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Abstract 

Every cinema-goer has felt the exact moment of negotiation with oneself at the concessions 

counter, debating whether the joy of buttered popcorn is worth the grossly unreasonable price. 

A bag of popcorn costs anywhere between ₹200 and ₹500 inside a multiplex. This article 

uncovers the economic logic behind theatre concession pricing, drawing on concepts of price 

discrimination, captive markets, revenue splitting, and loss leader strategy. Far from being 

arbitrary greed, the high price of popcorn is a deliberate economic instrument, one that keeps 

the ticket prices relatively affordable, all while sustaining the cinema industry and reflecting a 

detailed understanding of consumer behavior. The article argues that the popcorn markup is not 

only rational but in a counterintuitive sense, beneficial for the average moviegoer. 

 

Introduction 

Imagine this: you have spent ₹350 on a movie ticket; you are feeling good about your evening 

and you arrive at the snack counter. A medium popcorn. ₹350. The exact price of the ticket you 

have just purchased. For the moment the numbers don’t add up. Surely this is a mistake. It is 

not.  

The high price of movie theatre popcorn is one of the most widely noticed and complained 

about pricing phenomena seen in everyday life. It has created a large amount of internet memes, 

dinner table arguments and the quietly rebellious practice of smuggling snacks in oversized 

handbags, yet cinema chains continue to charge these prices and profit hugely from them. The 

question is not whether this markup is real because it is, and spectacularly so. The more curious 

question is why it exists and what economic architecture it rests upon.  

The article raises the claim that cinema popcorn pricing is a textbook example of intelligent, 

multi-layered economic strategy and understanding it requires engaging with concepts from 

microeconomics and industrial organization such as the structure of captive markets and price 
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discrimination. Once these pieces fall into place, the overpriced popcorn starts to look less like 

exploitation and more like an elegant design. 

 

The Markup 

To begin with, the numbers are staggering. The raw cost of producing and serving popcorn 

which includes the building blocks like kernels, oil, and butter is estimated to be somewhere 

around ₹10 to ₹30 for a medium sized serving. The theatre charges ₹300-₹500 for the same. 

That’s a markup of approximately 900% to 3000%. By comparison, a typical retail business 

operates on margins of 30%-50%. Even luxury goods rarely cross 300%. These numbers are 

not an accident or inefficiency; theatre operators know exactly what and how much the popcorn 

costs them. Then why this pricing? This is because they have determined, through decades of 

data and experience, that this is the optimal price point and one that maximizes total revenue 

across the combined system of ticket and concession pricing. 

The critical insight gained is that cinema economics cannot be understood by looking at the 

ticket and popcorn in isolation. They must be understood as parts of a single, integrated pricing 

system (Hanssen, 2002). Once one sees them that way the absurd logic suddenly becomes 

surprisingly coherent. 

 

The Studio Keeps the Revenue 

To understand why theatres rely so heavily on concessions, one must first understand a 

structural peculiarity of the film exhibition industry: the theatre does not keep most of the ticket 

revenue. 

When a blockbuster film releases, the distribution agreement between the studio and the theatre 

typically grants the studio a majority share of the box office receipts which are often around  

50%-70% in the opening weeks, declining gradually over the run (Vogel, 2014). On a ₹350 

ticket, the theatre might retain as little as ₹100-₹150, and from that it must also pay rent on an 

expensive high street property along with salaries and utilities. 

The economics are stark, without concessions, most multiplex theatres would be operating at a 

significant loss, or at best break-even, ticket sales alone. Concessions which primarily consist 

of popcorn and beverages are where the theatre makes money. Industry estimates in the United 
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States suggest that concession sales account for roughly 40% of the cinema’s total revenue 

(National Association of Theatre Owners, 2019). The Indian multiplex industry follows a 

similar pattern, with big theatre houses like PVR and INOX consistently reporting concessions 

margins above 70% in their annual financial disclosures.  

In other words, the theatre is not really in the business of selling you movies. It is in the business 

of selling you popcorn, with the movie as a very effective delivery mechanism for getting you 

in the building. 

 

Price Discrimination and Willingness to Pay 

Classical economics tells us that firms maximize profit when they can charge each consumer 

exactly what they are willing to pay, a practice called perfect price discrimination 

(Varian,1989). In practice, this is rarely attainable, but cinema concession pricing is a clever 

approximation of it. 

Consider two types of movie-goers. The first is deeply price sensitive: they have chosen the 

cheapest available showtime, perhaps a Tuesday afternoon screening. They would not pay ₹500 

for a ticket, but they might be willing to pay ₹350. The second type is an enthusiastic fan who 

has booked opening-night tickets months in advance, coupled with dinner plans. They are far 

less sensitive to the price of popcorn. 

Here lies the difficulty: the theatre cannot easily charge these two customers different ticket 

prices for the same film in the same week. Pricing discrimination on the primary good, the 

ticket, is legally and practically constrained (though Tuesday discounts and loyalty programs 

do exist as partial solutions). But at the concessions counter, differentiation is much easier to 

achieve. The same customer who scrutinized the ticket price will often spend freely on food 

once they are already seated and committed to the experience (Oi, 1971). The sunk cost fallacy 

is a real and powerful force in consumer behavior. 

To put it more formally, this is an instance of what economists call third-degree price 

discrimination through complementary goods; the theater uses the pricing of an add on product 

to extract consumer surplus from those willing to pay more, without having to directly charge 

them for the main product (Tirole, 1988). The result is that price sensitive customers can still 

access the experience via cost friendly tickets, while higher spending customers contribute 

disproportionately to profit through concessions. 
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The Captive Market & Power of Context 

Taking all of this into account, there is another force at work which any honest version of 

cinema pricing must acknowledge: once one is inside the theatre, their options are limited. 

They cannot order a Swiggy delivery. The nearest alternative would be a restaurant or a kiosk 

outside which would require leaving the premises entirely and risk missing the film. The theatre 

has, in the language of economics, created a captive market (Shapiro & Varian, 1998). 

This captivity is not a mistake, cinemas have long enforced policies against bringing outside 

food, and while the degree of enforcement varies, the social norm against it is strong enough 

to deter a decent amount of people. The result is that competitive pressure on concession pricing 

becoming minimal. There are no alternatives, no price comparisons to be made and the 

inconvenience of abstaining entirely is high enough that most consumers comply. 

This captivity alone does not paint the full picture. Context plays an equally powerful role. 

Research in behavioral economics has shown that people apply different mental accounting 

frameworks based on their setting (Thaler, 1999). The same person who would flinch at a ₹300 

soft drink at a roadside stall evaluates it differently against the backdrop of a ₹500 ticket and a 

lavish multiplex environment. The theatre purposefully creates this context to shift the 

consumer’s frame of reference upward. Popcorn at ₹350 does not feel as incongruous in a gold 

class lounge as it does in the harsh light of the supermarket aisle. 

 

Is the Consumer Actually Harmed? 

At this point, one might reasonably ask: is any of this in the consumers interest? The answer, 

somewhat shockingly, is yes. 

Since concessions subsidies the cinemas operations so heavily, they allow the theatre to keep 

the ticket prices lower than they would otherwise need to be. If for instance the theatre had to 

extract all of its profit form tickets alone, the prices would need to rise substantially to cover 

the gap left by the 15% profit margin that tickets currently contribute.  

This is analogous to the pricing model of budget airlines, which sell cheap base fares and then 

charge for baggage, seat selection and so on. The traveler who packs light and sits wherever 

they are assigned effectively benefits from the premium paid by those who want extra legroom. 

The cinema operates on the same principle (Dana, 1998).  



 5 

Additionally, the concession experience is part of the value of cinema itself. Popcorn at the 

movies is not just a snack, it’s a ritual or an experience maker, an olfactory trigger for nostalgia 

and anticipation. The smell of fresh popcorn in a multiplex lobby is not an accident; it is a 

carefully engineered signal. 

 

Conclusion 

The high price of movie theatre popcorn is one of the most widely experienced examples of 

sophisticated pricing economics in everyday life. It is not random, and it is not simply 

exploitation. It is the product of a specific industrial structure, in which studios capture most 

ticket revenue, combined with the logic of price discrimination, the dynamics of captive 

markets, and the psychology of consumer framing. 

Understood correctly, it is a cross-subsidy mechanism that keeps cinema accessible, a tool of 

indirect price discrimination that allows different consumers to contribute different amounts 

based on their preferences, and an example of how firms operating in constrained revenue 

environments use complementary goods to sustain themselves. Whether one finds it fair is a 

separate question from whether it is rational, and on the question of rationality, the economics 

are clear. 

The next time you stand at the concessions counter and feel that familiar pang, you are not 

simply being overcharged for corn. You are participating in a carefully engineered economic 

system, one that has kept the lights on in movie theatres for over a century. Whether you buy 

the popcorn or not, the knowledge of why it costs what it does is, arguably, worth the price of 

entry. 
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