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Revisiting Airline Revenue
Management

« 1985-1994 Director of Inventory. E
Management and Marketing _

« Since Then:
A Vice President Marketing  aumpey

~ SVP Marketing & Sales R
A VP Marketing et
a Consulting and E-Commerce Mainzer
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A Unigue Perspective

« Cruise Industry LLesson: Cabin or Per
Diem Rate does not rule contribution.

« SKi Industry Lesson: Seamless payment
systems throughout the entire product
experience

« Hospitality Lesson: Focus on flow through
revenues that have the highest margins;
ItS about profitability, not revenues
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Lessons from the Hospitality
Industry.

« Determine Total Spend, the Customer
Folio

« Customer Segmentation

« Merchandising; Evaluate Total
Consumption (on property spend) for
Booking Controls

* Flow Through: Contribution (Margin)
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Capturing Total Spend Every Day

« The Room Folio
A Associated with every stay
~ Key database with property management system
software
« Electronic Misc. Document (EMD)
A For trip itinerary/PNR, but linked to frequent flyer/CRM

database
A April 15t announcement by Farelogix driven by needs of

corporate travel Managers.
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« Continental Airlines “There Is some real
iIndustry werk (EMD) that will allow that to
pe more robust and transparent. n

cAme+ i .ccan Al.rla nes nWe
provides the foundation or platform of
providing a moere complete picture of
whet her- -ée.- t he charge
defined corporate travel policy."

Airline Revenue Managers: You
Have Got To Steer This!!
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Total Spend and Competitive
REPOItS

Tab 16 - Additional Revenue ADR Analysis
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Airline Flow Through

Booking
Class

Base Fare
$420
$275

119

Historical
Ancillary $

$95
$35
$2

Composite
Margin

YA
80%
99%

Contribution
$479
$303
$121

Bag Check Revenues: Simply cost recovery or net
contribution source? Does it remain profitable with

merchandising/increased volume?
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Segmentation Is Key

« Goal of resort marketing and RM Systems:
Maximize Total Resort Spend

« Jotal Spend Is understood by product type
(roomtype, rate category code, channel source
of booking, and type of booking, and lead time of
booking)

*Heard I n the GM offilce,
Priceline at the last minute never order room
serviceo

« RM system can drive profitability through more
sophisticated pricing and availability by pricing
product/ customer segment/channel.
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