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Planning and pricing a classic car show involves understanding the delicate balance between
attendance and revenue. When a car club sets an admission fee of $3, they anticipate approximately
1,000 attendees. However, adjusting the ticket price can significantly impact both the number of
visitors and the overall profitability of the event. This article explores the intricacies of pricing
strategies, how incremental changes affect attendance and revenue, and how to optimize ticket
prices for maximum profit.

---

Understanding the Relationship Between Ticket Price
and Attendance

The Basic Assumption: Price and Attendance Are Inversely
Related

The fundamental principle in event pricing is that as ticket prices increase, attendance tends to
decrease. Conversely, lowering the price can boost attendance but might reduce the overall revenue
per ticket. The classic car show scenario assumes that:

- At a $3 admission fee, attendance is approximately 1,000 people.
- For each additional $1 increase in the ticket price, attendance drops by a specific number of
visitors.

This assumption is based on elasticity of demand—the degree to which quantity demanded responds
to a change in price.

Demand Elasticity in Practice

Understanding demand elasticity helps organizers predict how attendance will change with price
adjustments. For example:

- If demand is perfectly inelastic, attendance remains constant regardless of price changes.
- If demand is elastic, small price increases lead to large decreases in attendance.



In our scenario, the assumption is that attendance decreases by a fixed number of attendees for
each dollar increase in price, which simplifies calculations.

---

Analyzing the Impact of Price Increases on Attendance
and Revenue

Base Scenario: $3 Admission and 1,000 Attendees

- Initial Ticket Price: $3
- Initial Attendance: 1,000 people
- Initial Revenue: $3 1,000 = $3,000

This serves as the baseline for evaluating how changes affect overall income.

Incremental Price Increases and Their Effects

Suppose the club increases the ticket price by $1 increments. Based on the assumption:

- At $4: Attendance drops to 900
- At $5: Attendance drops to 800
- At $6: Attendance drops to 700
- And so on...

This pattern suggests a linear decrease in attendance with each dollar increase in ticket price.

Calculating Revenue at Different Price Points

To determine the optimal ticket price, we analyze revenue at each price point:

$3 ticket: 1,000 attendees → Revenue = $3 1,000 = $3,0001.

$4 ticket: 900 attendees → Revenue = $4 900 = $3,6002.

$5 ticket: 800 attendees → Revenue = $5 800 = $4,0003.

$6 ticket: 700 attendees → Revenue = $6 700 = $4,2004.

$7 ticket: 600 attendees → Revenue = $7 600 = $4,2005.



$8 ticket: 500 attendees → Revenue = $8 500 = $4,0006.

$9 ticket: 400 attendees → Revenue = $9 400 = $3,6007.

$10 ticket: 300 attendees → Revenue = $10 300 = $3,0008.

From this, the highest revenue occurs at a ticket price of $6 and $7, both yielding $4,200.

---

Optimizing Ticket Pricing for Maximum Revenue

Identifying the Optimal Price Point

Based on the calculations:

- The maximum revenue of $4,200 occurs when the ticket price is $6 or $7.
- Prices above $7 lead to decreased revenue because the drop in attendance outweighs the increased
ticket price.
- Prices below $6 lead to lower revenue despite higher attendance.

Factors to Consider Beyond Simple Calculations

While the linear model provides a clear picture, real-world factors can complicate pricing decisions:

- Customer Willingness to Pay: Some attendees may be willing to pay more, especially if they value
the event highly.
- Perceived Value: Offering additional attractions or VIP packages can justify higher prices.
- Competitor Pricing: Other entertainment options in the area can influence willingness to pay.
- Cost Considerations: The event’s fixed and variable costs impact the desired revenue target.

Using Demand Curves for Better Predictions

A demand curve illustrates the relationship between price and quantity demanded more accurately,
often showing non-linear patterns. In practice, this means:

- Demand may decline more sharply at higher prices, indicating elastic demand.
- The club can conduct surveys or trial ticket sales to gather real demand data.
- Adjusting prices incrementally and tracking attendance provides empirical data to refine pricing
strategies.



---

Additional Revenue Streams and Pricing Strategies

Implementing Tiered Pricing

Offering different ticket levels can maximize revenue:

- General Admission: Standard price (e.g., $6 or $7).
- VIP Packages: Premium experiences at higher prices, e.g., $15–$25, including exclusive access,
souvenirs, or preferred parking.
- Group Discounts: Reduced prices for families or groups to increase overall attendance.

Pre-Sale and Early Bird Pricing

Encouraging early purchases can:

- Guarantee attendance numbers.
- Provide upfront revenue to cover event costs.
- Offer discounts to incentivize early commitment.

Additional Revenue Opportunities

Beyond ticket sales, the event can generate income through:

Concessions and Food Vendors

Merchandise Sales (e.g., event T-shirts, collectibles)

Sponsorships and Advertising


