
Welcome to our Webinar

What can cinemas learn from 

other industries –

Pricing best practices

-Looking over the rim of your popcorn box-

Tuesday, July 16, 2019 

3.30 - 4.30 pm

Hosts:



The hosts of today’s webinar

Gergana Ivanova

Senior Business 

Development

Patrick von 

Sychowski

Cinema Guru

Patrick spent the past two 

decades writing and 

consulting about and for the 

cinema industry. He is 

fascinated by what keeps 

cinema going after 120+ 

years. 

Patrick is Editor and Co-

Founder of 

CelluloidJunkie.com

.

Gerry is an experienced 

Business Development 

Specialist with a passion of 

working in revenue 

consulting for cinemas. 

She helps exhibitors 

worldwide to grow their 

ticketing revenue and drive 

their online sales while 

keeping attendance in the 

cinemas stable or slightly 

higher.



1) Introduction into the world of price
differentiation

2) Best practices in ticket sales around the
world

3) Live: YOUR Questions to Celluloid Junkie 
and Smart Pricer

Agenda
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…this is how we went to
Barcelona

https://liveandletsfly.boardingarea.com/2018/08/29/klm-747-retirement/

https://liveandletsfly.boardingarea.com/2018/08/29/klm-747-retirement/


Introduction into the world of price differentiation

Segmentation

Patrick

300 EUR

Gergana

200 EUR

Why do two people on the same route pay a different price?
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How do airlines segment their customers and what impact does it have?

1) Statically by product

vs

2) Dynamically by booking behavior

▪ Late booking

▪ High demand flight

▪ Early booking

▪ Low demand flight

vs
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Differentiated pricing

Static pricing

Dynamic Pricing

PriceTicket sales

Annual ticket sales

Annual ticket sales

Ticket sales Price

1

2

3

Before we talk about demand-based pricing though, what are the other options to price?

Level of data needed

None Once per year Min once per day
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Differentiated pricing

Static pricing = Autopilot

Dynamic Pricing

1

2

3

Why would you differentiate prices?

Off-peak 
attendance

Revenue

Online share

Increased
attendance

+2% - 4% 
Revenue

Increased
online share
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Source: https://www.zoo-berlin.de/en

At the Zoo Berlin there is one price per age category

Präsentationskennung
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https://www.zoo-berlin.de/en


Transparency: Color coding to 
differentiate cheaper from more 
expensive tickets

Choice: Customers choose 
the best product for them

Best Practice of transparent communication: The Indianopolis Zoo provides variable 

pricing options for their visitors based on day

March 2019

2
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Best Practice of online booking: Heineken Experience Amsterdam

Source: https://www.heineken.com/de

2

Transparent 
communication of the 
rules: “Get a €3 discount 
when booking online”
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https://www.heineken.com/de


Best Practice of advanced online booking: Madame Tussauds offers 20% 

discount if you pre-book online

Source: https://www.madametussauds.com/amsterdam/en/

Incentivized 
online pre-sales

Product combos

2
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https://www.madametussauds.com/amsterdam/en/


Pricing card from Cineplex Mannheim

Präsentationskennung 14

• Online discount for ticket 
purchases 
(0,50 € - 1,00 €)  

• Increase of online ticket 
share:

− Reduce operational 
cost for call centers 
and box-office sales

− Allow cinemas to 
understand the movie-
goers behavior

Best Practice of online bookings: Cineplex Germany offers 10% discount for

online bookings
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https://villagecinemas.com.au/sessions

Best Practice of bundling products: Village cinemas Australia incentivizes 

concession pre-booking

Präsentationskennung 15

Positive 
message to pre-
book and save

The booking 
flow includes 
pre-booking 
of concessions

2

https://villagecinemas.com.au/sessions


Source: https://www.esbnyc.com/

Best Practice of peak vs. off-peak pricing: Empire State Building US2

Different price depending on 
the historical demand on the 

particular day



Best Practice of differentiated pricing: Cinemaxx Germany Wuerzburg

Peak vs.
off-peak 
pricing

Format 
differentiation

Seat location 
differentiation

Seat type 
differentiation

Source: https://classic.cinemaxx.de/wuerzburg/kinoinfo/

2
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https://classic.cinemaxx.de/wuerzburg/kinoinfo/


Image source: https://pxhere.com/en/photo/619178

Demand-based Pricing has spread from airlines to many other industries…

Car Rental Airlines Online Retail

Public Transport Hotels Supermarkets
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Museum

Theme parks

Sport

Opera/Theatre Concerts Ski lifts

ParkingMuseums

…get more common in many traditional industries 

Cinema
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Why change pricing?

1970 2019

20
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Best Practice of automated pricing: Ski region 
Engadin St. Moritz using dynamic pricing

3

https://www.youtube.com/watch?time_continue=4&v=cmJiXvbWXP0


“By examining our current 
pricing scheme in 

combination with data 
analytics, Smart Pricer
delivered enlightening 

insights to applicable pricing 
improvements”

Roman Linin, 
CEO Cinemapark & 

Formula Kinos

360° Analysis and     
revenue simulation

1
Define pricing strategy 

and set a target

2
Installation of software

and efficient
communication

3

Three steps to get started

Advance in pricing in three steps

22
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Efficient customer communication is key for successful price changes

Introduction of new ticket types: 
Light I Comfort I Standard

Online communication on the website Box office screens 

Offline posters at the cinema

Color coding to indicate 
low, medium and high 
demand shows

Buy early and 
save up to 20%!
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Throughout the week prices change in real-time based on demand3
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SEGMENTATION = CHOICE, 

differentiate by product and by booking behavior

Image source : Pixabay.com

Key take-aways

1

2

3

Simulate and base your pricing on DATA

Be TRANSPRARENT & ACTIVELY communicate 

new pricing model INTERNALLY and to your 

CUSTOMER



B C

Consulting & Analytics Dynamic Pricing Software

✓Analytical review of current pricing

✓Actionable recommendations for 

improvement of the current pricing 

strategy 

✓Customer communication guidelines

✓Automatic demand forecast per show 

✓Real-time optimization of prices (3 

times per day)

✓Ticketing system: API-based

Ways Smart Pricer could support you to improve your pricing

Price Labs Tool

A

✓A self-service price-revenue 

simulation tool

✓Harmonize your pricing strategy 

through a simulation of scenarios

✓Model visitor and revenue effects
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Curious? Now it is your decision

27

Contact Gerry for an individual 
consultation on Pricing

Gergana Ivanova

gergana.ivanova@smart-pricer.com

www.smart-pricer.com

Contact Patrick to subscribe to 
Celluloid Junkie

Patrick von Sychoswki

patrick.vons@celluloidjunkie.com

www.celluloidjunkie.com

http://www.smart-pricer.com/
http://www.celluloidjunkie.com/

