
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 

 

 

 

 

 

 

DumaTV Case Study 
How the market leading comedy streaming channel 

reached 570% annual growth rate in revenue. 
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DynamO Pricing has just completed a successful pricing consultancy for DumaTV, 

the leading Hungarian stand-up comedy streaming channel. DynamO helped 

restructure DumaTV’s product portfolio based on data analysis of client needs. 

Different customer segments and corresponding products, including a four-step 

product ladder were defined. DynamO also set a pricing framework and 

suggested specific price points for the various products. DumaTV introduced the 

recommended new products and prices in early 2022. The project succeeded 

beyond expectations: the annual growth rate in revenue reached 570% in June 

2022. This is the story in details. 

 

DumaTV, the leading stand-up comedy streaming channel in Hungary, started its online service 

during the Covid-19 period. Recognizing the need for online content during the curfew in 2020 

spring, they launched their platform as a niche market service. However, after the serious Covid 

period, the number of loyal customers fell back by the fall of 2021. 

As Gergely Litkai, one of the owners and performers of Dumaszinhaz (parent company of 

DumaTV) remembers:  

 

We suffered from high level churn, above 50%, and most 

customers picked our monthly subscription instead of the 

more cost-efficient 6-month package. That was the moment 

when we asked for DynamO’s help on how to set our prices. 

 

DynamO Pricing is one of the market leader startups in Europe in dynamic pricing, also offering 

pricing optimization and consultation services to its clients. Dynamo contracted with DumaTV 

to establish a completely new pricing scheme because the potential was obvious: DumaTV 

offers a unique combination of everything that makes you laugh. From old Comedy Central 

series to brand new stand-up performances, from videos to interviews, from shows to podcasts. 

70 leading stars are among the performers, who determine the genre in Hungary. 
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“20 months after the launch we had enough data to analyze our 

performance. We wanted to learn from the pattern that data 

showed” – pointed out Litkai. The engagement started with data 

analysis. DynamO examined all the transactions and figured out 

that the challenge is not just pricing. Actually, pricing is almost 

never the lonely constituent of business facelift. Several issues 

were identified, so the job was segmented into four subareas: the 

Revenue, the Product, the Client, and finally the Pricing. 

Revenue Analysis 

Inspecting the revenue figures, the monthly subscription was responsible for the 60% of the 

revenue, and the 6-month product was the rest. Also, as a supplementary product, online tickets 

for certain live Dumaszinhaz shows were introduced, bringing 10% of the overall income. 

DynamO identified that the revenue can most probably be increased by introducing new 

products and services, and setting new pricing structures. 

Products and Services 

Originally, DumaTV had two basic products: the 30-day and the 180-day subscriptions. Later the 

online streaming of live theatre performances was added as an auxiliary product. DynamO 

identified many new optional products that DumaTV could offer. As Pal Danyi, pricing expert 

and Chief Development Officer of Dynamo emphasized:  
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Pricing always starts with the identification of the right 

products. DumaTV had the opportunity to define a huge set 

of possible product factors that they may price differently, 

e.g., the novelty of the show, the time window of accessing 

them, the number of simultaneous viewers (in terms of 

different IP addresses), the type of the content (live show, 

taped performance, podcast, etc.), the exclusivity of the 

content, number of views, quality of streaming, just to 

mention a few.  

 

Based on DynamO’s experience, too many different products would disturb the subscribers. 

(This is also known in shopping as the decision paralysis.) DumaTV accepted the suggestions 

and introduced only 4 products in a row as a ladder: Basic, Premium, Exclusive, and VIP, all with 

different levels of factors mentioned above. 

Later it turned out that the most popular new product became the Christmas Present Coupon. 

Anybody could buy a DumaTV voucher for the price of one theatre ticket that enabled the 

presented person to watch the streaming service for three months. The revenue from the 

voucher exceeded the combined revenue of the two traditional subscriptions in 2021 December, 

even though the latter ones also made record sales. 
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Client Segmentation 

“Understanding customer behavior is a must when we match products with price ranges” – said 

Bence Marosi, CEO of DynamO Pricing. In order to suggest proper price levels, DynamO 

analyzed and understood the critical reasons for the high level of churn. Most of the clients try 

the service for one month and then they do not renew the subscription, in most cases due to 

laziness, because no disappointment was mentioned by clients. “Hungarians love discount 

opportunities” – said Marosi, “therefore we emphasized that selecting a longer subscription 

period will save them a lot of money”. 

DynamO identified different client segments such as frequent, regular, and ad hoc viewers, and 

clients who are frequent theatre goers, but had not heard about DumaTV previously. This means 

that the pricing had to be set according to these segments to motivate them differently for 

subscription.  

Pricing Framework 

As a conclusion, a four-step pricing ladder was defined. The different products were built upon 

each other. This model is easy to understand for the clients, and also can be communicated well 

by the streaming provider. The different contents will decrease churn because fans will upgrade 

as soon as they watch the content of the previous subscription. It is also a typical pattern, that 

the most subscriber will pick the second product, because the cheapest one is “cheapie”. The 

calculated new rates were higher than the original fees that increased the revenue figures. 
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DumaTV accepted the recommendations and introduced most of the new “products” and the 

new pricing scheme at the beginning of 2022. The proof of the pudding is in the eating.  

 

The results became exceptional. As we assumed, the 90-day subscription became 

immediately an instant hit, but even the existing 180-day subscription revenue 

(with new content) tripled compared to the Covid-19 era (2020). Annual growth 

rate in revenue reached 570% (that is almost 6 times) in June 2022. 

 

In post-Covid situation we must understand what our clients 

want. Using DynamO’s hints, we could introduce a set of new 

products that our subscribers immediately loved. Why? 

Because they can easily pick the most appropriate product 

category for their needs and they feel satisfied. 

 

– summarized Litkai why the engagement with DynamO was successful.  

DynamO’s consultation services aim to help customers who want to increase or stabilize their 

revenue in uncertain economic situations such as pandemics or wars. Also, as Marosi points out, 

“our pricing service is based on data analysis, so our suggestions are proved.”. Although 

DynamO’s primary service is dynamic pricing, also traditional pricing consultancy can provide 

great value and huge revenue increase for its clients. 

 


