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The revision of the Code of Conduct for computerised reservation systems (CRS) 

Executive summary 
 
The present briefing note presents the results of the analysis conducted by PwC regarding the 
CRS Code of Conduct. 
 
After a brief introduction (Chapter 1), Chapter 2 presents a short overview of the existing 
market conditions for computerised reservation systems. It also reports the assessment of how 
such conditions would be affected by a partial deregulation of the CRS, as currently proposed by 
the EC. 
 
Conclusions discussed in Chapter 2 are the following: 
 
Impacts of increasing online bookings competition in the CRS market should be leveraged by 
encouraging airlines to grant both travel agents and CRS access to their web facilities. 
 
Chapter 3 presents the results of a specific analysis of strengthening competition. Certain 
provisions of the EC's proposal relating to 'parent carriers' raise concerns about potential abuse 
and distortions of competition on the market (including possible discrimination between airlines 
with an ownership stake in a CRS and those without ownership). In chapter 3 the following 
issues are discussed: 
 
(1) the elements and/or the criteria that might be introduced under the proposed definition of 
'parent carrier', or under subsequent articles of the proposal, in order to avoid possible market 
abuse; 
 
(2) how to improve transparency and prevent discriminatory behaviour by the system vendors 
and by the airlines. 
 
Conclusions discussed in Chapter 3 are the following: 
 
Parent Carriers 
It is not possible to identify a threshold for airlines’ ownership shares of CRS. Regulations on 
concentrations and agreements are not applicable. Whilst creating likely competition distortion, 
no substantial gains in efficiency can be obtained by shareholding. 
 
Participation of airlines in CRS ownership should be prohibited; also prohibition should be 
applied in the opposite case (participation of CRS in airlines’ equity). Careful attention should 
be paid to possible influences of individual carriers on CRS, in particular with a view to their 
share in each CRS market. 
 
If the actions previously mentioned were not acceptable, a alternative could be: 
- an obligation for parent carriers and CRS to declare direct or indirect participation in the 

equity of CRS or airlines;  
and/or  
- prohibition on parent carriers appointing representatives in all management bodies of CRS 

and the exclusion of their voting rights. 
 
The note also addresses the time lag between the moment of flight data communication to 
'intermediaries' and when the communication is made to the market via CRS and the date of 
validity of the new conditions. 
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 'Time lag collusion' may allow airlines to negotiate the programmed fares with each other, thus 
distorting the fairness and correctness of competition. 
 
With regard to the above, one solution is to forbid the access of carriers to data provided by 
competitors before such data is communicated to the market through CRS (i.e. data collected by 
the intermediaries should not be displayed until delivered to CRS). Whilst guaranteeing (see 
Article 7) equal timeliness of data offered by the CRS, the proposed Code of Conduct does not  
offer similar guarantees at the upper level, since no rules on intermediaries are provided.  With 
the most important intermediaries being European and American, the regulation should be 
introduced by bilateral agreement with the US Government. The date of communication to the 
market and the validity date should coincide, as enforced by the US Department of Justice. 
 
Regarding the possible liberalisation of booking fees, cross subsidies and competition, the CRS 
market is typically a two-sided market, with each side characterised by different price elasticity 
and by a different degree of users’ dependence on CRS, in accordance with the side of the 
market they occupy. Travel agents are (theoretically) free to terminate contracts with CRS, 
whilst airlines (de facto) are not. The structure of the market and the relationships amongst 
players are such that competition amongst CRS in the upstream market (CRS v. carriers) relies 
on (and is the effect of) their competition in the downstream market (CRS v. travel agents). The 
proposal for a new regulation introduces pro-competitive elements within the relationship 
between CRS and airlines, which are insufficient to improve competiveness in that market 
segment, due to the substantial market power of the CRS. 
 
Booking fees should be regulated (adopting a ceiling on cost) or subjected to ex post assessment 
(i.e. no exploiting abuse, according to art. 82(a)). Negotiations between CRS and companies in 
return for more fare content should occur below the regulated ceiling (cap).  
 
In order to improve competitiveness in the downstream market, more mobility of travel agents 
should be guaranteed by extending to all travel agents the right of early termination of contracts 
with the CRS. 
 
Chapter 4 deals with the issue of Marketing Information Data Tapes (MIDT). The proposed 
Code of Conduct, whilst containing provisions that ensure non-discriminatory access for all 
airlines (Article 7), restricts information about subscribers, e.g. travel agents. Some elements are 
proposed to understand to what extent these restrictions harm the revenues of the CRS. 
 
Conclusions and suggestions discussed in Chapter 4 are the following: 
 
The misuse of travel agents’ data is open to abuse and, therefore, can be a risk to competition. 
The value of MIDT is already declining for retail purposes, since it does not cover an important 
portion of the market (tickets sold by a non CRS channel, e.g. websites). The MIDT value is 
further reduced if travel agents’ details are not available. This could be outweighed by the 
consumer benefits. Creating protection of this sensitive data is the aim of the new article in the 
regulation. If other existing databases (not CRS) have the same information and are not under 
the new regulation, there could be a serious risk. This could make the new regulation useless 
(without the expected benefits) and produce a monopoly of the information provider (not CRS). 
 
The conclusion is to maintain the limit proposed in the Code of Conduct. The possibility to 
negotiate the disclosure of name data by each single travel agent, as provided by the proposed 
regulation, appears to be a good solution (Article 6.2 of the proposed Code of Conduct). A 
further investigation into a possible monopoly of information by the IATA PaxIS system, under 
a formal EU request to IATA, and the extension of the proposed regulation on travel agents’ 
data disclosure to all systems, may also be useful. 
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Finally, Chapter 5 makes some preliminary observations on the enforcement rules in view of 
third countries’ violation. In order to ensure a level playing field between EU and non-EU 
market participants, the Commission’s proposal provides that any 'not equivalent' treatment by a 
system vendor (CRS) operating in a third country, they would have to apply the same  treatment 
to the air carriers of that third country (Article 8). Some notes are provided on this issue. 
 
Conclusions and suggestions discussed in chapter 5 are the following: 
 
Article 8 of the new Code of Conduct on CRS proposed by the EC addresses a quite relevant 
issue, particularly with regard to expanding or new markets entering into CRS.  The proposed 
instruments seem to be more able to deter, rather than detect and sanction, possible violations. 
More useful instruments to deal with this risk can be better identified in bilateral agreements 
(between the individual MS and third countries and between the EU as a whole and third 
countries). 
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Acronyms 
 

ASTA American Society of Travel Agents 

BAT British American Tobacco 

BSP IATA Billing and Settlement Plan 

CAGR Compound Annual Growth Rate 

CRS Computerised Reservation Systems 

DG TREN Directorate General Energy and transport 

DOT U.S. Department of Transportation 

EC European Commission 

EU European Union 

EFTA European Free Trade Association 

GDS Global Distribution System 

GNE Global New Entrants 

IATA International Air Transport Association 

MIDT Marketing Information Data Tape 

MS Member States 

QTR Quarter 

SME Small Medium Enterprises 

SMS Short Message System 

US United States 
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The revision of the Code of Conduct for computerised reservation systems (CRS) 

1 Introduction 
 
The European Parliament is currently working on a report of the European Commission (EC) 
regarding the proposal for a Regulation on a Code of Conduct for Computerised Reservation 
Systems - COM(2007)0709 2007/0243 - TRAN/6/56357. 
 
The EC justifies such revision in the light of several significant market developments, such as 
the rise of alternative booking channels, which have rendered the Code of Conduct increasingly 
inadequate for current market conditions. The Commission's proposal aims at simplifying the 
Code of Conduct and reinforcing competition between the computerised reservation systems 
(CRS) providers, whilst at the same time maintaining basic safeguards against potential 
competitive abuses. 
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2 Overview of the sector 
 
2.1 The players 
 
The air reservation market comprises: 

• Airlines (providing transport services – customer of CRS) 
• CRS (providing matches between travel agents’ requests and airlines’ supply) 
• Travel agents (as subscribers to CRS, processing the customers’ requests). 

 
In the CRS sector some major players can be recognised: 

• Amadeus 
• Sabre 
• Travelport2 (recently merged with Worldspan). 

 
In past years, airlines and CRS were almost vertically integrated (Figure 2-1), so that actors on the 
market were: airlines/CRS, the travel agents and the final customers. 
 
Given this situation, in order to protect consumers and safeguard competition, a dedicated 
Regulation supporting the general applicable provisions of competition law has been perceived 
as necessary. Accordingly, the European Commission decided to set up Regulation n° 2299/89 
introducing the Code of Conduct for CRS. 
 

Figure 2-1 - Past situation  

Airline/CRS
(Vertically integrated)

Travel
Agent Customer

 
 

Regarding the ownership structure (CRS/airlines), the tendency shown in past years, following 
the introduction of the Regulation, was towards the separation between airlines and the CRS. 
Currently, two out of three CRS companies do not have equity owned by airlines. Only 
Amadeus is owned by three airlines as minority shareholders, as shown in Figure 2-2. As far as 
it is known, no CRS are shareholders of airlines at present. Nevertheless, since such a case 
would undermine competition even more than the alternative and cannot be excluded, it should 
also be considered by the new Regulation in the future. 
 

                                                 
2 Galileo is part of the Worldspan group. 
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Figure 2-2 - Amadeus ownership in 2006 
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(EC – DG TREN Impact Assessment – Annex I, 2007) 

 
Nowadays, as indicated in Figure 2-3, when a travel agent books a ticket using one of the CRS, 
the airline pays the CRS booking fee (a flat charge per passenger per flight segment). In order to 
attract all travel agents, airlines participate in all CRS. Travel agents pay a subscription fee to 
rent equipment from the CRS to which they subscribe (usually only one), so the CRS providers 
compete to attract the travel agents to their system by paying them incentives per segment 
booked on their system. 
 

Figure 2-3 – Current situation 
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2.2 Basic market features 
 
The CRS market is a typically two-sided market, i.e. where: 

a) a 'platform' (the CRS) brings together two groups of users (airlines and travel agents); 
b) the coordination between the two groups by an intermediary is more efficient than direct 

bilateral relationships between users; and 
c) significant network externalities exist. One group’s (airlines) interest in applying a 

specific platform (CRS) is directly related to the number of users from the other group 
participating in the same platform (travel agents).  

 
According to consolidated economic reports, the price structure implemented by the 
intermediary is set according to the comparative price elasticity of the two groups of users in 
such a market. The intermediary will tend to subsidise high price elasticity users by charging 
higher prices to the less elastic ones. Users less elastic on prices will be ready to pay higher 
prices where this widens the other side of the market (see section 3.3 below). 
 
The competitive shortcomings of this framework are most visible on the upstream side of the 
market. The existence of individual dominant positions by some CRS on both sides of the 
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market should be carefully investigated on a case-by-case basis, particularly with regard to their 
market share country by country. 
 
On the upstream side, the lack of any countervailing power of airlines brings about a condition 
of joint dominance, where CRS as a whole act as a monopoly. This is not the effect of concerted 
practices, but a result of the present Regulation where 'dominance by Regulation' is the outcome 
of airlines being deprived of negotiation power. It follows that any provision aimed at 
rebalancing such power (as put forward by the new Commission proposal) is welcome. 
 
2.3 New tendencies: web booking  
 
Conclusions 
The competitive impact of increasing online bookings in the CRS market should be leveraged 
by encouraging airlines to grant travel agents and/or CRS access to their web facilities.  
 
Arguments  
The airlines’ desire to reduce sales and distribution costs should force the CRS to reduce prices 
and to seek alternative future business models3. Airlines have an incentive to explore a number 
of different distribution channels and internet technology has provided the means.  
 
Airlines are more and more interested in the direct sale of tickets, especially for leisure 
passengers. The rising internet penetration and the possibility of using direct marketing towards 
each customer (via e-mail promotion and even via SMS advertising) leaves a portion of the 
market free of CRS charges. 
 

Figure 2-4 - Current situation (considering internet providers and direct web site) 

   
Customer 

 
Airline 

       Internet bookers 
    (through CRS) 

 
Airline 

 
        Internet bookers 

 
 

   
Customer 

 

   
Customer 
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Airline 

 
 
In addition the airlines are using other instruments to avoid the involvement of travel agents and 
CRS, such as incentives to customers 4. Also, traditional airlines are following low-cost carrier 
models that pioneered web marketing opportunities due to great savings that can be earned from 
reducing the use of the CRS.  
 

                                                 
3  Alternative business models such as GNE. This kind of service (such as G2, ITA software and others) can 

improve efficiency, simplify workflow and offer new choices in travel distribution, lowering the overall cost of 
distribution, automating common business processes and improving delivery of customer services. 

4  Within the loyalty and frequent flyer programmes, some airlines encourage ticket direct/web selling. 
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As indicated in the Impact Assessment on the proposed revision of CRS systems5, online travel 
sales increased more than 30% in 2006 and were expected to grow by more than 20% in 2007. 
56% of these sales concerned air travel tickets. 
 

Figure 2-5. – Internet booking overall market size 1998-2007 (revenue value in billion of €, EU27 + EFTA 3) 
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1998-2007 CAGR: 2,69% 

1998-2007 CAGR: 82,04 % 

(EC – DG TREN Assessment – Centre for Regional and Tourism Research) 
 
 

Figure 2-6. – Trends in the European online travel market - by type of service - 1998-2007 

 
(Centre for Regional and Tourism Research) 

                                                 
5  EC – DG TREN Impact Assessment 'Proposal for a regulation of the European Parliament and of the Council on 

a Code of Conduct for computerised reservation systems'. (COM (2007) 709 SEC (2007) 1497). 
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Figure 2-7 – Low cost airlines – a major part of the European online travel market 

 
(Centre for Regional and Tourism Research) 

 
Regarding the development of alternative distribution channels, currently airlines are tending to 
focus increasingly on direct selling via web sites and call centres. This approach has 
progressively reduced the CRS overall market share (an estimation for 2005 shows that direct 
sales reached 40% of  total bookings in the EU27)6.  
 
However, that share will decline over time since providers such as GNE, meta-search engines 
and direct connect options are taking a bigger share of the distribution channels at the expense 
of traditional CRS models. The annual report of Sabre for 2006 states that traditional revenues 
from CRS for the 2nd qtr of 2006 have lost 2%, whilst Travelocity have gained 63%. The CRS 
are aware of this situation and are developing new business models. 
 
A computer replacement of traditional selling channels is unlikely because of: 

(1) the low level of internet penetration in the different countries; in Europe in 2007, nearly 
one out of two households had internet access7; penetration is higher in northern Europe 
and in Scandinavian countries, whilst lower in southern countries and in eastern 
countries that recently joined the EU; it must also be noted that internet penetration is 
possibly wider spread between people with a higher propensity to travel by air; 

(2) the corporate market is still very much linked to CRS reservations; the importance of the 
corporate travel market will be shown later in the document (see paragraph 2.5); 

(3) travel agents present little access to airlines’ web facilities. 
 
The increasing penetration of internet bookings and direct sales makes passengers less 
dependent on travel agents, increases direct competition amongst airlines and reduces the risks 
of discrimination by travel agents and CRS. However, as far as the revision of the CRS Code of 
Conduct is concerned, the main issues appear to be the following: 

(a) Does the reduction in the market share of CRS decrease their power within the residual 
market? Are airlines and travel agents able to bypass CRS?  

(b) Does this phenomenon reduce the market power of CRS downstream (CRS v. travel 
agents), i.e. does it make travel agents less dependent on CRS? 

 and/or 
(c)  Does it reduce the market power of CRS within the upstream (CRS v. airlines) segments 

of the market – i.e. does it make airlines less dependent on CRS? 

                                                 
6 Source: EC - DG TREN  Impact Assessment - page 12. 
7 Source: Eurostat “Internet usage in 2007 Households and individuals”. Data are referred to the EU27. 
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The following considerations lead us to the conclusion that direct effects are likely to be 
negligible, whilst some indirect effects could occur, unless several conditions take place. 
 
As for the downstream market, direct sales decrease the market power of travel agents (taken as 
a whole) towards passengers. At the same time, however: 
(i) the dependence of travel agents on CRS to serve the residual share of final customers 

remains unchanged, unless agencies are allowed by the airlines to directly access their 
websites; in this case, agencies would be given the freedom to resort either to CRS 
services or to airlines’ websites;  

(ii) such decrease does not directly affect competition amongst CRS to catch travel agents.  
CRS are allowed to have access to internet fares (see below), not by a rule generalising 
such right, but as a result of individual negotiations with airlines.  

 
From these considerations, it is evident that a wider propensity of airlines to make their web 
fares accessible to travel agents and CRS would be a pro-competitive factor within the 
downstream market. 
 
Regarding the upstream market, direct internet bookings allow airlines to bypass travel agents 
and CRS to a certain extent, but it does not make them free from CRS. Taking into account that 
a travel agent normally subscribes to one CRS only, airlines are forced to participate in all CRS 
to reach the highest number of travel agents (see also paragraph 2.4). It follows that the 
diffusion of internet bookings does not change substantially the imbalance of market power 
between airlines and CRS. 
In other words, airlines: 

(i) cannot remove any CRS, and  
(ii) are unable to negotiate better conditions,  

thus making the CRS compete amongst each other. 
 
The proposed deregulation only partially changes the second condition (ii).  
 
The competition amongst the CRS brought about by such deregulation does not allow the 
airlines to freely choose a CRS.  It does allow them to negotiate prices where their 
countervailing power is weakened by the lack of a realistic threat to terminate contracts. It must 
be highlighted, however, that once airlines are free to provide access to web facilities, their 
negotiating power would be reinforced by spurring CRS and travel agents to compete with 
each other. 
 
The above considerations deal with direct effects of internet sales penetration. However, the 
increasing penetration of direct selling could indirectly promote competition amongst CRS. On 
the one hand, the contraction of the final market can spur CRS to compete more in order to 
attract travel agents. On the other hand, CRS will try to offset that trend by competing in order 
to have access to 'internet fares'. This possible effect falls within the wider ground of 
negotiations concerning information data provided by airlines vs. fees paid to CRS, i.e., it can be 
considered an additional factor in favour of the proposed liberalisation. 
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US insights  

 Nearly three out of four US households with a phone line have access to the Internet, 
according to a February 2004 Nielsen//NetRatings survey. In the US 204,3 million people 
(74.9% of the population) have access to the Internet. Internet access was 66% in February 
2003; thus the 2004 level shows that a nine percentage point rise has occurred in one year. 

 In 2007, travel transactions on the Internet accounted for 54% of the total US travel 
bookings according to PhoCusWright's US Online Travel Overview, Sixth Edition (2007).  

 In 2005, the US share of online bookings was over 60% of all worldwide online 
bookings. 

 
2.4 Current market volume: CRS and travel agents 
 
CRS 
Globally the total annual turnover volume of companies providing CRS services is nearly 8 
billion Euro8 (2006 data). 
 
It should be underlined that currently nearly all airlines, except low-cost airlines, participate in 
all three CRS9. This approach is common amongst the conventional airlines and is necessary in 
order to gain the highest market penetration in terms of served travel agents and final customers. 
It is particularly important that the airlines participating in all the CRS make sure that all travel 
agents that use only one CRS can find their fares and connections. The role of CRS for low-cost 
companies is investigated further in paragraph 2.5. 
 
In the following graphs the market share of the three main players is represented, considering 
the revenues (Figure 2-8), the number of bookings in the European market (Figure 2-9) and the local 
market breakdown for Amadeus (Figure 2-10): 
 

Figure 2-8 - CRS providers' overall market share (2006 revenue value, and percentage, in billion of €) 
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(EC – DG TREN Impact Assessment – Annex I, 2007) 
 

                                                 
8 See Annex I of the EC DG TREN Impact Assessment on the proposed revision of CRS. 
9 Ibidem. 
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Figure 2-9 - CRS providers' EU market share (millions of bookings, and percentage, in 2006) 
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(EC – DG TREN Impact Assessment – Annex I, 2007) 
 
Data10 derived from the consultation developed for the EC Impact Assessment describes the 
market share of Amadeus on the total CRS market. In western Europe, Amadeus accounts for 
62.4% of total market value, whilst in central, eastern and southern Europe the market share is 
66.2%. In France, Germany and Spain Amadeus holds a market share of 90%11. 
 
The following figure illustrates Amadeus EU revenues breakdown by country. 
 

Figure 2-10 – Amadeus national breakdown by country (% on revenue value) 

  

France 
10% 

United Kingdom
1% Other EU countries

3% 

Spain
51%
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35%

Total  revenue : EUR 

(One Source report – Annual report Amadeus It Group SA 2005) 
 
Further analysis should be conducted in order to assess market dominance in the individual EU 
countries. 

                                                 
10 From EC - DG TREN Impact Assessment survey - The Association of British Travel Agents. 
11 Ibidem. 

Amadeus Revenue EUR:1.4 bn  Major EU country 1.3 bn 
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CRS and travel agents  
Travel agents generally use only one CRS due to the particular relationship between them and 
the CRS providers and also because of cost and for practical reasons12. 
 
As indicated in the above-mentioned EC’s Impact Assessment: 'travel agents pay a subscription 
fee to rent equipment from the CRS to which they subscribe. As travel agents typically 
subscribe to only one CRS, the CRS providers compete to attract the travel agents to their 
system by paying them incentives per segment booked on their system. For smaller agencies, the 
incentive payments can offset at least partially the subscription fee. But for larger travel agents, 
which can generate substantial booking fee revenue, the CRS effectively pay the travel agency 
to subscribe'. 
 
A Travel Agent with just one CRS system provides a suitable solution for its customers because 
of the presence in that system of all airlines. 
 
The following figure shows the CRS market share in the travel agents field at the EU level. This 
data should be investigated at national level to comprehend possible risks for fair competition 
among CRS. 
 

Figure 2-11 - CRS providers EU market (number of subscriber /travel agents, 2006)  
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(EC – DG TREN Impact Assessment – Annex I, 2007) 

 
The travel distribution market is undergoing significant and fast moving changes that are 
making some of the observations and conclusions of the EC’s Impact Assessment obsolete. It is 
our view that it is important to understand the wider travel distribution market in order to 
consider the most appropriate regulatory responses. The CRS (GDS providers) are changing the 
nature of their operations and developing future business models, around outsourced service 
provision and wider travel activities, in order to reduce their dependency on core CRS business. 
In addition, there has been an explosion in the number of different distribution channels which 
has increased complexity and flexibility in the marketplace. 
 
We believe it is essential for the regulator (EC, EP, etc.) to understand the complexity and the 
future development of the travel distribution market prior to coming to a decision on the 
appropriate degree of Regulation. The market for distribution of travel products today is 
complex, fast changing and highly competitive. This situation is not likely to change. 
 
Only looking at one distribution sector channel (CRS) could be a limitation. A proper view 
should include all the elements of travel distribution. Given the possibility of multi-channel 
                                                 
12 “Since each CRS has a separate software, it is easier for a TA looking for solutions in only one CRS” (US DOT 

study on the proposed reform of CRS systems, quoted in Brattle Group and Norton Rose study, 2003). 

PE 397.257 11



The revision of the Code of Conduct for computerised reservation systems (CRS) 

access or substitution and restriction of channels, any decision for a legislative action on one 
distribution segment must take into account consequences in other areas. 
 

US insights  

In the US the CRS has been deregulated since 31 July 2004. From that date on, it is 
interesting to note the evolution of the system: 

 Use of multiple CRS systems. Sixteen out of the Sabre’s 20 largest 'brick-and-mortar' 
travel agent customers use multiple systems and many use their own software to 
direct bookings to a specific system, often in order to maximise their incentive 
payments. Those 16 agencies produce 3% of sabre’s total volume from 'brick-and-
mortar' travel agents. (…) Each location of a travel agent that subscribes to more than 
one system tends to predominantly rely on one system rather than make substantial 
use of every system whose services are being purchased by the parent firm. (US 
DOT study on the proposed reform of CRS systems.) 

 Internet. Despite the widespread use of the Internet by travel agents, travel agents 
make relatively few bookings through the Internet. According to the ASTA survey, 
travel agents made only 10% of their bookings through websites, and most of those 
bookings were for tours booked through tour operator sites. (US DOT study on the 
proposed reform of CRS systems.) 

 To operate more efficiently, most travel agents use only one system. Whilst the 
largest travel agents tend to have two or more systems, they do not seem to make 
substantial use of all of them. These agencies typically rely predominantly on one 
system. Carlson Wagonlit alleges that each of its branch offices relies predominantly 
on one system even though the travel agency subscribes to all of the systems: 'Using 
multiple CRS at one location creates numerous operational difficulties related to 
training agents on multiple CRS and because client information is maintained within 
the CRS.' (US DOT study on the proposed reform of CRS systems.) 

 
2.5 CRS and low-cost airlines  
 
Traditionally, low-cost carriers  prefer to use their websites to sell tickets, thus avoiding CRS for 
cost savings and marketing policies. 
 
Currently, in the EU some low-cost carriers, such as the Spanish Vueling13 and the 
Scandinavian Sterling,14 are taking some space on CRS. 

                                                

 
Also EasyJet (one of the two pioneers of low-cost flights) has started booking via CRS, 
participating in Amadeus and Galileo (part of the Travelport group). This decision has been 
taken with the aim of entering into the European corporate market that accounts for 90 billion 
dollars15. Amadeus will make EasyJet flights available to its travel agents subscribers 
(worldwide). EasyJet flights will also be available through Galileo in the UK travel agents 
market. 
 
Other low-cost companies which appear to be present in the Amadeus system are: Germanwings 
(German), SN Brussels (Europe), Zip Air (Canada), Norwegian Air Shuttle (Norway), AirTran 
Airways (USA) and AirAsia (Malaysia).16. 
 
 

 
13  Vueling is associated to Amadeus with another 100 airlines for a low-fare agreement. 
14  Amadeus is piloting with Sterling a new solution to connect low cost carriers to its system called Amadeus 

Ticketless Access. 
15  According to PhoCusWright Corporate Travel Distribution Report August 2006, the value of the European 

corporate travel market was estimated as $88.2billion in 2005, representing a third of the total travel market and 
expected to grow at a rate of 11% over the following three years. 

16  Data from websites research. 
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US insights  

 Currently, in the US the following low-cost carriers are associated to CRS : Air Tran 
Airlines (ATA), Allegian Air, Alaska Airlines, JetBlue, Midwest Express, Southwest. 

 Unfortunately no data is available regarding:  
− the percentage of sales on CRS (vs. web and direct selling); 
− whether or not full fare content is provided. 

 
For low-cost carriers, the market of CRS is likely to become more and more interesting17. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

                                                 
17  Only Ryanair currently declares that it is not interested in starting ticket distribution via CRS, as indicated by the 

Trans national travel 'Competitors Take Note of EasyJet’s GDS Deals', 14 November 2007. 
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3 Competition issue 
 
3.1 Parent carrier market share 
 
Conclusions 

• It is not possible to identify a threshold for ownership shares of CRS by airlines. 
Regulations on concentrations and agreements are not applicable.  

• Whilst creating likely distortions of competition, no substantial gains in efficiency can be 
achieved by shareholding. 

 
Suggestions 

(i) Any participation of airlines in CRS ownership should be prohibited. 
(ii) The same prohibition should be applied in the opposite case (participation of CRS in 

airlines’ equity). 
(iii)Careful attention should be paid to the possible influence of individual carriers on CRS, 

particularly with a view to their share in each CRS market. 
 
Should the above not be acceptable, satisfactory alternatives may be as follows: 

(i) An obligation for parent carriers and CRS to declare any direct or indirect participation 
in CRS or in airlines’ equity; 

(ii) Prohibition on parent carriers appointing representatives in all CRS management bodies 
and an exclusion of their voting rights; 

(iii)Prohibition on parent carriers having any bias in the provision of web content and web 
access rights. 

 
Arguments 
Following Regulation 2299/1989, almost total ownership separation took place between CRS 
and airlines, with the exception of one of the operating CRS, Amadeus, in which Air 
France/KLM, Iberia and Lufthansa maintain minority shares. 
 
The question which has been raised deals with the possible negative impact of carriers being 
shareholders of CRS and, in the above-mentioned case, deals with the obligation of the CRS to 
guarantee equal treatment to all airlines. In this regard, the individualisation of a threshold of 
shareholding compatible with competition appears to be out of the reach of present Regulations 
on concentrations and agreements (and related case-law). The issue should be appraised within 
the more general principles of competition law.  
 
Regulation of concentrations only applies to: 

(i) new concentration processes (i.e. a carrier becoming a parent – which is not the risk at 
stake); 

(ii) a take-over of effective control – which, again, is not the case.   
 
Dominant positions are not illegal according to the competition law, whilst the Regulation on 
concentrations aims at controlling increasing dominance, which could undermine the existing 
competition. 
 
Regulation of agreements applies to the case considered so far since discriminations are the 
outcome of agreements between carriers and CRS. As for the relationships between 'parentship' 
and preferential conditions, the risk: 

(i) is greater, the greater the share of ownership,  
(ii) in principle, exists independently of the size of that participation, and  
(iii)exists independently of any ownership as such.  
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As for points (i) and (ii), in an early case (BAT/Reynolds v. Commission – Judgment 
17.11.1987, Case 142 and 156/1984) the Court of Justice stated that 'although the acquisition by 
one company of an equity interest in a competitor does not in itself constitute conduct restricting 
competition, such an acquisition may nevertheless serve as an instrument for influencing the 
commercial conduct of the company in question so as to restrict or distort competition on the 
market (…). That will be true in particular where, by the acquisition of a shareholding or 
through subsidiary clauses in the agreement, the investing company obtains legal or de facto 
control of the commercial conduct of the other company or where the agreement provides for 
commercial cooperation between the companies or creates a structure likely to be used for such 
cooperation' (par. 37 - emphasis added).   
 
The case quoted referred to a horizontal integration/agreement, but is in principle applicable also 
to vertical situations. It is easy to infer from the above quotation that the focus was not on the 
concentration as such, but on the possible underlying agreement that the participation in 
ownership could have been easier.  
 
Although, in general, the greater the participation in ownership, the easier the possibility to 
obtain preferential conditions (that conclusion holds even more in the case of one of the CRS 
being the shareholder of a carrier), it would be hard to indicate a threshold over which the 
risk of discrimination may be presumed. Indeed, ownership is not a necessary or a sufficient 
condition. For example, a minority shareholder can have devices to indirectly influence a 
company - e.g., sitting on the board, having access to the company’s economic and financial 
information, etc. 
 
Therefore, the risk of discrimination is not confined to ownership. It must be remembered, in 
fact, that the notion of effective control goes beyond ownership, since 'The acquisition of 
property rights and shareholders’ agreements are important, but are not the only elements 
involved: purely economic relationships may also play a decisive role. Therefore, in exceptional 
circumstances, a situation of economic dependence may lead to control on a de facto basis 
where, for example, very important long-term supply agreements or credits provided by 
suppliers or customers, coupled with structural links, confer decisive influence' (Commission 
Notice on the concept of concentration under Council Regulation 4064/89 (98/C, 66/02, par. 9).  
 
Therefore, carriers could be subject to different preferential treatments according to their share 
in the business of a CRS. It follows that the risk of discriminatory conditions should be 
monitored also by investigating the share of each airline in each CRS market, independently of 
being a parent. 
 
The definition of the air transport market is quite complex. However, as far as booking and sales 
are concerned, and subject to regulation, the relevant market should be prudentially 
geographically confined to a country. The majority of tickets of each carrier are sold in its own 
country. It follows that the market power should be analysed on a twofold basis: 

(i) the possible existence of the dominant position of a CRS (hence framing discriminations 
as abuse) should be ascertained on a country basis, instead of on a European (or world)-
wide basis; 

(ii) the share of each carrier in a CRS business should also be verified per country. 
 

At the same time, the air transport business is so closely interconnected that any preferential 
treatment or discrimination to a company is deemed to distort competition within the European 
market. Accordingly, European case-law is used to consider abuse in the air transport market 
which is able to affect the trade between Member States. Such abuse is subject to the 
Commission’s jurisdiction. 
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Therefore, in order to prevent abuse, market analysis on points (i) and (ii) should be 
implemented on a country basis by the national competition authorities under the Commission’s 
coordination and supervision.  
 
In recent times, the Commission and the Court increasingly turned to a 'substantial' or economic 
approach by focusing on the expected effects on consumers rather than on formal compatibility 
with European law. Also, following that approach, the very question to be raised deals with 
the reasons why airlines should prefer to be parent carriers despite the burdens imposed 
by the Code of Conduct both in force and in fieri. 
 
Normally, concentrations and agreements entail a trade-off between efficiency and competition. 
Concentrations and agreements are allowed when efficiency gains produce benefits for 
consumers and exceed the disadvantage of the limitation of competition, provided that a certain 
degree of competition is safeguarded. 
 
Regulation of airlines’ participation in the capital of CRS should be assessed according to the 
framework above. 
 
Efficiency gains normally run through cost reductions and/or quality improvements: economies 
of scale/scope, savings in procurement, less transaction costs, less information costs, faster 
circulation of information, etc. The above cost reductions would require a more strict integration 
between airlines and CRS 18. 
 
Moreover, the businesses of the parties appear very different: efficiency gains are not likely. The 
participation of airlines in CRS equity was, in the past, justified by their interest to promote the 
start-up of an efficient channel of data communication to the market. That situation changed 
over time as CRS became increasingly autonomous entities, as the divestment of ownership 
demonstrates.   
 
It is, therefore, legitimate to conclude that the benefits airlines expect from owning CRS have 
more to do with 'competition' gains (i.e. with preferential conditions – or with the risk of  
discrimination) rather than with costs. The risk of abuse is particularly high when a dominant 
airline participates in a dominant CRS (e.g. which is the case in the French, German and Spanish 
markets).  
 
It must be added that even greater competitive distortions may arise from CRS being owners of 
airlines. Although no such situation appears to exist today, it cannot be excluded that it may 
occur in the future, considering the absence of an explicit ban. It follows that a specific 
provision would be appropriate in the draft regulation. 
 
Conclusions 

(a) Due to the imbalance between efficiency gains and threats to competition, 'parentship' to 
whatever extent and symmetrically, CRS shareholding of airlines, should be actively 
discouraged. 

(b) Careful attention should be paid to the possible influence of  individual carriers on CRS, 
particularly with regard to their share in each CRS market. This must be analysed in 
combination with the share of the CRS in the single country market. 

 
 
 
                                                 
18 It is a condition different from the one considered in this note, which takes into consideration just minority 

shareholding. 
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Should point (a) not be acceptable, satisfactory alternatives could be: 
 

(i) an obligation for parent carriers to declare any direct or indirect participation in CRS 
equity (symmetrically for CRS); 

(ii) prohibition on parent carriers appointing representatives to any CRS management body 
and exclusion of their voting rights; 

(iii)prohibition on parent carriers having any bias (for example in the availability of contents 
and web access rights). 

 
3.2 Implicit collusion due to time lags  
 
Conclusions 

• The time lag elapsing between 
- flight data communication  to 'intermediaries' (see below);   
- communication to the market via CRS; and  
- the date of validity of the new conditions 

may allow airlines to negotiate the programmed fares with each other, thus distorting the 
correct play of competition. 

 
Suggestions 

(a) Access by carriers to data provided by competitors should not be allowed before the data 
is communicated to the market through CRS (i.e. data collected by the intermediaries 
should not be displayed until delivered to CRS). 
Whilst guaranteeing (see Article 7) equal timeliness offered by the CRS, the proposed 
Code of Conduct does not offer similar guarantees at the upper level. Rules for 
intermediaries are not provided.  The most important intermediaries being European and 
American, the regulations should be introduced by bilateral agreement with the US 
Government. 

(b) The date of communication to the market and the validity date should coincide, as 
enforced by the US Department of Justice.  

 
Arguments 
A possible distortion of the competitive game may arise as follows:  

(a) From the time lag between the provision of fares and other flight information from 
airlines to intermediaries (ATPCO: Air tariff publishing company and SITA: Société 
internationale des télécommunications aéronautiques, being the two most important) and 
the communication of this information to CRS and the market. Normally ATPCO and 
SITA transfer such data to CRS within 12-48 hours. 

(b) Airlines often defer the validity of fares (called 'first ticket day'19) to a date after the 
communication and they can also further defer the 'first travel date'20.  

For instance, an airline: 
• communicates a change of tariffs to ATPCO/SITA on 1 January, 
• the change is displayed by CRS on 3 January, 
• the sale of tickets starts on 1 February ('first ticket date'), 
• first flight available is on 1 March ('first travel date') 

 
Note that: 
(i) airlines subscribing contracts with intermediaries are informed of the conditions 

proposed by the competitors before these are communicated to the market; and  
(ii) changes become 'irreversible' only at the 'first ticket date'.  
                                                 
19 It is the first day  tickets are sold according to the new conditions. 
20 It is  the date of the first flight with the new conditions. 
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Both (i) and (ii) can affect competition since airlines are given the possibility to negotiate 
programmed fares with each other before they come into force (1 January to 1 February 1st) or 
even before they are communicated to the market (1 to 3 January). Then the airline which first 
proposes a change with delayed validity is in a position to confirm or to cancel that change 
before the validity date or even before it is communicated to the market, according to the 
reactions of competitors.  
 
In 1992 the US Department of Justice charged several American airlines with collusive conduct 
when they were destined to raise prices and limit competition by means of 'tacit' communication 
and negotiations on fares. In other words, the time lags between the communication to the 
market through CRS and the first ticket day, and between the communication to ATPCO/SITA 
and to CRS, acted as an informal communication channel amongst airlines, allowing them to 
agree upon pricing policies. 
 
In the US, the procedure ended up with the obligation that airlines refrain from announcing price 
changes before the first ticket day, except in the case of widely marketed campaigns.  
 
Similar conditions could be usefully provided by the proposal for the new Code of Conduct.  
 
3.3 Liberalisation of booking fees, cross subsidies and competition  
 
Conclusions 

• The CRS market is typically a two-sided market, each side being characterised by 
different price elasticities and by different degrees of users' dependence on a CRS, 
according to the side they occupy.  

• Travel agents are (theoretically) free to terminate contracts with CRS, while airlines (de 
facto) are not. 

• The structure of the market and the relationships amongst players are such that 
competition amongst CRS in the upstream market (CRS v. carriers) relies on, and is an 
effect of, their competition in the downstream market (CRS v. travel agents).  

• The proposal for a new regulation introduces pro-competitive elements within the 
relationships between CRS and airlines, which are insufficient to make that market 
segment really competitive due to the substantial market power of CRS.  

• From the considerations above, the following proposals could be indicative; 
(a) Booking fees should be subject to a regulated cost-oriented ceiling or to an ex-post 

assessment (i.e. ensuring no abuse, according to art. 82(a)). Negotiations of CRS 
with airlines in return for more fare content should occur below that regulated 
ceiling. 

(b) Effective competition should be allowed within the downstream market. More 
mobility of travel agents should be guaranteed by extending to all travel agents the 
right of early termination of contracts with CRS. 

 
Arguments 
The two-sided market can be divided into (see Figure 3-1): 

(a) the relationship between airlines and CRS (upstream side of the market); 
(b) the relationship between CRS and travel agents (downstream side of the market ). 

 
A third side should be added: the relationship between travel agents and passengers/final 
customers (down-downstream side of the market). 
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Figure 3-1 - Types of market in airline booking services 

Airlines
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No direct competition exists on the upstream side because of the following:  
- airlines are forced to participate in all CRS in order to capture as many travel agents as 

possible; 
- the effect of the current double prohibition according to which: 

- participating carriers cannot differentiate between content provided to CRS (i.e. carriers 
have no negotiation power to oppose CRS); and  

- CRS cannot grant carriers differential treatment, thus restraining CRS from competition 
over prices. 

 
The outcome is that, in order to protect airlines from CRS dominant power and price 
discrimination, the present Regulation pushes CRS to set prices as if they were monopolies. 
 
As a consequence, CRS as a whole could act as a monopolist in the upstream market. Indeed, 
defining that condition as joint dominance is appropriate – where they could not have a 
dominant position individually, a joint dominant position arises from the lack of any negotiation 
power by customers. 
 
The CRS compete within the downstream side of the market to attract travel agents. This 
originally took place through incentives, which has risen over the years. 
 
According to the Commission consultation paper on the proposed revision of Regulation 
2299/1989, ' For smaller agencies, the incentive payments could offset partially the subscription 
fee. But for larger travel agents who can generate substantial booking fee revenue the CRS 
effectively paid the travel agency to subscribe'21.  
 
However, due to the present Regulation, this competition does not lead to more competition in 
the upstream market due to the fact that carriers cannot provide the CRS with differentiated 
content. A flow of subsidies from the upstream to the downstream market takes place according 
to price cross elasticity. High incentives to travel agents were paid by high booking fees from 
carriers: the typical outcome of rational behaviour of a company acting as a platform in a two-
sided market, as argued above. 
 

                                                 
21  EC – DG TREN, Impact Assessment, Consultation paper on the proposed revision of Regulation 2299/1989, 

page 9. 
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The proposal for a new regulation now provides a competitive tool - the possibility for carriers 
to differentiate between content provided to the CRS in return for more convenient booking 
fees. This provision is not only bound to give some balancing power to carriers, but also 
enhances competition between the CRS in the upstream market, allowing them to compete by 
using both pricing and quality leverage. 
 
The new approach will be effectively pro-competitive, provided that: 

a) in the downstream market,  
(i) legal barriers regarding  mobility of travel agents from one CRS to 
another are removed by generalising the right of early termination of contracts 
only allowed  to smaller travel agents22 or by imposing limitations on the 
duration of these contracts and in the retention measures, as well as prohibiting 
loyalty practices, for instance resorting to the so-called 'English clause'23; 
(ii) the EC, directly and/or via the national antitrust authorities, regulates 
against rebates first of all, fidelity rebates and other discriminatory measures;  

b) in the upstream market,  
(i) free negotiation of booking fees should be subject to a cost oriented 
ceiling established by the regulator; should that condition not be fulfilled, the risk 
of abuse and the possibility of cross-subsidies from booking fees to incentives to 
travel agents would be considerable; the risk exists that the full liberalisation of 
upstream pricing, far from bringing about a generalised reduction of prices, could 
feed the CRS cash flow and increase discriminatory subsidies to travel agents, 
thus distorting competition; 
(ii) rebates to the regulated ceiling should be linked to fare content as far as 
quantity rebates are concerned, which are normally allowed in so far as they are 
justified by lower costs, the impact on smaller airlines being carefully appraised. 

 
Finally, both in the upstream and downstream market, competition would be enhanced by 
allowing either the CRS or travel agents to access airlines’ websites, thus causing them to 
compete with each other. 
 
Please consider that, in the EC Impact Assessment, an analysis of the travel agents' market and 
size (% of SME, market share, etc) is not provided. 

                                                 
22  The current Code of Conduct proposal provides this possibility for smaller Travel Agents. In the Impact 

Assessment it is mentioned that only three top travel groups perform more than 47% of bookings and that, 
according to 'TOP10', travel agents perform more than 65% of total bookings (no disclosure on data sources). 
The threshold indicating that a TA is a SME is taken directly from the Commission Recommendation 
2003/361/RC of 6 May 2003, concerning the definition of micro, small and medium-sized enterprises.  

23  'English clause' is a contractual agreement between a supplier and its customer, allowing the latter to purchase 
goods from other suppliers under more favourable terms, unless the 'exclusive' supplier accepts to supply the 
goods on the same advantageous conditions. The English clauses tend to facilitating collusion or suppliers’ 
abuse of dominance, particularly where such clauses oblige the customer to reveal the name of the alternative 
source to his 'exclusive' supplier. For this reason, English clauses have to be looked at in the light of the 
circumstances of the particular case to assess their conformity with competition law. 
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4 Impact of MIDT’s new regulation with specific regard to 
Travel agent information 

 
4.1 Ban on certain MIDTs from CRS - general issue (Art. 7 of 

proposed regulation) 
 
Conclusions 

• Misuse of travel agents’ data can be a risk for competition and open to abuse. 
• The value of MIDT is already declining for retail purposes since it does not cover an 

important portion of the market (tickets sold by non-CRS Channels – e.g. via 
websites). Without data regarding travel agents, the MIDT value is further reduced. 
This could be outweighed by the consumer benefits (as indicated by EC Impact 
Assessment). 

 
Suggestions 

(a) Maintain the limit proposed in the Code of Conduct. 
(b) The possibility to negotiate name data disclosure by each single Travel Agent, as 

provided by the proposed regulation, appears to be a good solution (Article 6.2 of the 
proposed Code of Conduct). 

 
An impact assessment of this Article (6.2) was not conducted by DG TREN. 
 
Arguments 
Data ownership and control is an issue, and access to MIDT data will continue to be an 
important topic. We believe that the CRS data can be essential to route planning and business 
development, but should not be used to extract confidential information. Interestingly, a number 
of airlines are now questioning the value of their route planning departments and are adopting a 
more entrepreneurial approach to route development and reducing analytical time. 
 
MIDT data can add significant value to several airlines’ core operations — specifically, sales 
and marketing, network planning, pricing and revenue management. The data can:  

− help with understanding market trends and competitors’ information; through MIDT 
data, airlines can view and analyse the market share of other airlines across all 'yield 
classes' or within a specific 'yield class'; knowledge of the competitive strength of an 
airline in a market represents the basis for all planning and marketing strategies and 
activities; 

− increase revenues and market share: airlines 'could' focus on routes/accounts with the 
most potential to positively shift market shares, by accessing various travel agents’ 
booking information; 

− help improve market transparency amongst market actors by observing each other’s 
behaviour. 

 
With special regard to this last issue, an airline can use the travel agent’s name to determine 
exactly who is selling tickets of a competitor and to put pressure on that agent to reduce his 
bookings on rival airlines via specific incentive schemes. Such activities may transform a travel 
agent from a neutral seller’s agent to a direct distribution agent for a particular airline, thus 
reducing the benefits to the consumer because of bias in the information provided. 
The new proposed provision under Article 6.2 forbids this use of the data, avoiding data 
disclosure on travel agents unless explicitly agreed by the individual travel agent.  
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MIDT value for CRS  
 
Looking at the annual reports of Sabre and Amadeus, the following conclusions can be gathered. 
The value of MIDT analysis and advisory services to airlines accounts for nearly 10% of 
Sabre’s total annual revenue, but with Amadeus this data rises to nearly 20%. The difference 
can be linked to the different registration in the annual reports of the services provided by each 
company. 
 

Figure 4-1- MIDT and advisory related services share for Sabre (2005) 
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(Sabre - Annual Report 2005) 

 
The volume of revenues coming from such services seems to be significant. If this data were to 
be withdrawn from MIDT, as indicated by the EC Impact Assessment, the MIDT value would 
be reduced24. Remaining MIDT data will continue to be useful and valuable to the airlines for 
planning purposes. 
 
An estimate of the possible value reduction of MIDT without information on travel agents is not 
available. There is also no evidence that this decrease can be significant or that the CRS 
operators did not quantify it in the consultation. 
 
Players’ opinion 
 
Two CRS providers, and almost all the airlines, would like to keep available the identification of 
the Travel Agent in the MIDT in order to ensure maximum market transparency.  
 
However, the travel agents request that the identity of the Travel Agent should be removed from 
the MIDT. They argue that this identification gives the airlines an unfair competitive advantage 
over travel agents and allows the airlines to impose incentive schemes that may have a distorting 
effect on competition. Forbidding Travel Agent identity in the MIDT should 'reduce the airlines' 
possibility to pressure travel agents to reduce rival bookings'25. 
 
According to the responses indicated in the table below, provided by the airlines during the 
survey conducted for the above-mentioned EC Impact Assessment, they mostly agree that 
removing travel agents’ data from MIDT is not useful. This data is helpful to 40% of the 
surveyed panel for market analysis and research alone and to 33% of the surveyed panel for 
market transparency. 

 

                                                 
24 See pages 32 and 33. 
25 EC – DG TREN Impact Assessment - page 33. 
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Table 4-1- Responses of the surveyed airlines regarding travel agents’ name withdrawal 

Airline/Association  

Air France Travel agent’s name is necessary for transparency of the market. 

American Airlines Travel agent’s name is necessary. Other sources provide the same info but with 
higher cost for airlines. 

BMI Travel agent’s name is necessary for transparency of the market. 

Sn Brussels No comment on this point. 

Gulf Air Travel agent’s name is necessary to provide clear picture of market opportunities. 

Iberia Travel agent’s name is necessary for transparency of the market. 

KML Travel agent’s name is necessary for transparency of the market. 

Lufthansa Travel agent’s name is necessary for transparency and efficiency of the market. 
The disclosure of this data does not help smaller airlines that cannot afford the 
purchase of MIDT. 

M.E.A. Travel agent’s name is necessary to provide clear picture of market opportunities. 

United Airlines Travel agent’s name should be masked only for those travel agents operating 
inside EU. 

Association of Asia Pacific 
Airlines (AAPA) 

Travel agent’s name is necessary to provide clear picture of market opportunities. 
Today, due to the lower price of purchase, smaller airlines can also get the data, so 
competition is not biased. 

Association of European 
Airlines (AEA) 

Travel agent’s name is necessary for transparency of the market. 

Arab Air Carriers 
Organisation 

Travel agent’s name is necessary to provide clear picture of market opportunities. 

European Regions Airline 
Association (ERA) 

No comment on this specific point. 

Fédération Nationale de 
l'Aviation Marchande 
(FNAM) 

Travel agent’s name is necessary to provide clear picture of market opportunities. 

 

(EC – DG TREN Impact Assessment – Open Public consultation on revision of Reg. 2299/89, 2007)26 
 

According to travel agents associations, the travel agent’s name should not be available in the 
MIDT. 
 

                                                 
26  Austrian Airlines, British Airways, and SAS Group responses are confidential papers so they are not listed in the 

table. 
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Table 4-2- Responses of the surveyed travel agents' associations regarding the travel agents' name 
withdrawal from MIDT 

Association Shall travel agent’s identity be revealed in the MIDT? 

Advantage - The National Network of travel 
agents (UK) 

NO 

The Association of British Travel Agents Ltd NO 

AUF & DAVON Reisebüro GmbH There is no need to change the CRS Code of Conduct 

Carlson Wagon Lit Travel 

NO (also for customer data when necessary for booking) 
GDS should not be able to sell proprietary information in 
a manner that that could be detrimental to the true data 
owners in the future. 
Otherwise the removal of any data specifically usable to 
identify an actor would be also acceptable. 

DRV Deutscher Reiseverband NO 

Explorer Fernreisen GmbH & Co. KG No responses on this point 

Group of National Travel Agents and Tour 
Operators’ Associations within the EU (ECTAA) 
and Guild of European Business Travel Agents 

(GEBTA) 

NO 

JUST Travel GmbH NO answer on this point 

La route des Iles NO – The association supports the proposal for a revision 
of the CRS Code of Conduct 

 

(EC – DG TREN Impact Assessment – Open Public consultation on revision of Reg. 2299/89, 2007) 
 
In conclusion, it appears that the new approach will be effectively pro-competitive provided 
that: 

(a) in the airlines–CRS-travel agent relationship (upstream - downstream market),  
− legal barriers to disclosure of travel agents’ sensitive data will contribute 

to the prevention of possible bias or aggressive initiatives towards travel 
agents;  

− free negotiation of possible disclosure of a travel agent’s name on MIDT 
could also enforce travel agents’ power towards CRS27; 

(b) in the airlines market, other important MIDT data will still be available in order to define 
important route planning and evaluation, especially for traditional and business markets; 

(c) customers of travel agents will have some further safeguards, thus reducing the risk of 
their paying unnamed and hidden incentives (paid by airlines to promote their ticket 
selling alongside competitors or new entrants). 
 

Also, it should be noted that MIDT is already a potentially declining source for marketing (fair) 
analysis28.  
 
MIDT represents a range of important passenger data.  However, as mentioned above, its 
sources (CRS) are being side-stepped by several dynamic changes in the marketplace.  
 
The CRS are a portion of the retail channels, but no longer necessarily a representative part. As 
of 2005, an estimated 40% of all airline bookings were done outside MIDT-identifiable channels 
(websites, directly by air carriers, etc), and the 60% that were still using CRS channels may not 
                                                 
27  A possible compensation scheme for Travel Agents upon disclosure of information is currently under discussion 

and it might have a positive effect. 
28  2005 Sabre Annual Report indicates a reduction of 16% compared to the previous year (2004), of revenues 

originating from MIDT selling and the related advisory services. 
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be a representative mix. For example, low-cost carriers in the EU are (currently) mostly out of 
the CRS, whilst in the US, where most low-cost carriers are in the CRS, they nonetheless tend to 
have very high levels of direct, non-CRS, bookings. MIDT misses this market. 
 
As a result, as LCC market penetration increases, the impact of MIDT data decreases. The 
decline of travel agents as a major retail channel has altered the accuracy of MIDT since there is 
a trend towards direct Internet bookings. 
 
In conclusion, any possible (further) reduction of the value of MIDT will be outweighed by 
the positive effects, for consumers, of having neutral and fair information. 
 
The proposed negotiated approach may be appropriate. The disclosure of the travel agent’s 
name should be negotiated on a personal basis (i.e. each individual travel agent decides whether 
or not to disclose its name to the CRS, and has also the possibility to later change its mind). This 
way, pressure by airlines on travel agents should be reduced. In the long term, the presence in 
MIDT data of the travel agent’s name (for travel agents that decide to disclosure it) will just 
become information and not useful for anti-competitive behaviour. 
 
4.2 Ban on certain MIDTs from CRS: a focus on IATA's competing 

system  
 
Conclusions 

• Creating protection for this sensitive data is the aim of the new article of the 
regulation. If other existing databases (not CRS) have the same information and are 
not covered by the new regulation, there could be a serious risk, since it could: 
- render the new regulation useless (without intended benefits); 
- produce a monopoly of the information provider (not CRS). 

 
Preliminary suggestion: 

(a) further investigation on this topic under a formal request to IATA; 
(b) extension of the proposed regulation on travel agents’ data disclosure to all the systems 

containing this kind of information. 
 
Arguments 
The IATA Passenger Intelligence Services ('PaxIS'), a product developed by IATA Business 
Intelligence Service, is a comprehensive airline/passenger database, currently containing 
accurate data captured through the IATA billing and settlement plan ('BSP')29. More 
specifically, IATA PaxIS includes, inter alia, information on travel agents. For further 
information concerning data included in the system, please refer to Annex 8 of the present 
document.  
 
Attention has to be paid to the two following issues: 

1. Is the IATA system itself subject to the regulation on CRS? 
and/or  
2. Are its sources subject to the regulation on CRS? 
 

                                                 
29  'IATA Billing and Settlement Plan (BSP) BSP is a system designed to facilitate and simplify the selling, 

reporting and remitting procedures of IATA Accredited Passenger Sales Agents, as well as improve financial 
control and cash flow for BSP Airlines. A worldwide system facilitating the settlement operations for airlines 
and agents, BSP operates in some 160 countries and territories. Over 80% of worldwide airline revenues are 
ticketed via IATA Travel Agencies in the BSP system'. Quoted from IATA website. 
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Both questions seem to be answered negatively. More specifically, on the second one, the 
possible data source seems to be identified in the travel agents’ IATA system of accreditation30. 
(On this an official request should be, more appropriately, submitted to IATA.)  
If the information regarding the name of the travel agent selling the ticket is to be withdrawn 
from MIDT, but not from IATA’s system, the latter (IATA PaxIS) will remain the only provider 
of this kind of valuable data. 
 
Therefore, it is necessary to clearly investigate: 

- the conditions and sources of the travel agents’ data reported on PaxIS.  
- if the IATA PaxIS system will also be affected by the proposed regulation . The BSP 

seems not likely to be subject to the Code of Conduct. 
 
It is necessary to ensure that the IATA PaxIS system does not become a monopolist in providing 
such information31. 

                                                 
30  The purpose of IATA Travel Agents Accreditation is to formally recognise travel agents that are authorised to 

sell and issue international airline tickets. Various responsibilities are involved. Primarily, 'accredited agents' are 
accepting payments from customers on behalf of the airlines whose tickets are issued. (It is therefore essential 
that customers and airlines can rely on those agents for tickets to be issued according to the required standards, 
and for payments to reach the airlines in a timely manner.) The accreditation process has a set of criteria that 
need to be achieved. IATA accredited agents use the above BSP (Billing and Settlement Plan), a system 
designed to simplify the ticketing, reporting and remittance procedures (the payments) of BSP Airlines.  

31  It is useful to remember that the differences between the IATA PaxIS system and CRS MIDT are only related to 
data sources and data coverage, while the data set is quite similar (see Annex 8 for a comparison). 
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5 Third country violation and possible safeguards 
 
Conclusions 

• Article 8 of the new regulation proposed by the EC addresses a quite relevant issue, 
particularly with regard to the expansion of new markets entering the CRS. 

• The proposed instruments seem to be more able to deter rather than detect and 
sanction possible violations. 

• More useful instruments for addressing this risk can be better identified in bilateral 
agreements (between MS and third countries and EU and third countries), either in 
the sign-off, monitoring or enforcement of rules. 

 
Arguments  
In order to ensure a level playing field between EU and non-EU market participants, the 
proposed review of the Code of Conduct provides that, for any 'not equivalent' treatment by a 
system vendor (CRS) operating in a third country, the same 'not equivalent' treatment given to 
the air carriers of that third country has to be applied, extending a principle already set up in 
existing regulations. 
 
First of all, it should be noted that the principle of ‘not equivalent’ treatment has already been 
used in the current regulation, with specific reference to parent carriers.  
 
The above-mentioned article provides for: 

1. 'Computer Reservation Systems (CRS) vendors operating in the territory of one Party 
shall be entitled to bring in, maintain, and make freely available their CRSs to travel 
agencies or travel companies whose principal business is the distribution of travel-related 
products in the territory of the other Party provided the CRS complies with any relevant 
regulatory requirements of the other Party. 

2. Neither Party shall, in its territory, impose or permit to be imposed on the CRS vendors 
of the other Party more stringent requirements with respect to CRS displays (including 
edit and display parameters), operations, practices, sales, or ownership than those 
imposed on its own CRS vendors.  

3. Owners/operators of CRSs of one Party that comply with the relevant regulatory 
requirements of the other Party, if any, shall have the same opportunity to own CRSs 
within the territory of the other Party as do owners/operators of that Party.' 

 
More generally, in some cases, in the International Trade Regulation, the European Commission 
envisages this possible action as enforcing and persuading third countries to fair competition. 
 
The option to act in this way to counteract discrimination of EU carriers in third countries seems 
unlikely. 
 
More specifically, there is the specific implication of asymmetry between a third country where 
the home carrier, operating in a biased manner, has an owner relationship with the local CRS 
and, for example, an EU country where the CRS is a stand-alone system and under regulation. 
Carriers from EU countries will have a disadvantage in their respective markets, compared to 
carriers from the cited third country. 
 
Accordingly, a possible field of investigation might be whether models preventing the abuse of 
the dominant position by some reciprocity measures do exist. 
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Reciprocity measures can be ineffective and produce, if anything, delayed effects. An ex ante 
'common regulation' could be introduced by Bilateral Air Transport Agreements, requiring the 
Member States to gradually implement such agreements in order to ban discrimination by third 
countries. Only once this method has proved to be ineffective (either because of third country 
refusal or due to non-compliance), should the recourse to retaliatory measures be considered.  
 
Attention should also be paid to this issue when discussing the signing-off of new upcoming 
Bilateral Air Transport Agreements, especially between the EC and third countries. Such 
Agreements are going to regulate in detail the operations between 'city pairs' in signatory 
countries.  
 
At this point it is useful to mention that, in the latest version of the EU-USA Open Sky 
Agreement, signed on 25 May 2007, Article 17 provides rules governing the CRS. 
 
In conclusion, it is hardly difficult to imagine that by giving a carrier from a third country the 
same treatment in an EU country that a carrier from the EU is facing in that third country, this 
might repair  the economic damage. It is also not very easy to list examples where this is applied 
and to imagine a reasonable timeline.  
 
In any case, this is more a political decision rather than an economically sensible decision. Apart 
from the practical feasibility, only in very symmetrical circumstances could it solve the problem. 
 
It should also be remembered that the implementation of a monitoring system (or EU agency) 
for possible threats of unfair treatment by the CRS in third countries to European CRS, will be 
costly and inefficient. 
 
Therefore, the possibility to act with equivalent treatment can, generally, be considered a 
method of preventing possible unfair conditions. 
 
A more useful direction to exploit would be the enforcement of conditions under bilateral 
agreements, amongst which are included air service agreements. 
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Annexes 
 
Annex 1:  Parent carrier - current and proposed regulation  
 
The following table contains an overview of the proposed and current regulation on parent 
carriers under the notion of effective control, discrimination, mandatory participation and other 
issues. 
 
The proposed revision does not change the definition of a 'parent carrier'. However, it does 
clarify that the specific rules for parent carriers also apply to rail undertakings that would control 
a CRS. 
 

Current Proposed 

 
Article 2 J 

‘effective control’ means a relationship constituted by 
rights, 
contracts or any other means which, either 
separately or jointly and 
having regard to the considerations of fact or law 
involved, confer 
the possibility of directly or indirectly exercising a 
decisive 
influence on an undertaking, in particular by: 
— the right to use all or part of the assets of an 
undertaking, 
— rights or contracts which confer a decisive 
influence on the 
composition, voting or decisions of the bodies of an 
undertaking 
or otherwise confer a decisive influence on the 
running of the 
business of the undertaking; 
 

 
Article 2 H 

‘effective control’ means a relationship constituted by 
rights, 
contracts or any other means which, either separately or 
jointly and 
having regard to the considerations of fact or law 
involved, confer 
the possibility of directly or indirectly exercising a decisive 
influence on an undertaking, in particular by: 
— the right to use all or part of the assets of an 
undertaking, 
— rights or contracts which confer a decisive influence on 
the 
composition, voting or decisions of the bodies of an 
undertaking 
or otherwise confer a decisive influence on the running of 
the 
business of the undertaking; 

Article 3a (point 1,2) 
 
1. A system vendor shall have the capacity, in its 
own name as a separate entity from the parent 
carrier, to have rights and obligations of all kinds, to 
make contracts, inter alia with parent carriers, 
participating carriers and subscribers, or to 
accomplish other legal acts and to sue and be sued. 
 
2. A system vendor shall allow any air carrier the 
opportunity to participate, on an equal and non-
discriminatory basis, in its distribution facilities within 
the available capacity of the system concerned and 
subject to any technical constraints outside the 
control of the system vendor. 

 
Article 10 (point 1,2) 

 
1.A parent carrier may not discriminate against a 
competing CRS by refusing to provide the latter, on 
request and with equal timeliness, with the same data on 
schedules, fares and availability relating to its own 
transport products as that which it provides to its own 
CRS or to distribute its transport products through 
another CRS, or by refusing to accept or to confirm with 
equal timeliness a reservation made through a competing 
CRS for any of its transport products which are 
distributed through its own CRS. The parent carrier shall 
be obliged to accept and to confirm only those bookings 
which are in conformity with its fares and conditions. 
 
2.The parent carrier shall not be obliged to accept any 
costs in this connection except for reproduction of the 
data to be provided and for accepted bookings. The 
booking fee payable to a CRS for an accepted booking 
made in accordance with paragraph 1 shall be in line with 
the fee charged by the same CRS to other participating 
carriers for equivalent transactions.. 
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Current Proposed 

 
Article 8 (point 1,2,3) 

 
1. A parent carrier shall neither directly nor indirectly 
link the use of any specific CRS by a subscriber with 
the receipt of any commission or other incentive or 
disincentive for the sale of air transport products 
available on its flights. 
2. A parent carrier shall neither directly nor indirectly 
require use of any specific CRS by a subscriber for 
sale or issue of tickets for any air transport products 
provided either directly or indirectly by itself. 
3. Any condition which an air carrier may require of a 
Travel Agents when authorizing it to sell and issue 
tickets for its air transport products shall be without 
prejudice to paragraphs 1 and 2. 
 

 
Article 10 (points 3,4) 

 
3.A parent carrier shall neither directly nor indirectly link 
the use of any specific CRS by a subscriber with the 
receipt of any commission or other incentive or 
disincentive for the sale of its transport products. 
4.A parent carrier shall neither directly nor indirectly 
require use of any specific CRS by a subscriber for sale 
or issue of tickets for any transport products provided 
either directly or indirectly by itself. 
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Annex 2: System vendor - current and proposed regulation  
 
The following table contains an overview of the proposed and current regulation on system 
vendors. 

 
Current Proposed 

Article 3 (point 3) 
 

(…) 
3. (a) A system vendor shall not:  
— attach unreasonable conditions to any contract 
with a participating carrier, 
— require the acceptance of supplementary 
conditions which, by 
their nature or according to commercial usage, have 
no connection with participation in its CRS and shall 
apply the same conditions for the same level of 
service. 
(b) A system vendor shall not make it a condition of 
participation in its CRS that a participating carrier 
may not at the same time be a participant in another 
system. 
(c) A participating carrier may terminate its contract 
with a system vendor on giving notice which need 
not exceed six months, to expire not before the end 
of the first year. 
In such a case a system the vendor shall not be 
entitled to recover more than the costs directly 
related to the termination of the contract. 
(…) 

Article 3 (point 1) 
 

1.A system vendor shall not: 
(a) attach unfair and/or unjustified conditions to any 
contract with a participating carrier or require the 
acceptance of supplementary conditions which, by their 
nature or according to commercial usage, have no 
connection with participation in its CRS; 
(b) make it a condition of participation in its CRS that a 
participating carrier may not at the same time be a 
participant in another system or that a participating carrier 
may not freely use alternative reservation systems such 
as its own Internet booking system. 
 

Article 4 (point 3) 
 

A system vendor shall load and process data 
provided participating carriers with equal care and 
timeliness, subject the constraints of the loading 
method selected by individual participating carriers 
and to the standard formats used by the said vendor. 
 

Article 3 (point 2) 
 

A system vendor shall load and process data provided by 
participating carriers with equal care and timeliness, 
subject only to the constraints of the loading method 
selected by individual participating carriers. 
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Annex 3: MIDT data disclosure on travel agents - current and 
proposed regulation  

 
The following table contains an overview of the proposed and the current regulation on 
subscriber MIDT data disclosure. 
 

Current Proposed 

Article 6 (point 1-2-3) 
1. The following provisions shall govern the availability of 
information, statistical or otherwise, by a system vendor 
from its CRS: 
(a) information concerning identifiable individual bookings 
shall be provided on an equal basis and only to the air 
carrier or carriers participating in the service covered by 
and to the subscribers involved in the booking. 
Information under the control of the system vendor 
concerning identifiable individual bookings shall be 
archived off-line within seventy-two hours of the 
completion of the last element in the individual booking 
and destroyed within three years. Access to such data 
shall be allowed only for billing-dispute reasons. 
(b) any marketing, booking and sales data made available 
shall be on the basis that:  
(i) such data are offered with equal timeliness and on a 
non-discriminatory  
basis to all participating carriers, including parent carriers; 
(ii) such data may and, on request, shall cover all 
participating carriers and/or subscribers, but shall include 
no identification, either directly or indirectly, of, or 
personal information on a passenger or a corporate user;  
(iii) all requests for such data are treated with equal care 
and timeless, subject to the transmission method selected 
by the individual carrier;  
(iv) information is made available on request to 
participating carriers and subscribers both globally and 
selectively with regard to the market in which they 
operate; 
(v) a group of airlines and/or subscribers is entitled to 
purchase data for common processing. 
2. A system vendor shall not make personal information 
concerning a passenger available to others not involved in 
the transaction without the consent of the passenger. 
3. A system vendor shall ensure that the provisions in 
paragraphs 1 and 2 above are complied with, by technical 
means and/or appropriate safeguards regarding at least 
software, in such a way that information provided by or 
created for air carriers can in no way be accessed by one 
or more of the parent carriers except as permitted by this 
Article. 
 

Article 7 (point a,b) 
Any marketing, booking and sales data may be made 
available by system vendors provided that: 
 
(a) such data are offered with equal timeliness and 
on a non-discriminatory basis to all participating carriers, 
including parent carriers. Data may and, on request, 
shall cover all participating carriers and/or subscribers; 
 
(b) when such data result from the use of the 
distribution facilities of a CRS by a subscriber 
established in the Community, it shall include no 
identification either directly nor indirectly of that 
subscriber unless the subscriber and the system 
vendor agree the conditions for the appropriate use 
of such data. 
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Current Proposed 

. 

Article 11 
1. Personal data shall be processed in the course of the 
activities of a CRS exclusively for the purpose of making 
reservations or issuing tickets for transport products. With 
regard to the processing of such data collected via a CRS, a 
system vendor shall be considered as a data controller in 
accordance with Article 2(d) of Directive 95/46/EC. 
2. Personal data shall only be processed insofar as 
processing is necessary for the performance of a contract to 
which the data subject is party or in order to take steps at the 
request of the data subject prior to entering into a contract. 
3. Where special categories of data referred to under 
Article 8 of Directive 95/46/EC are involved, such data shall 
only be processed where the data subject has given his explicit 
consent to the processing of those data. 
4. Information under the control of the system vendor 
concerning identifiable individual bookings shall be stored off-
line within seventy-two hours of the completion of the last 
element in the individual booking and destroyed within three 
years. Access to such data shall be allowed only for billing-
dispute reasons. 
5. Marketing, booking and sales data made available by 
a CRS shall include no identification, either directly or 
indirectly, of natural persons or, where applicable, of the 
organisations or companies on whose behalf they are acting. 
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Annex 4: Third countries’ current and proposed regulation 
comparison 

 
The following table contains an overview of the proposed and current regulation on equivalent 
treatment in third countries. 
 

Current Proposed 

Article 7 
1. The obligations of a system vendor under Articles 3 and 4 
to 6 shall not apply in respect of a parent carrier of a third 
country to the extent that its CRS outside the territory of the 
Community does not offer Community air carriers equivalent 
treatment to that provided under this regulation and under 
Commission Regulation (EEC) No 83/91 (1). 
2. The obligations of parent or participating carriers under 
Articles 3a, 4 and 8 shall not apply in respect of a CRS 
controlled by (an) air carrier(s) of one or more third country 
(countries) to the extent that outside the territory of the 
Community the parent or participating carrier(s) is (are) not 
accorded equivalent treatment to that provided under this 
Regulation and under Commission Regulation (EEC) No 83/ 
91. 
3. A system vendor or an air carrier proposing to avail itself of 
the provisions of paragraphs 1 or 2 must notify the 
Commission of its intentions and the reasons there for at 
least 14 days in advance of such action. In exceptional 
circumstances, the Commission may, at the request of the 
vendor or the air carrier concerned, grant a waiver from the 
14-day rule. 
4. Upon receipt of a notification, the Commission shall 
without delay determine whether discrimination within the 
meaning of paragraphs 1 and 2 exists. If this is found to be 
the case, the Commission shall so inform all system vendors 
or the air carriers concerned in the Community as well as 
Member States. If discrimination within the meaning of 
paragraph 1 or 2 does not exist, the Commission shall so 
inform the system vendor or air carriers concerned. 
5. (a) In cases where serious discrimination within the 
meaning of paragraph 1 or 2 is found to exist, the 
Commission may by decision instruct CRS to modify their 
operations appropriately in order to terminate such 
discrimination. 
The Commission shall immediately inform Member States of 
such a decision. (b) Unless the Council, at the request of a 
Member State, takes another decision within two months of 
the date of the Commission's decision, the latter shall enter 
into force.  
In a case of discrimination the Commission under request of 
a system vendor shall be informed in order to assess if 
serious discrimination exist and instruct the discriminating 
CRS how to terminate the discrimination. 
(b) Unless the Council, at the request of a Member State, 
takes another decision within two months of the date of the 
Commission's decision, the latter shall enter into force. 
 

Article 8 
1. At the request of a Member State or on its own 
initiative, the Commission shall examine whether the 
treatment given to Community air carriers by a system 
vendor operating in a third country is equivalent to the 
treatment given to the third country participating 
carriers with regard to any matter contained in this 
regulation. 
 
2. Where this is found not to be the case, the 
Commission, after consultation of the Member States 
and interested parties and without prejudice to 
international agreements to which the Community or 
the Member States are parties, may require all system 
vendors operating in the Community to treat air carriers 
of that third country in a manner that is equivalent to the 
treatment given to Community air carriers in that third 
country 
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Annex 5: EC Regulation No 4064/89 on the control of 
concentrations between undertakings  

 
Article 3 
 
'For the purposes of this regulation, control shall be constituted by rights, contracts or any other 
means which, either separately or in combination and having regard to the considerations of fact 
or law involved, confer the possibility of exercising decisive influence on an undertaking, in 
particular by: 
 
(a) ownership or the right to use all or part of the assets of an undertaking; 
(b) rights or contracts which confer decisive influence on the composition, voting or decisions of 
the organs of an undertaking.' 
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Annex 6: EC Regulation No 3976/87 on the application of 
Article 85 (3) of the Treaty to certain categories of 
agreements and concerted practices in the air 
transport sector  

 
Article 2 paragraph 2 
 
'The Commission may, in particular, adopt such regulations in respect of agreements, decisions 
or concerted practices which have as their object any of the following:  

• joint planning and coordination of airline schedules, 
• consultations on tariffs for the carriage of passengers and baggage and of freight on 

scheduled air services, 
• joint operations on new less busy scheduled air services, 
• slot allocation at airports and airport scheduling; the Commission shall take care to 

ensure consistency with the Code of Conduct adopted by the Council, 
• common purchase, development and operation of computer reservation systems relating 

to timetabling, reservations and ticketing by air transport undertakings; the Commission 
shall take care to ensure consistency with the Code of Conduct adopted by the Council.' 
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Annex 7: EC Regulation No 2299/89 on a Code of Conduct 
for computerised reservation systems  

 
Article 2 paragraph j: 
 
'Effective control’ means a relationship constituted by rights, contracts or any other means 
which, either separately or jointly and having regard to the considerations of fact or law 
involved, confer the possibility of directly or indirectly exercising a decisive influence on an 
undertaking, in particular by: 

• the right to use all or part of the assets of an undertaking, 
• rights or contracts which confer a decisive influence on the composition, voting or 

decisions of the bodies of an undertaking or otherwise confer a decisive influence on the 
running of the business of the undertaking.' 
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Annex 8: Data included in IATA PaxIS system and Amadeus 
MIDT 

 
IATA PaxIS reports issued ticket information from 394 airlines and carriers covering 76 BSP 
offices. 
 
Data available for January 2005 onwards:  

• Detailed strategic information including:   
o Agency/Country / region of ticket issuance  
o Point of Origin airport / True origin airport / connecting airport (s) / final 

destination airport  
o Fare category: First, Business, Full Economy, Discounted Economy and Others  
o Fare value: in US Dollars or euro  
o Month of ticket issuance / month of travel. 

 
Amadeus MIDT data provides, inter alia, the following information suitable to: 

• check the most productive agents and then see their booking on the competitors' offers; 
• develop effective and targeted sales incentive plans; 
• monitor the impact of planned promotions versus those of the competitors; 
• determine how and where to focus marketing spend; 
• evaluate the true potential of new sales opportunities; 
• define the profit potential of new routes; 
• forecast traffic and monitor the evolution of booking levels; 
• analyse performance by fare class to inform the pricing strategy; 
• look at O&D traffic flows. 

 
The following table illustrates the comparison between the IATA and Amadeus dataset (as an 
example of MIDT CRS data disclosure). 
 

IATA and Amadeus availability data comparison 

Information available 
IATA 

PaxIS system 

Amadeus 

MIDT 

Agency of ticket issuance 
(in the proposed regulation could be withdrawn from data set) √ √ 

Country of ticket issuance √ √ 

Region of ticket issuance √ √ 

Point of Origin airport / True origin airport / connecting airport 
(s) / final destination airport √ √ 

Fare category: First, Business, Full Economy, Discounted 
Economy and Others √ √ 

Fare value: in US Dollars or euro √ √ 

Month of ticket issuance / month of travel √ √ 

Sources: IATA website information – Amadeus website information 
 
In the IATA PaxIS system, statistical estimates are provided to cover direct sales, low-cost 
carriers, charter flight operators, under-represented BSP markets and non-BSP markets, 
including the United States. 
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The database’s coverage is referred to 156 countries out of 201 (more than 75%). 
 
PaxIS is an essential tool to conduct strategic analyses for:  

• network planning and optimisation  
• fleet planning  
• revenue management  
• sales and marketing  
• travel agency monitoring and performance analysis  
• business and product development. 

 
No further information is publicly available. 
 
Source: IATA and Amadeus website information  
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