WHERE IS “THERE" AND
HOW TO GET THERE?

Senior Manager, Industry Distribution Programs, IATA
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A world of Offers & Orders

Traveler

NDC
Sellers Airline own

(with or without channel
Aggregators) Airline.com

Dynamic ONE Order

Offers

Pricing Revenue
Merchandising Management

Delivery Accounting



Order Management
A must for true retailing

Key values for airlines

Support to
maximize sales

Expanded
partnerships

Simplified
ecosystem

opportunities




Unlocking benefits for the entire value chain

Process efficiency De-specialize

T Technology
Simplicit
Sellers y Vendors

] Enhanced data & analytics
Real time data

Automation
Better servicing
Improve Offer
_ forecasting
Delivery Accounting
Streamlined Providers Transparency Providers Accelerate revenue
relationships recognition

IATA



How to progress towards
airline retailing

Where to start?

IATA



Progress towards retailing with Offers and Orders

I Create Orders
Enhance

Offers

i L

Omnichannel

Offer & Order
Process Management
Orders

Create Offers

Organize as a retailer



Thank you! |




A SNAPSHOT FROM A ONE ORDER
IMPLEMENTATION - A EUROPEAN VIEW

Senior Director Distribution & Revenue Management
Strategy and Business Intelligence, Lufthansa Group



ONE Order at the Lufthansa Group

Christian Popp
| Head of Dlstrlbutlon and Revenue Management Strategy & Busmess Intelllgence

o ook s R RGN, e e Y : |
lufthansagroup.com Austrian 7~ (o Lufthansa AJSWISS LUFTHANSA GROUP



ONE Order @ Lufthansa Group focuses on three key value drivers

Customer Focus
e Simplified and seamless customer journey
* Amplified choice of products and services

Industry development and Engagement lNﬁﬁEs .I. DXC.technology

™ Ny
™ Y% sunExoress Lufthansa
N e U r Systems
= RLINES @ AIR CANADA aMaDEUS | JRTechnologies
LUFTHANSA GROUP
Revenue Potential Process Efficiencies
e Fully leverage NDC capabilities * Simplified processes
* New commercial opportunities * De-specialized IT solutions

Austrian 7~ (& Lufthansa AJSWISS LUFTHANSA GROUP



NDC meets ONE Order - a blueprint for digitalized airline distribution
The Objectives

( Establish clean ONE order-based processing of Dynamic NDC offers

Showcase

S

NDC meets ONE Order

( Include 3rd party ancillary services such as Wi-Fi and Lounge

‘ &’ ( Build up essential know-how for Lufthansa Group )

( Gain transparency about process dependencies

( Transport >200 passengers within Lufthansa EU Kont network

Lufthansa is the first airline worldwide to be ONE Order certified

AIRLINE

Austrian 7~ (& Lufthansa AJSWISS LUFTHANSA GROUP

Page 13



The implementation

@ Lufthansa ' JRTechnologies

o)

Global Aviation Cloud + ESP Environment

Order
Management

Architecture and functional modules

Flight and Middleware

Austrian 7~ (& Lufthansa AJSWISS
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TKT

Automated Check-
in service
(DCS)

© Lufthansa
Systems

Certification

D Bridging
i I NDC interface
3rd Party Delivery go
System - I ONE Order interface
Revenue I Proprietary interface
Accounting
SIRAX
LUFTHANSA GROUP



Order confirmation shows Order ID and Wi-Fi access code

Lufthansa

Passenger / Itinerary Receipt

Schroeder Kurt A123456K8

Travel data for | Reisedaten fiir Order-D / Ordernummer

LH 252  260ct18 12:30 FRA K MXP Confirmed 2ZAXDMWIW
Flight / Flug Date / Datum Departure / Abflug From ! von Teo fnach Status / Status | Flynet Voucher
LUFTHAMNSA 0 PC, Carry-on only 260ct18 2T0ct18

*gperated by / cperated by Bapggage Allowance / Freigepackl Mot valid before | Micht giiltig vor Not valid after / Nicht giiltig nach
LH253*  280ct18 14:30 MXP P FRA Confirmed 2437R9CL
Flight / Flug Date / Datum Departure [ Abflug From [ von To fnach Status / Status | Flynet Voucher
LUFTHAMNSA, 0 PC, Carry-on only 260ct18 290ct18

*operated by / cperated by Baggage Allowance [ Freigepack( Not valid before ! Micht gultig vor Mot valid after § Nicht giltig nach

Austrian 7~ (& Lufthansa AJSWISS LUFTHANSA GROUP



Key success factors

Cross functional and partner collaboration critical to success

Business case solidified only with combination of functional
benefits

Transition requires finding gradual implementation
path - while unlocking early benefits

Austrian 7~ (& Lufthansa AJSWISS LUFTHANSA GROUP



ORDER:
CASE STUDY

NDC meets
ONE Order

A BLUEPRINT FOR DIGITALIZED
AIRLINE DISTRIBUTION

Y8 ONE Order

More information on the Lufthansa pilot is available

2 ONE Order: Case Study | LH: NDC meets ONE Order

ONE Order

OME Order aims to modemize the order management process
in the airine industry. Thiz industry initiative led by IATA intends.
to replace the multiple and rigid booking, ticketing. delvery and
accounting methods.

The ONE Order standard enhances the capability of
e v it e ey crchi

and accounting systems and is open to any third party,
intermediary, IT provider or non-IATA member, to implement
and usa.

It introduces concepts such as delivery status and internal
wvalues in order to replace cument paper based mechanisms
used for delivery tracking and accounting purposes. ONE
Order eliminates the current booking and ticketing racords and
combines the content of those into a single retail and customer
focused order.

Lufthansa Group

The Lufthansa Group & a globally operating aviation group
with a total of more than 550 subsidiaries and sffiiated
companiss. The company portiolio consists of network aidines,
point-to-point aifines and aviation service companies.

The muhi-hub strategy offers passengers a comprehensive
mute network along with the greatest possible flexibility for
their jpumey. In the 2018/10 winter fiight fimetable, the mute
network comprised 244 destinations in 81 countries, sanved
via the intemnational hubs in Frankfurt, Munich, Zunch and
Vienna.

As a leading European airfine group, the aim of the Lufthansa
Group & to take on a key role in shaping the global aviation
market and to remain the first choice for shareholders,
customers and employees in the futurs.

The airlines form the core of the Lufthansa Group. The

Full information can be found at: www. o o

Austrian 7~ (& Lufthansa

LJswiss

o 1 portiolio of Network Airlines and Eurowings,
which offers direct connections, makss it possible to serve all
relevant market ssgments, representing an attractive offering
on relevant geographic markets both for premium customars.
and for more price-sensitve travelers.

Full information can be found at: www.luthansa.com

LUFTHANSA GROUP



Thank you
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A SNAPSHOT FROM A ONE ORDER
IMPLEMENTATION - A NORTH AMERICAN VIEW

Managing Director, Customer Technology
United Airlines



One Order Pilot

Soumit Nandi
Managing Director, Custom latforms

@soumit



legacy complexity expectations of

simplicity

in airline
businesses

UNITED 33 2
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what we did not do

create a PNR
create a ticket

create an EMD



accounting e
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interlining ¥

business awareness
transition path
standards development
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£ok 2 o / thank you

Soumit Nandi
Managing Director - Customer Technology Platforms

W @soumit

A STAR ALLIANCE MEMBER 7.t - U N I T E D ?’2’2)) ®



WHICH IS THE BEST PATH AND WHERE IS THE VALUE?

Senior Manager, Industry Distribution Programs, IATA

Managing Director, Customer Technology, United Airlines
CEOQO, JRTechnologies

Divisional VP E-Commerce and Distribution, Singapore Airlines

Senior Director Distribution & Revenue Management Strategy
and Business Intelligence, Lufthansa Group

Director, Airlines Solutions, NDC & Order Management,
Amadeus



BETTER TOGETHER: DIGITAL RETAILING IN
ALLIANCES AND JOINT VENTURES

CEO and Managing Director, Skyteam
CEO, Oneworld

Head Airlines Distribution Standards, IATA
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