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How to successfully implement
sustainable pricing strategies for
attractions & museums

- The successful introduction of Dynamic
Pricing at Chocoversum in Hamburg -

Wednesday, September 11, 2019
11.00 - 12.00 AM

Hosts: & WISSENSWELTEN
SMART _J» PRICER
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The hosts of today’s webinar

Stephanie Schaub Franz Blechschmidt
Managing Director Managing Director
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Agenda for today‘s webinar

1 Introduction into the world of price optimization in the attraction and
museum industry

5 The successful introduction of Dynamic Pricing at Chocoversum in
Hamburg

3 Live: YOUR questions to Wissenswelten/ Chocoversum
and Smart Pricer



CONFERENCE: 16-19 Sept. 2019 | TRADE SHOW: 17-19 Sept. 2019
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AND THE PRICE?
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k= Hotels &= Mietwagen

Berlin (alle) - Paris (alle)

September 2019 - September 2019 | 1 Erwachsener
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Mo i | Do Fr Sa. S0.
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Why do two people on the same route pay a different price?

Segmentation
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How do airlines segment their customers and what impact does it have?

1) Statically by product 2) Dynamically by booking behavior

» Business Class » Economy Class = Early booking = | ate booking
= Extra luggage = 1 handbag = Low demand flight = High demand flight
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Dynamic pricing has spread from airlines to many other industries. Today, demand-based
pricing is everywhere...

Image source: https://pxhere.com/en/photo/619178
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...Even in industries where you would not expect it
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But why are so many industries embarking on a journey towards demand-based

pricing?
Challenges Varying utilization of Grow ticketing Boost online
CapaCity revenue sales
Goals & _ _ |
results o Active capacity ™ Ensure growth and o Increase online

management

Wlncrease demand
at off-peak times

profitability

@Participate on
willingness-to-pay

sales

o Enhance pre-sales
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The evolution of pricing over time

1

10700

Ticket sales Price

2
Differentiated Pricing

3 Dynamic Pricing

Ticket sales Price

W\ VA, 2

Annual ticket sales

“One-size fits all”

— . . “Static price differentiation by
e.qg. ticket type, time or POS”

“Automated and intelligent price
optimization based on actual
demand”
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The Neuschwanstein castle in Germany uses static prices for all their tickets whether or
not demand varies over the year

www.schloesser.bayern.de

1 Neuschwanstein
Static Pricing idea and History
Ludwig Il
» Tourist information
Tleet Sales Pl’lce How to get there
Opening hours /
Admission charges
Guided tours l
Information for visitors — o o
it recusced bty One-price fits all
v Same price for every
day, time, POS,... :
— T T Publications "
Shop Preserving
ongoing tag
“One_s,ze fItS all” Chilgren‘s pages are cur_rent MUSEUM DER
- Neverthelg HOHENSCHWANGAU BAYERISCHEN KONIGE
About us
Erwachsene 13,00 € 11,00 €
l.(lndu u_nhef 1.8 Jahren frei froi frei
in Begleitung ihrer Eltern
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https://www.zoo-berlin.de/en
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The Europa Park uses seasonal prices in order to participate on the willingnes to pay in
summer but also to stimulate demand in winter

ATTRACTIONS SHOWS & EVENTS ACCOMMODATION FOOD & DRINK Vy

<
EUROPA PARK

FREIZEITPARK & ERLEBNIS-RESORT

en for you!

%} Scandinavian th

r‘\

SuPERERI & Skigebiet Live Info Skipass  Urlaub planen  Service Q Su m m er VS ) Wi n ter
| 1—— - , Pricelist for peak- and off-
L (3022019 16032019 (17033019 67.043019)" k \
—g,-m’p. Kt send ;'_':"'-'W""' oA e :.:....‘..... fw AT Send Prlces 20 19 pea Seasons

€ | coam  emoo ~ « B 1 « - 5
2 < o $, 2 oo | B €%

SUMMER WINTER
2019 2019/20

WHAT'S ON PRICE CATEGORIES

13800 12400
170 | 12490 13800

Infants (under 4)

2200 | w00 | 19050

en e = :m == e ~OLOS o R Proof of age in the form of a current passport or copy of the birth certificate is required. Without valid proof of age, the price for FREE FREE
e s o et s (m ol < ﬂvi.sg:rpe! ! l“H],‘: children (aged 4 - 11) will be charged.
| [ S ] 0 T R 2 o B  Children (aged 4-11)
Now sumilier show Bl Proof of age in the form of a current passport or copy of the birth certificate is required. Without valid proof of age, the price for adults €44 50* £39.50*
‘Colossal’ (aged 124) will be charged.
Child their birthd
. . . . . feren _on e|r. i ! — ' FREE FREE
“St t d ff t t b (up to their 12th birthday and on presentation of an identity card)
atic price daiirerentiation oy - =
t. k t t t. POS” Adults (aged 12+) €52.00* £47.00*
e' g' IC e ypei “ ] ]e Or J i ; prAth Senior Visitors (aged 60+) €44.50* €39.50*
\u‘w..sﬁ, Offers for Senior Visitors (aged 604). o o
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The Moco Museum in Amsterdam differentiates its prices by POS but also by time the

visitors enter the museum

2
Differentiated Pricing

Urlaub planen  Service

Skigebiet Live Info  Skipass
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(30.11.2018 - 22.12.2018)
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(17.03.2019 - 07.04.2019) '
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“Static price differentiation by
e.qg. ticket type, time or POS”

Prasentationskennung
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Buy your tickets online to get a
discount
Online vs. Offline

Price differentiation by
POS

With an online ticket, you cd
Your discount in off peak ho

For more information about H
school groups, click here.

1. Choose your tickets

Choose your fickets Price online  Quantity Subtofal

Aduli : € 14,00
Siudent @ €11,50
Youth 16-17 yrs €11,50

Youth 10-15 yrs € 8,50
Youth 09 yrs

Stadspas/CJP (i ]

SMART_J»” PRICER

3. Choose a date

August 2019
Mo Tu We Th Fr

13
19 20

26 27

Off- vs. Peak-time
Price discount for off-
peak timeslots

At what fime would you like
Tip! The museum is usually g

= Tickets available = Som&
-10%

0CO

MUSEUM

Summer Promotion: Get up to
after 5:30 pm in July, August and September.

off if you book a fime slot before 10:30 am or

17
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The Indianapolis Zoo is optimizing their prices dynamically and automated to always
match the price with actual demand

Choice:
Prices vary based on
demand - visitors decide
what they are willing to

- EVENTS & GROUPS ~ CONSERVATION & EDL I N n IANAP “ lI s Zu“
L

Spend All Prices Subject to Changp lIntil Van | ack Yanr Prica In Ru Ruving
3 Online! RUl f .
Dynamic Pricing LUES D) SELE IOy NEW WAYS 10 54
Early and only bookers B VE
SUNDAY MONDAY benefit cost fess. tickets always
Ticket sales Price s Tick
I Cld-59.95  Child - $10.95 h,gm:mm be

7 8 9
Adult - $13.45 Adule-$1195  Adult-$10.95  Aduk-$1245  Adult-$14.20
Child - $10.20 Child - $9.20 Child - 59.20 Child - 59.45 Child - $10.70

14 15 16
Adult - $13.20 Adult-$1245  Adult-$1220  Aduk-$1270  Adult-$13.95
Child - $9.95 Child - $9.45 Child - $9.20 Child - $9.70 Child - $10.70

17 18 19 20 21 2 23
— Adule-$1295  Adult-$13.20  Aduk-$13.45  Adule-$13.45  Aduke-$13.20  Adult-$1495  Adule- $14.20
Child - $9.95 Child - 39.95 Child - $10.20  Child - $10.20 Child - 59.95 Child - $11.45  Child - $10.70

Annual ticket sales

27 28 29 30
251320 Adule-$1345  Adulc-$1370  Adult-$13.45  Adult-$14.45
I:hid $9.95 Child - $10.20 Child - $10.45 Child - $10.20 Child - $10.95 PROJECTED ATTENDANCE
- Friday, December 1, 2017

CURRENT PRIC Transparency:

Standard Admission P . ) .
admissionto 200,25 ColOr coding to differentiate low

show and high demand/price days

“Automated and intelligent price
optimization based on actual
demand”

18
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The successful introduction of Dynamic Pricing at Chocoversum in
Hamburg

by HACHEZ

VERSUM

19
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Facts & figures

Privately owned museum

800 sgm museum
+ 150 sgm shop

Opened in November 2011
200.000 guests/year

20
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Our guests

30 %
guests in
groups

12.000 company
members

SMART M PRICER

26



SMART" PRICER

Why dynamic pricing?

NO exclusion of stable prices for
guestgroups frequent guests

guest focus

time sensitive price sensitive  stretch demand
guests guests peaks

27
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Why dynamic pricing?

economic

reasons

planning weather

ensure growth ] independent

28
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Steps for the implementation

form a project team set your targets

talk to experts

data analytics

win your shareholders win your ticketing partner
trust for the idea

. : Int./ext. communication :
Implementation Go online
strategy

29
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External communication

Online vs. Offline
Price differentiation

by POS

Category Online-Price Ticket Office
Adults from 12.00 € 17.00€
Discounted from 11.00 € 15.00€
(Students/Trainees/Disabled**) Flexibility

“from” pricelist online
Children aged 6-17* from 10.00€ 12.00€
Children aged up to 5* Free entry (creation of chocolate bar: 4.50€)
Family ticket from 34.00 € 46.00 €

(1 Adult + 2 Children + 1 additional person (adult/child)




External communication

Sep 2019 “ . .

P ’ . Price level high
Mo Di Mi Do Fr Sa So
Price level mid
26 27 28 29 30 31

. Price level low
: IIIIII |

1 Transparency:

Color coding to differentiate low
and high demand/price days

Choice:

3 demand/price scenarios —
customer have the choice

SMART’ PRICER
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External communication

Mame

J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
J Schokotour
. Schokotour

. Schokotour

Timeslots:

Color coding to differentiate low
and high demand/price slots

Time

977/2019 - 10:15 AM

97772019 - 10:45 AM

9/7/2019-11:15 AM

97772019 - 11:45 AM

9/7/2019 - 1:15 PM

9772019 - 1:30 PM

977/2019 - 2:15 PM

97772019 - 2:45 PM

97772019 - 3:00 PM

9/7/2019 - 4:00 PM

277/2019 - 4:30 PM

97772019 - 4:45 PM

97772019 - 5:00 PM

Seats

35

32

36

36

33

29

17

29

34

25

Tickets
Tickets
Tickets
Tickets
Tickets
Tickets
Tickets
Tickets
Tickets
Tickets

Tickets

Y S M ART ™ PRICER

32



Did we achieve the targets?

- - ?75%

SMART_J»” PRICER

P 100%

33
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What we have learnt?

0 This pricing strategy needs resources

You will NOT receive more complaints about your prices
and the ones you get you can react more professional

e It is easy to increase the prices again and again

e Helps you in the growing market of reseller

e It is a lot of FUN

Image source : Pixabay.com

34
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Key Take-aways of today‘s Webinar

a Segmentation = choice,
differentiate prices by product and by booking behavior

e Base your pricing strategy on Data

e Be transprarent & actively communicate new pricing
model internally and to your customer

35
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Curious? Now it is your decision

Contact Stephanie to find out more Contact Franz for an individual
about the Chocoversum consultation on Pricing

Stephanie Schaub Franz Blechschmidt

Managing Director at Chocoversum Managing Director at Smart Pricer
sschaub@chocoversum.de franz.blechschmidt@smart-pricer.com
www.chocoversum.de Www.smart-pricer.com

36
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LEADING
TICKET

PRICING
COMPANY




