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Background and challenges of the Zermatt Bergbahnen AG in Ticketing

Company: Zermatt Bergbahnen AG

Geography: Switzerland – Valais

Ticket sales: +60 Mio. CHF

Kilometers of slopes: 322 km 

Ticketing-system: Skidata

Pricing strategy: statically differentiated (3 seasons)

Background Challenges

High proportion of short-term 

bookings, high weather dependency

High proportion of one-day tickets, although 

many guests are on site for several days

Stagnating 

ticket sales

Low online sales 

(below 5%)
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The evolution of pricing at Zermatt ski resort since 2017/18 took place in 3 steps

Original static pricing

Data analysis and static price 
optimization

Dynamic Pricing

1

2

3

Decision: Use of pricing 

software

• Zermatt vs. Zermatt-International

• Discounts for multi-day tickets

• Differentiation according to person type

Optimization of pricing through:

• Introduction of 3 optimized seasonal 

periods

• Cash register service surcharges

• Online discounts

• Step 1: Dynamization exclusively 

"by hand" through One-Click Price 

Control

• Step 2: Dynamization in the 

autopilot with the possibility to 

continue to override "by hand"

Winter 2017/18

Winter 2018/19

Winter 2019/20 - today

155 CHF

85 CHF

210 CHF

150 CHF

80 CHF

200 CHF

60 CHF
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Showcase Zermatt: The successful introduction of Dynamic Pricing in ski resorts

Dynamic Pricing can be implemented in three steps

Analyse & simulate data

• Smart Pricer ticketing & 
pricing analysis 

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

• Definition of pricing strategy 
and rules

• Set-up price update process

• Automated ticket pricing 
incl. prediction & price 
recommendations

• Adjust customer 
communication

“Smart Pricer offers a unique 
combination of price 

consulting, analytics and 
software. They helped us 
develop a dynamic pricing 

scheme and customized their 
software to manage the new 

scheme effectively…”

Markus Hasler

CEO

Zermatt Bergbahnen 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

No 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 Online versus all channels

Min./ max. 
prices

For example: 
Min. = 55 CHF, max. =79 CHF

Frequency of 
updates

Weekly, daily or hourly price 
adjustments
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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

• Oncustomer demand:

o Weather

o Hotel occupancy in town

60€

65€

50€

75€

60€

58€

High demand

Current price

Low demand

-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 
3

Press release on the new pricing strategy Dynamic prices & early booker discount in the webshop

Differentiation 

by age

Transparency: „reward customers 

for booking weeks anddays in 

advance or for multi-day stays“ Positiv Message: 

„reward with 

attractive prices“

Answer to the „why“: „to plan operations 

better... And shorten waiting lines“

Strong days starting from

26.12 with high demand = 

higher ticket price

Weak days with low

demand = lower ticket 

price
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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
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With the Smart Pricer webtool, mountain railroads 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 the Zermatt ski resort

+ 800%
Increase of online sales

+32%
Higher proportion of 

multi-day tickets

+6 - 8%
Higher revenue per 

ticket

+36% 
Increase of advanced 

booking time
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Results overview after two years of successful cooperation

✓ Ticketing revenue: +4 - 6% enhancement of ticketing revenue versus comparable seasons

✓ Ticket price: +3 - 5% increase of average ticket price/  revenue per skier day

✓ Online share: Improved more than +600% since cooperation

✓ Ticket type distribution: +30 - 40% increase in multi-day ticket sales

✓ Steering attendance: +2 - 3% more first-time admissions on weak days

…

Other Dynamic Pricing partners of Smart Pricer:


