
Understanding the Foot Traffic in the Cinema 

Designated Market Area of New Providence:  

Past and Present 

 

Part 2: Present State of DMA Foot Traffic in New Providence 

From 2010 to present Designated Market Area Box Office Revenue in New Providence has seen 

a precipitous decline in revenue and attendance. 

 

Note: 

Data Courtesy of Rentrak/ComScore.com and is available upon request. Rentrak is 

the foremost authority on movie and theater data. The same is also a certified 

partner of North American Theater Owners (NATO) Association. 

 

There are several reasons for the decline in Galleria’s Box Office: 

I. Lack of Business Model Evolution 
 

II. Poor product implementation 
 

III. Customers dissatisfaction 
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I. Lack of Business Model evolution 

Galleria Cinemas’ refusal to stay current with basic cinema standards has had a direct effect on 

revenue, attendance and its long term sustainability. A case study in cinema business models 

showing the direct effect that changing of product mix has on revenue and attendance.  

Case Study: American Multi-Cinema (AMC) product mix evolution 2005-2016 

In 2005, ninety-five percent (95%) of AMC screens were 2D. Movie attendance in the United 

States had begun to decline and theater owners had few options to justify increase revenue/ 

ticket prices. Hence between 2003 and 2006, theater owners began to decrease 2D ticket prices 

to stimulate decreasing attendance. 

 

Needing more revenue choices, AMC began diversifying its product offering. It started in 2005 

by partnering with IMAX on a pilot program before expanding the deal in 2007. 



Looking to develop its 3D inventory in anticipation of the movie Avatar (December 2009), AMC 

increase their 3D theaters tenfold to 1500 Real D Systems.

. 

As a final addition to its premium formats, AMC added a dine-in concept to it business model. 

 

By 2010 the changes were beginning to bear fruit. 



AMC continued renovating its theaters. By 2015, investment analysts raved about AMC’s 

upgrade and the theater industry’s trend towards customer satisfaction. 

 

 

 

 

Analysts were correct in their assessment of the industry as a whole. By the end of 2016 the 

results were in and AMC transformation was complete. 

 

: 

 

More importantly attendance was up with IMAX accounting for 3% of its inventory yet 

generating 9% of AMC’s total Box Office revenue. 

 

 



A comparative look at the AMC business model evolution Vs. Galleria Cinemas tells the tale. 

 

AMC Business Model 2004                                                     Galleria Cinemas Business Model 2004 

 

98%     2D/ Regular Theaters                                                          100%   2D/ Regular Theaters                                                           

2%       Other  

 

 

 

 

 

 

AMC Business Model (2015)                                                             Galleria Business Model (2015) 

 

                                                                                                       

                                                                                                                            

       100%   2D/ Regular Theaters   

   

Note:  

Galleria briefly added 3D movies 

to the Bahamian market between 

2010 before stopping 2013 due to 

technical & managerial failures. 

 

 

 

(2,643 +152+12+312+1119)/5426 = 78% 

 

78% Premium Offering 

22 % 2D and Regular Theaters 

 



Let’s Compare AMC’s Product Mix to Atavus Group’s Product Mix 

 

AMC Business Model (2015)                                                             Atavus Business Model (2015) 

                                                       

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

        (2,643 +152+12+312+1119)/5426 = 78%                                (1+1+1+2+1)/ 9 = 66% 

 

 

 

 

Note: 

Notice the similarity in the AMC and Atavus’ Product Mix. Atavus Group business model is in 

line with global standards of operation. The stagnancy in the Galleria’s Product Mix, since its 

inception in 1998, is dumbfounding from a business perspective. It is now quite easy to see why 

they have struggled at the box office for years.  

 
 

Format                 Number of Screens  

 

Digital Laser                          9  

 

4DX (3D enabled)               1                                

 

IMAX with Laser                 1 

 (3D enabled)  

 

PFL (3D enabled)                1 

 

VIP (One 3D enabled)        2 

 

3D enabled                            1 

 

 

 

 

 

 

 

  

 

 

 

          9 

 

  

 



II. Poor Product Implementation 

Galleria’s track record has shown that only external industry conditions force them to 

modify their product mix. When they do make changes, management uses cheap, 

inefficient solutions that alienate their customer base and hurt their bottom line.   

Example: 3D adoption in the Bahamas and its subsequent failure 

Galleria adopted 3D movies in 2010, almost four years after 3D became a global 

standard. Financially this was a poor decision considering what movie products were 

dominating the cinema landscape. For example, in 2009 Avatar in 3D made more 

money for theater owners than any movie in history. 

Why 3D failed in the Bahamas miserably? 

A proper 3D presentation requires four (4) components: 

 3D glasses 

 A silver screen to decrease light lose 

 Updated projectors 

 A 3D module that can adjust the image as it leaves the projector 

 

Besides cheap 3D glasses, Galleria only bought the 3D modules for their projectors. 

They continued to use their old screens and outdated projectors from a decade earlier. 

Results: 

 Patrons complained of headache due to the poor screen calibration 

 Movies were out of focus or too dark to view 

 

Atavus Group conducted focus 

groups on 3D movie goers in 2013. 

 

Less than 17% of respondent had a 

positive 3D experience at Galleria.  

 

 

Conclusion: 

By mid-2013, less than three years after 3D was introduced to the Bahamas, Galleria 

Cinemas no longer showed 3D movies. 

 



 

III. Customers have been very disgruntled with Galleria for over a decade 

concerning various issues: 

 Safety/Security Problems: 

 



 Poor Facility Condition:  



Preparing for the Future 

Atavus Group has positioned for continuous succeed in the years to come. Due to existing 

exclusive relationships, Atavus has access to several new products expected to enter and 

dominate the cinema market over the next decade: 

 IMAX VR ( Proprietary Virtual Reality developed between Google and IMAX) 

 

4DX’s new product Screen X:  The World’s First 270 degree movie experience that covers the 

walls of the cinema. 

 

Fusion Superplex will be future-proof in the Bahamian Market for years to come. 


