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CourseIntroduction / Overview:

This comprehensive course provides an in-depth exploration of airline revenue management and pricing
optimization, critical disciplines for profitability and competitive advantage in the modern aviation industry.
Moving beyond theoretical concepts, this program delves into the practical application of strategies that
maximize revenue from afinite inventory of airline seats. Participants will journey through the core
principles of yield management, demand forecasting, and market segmentation, understanding how to
leverage data for strategic decision-making. We will explore the frameworks established by pioneerslike Dr.
Raobert G. Cross, whose work, including the seminal book "Revenue Management: Hard-Core Tactics for
Market Domination," laid the foundation for thisfield. The curriculum at BIG BEN Training Center is
designed to equip professionals with the skills to build and manage sophisticated pricing structures, optimize
ancillary revenue streams, and navigate the complexities of modern distribution channels, including the
transition to New Distribution Capability (NDC). This courseis an essential toolkit for anyone aiming to
master the art and science of airline commercial strategy, turning market insights into tangible financial
results.

Target Audience/ Thistraining courseis suitablefor:
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Revenue Management Analysts and Managers.

Pricing Analysts and Specialists.

Commercial Directors and Managers.

Network and Route Planners.

Airline Sales and Marketing Professionals.

E-commerce Managersin the airline industry.

Airline Finance and Strategy Executives.

Air Cargo Revenue Management Staff.

Consultants specializing in the aviation sector.

Data Scientists working in the airline industry.

Target Sectorsand Industries:

e Commercial Aviation.

Low-Cost Carriers (LCCs).

Full-Service Carriers (FSCs).

Regional and Charter Airlines.

Air Cargo and Freight Operations.

Travel and Tourism Agencies.

Global Distribution System (GDS) providers.

Aviation Consulting Firms.

Governmental bodies and aviation regulatory authorities.

Target Organizations Departments:
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Commercia Department.

Revenue Management and Pricing Department.
Sales and Marketing.

Network Planning and Scheduling.

Finance and Accounting.

Strategic Planning.

E-commerce and Digital Distribution.
Operations Control.

Corporate Strategy .

Cour se Offerings:

By the end of this course, the participants will have able to:

Master the fundamental principles of airline revenue management and yield management.
Develop and implement robust demand forecasting models for various markets.

Apply advanced market segmentation techniques to create targeted fare products.

Design and manage dynamic pricing strategies that respond to market conditions.

Utilize optimization controls such as bid pricing and nesting to maximize network revenue.
Formulate effective overbooking policies to minimize spoilage and denied boarding costs.
Identify and capitalize on ancillary revenue opportunities beyond the seat.

Analyze the impact of different distribution channels on revenue and cost.

Implement revenue integrity processes to reduce revenue leakage.

Evaluate the role of Al and machine learning in the future of airline revenue optimization.

Course M ethodology:
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The training methodology at BIG BEN Training Center is designed to be highly interactive, immersive, and
practical, ensuring that participants can immediately apply their learning in a professional context. We move
beyond traditional lectures to foster a dynamic learning environment built on real-world airline case studies,

allowing attendees to analyze and solve complex revenue management challenges faced by carriers today.
The course incorporates a blend of expert-led instruction, group discussions, and collaborative workshops
where participants work in teams to develop pricing and inventory strategies for simulated scenarios.
Practical exercises and data analysis tasks will be used extensively to reinforce key concepts, from building a
booking curve to calculating bid prices. This hands-on approach ensures a deep understanding of the tools
and techniques discussed. Continuous feedback from the instructor and peer-to-peer learning are integral
components, creating a supportive atmosphere that encourages critical thinking and strategic problem-
solving. Our goal isto bridge the gap between theory and practice, empowering participants with the
confidence and competence to drive revenue performance.

Course Agenda (Cour se Units):

Unit One: Foundations of Airline Revenue M anagement
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Introduction to Revenue Management (RM) history and evol ution.

The core concepts of yield management, spoilage, and spillage.

Key performance indicators (KPIs): RASM, CASK, Yield, and Load Factor.

Understanding airline cost structures and their impact on pricing.

The difference between leg-based and O& D (Origin-Destination) revenue management.

Market structures and competitive dynamics in the airline industry.

The ethical considerations of revenue management and dynamic pricing.

Unit Two: Demand Forecasting and Market Segmentation

e Therole of forecasting in airline revenue management.

Quantitative and qualitative forecasting techniques.

Analyzing booking curves and pickup patterns.

Unconstraining demand to understand true market potential.

Principles of effective market segmentation for airlines.

Using customer data for behavioral and value-based segmentation.

Developing fare families and branded fares to target different segments.

Unit Three: Pricing Strategies and Optimization Controls

e The science of airline pricing and fare construction.

Developing a dynamic pricing framework.

Understanding price elasticity of demand in different markets.

Inventory control mechanisms: nesting, bucketing, and bid price.

The theory and application of bid price for network optimization.

Strategic overbooking models and denied boarding management.

Group booking management and pricing strategies.

Unit Four: Ancillary Revenue and Distribution Channels
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Maximizing revenue through ancillary products and services.

Strategies for pricing unbundled services like baggage, seats, and meals.

The airline distribution landscape: GDS, direct channels, and OTAs.

Understanding the impact and opportunities of IATA's New Distribution Capability (NDC).

Managing multi-channel pricing and inventory consistency.

Therole of interline and codeshare agreements in revenue generation.

Revenue integrity: detecting and preventing revenue leakage.

Unit Five: Strategic | mplementation and Future Trends

e The architecture of a modern Airline Revenue Management System (RMYS).

Integrating RM with other commercia departments like sales and marketing.

Competitive analysis and strategic responses to competitor pricing actions.

The application of data science, machine learning, and Al in RM.

Personalization and the future of airline offers and orders.

Developing along-term revenue management strategy.

Course review, final project presentations, and action planning.
FAQ:

Qualificationsrequired for registering to this cour se?

There are no requirements.

How long is each daily session, and what isthetotal number of training hoursfor the
cour se?

This training course spans five days, with daily sessions ranging between 4 to 5 hours, including breaks and
interactive activities, bringing the total duration to 20 - 25 training hours.

Something to think about:
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How can airlines ethically balance profit maximization through dynamic pricing with the growing consumer

demand for fare transparency and fairness?

What unique qualities does this cour se offer compared to other
cour ses?

This course distinguishes itself by adopting a holistic and strategic perspective on airline revenue
management, moving beyond the mere mechanics of software tools. While many programs focus on
operational functions, this curriculum emphasizes the critical thinking and analytical skills required to
develop and lead a successful commercia strategy. We bridge the gap between traditional revenue
management theory and the disruptive forces shaping the future of aviation, with dedicated modules on the
strategic implementation of New Distribution Capability (NDC) and the transformative potential of Al and
machine learning. The content is built around real-world case studies that reflect the current challenges of
both low-cost and full-service carriers, ensuring the learning is relevant and immediately applicable. Rather
than just teaching participants how to use a system, we teach them how to think like acommercial strategist,
enabling them to interpret complex data, anticipate market shifts, and make proactive decisions that drive
sustainable profitability. The focus is on building deep, conceptual understanding, empowering participants
to innovate and adapt in arapidly evolving industry.
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