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Introduction 
 
The aim of this report is to give existing and new sharing libraries an 
understanding of the options available  when setting membership fees and 
loan charges.  
 
The report draws together information about the fees charged by 
members of Circular Communities Scotland’s Share & Repair Network who 
run community -based sharing libraries and their thoughts on these 
charges, alongside comparative data from the rest of the UK.   
 
As the funding environment becomes increasingly challenging , groups 
understand  the importance of maximising earned income.  
 
This report provides information on the  fee structures and options 
available to address the challenge of ensuring that price is not a barrier  for 
membership  whilst striving to maximise  income  for the organisation where 
possible.  

 

Structures available  
 
A cross the UK approaches to sharing library fees fall into three main 
categories:  
 

• Annual membership fee , with no charge per loan;  
 

• Charges per loan , either per loan or at a daily/weekly rate per item  
with no membership fee  
 

• Hybrid  – a mix of membership fees and charges per loan.  
 

In Scotland, most groups tend to opt for an Annual Membership Fee .   
 
One hybrid option which appears in England but not currently seen in 
other parts of the UK is where a paid membership includ ing  no charge per 
loan runs alongside  an alternative “pay as you go” free membership option 
where charges are incurred per item.  
 
Most groups charge membership fees on an annual basis, but some are by  
monthly subscription.  
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Membership Options1 
 
Some, but not all, groups in Scotland use a tiered membership structure to 
help maximise accessibility versus income.   
 
STANDARD MEMBERSHIP  
 
Most  annual membership fee s are  between £20 and £30  per person .  This 
figure applies across small, medium and large libraries.  Only two groups 
offer membership for free.   
 

 
 
 
CONCESSIONARY MEMBERSHIP  
 
10 groups  (58%) offer some form of concessionary membership. The 
majority of these offer discounted membership at between £10 -  £12 per 
year.  One offers  free membership, and another offer s  the concession rate 
on a “pay what you can” basis.   
 
 
S UPPORTER OR PAY IT FORWARD MEMBERSHIP  
 
58% of groups offer  a  mechanism for those who wish to support the group 
by paying  more than the standard membership fee.   
 
These are described as “Supporter” or “Pay it Forward” memberships. Most 
of these are a fixed rate between £5 and £25 above standard rate but 3 
groups offer an optional voluntary additional payment with no 
recommended amount.  
 
  

 
1 See Appendix 1 for details of data used  



       

Page 4  
 

Charges per loan 
 
There is a huge variety in how charging per loan is used – highlighting the 
potential of this approach for creative and flexible pricing.  
 
A range in scale of prices can be charged  per day , per week or per period 
of loan. At present, o nly 35% of the groups in Scotland have any form of 
charge per loan.   
 
Charges per loan are mostly, (but not exclusively) used by groups offering 
no or low membership fees (i .e. under £15 annual membership charge).  
 
Some groups choose to charge only for the more expensive items in their 
inventory, or those items that require more than average time for repairs 
and maintenance .  
 
Other groups use charges per loan as part of the tiered approach to 
improve accessibility e .g . a concessionary membership may include free or 
discounted loan charges.  
 
 

Factors involved in setting prices 
 

We asked groups about the issues they faced when setting or raising 
prices.  
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

“We are reviewing  our pricing structure annually and giving a lot of 
consideration into how pricing can make us more sustainable  and 
increase  budget  for repairs. ” 
 

“[ our priority is ] ensuring that the people who can pay, pay their fair 
share and ensuring the people who can’t pay do not face barriers to 
using the service ” 

 
 

“We added the concessionary pricing earlier this year in recognition of 
the cost -of - living crisis.”  

“It’s trying to find the right balance of accessibility  vs revenue. 
Increasing  our Memberships by £5 for 1,000 Members could bring in an 
additional  £5,000 per year, so small changes have a big impact for the 
organisation .” 
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Those who had raised prices through increasing membership fees or 
adding loan charges shared their experiences of the positive financial 
impacts and did not feel it had a negative impact on membership renewals 
or loans.  
 
 
“[ In quarter 1 this year ] we generated £1,171 through hires, bearing in mind 
that our most expensive hire is £8 for one week and our average hire charge 
is around £4.”  
 
 
  
“In March 2023 we reviewed our membership fee and increased from £20 
to £30 with a £0 concession membership.  About 6 months ago we started 
charging loan fees for a few items that require cleaning/special 
maintenance. [ We saw a ] – 24% increase in loans the following year and 
35% increase in the last year”  
 
 
 
“Our hires and memberships continue to increase, so it [ the price rise ] has 
not had a negative impact. This year has been our busiest year despite is 
increasing our prices”  
 
 
A small number of groups mentioned that, by being part of a larger 
organisation, they did not actually need to consider pricing and were just 
looking to cover costs.   
 
  
“At the moment, we are covering our costs …. When we are no longer in 
that position we will look to increase the annual fee”.  
 
 
 
“For us, currently, we don’t HAVE to charge fees – but we feel that people 
value a service more if they have to  pay for it. Mind you they also expect 
more (in terms of quality of tools, not breaking down, there when they 
need it,etc), the more we charge, so it’s keeping that balance too.”  
 

 
There was some hesitancy from new or less established groups to consider 
increasing prices.  They perceived affordability to be a key factor in 
encouraging new members.  This consideration was also reflected by the 
larger more established groups . 

 
 “We considered it [a price increase] last year, but kept it the same as we 
wanted to attract more memberships.”  
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 “The size and quality of our inventory has grown, so we feel more 
comfortable charging more. In the first few years, when we had a small 
number of items and not such great quality, it's not possible to charge that 
much”   

 

In summary 
 
It seems clear that once established, groups be confident  that their 
customers will withstand gradual and realistic increases in charges.   
 
Reasonable price increases have no measurable impact on membership 
numbers or loans but can have a significant impact on income generated.  
 
Hybrid structures  utilising membership fee and loan charges offer groups a 
variety of ways of exploring charging options and finding a solution  that 
works for their community.  
 
Past research  shows how highly customers value the services of sharing 
libraries.  Whilst there is no doubt customers appreciate value for money, 
libraries can take from  the experience of others in the N etwork to confirm 
that customers are prepared to pay for what they value.  
 
 

Appendix 1 - Scottish Data  
 
We reviewed publicly available data from 23 sharing libraries.  Groups fall 
into 2 distinct categories:  
 

• Tool libraries & libraries of things .  There was an overall similarity of 
approach amongst these groups and therefore comparisons and 
conclusions were straightforward.  
 

• Specialist sharing libraries  focusing on one particular type of item – 
e.g . musical instruments, toys, board games etc.  We found that 
these had differing approaches and structures and therefore 
meaningful comparison was more difficult.  
 

T his report focuse d  on the fees charged by the 17 Tool Libraries and 
Libraries of Things in the Circular Communities Scotland Share & Repair 
N etwork  categorised by inventory size.  
 

• Small.  Under 150 items  ( 5 libraries)  
• Medium. 151 – 599 items (9 libraries)  
• Large. 600 – 1200 items (2 libraries)  
• Extra Large. 1201 + items (1 library )  

 

https://www.circularcommunities.scot/wp-content/uploads/2023/10/Sharing-Library-Member-Survey-Report-.pdf
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Tool Libraries & Libraries of Things in Scotland  
Membership Fee comparison compiled October 2025  

Inventory 
software 

Inventory size 
 (no of items) 

No of 
members 
(where data 

available) 

Pay it 
forward 

or 
Supporter 

Standard Concession 
Individual Loan 

Charges 

My Turn X Large 1201 + 3080 £        50.00 £40.00 £             10.00 no charge 

My Turn Large 600 - 1200 1050 £        29.00 £25.00 £             12.50 
Small charge for all items 
(from 9p per day up to £1 

per day) 

My Turn Large 600 - 1200 525  £30.00 £0.00 Mainly free.  Some items 
up to £10 per loan 

My Turn Medium - 151 - 599 
  £25.00  no charge 

My Turn Medium - 151 - 599 160 £25 + £20.00 £12 or PWYC no charge 
My Turn Medium - 151 - 599 65  £10.00  no charge 
My Turn Medium - 151 - 599 274 £        40.00 £25.00 £             10.00 no charge 
My Turn Medium - 151 - 599 555  £0.00  no charge 
My Turn Medium - 151 - 599  £        40.00 £30.00 £             10.00 no charge 

Lend 
Engine Medium - 151 - 599 

400  £9.95  
Variable charges for most 
things up to £10 per day or 

week 
My Turn Medium - 151 - 599  £25+ £20.00 £             12.00 no charge 
My Turn Medium - 151 - 599 305 £12 + £12.00  £1 - £10 per loan 

My Turn Small - under 150 
  £30.00  Mainly free.  Small charge 

for some items. 

My Turn Small - under 150  £        80.00 £60.00 £             40.00 no charge 

Bespoke Small - under 150   £0.00  £1 - £5 per loan 
My Turn Small - under 150  £        30.00 £15.00 £             10.00 no charge 

My Turn Small - under 150  £        30.00 £25.00 
contact 

direct no charge 
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Appendix 2 – Data from the rest of the UK 
 
We reviewed a sample of data available from sharing libraries from other 
parts of the UK.   
 
Wales .   
Most sharing libraries in Wales have no membership fee but all charge per 
loan. Benthyg Cymru is a membership organisation for sharing libraries in 
Wales which provides a structure for how libraries operate.  This means 
there tends to be a consistent approach across the nation.   
 
Northern Ireland  
Of the sharing libraries sampled in Northern Ireland there was, again, a 
consistent approach.  All charged a standard annual membership rate of 
£30, with no charge for individual items.  
 
England  
We found a huge variation in structures and fees across England – perhaps 
reflecting the lack of a formal network or easy opportunities for groups to 
make connections and share information. It was not possible to assess how 
these organisations feel about pricing and what impacts or successes they 
have found.  We found:  
 

• Standard membership varied from £1 to £50  
• Not all groups offered concession rates  
• We found Supporter and Premium Memberships available for up to 

£80 & £100  
• Several groups had a pricing structure where a paid membership 

meant all individual loans were free, but there was an alternative “pay 
as you go” option where charges were incurred per item.  
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Tool Libraries and Libraries of Things in the rest of the UK.  
Random sample of data  
 

Software Inventory size 
 (no of items) 

Membership 
categories 

Annual 
charges 

Loan Charges 

     

Wales     

Lend 
Engine 

Small - under 150 
standard free £1 - £7 per day 

Lend 
Engine 

Small - under 151 
standard free £1 - £10 per week 

Lend 
Engine 

Medium - 151 - 599 
standard free £1 - £10 per week 

      
England      

Lend 
Engine Large 600 - 1200 

Super Supporter £100 no charge 
Proud Supporter £75 no charge 

Student £25 25% of every loan 

Pay as You Go free charge per loan eg £2- £20 pw 

Lend 
Engine 

Medium - 151 - 599 

Premium £80 no charge 

Standard £50 no charge 

Discount £20 no charge 

Pay as You Go free small charge per loan 

Lend 
Engine 

Medium - 151 - 599 Standard £10 £1, £4 or £8 per loan 

My Turn Large 600 - 1200 Standard 
PWYW  

£30 
suggested 

no charge 

Bespoke 
platform X Large 1201 + standard   Charge per day £2 -£30  

   
 

 

Northern 
Ireland   

 

 

My Turn Medium - 151 - 599 Standard £30 no charge 

My Turn X Large 1201 + 
Standard £30 no charge 

Pay what you can £0 + no charge 
 


