
T H E  S I M I L A R I T I E S B E T W E E N
S N E A K E R S A N D  A R T H O U S E
C I N E M A

Keeping up with evolving audience expectations

Julien Staartjes - FilmHallen, FilmKoepel & The Movies
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P R O G R A M

- Introduction

- Challenges

- Use cases
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J U L I E N  S T A A R T J E S

• FilmHallen, The Movies & FilmKoepel

• Senior Marketing Specialist 

• Studied English Literature & Cultural

Analysis at the UvA

• Degree in Marketing from NIMA
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F I L M H A L L E N ,  F I L M K O E P E L  &  T H E  M O V I E S

• Three cinemas, one company

• 19 screening rooms, 1650 seats 

total

• 750.000 visitors

• Arthouse & Hollywood

• Located in historical buildings
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F I L M H A L L E N
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F I L M K O E P E L  &  T H E  M O V I E S
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M A R K E T I N G  S T R A T E G Y :  R E T E N T I O N

Passerby

Returning visitor

Ambassador
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C I N E V I L L E  C A R D

- Unlimited cinema visits for a fixed 

price per month

- 110.000 members

- 81% goes at least twice a month.

- 50% goes at least three times

- 60% of our visitors
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C O M P E T I T O R S

• Multiplexes

• Streaming platforms

• Theaters, music venues, 

restaurants

• And of course:
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E V O L V I N G  A U D I E N C E  E X P E C T A T I O N S :  T H E  
C H A L L E N G E S

- Your audience is accustomed to the high level of service of big companies

- You have less means and a smaller team than big companies

- Your audience expects the same high service at their local cinema

- Your audience likes your identity of a local company
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I N S P I R A T I O N  F R O M  O T H E R  I N D U S T R I E S

• Travel & Leisure

• E-Commerce

• Publishing & content driven media 6
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S E R V I C E M A I L S :  P R E M A I L C A M P A I G N

• 80 % of ticket sales happen 

online

• Mail arrives 4 hours before visit

• Practical info & movie 

recommendations

• 72% OR, 30% CTO
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U P S E L L I N G T H E C I N E V I L L E C A R D

• Cineville promotion in mail

   
    

    
   



S E R V I C E M A I L S :  A F T E R M A I L C A M P A I G N

• First time visit -> Visitor survey

• Cineville promotion

• 57% OR, 11.9% CTR
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S E R V I C E M A I L S :  A F T E R M A I L C A M P A I G N

• Returning Cineville cardholder

-> movie recommendations
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E - C O M M E R C E
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O N  S A L E  N O W - R E M I N D E R

• Increase marketing 

momentum

• Website as a magazine

• Indicator of film popularity
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O N  S A L E  N O W - R E M I N D E R

• Reminder arrives in e-mail

• Includes Cineville promotion

• CVR: 10,4%
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P U B L I S H I N G  &  C O N T E N T  D R I V E N  M E D I A
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E X + R A  C O N T E N T

• Remember DVD bonus 

material?

• Interviews, behind the scenes, 

video essays etc.
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I N C R E A S I N G E N G A G E M E N T :  E X + R A  C O N T E N T

• E-mail arrives after ticket 

purchase

• Unlocks bonus content

• OR: 67%

• CTO: 10%
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I N C R E A S I N G E N G A G E M E N T :  E X + R A  C O N T E N T

• Content unlocked!

6
/

1
9

/
2

0
2

6
   

    
    

   



L E A R N I N G S  F O R  F I L M H A L L E N

• Be part of the conversation

• Dare to look beyond your own field for inspiration

• Keep communication relevant and authentic 6
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W H A T  D O S N E A K E R S  A N D  M Y  O W N  
P R O D U C T H A V E  I N  C O M M O N ?

• Julien Staartjes, julien@filmhallen.nl
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