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Following the events of September 11th, 2001 =

the airline industry faced an unprecedented
challenge to ensure flights were full, in order
to maximize profitability. The industry
standard models for pricing, routing and
restrictions were being contested and more
innovative and adaptive business processes
were required.

The use of flight sales information was needed to drive informed
decision-making. British Airways needed a solution that would
collate ticket sales information across the organisation, allowing for
effective analytic reporting.

Through understanding BAOS
provide a solution consisting of:

requ

An Oracle Data Warehouse cor

data

Utilisation of Essbase Analytic components to allow flight
fulfilment against capacity over a 355 day selling cycle

Consistent, like-for-like, comparison reports

Country: United Kingdom
Industry: Airline

Overview

British Airways plc (BA) is the flag
carrier airline of the United
Kingdom. BA has its headquarters
in Waterside near its main hub at
London Heathrow Airport and
based on fleet size, international
flights and international
destinations is the largest airline in
the UK.

Business Situation

British Airways needed a solution
that would collate ticket sales
information across the
organization, allowing for effective
analytic reporting.

Business Benefits

Through the new reporting
solution, BA was able to gain
significant benefits which included:

The ability to take decisive action
to maximize flight revenue
Enabled analysis of underlying
profitability on flights

The ability to better track sales
against project plans

Managed availability and cost of
seats on a flight by flight basis

Overview
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Technical summary

Oracle Essbase 7.1.2

Integrated services
Web analysis

AP|

Visual studio
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Situation

The use of flight sales data was
needed to drive informed decision-
making. British Airways needed a
solution that would collate ticket sales
information across the organisation,
allowing for effective analytic
reporting.

The company also required the ability
to have better control of their yield
management, allowing them to
measure their revenue per passenger
kilometer (RDK). They also wanted to
be able to analyse how full a flight was
per class, cabin and type of passenger
(i.e. regularly flyer, holiday maker etc)
so that they could better understand
their customersépurchasing behaviour
and thus maximize the service profits.

Engagement

In order to ensure that the correct
solution was realised, Altius worked
alongside British Airways as part of a
joint project team.

Altius engaged with British Airways at all
points of the project, scoping, providing
mentoring and working on specific
technical aspects of the build.

Data Challenges

The key challenges faced in the
implementation of the project were the
vast volumes of data from an equally vast
number of sources.

Specific issues in managing the data
included the need to manage multiple
time dimensions, incorporating and
understanding of:

When the ticket was sold;
Where the ticket was sold;
When the flight took off;
When the flight landed.

Complexity of analysis and the
incorporation of algorithms also provided
specific challenges and incorporated the
need to understand the logistics of
unique flights to include:

Multi-leg tickets
Transfer tickets from other airlines

Solution

The final solution took its data from the
revenue management systems.

The data was cleansed, processed, and
enhanced through an Oracle database,
before being loaded into Essbase. to
enable hierarchical analysis. End users
could then access the cleansed data
through an Excel spreadsheet or via web
analysis, which was presented using a
dashboard tool.

Benefits

The solution provided British Airways
management with a global picture of
sales for the entire airline, as well as
providing the ability to drill down into
individual dates and flights, and look at
specific areas of a flights sales including:

A specific flight
A cabin
The time and place of departure

The solution also allowed the company to
take decisive action to maximize flight
revenue by:

Closing out the cheapest seat
classes when flight sales were
ahead of profile.

Realising flights that were deemed
as slow selling as BA Miles Seats

Another benefit was the ability to analyse
underlying profitability on flights by
allocating transfer passenger revenue
against accurate costs rather than by
pure miles of each leg of the journey.
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Contact Us

For more information about Altius
Consulting services, call your
local Altius Consulting office:

1 United Kingdom
+ 44 1483 418 628
info@altiusconsulting.com

I United States
+1 832 476 6250
info.us@altiusconsulting.com

1 Channel Islands
+44 1534 767 905
info.ci@altiusconsulting.com

To read more about our
company, services and what we
can do for you visit our website:
www.altiusconsulting.com
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About Altius

Altius Consulting provides specialist
Business Intelligence (BI) and
Performance Management (PM)
consultancy to enterprises and large
organisations throughout the world.
The Company works with partners
and clients to turn data into valuable
information, enabling better decisions
and creating competitive advantage.

Altius Consulting has the experience
of over 500 project implementations,
spanning companies in oil, gas &
energy, financial services, retail and
the public sector. Altius is head-
quartered in the UK with offices in the
USA (Houston, Texas & Anchorage,
Alaska) and the Channel Islands; the
company has a global reach with
consultants from around the world.

We are not like everyone else

We started Altius in 1993 with two
clear objectives i to deliver innovative
solutions and build great client
relationships. We have achieved
those goals by becoming class-
leaders in both projects and
technology, allowing clients to put
their faith in our ability to deliver. As
we look forward, we continue to focus
on those original objectives; in the
end ités all abou
building lasting relationships.

Whilst our competitors continue to
provide 6évanill ab
have positioned our business at the
upper end of the marketplace. Our
consultants are some of the very best
in the industry and understand both
the commercial and technological
aspects of every project.

Work is performed, delivered and
supported by our consultants on
client site, not remotely by offshore
resources. Business Intelligence i
by its very nature i is a face-to-
face business.

We have built an enviable
reputation over the past sixteen
years. Our team is extremely
important to us and our clients are
enjoyable to work with. As a niche
player, we offer a better
experience than that provided by
the bigger consulting firms where
the emphasis remains on volume
and multi-million pound projects to
feed enormous overheads.

We can help your business realize
its true potential by building an
informed business environment. If
investing in better Business
Intelligence and Performance
Management solutions are
important issues for you and your
business, and only the best will do,
wedd | ove to tal

John Gateley
Managing Director.

If understanding your
business better is a high
priority for you, or you would
just like to discuss what
Business Intelligence and
Performance Management
options may work for your
business, please contact us.
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