
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
  

Do the salaries that athletes 

make raise ticket prices?  

Surprisingly, if one understands 

economics, the answer is NO! 

The average ticket price for a 

Boston Red Socks game (Major 

League Baseball) in 2015 is $52.34.  

A ticket to see the New York 

Yankees averages $51.55.  Going to 

Wriggly Field to see the Cubs, on 

average, will cost you $44.81.  These 

are the top 3 average ticket prices in 

Major League Baseball. 

During the 2014 MLB season, 

the league-wide average ticket price 

was just under 28 U.S. dollars. This 

marks an increase of over 5 U.S. 

dollars from the average price in the 

2007 season. The team with the 

highest average ticket prices in the 

2014 season was the Boston Red 

Sox, whose tickets retailed at an 

average price of 52.32 U.S. dollars. 

The cheapest average tickets in the 

league could be found at the San 

Diego Padres, who sold their tickets 

at an average of 16.37 U.S. dollars.  

According to the Fan Cost 

Index, which calculates the cost of 

taking a family to a MLB game, the 

Red Sox also provided the most 

expensive day out in 2014. A family 

of four would spend an average of 

over 350 U.S. dollars on tickets, 

refreshments, and merchandise at 

Fenway Park, whereas comparative 

expenditure at the Arizona 

Diamondbacks stood at 126.89 U.S. 

dollars.  

As a result, the Boston Red Sox 

were able to announce their highest 

revenue to-date of 336 million U.S. 

dollars at the end of the 2013 season, 

second only to the New York 

Yankees, who generated revenue of 

471 million U.S. dollars. The Red 

Sox’s gate receipts amounted to 

almost 180 million U.S. dollars 

whilst the Yankees generated 246 

million U.S. dollars through ticket sales. 

This meant that the Red Sox generated 

53.5 percent of their total revenue from 

ticketing and the gate receipts at the 

Yankees amounted to 52.2 percent of 

the team's revenue.  

Concession stand prices also vary 

greatly within the MLB, with a fan at a 

Miami Marlins game having to pay 

twice the price for a beer than a fan 

attending an Arizona Diamondbacks or 

a Cleveland Indians game. Furthermore, 

a hot dog purchased at the Great 

American Ball Park, home to the 

Cincinnati Reds, cost 1 U.S. dollar in 

the 2014 seasons whereas the same 

snack bought at a New York Mets game 

would set a fan back 6.25 U.S. dollars  

The 2014 average NFL ticket is 

$84.43, a 3.5 percent increase from 

last season.  Average attendance at 

regular season NBA home games was 

at 17,407 in the 2013/14 season with 

tickets selling for 53.98 U.S. dollars 

on average. The 2012/13 season 

marked the first time tickets for NBA 

games sold for more than 50 U.S. 

dollars on average.   

Compared to the other major 

North American sports leagues, 

tickets for NBA games are more 

expensive than tickets for Major 

League Baseball games (27.93 U.S. 

dollars) but less expensive than tickets 

for NHL games (61.62 U.S. dollars) 

and NFL games (84.43. U.S. dollars). 
 

Source:  http://www.statista.com/ 

Pricing:  What the Market Will Bear 
 

Many people are surprised to learn that well-run  

businesses do not set prices based on costs.  Doing 

so leaves a lot of money on the table.  Actually, from 

 a business-perspective, what it costs to sell a product 

or service does not matter when it comes to setting your 

 selling price.  Costs, of course, do matter.  Businesses exist to earn money – 

net revenues.  We can calculate net revenues are calculated as follow: 
 

Net Revenue = Revenues (money coming in) – Expenses (money going out) 
 

Cost-plus pricing is a pricing strategy in which the selling price is 

determined by adding a percentage markup to a product's unit cost.   

Value-based pricing (also value optimized pricing) is a pricing strategy 

which sets prices primarily, but not exclusively, on the value, perceived or 

estimated, to the customer rather than on the cost of the product or historical 

prices.  The goal is to increase earnings (net revenue) by charging the highest 

prices possible without greatly losing sales volumes.  This is the pricing 

philosophy taught in Business Schools and is the norm in our economy. 

Why?  If we use cost plus pricing, and our costs are $5, adding a flat 

percentage (let’s assume 50%) to earn money would result in a selling price 

of $7.50.   But what if people are willing to pay $10 for this product/service? 

Cost pricing means we are leaving money on the table which we could 

have earned.  To maximize revenues, costs do not really matter.   What 

matters is demand, or what people will pay – what the market will bear.   

Big sports events are essentially sold out – whether player salaries go up 

or down.  What matters is that people are willing to buy tickets at increasingly 

higher prices!  Player salaries do not change the demand for tickets.  People 

tend to demand these tickets at today’s prices whether salaries go up or down. 
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