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Michael Rushton : Strategic Pricing for the Arts  before purchasing it in order to gage whether or not it would be 
worth my time, and all praised Strategic Pricing for the Arts: 

1 of 1 people found the following review helpful. Required ReadingBy Kevin R PattersonEven if you think you know 
everthing there is to know about pricing in the arts Mr. Rushton gives you something more to think about. This is a 
book that should be required reading for everyone in the nonprofit arts sector.

With roughly half of allnbsp;income for non-profit arts organizations in the United States coming from 
earnednbsp;revenue rather than donations and state funding, the issue of pricing is paramount to success in the arts 
industry, yet pricing is not covered in any existing textbooks. How should prices differ between ordinary and premium 
seating? How much of a discount in admission should be offered through membership or season subscription? When 
does it make sense to partner with organizations to offer discounts?Arts managers, whether working in the performing 
arts, museums or festivals, and whether in the commercial, non-profit, or state sector, need to make informed decisions 
on the prices they set. This accessible text provides the first concise, practical, non-technical guide for setting prices in 
the arts industry. Offering a practical introduction to pricing, this book is perfectly suited to students studying arts 
management /administration as well as new managers working in the creative and cultural industries. 

http://f3db.com/pub/links.php?id=B00LPK9HHG


'This book is essential reading for anyone involved with Artrsquo;s Management. Michael Rushton provides the first 
comprehensive guide to setting prices in the Artrsquo;s markets - a toolkit of advice in understanding how to 
determine ticket prices, discounts, and concessions' - Rachel Pownall, Associate Professor, Tilburg University, The 
Netherlands 'With declining subscription rates and the growth of dynamic pricing in ticket sales, arts 
organizationsrsquo; leaders urgently need a clear and systematic approach to the art of price-setting. Rushtonrsquo;s 
strategic guide is a superb and indispensable resource.' - Patricia Dewey, Associate Professor and Director, Arts and 
Administration Program, University of Oregon 'This comprehensive yet straightforward portrayal of options for 
maximizing revenue will allay any skeptic's concerns that strategic pricing is elitist or a threat to accessibility and 
patron relations. Implementing effective pricing techniques will increase engagement, participation and revenue. It is a 
practice long overdue across the arts sector.' - Dan J. Martin, Professor, Carnegie Mellon University, USAnbsp; 
nbsp;nbsp;About the AuthorMichael Rushton is Professor and Director of Arts Administration Programs at Indiana 
University, USA 


