initial stage and so the 
members’ consultation took the form of 
a written questionnaire carried in Arthritis 
News magazine. Staff were invited to 
respond to an online questionnaire.

The planning team wanted to encourage 
staff to participate fully in the process.  
A cross functional communications group 
was formed to act as internal champions 
and communicators of the consultation. 
The members of this group encouraged 
staff in their own departments to respond 
to the questionnaire, kept them informed 
of progress and provided initial feedback  
to staff meetings for review and discussion.

Once all the feedback had been received, 
Action Planning conducted a full analysis 
of the information, and drew out the 
common themes and issues across the 
whole consultation. The Chief Executive 
and members of the Arthritis Care Senior 
Management Team personally took the 

research findings out to a series of regional 
staff meetings. This enabled staff to hear the 
findings first hand and to ask questions and 
give feedback.

The Board and SMT of Arthritis Care 
considered the full consultation report 
at an Away Day. A ‘competitor’ analysis, 
PEST analysis and SWOT analysis provided 
additional context. Action Planning then 
facilitated detailed discussion on some of  
the key findings and their implications for  
the future direction of Arthritis Care. By the 
end of the day there was sufficient consensus 
to enable the SMT to draft seven strategic 
aims in a follow up meeting.

The draft strategic aims will be shared in 
a second phase consultation. This will help 
Arthritis Care to confirm that it has heard its 
stakeholders correctly and that they will be 
able to move forward together in planning 
the delivery of those aims.

The consultation has not only provided 
the planning process with information and 
direction on needs and service delivery, but 
has also involved its staff and volunteers, 
so that when the time comes, they will 
be ready to think about their own roles in 
delivering the plans.
Kerry Rock, Director Research Consultancy
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eBay has set up a specific 
programme called eBay for 
Charity that gives many additional 
benefits to charities (www.ebay.
co.uk/ebayforcharity). So far 
over 1,800 charities are taking 
part, including 19 of the top 20 
UK charities, in addition to small 
and medium sized charities 
throughout the country.

Charities and charity shops with items 
to sell can list them through the eBay for 
Charity programme, giving them direct 
access to over 10 million eBay members in 
the UK and more than 157 million potential 
buyers worldwide. eBay for Charity items 
are identified by a special “charity ribbon” 
icon, providing charity items with enhanced 
visibility and buyers with the confidence 
that they are helping a worthy cause. eBay 
also donates its “final value fee” to charities 
that sell items on their own behalf. Charities 
can sell items on an ongoing basis or as 
one off campaigns which can achieve a 
significant impact in terms of fundraising 
and awareness. 

Charities can also benefit from the 
generosity of the eBay community and 
offer current and new donors an innovative 
way of fundraising. Through the eBay for 
Charity programme, anyone listing an item 
on eBay can choose to donate 10-100% of 
the proceeds of their sale to a participating 
charity. Gift Aid can also be collected 
on behalf of the charity. When an eBay 
community member chooses to give, eBay 
will match their generosity by donating the 
same percentage of its final value fee as the 
seller donates to the charity. 

Buyers on eBay like to support charitable 
causes, witnessed by the fact that charity 
items usually receive more bids and higher 
sales prices.

If your charity would like to get involved, 
please visit www.ebay.co.uk/charity

Sharath Jeevan, Senior Manager, Trade 
Enablers and Charity, eBay

Action Planning is delighted to have been 
able to place the following people into key 
roles, and congratulates them on their recent 
successful appointments.

Veryan Grant,  
Director of Fundraising  
for Southampton 
University NHS Trust  
(www.suht.nhs.uk)

Peter Rosenvinge, 
Fundraising Director for 
Cardinal Hume Centre  
(www.cardinalhumecentre.
org.uk)

Richard Green,  
Chief Executive of  
the Jennifer Trust  
(www.jtsma.org.uk)

Action Planning senior 
appointments service

Giving philanthropically can 
sometimes have unexpected 
personal financial benefit!  Such 
was my experience recently 
when I learned of a very helpful 
tax break.

Child Tax Credit is calculated based upon a 
family’s taxable income. The more you earn 
the less Child Tax Credit you are entitled 
too.  However, your declared taxable annual 
income is reduced by your annual ‘grossed 
up’ (i.e. including tax) Gift Aid giving.   

Having not known this was possible I 
rather sceptically phoned the Child Tax Credit 
help line with my Gift Aid figures to hand.  
To my amazement I was able to give them 
figures for the last two financial years over 
the phone. They recalculated my annual 
income less my Gift Aided giving for those 
years and gave me a very helpful rebate 
for each of the two financial years. It was 
essentially back-pay of owed Child Tax Credit 
based upon my declared reduced earnings.

Not only has this provided me with 
something of a small windfall but also 

enabled me to contribute more than I could 
otherwise have done towards our church 
building expansion programme!  

You can find out more regarding your 
personal situation by phoning an advisor 
from Child Tax Credit on 0845 300 3900 or 
ask for form “Working sheet for tax credit  
relief for Gift Aid payments, pension 
contributions and trading losses” (TC825) 
from the Inland Revenue.

Happy Giving!

Nick Priggis, Associate Consultant

Giving just got even better - 
Child Tax Credit and Gift Aid

As charity challenge 
events became more 
and more demanding, 
Samantha found herself 
wondering where it 
was all going to endP
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