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Background and challenges of Aletsch Bahnen AG in ticketing

Company: Aletsch Bahnen  AG

Geografy: Bettmeralp, Switzerland

Ticket revenue: +38 Mio. CHF

Piste kilometers: 104 km 

Ticket system: Skidata

Pricing Strategy: Static

Background Challenges

Ensuring family friendly 

dynamic prices

High proportion of 1-day tickets, 

although many guests are on site for 

several days

Low online sales (below 

5%)
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Case study Aletsch: The successful introduction of dynamic pricing for ski resorts

The introduction of dynamic prices can be done in three steps

Analyze & simulate data 

• Smart Pricer Ticketing & Price 
Analysis 

• Simulation of different settings 
(min / max prices, price levels 
etc.)

• Joint definition of the pricing 
strategy 

• Determination of price 
update process

• Automatic ticket pricing incl. 
forecast & price 
recommendations 

• Customization of customer 
communication

“Dynamic pricing allows us 
greater flexibility and 

smoothing of demand. In 
addition, the reduction of 

sales at the cash registers in 
favor of increasing online 
sales leads to better and 

individual advice for guests.”

Valentin König

CEO

Aletsch Bahnen AG

Define pricing strategy Go-live & communicate 

1 2 3
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First, we conduct an analysis of the historical ticket data1

Ticketing structure & 
purchasing behaviour

Pricing performance

Distribution of sales and ticket prices over the seasonAnalyses

Pre-sales & demand 
performance over time

Tickets Average ticket price
Winter vacation

Christmas and New Year

Week

Trend analyses of 
economical KPIs
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… through a comprehensive simulation we can predict revenue and price effects of 

dynamic prices relatively accurately
1

Prices per price level

Inputs
Outputs

Speed of price 
adjustments

Min and max prices
per season time

Price change vs old
static world

Simulation price over time 
depending on time of purchase

# of tickets per price 
level

Tickets per day i) last season
and ii) forecast for next

season
Revenue impact
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Second, we define the pricing strategy and the "rule-set” together2

„Scope“ The entire ski resort or only a part of it 

Ticket type 1 - 30 day tickets or other ticket types

POS All Channels

Min./ max. 
prices

For example: 
Min = 55 CHF, Max =79 CHF

Frequency of 
updates

Weekly, daily or 15 min. price 
adjustments
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The ski resort defines min and max prices, the software optimizes inside of this price 

range
2

Old static price

(Main season)

Minimum:

Online: 44,00 EUR (-21%)

Maximum:    

60 - 62,00 EUR*(+7%-11%)

Dynamic price range

Minimum:

Online: 46,00 CHF (-23%)

Cash desk: 49,00 CHF (-18%)

Maximum:    

66,00 CHF (+10%)

Minimum:

45,00 CHF (-43%)

Maximum:    

105,00 CHF (+33%)

56,00 EUR 79,00 CHF60,00 CHF

*Christmas and Feb. Peak prices

Price aggressiveness Moderate Moderate Aggressive
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How could a ski day look like for two different demand scenarios?2

Relevant factors:

• Basis version:

o Week and day

o Pre-sales

o School holidays

• On customer demand:

o Weather

o Hotel occupancy in town

60€

65€

50€

75€

60€

58€

Strong day

Current price

Weak day

-2 months -1 month Ski day

Ski day with variable conditions

Continuous price optimization
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Third, we adjust the customer communication - a key success factor in the 

introduction of Dynamic Pricing - I
3

Interview on pricing strategy Price calendar

Peak days from 25.12 with 

higher ticket prices

Weaker days with lower 

demand = cheaper ticket 

price

Transparency: early 

booking price online: -

20%, late booking: + 

10%

Price strategy: moderate 

price strategy, because it is a 

family ski resort
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Third, we adjust the customer communication - a key success factor in the 

introduction of Dynamic Pricing - II
3

Frequently Asked Questions
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Kassensystem

Demand prediction

Pre-bookings

Price optimization
Price 

publishing

Historical 
data

Box office

Distribution partner

Webiste

Date and timeWeather 
(implicitly)

✓ Ski resort sets the framework for the pricing strategy (min. /max. prices, speed of price adjustments, etc.)

✓ Smart Pricer optimizes fully automatically in the background based on a predefined rule set

LIVE – Our Smart Pricer service predicts demand and optimizes prices automatically, 

the ski resort remains in full control
3

Ticket system
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With the Smart Pricer webtool, ski resorts always keep track of...

Valid tickets and ideal 
price level

Tickets sold

Sales increase vs. old 
pricing model

Overview of all price 
changes

Link to the demo tool

https://aletsch.smart-pricer.com/#overview
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...and retain full control over prices at all times

Overview of all days on 
sale 

Price level

overwrite function

Automated price 
adjustments

Overview of tickets already 
sold per day
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The effects since the introduction of "Smart Pricing" at Zermatt Bergbahnen

From 5 to 40%
Increase of online sales

+32%
Higher proportion of 

multi-day tickets

+6 - 8%
Higher revenue per 

ticket

+36% 
Increase of advanced 

booking time


