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T H E  H I G H L E V E LvıewNews Briefs from Around the Globe

News from the Middle East

Gulf Air, the national carrier of Bahrain, UAE, Oman

and Qatar, has signed a three-year contract for access to

the Sabre ® TransVision ™ traffic flow analyzer. Gulf Air,

the first Middle East carrier to utilize the TransVision

analyzer, also uses two additional tools from the Sabre

Airline Solutions market data and analysis suite: the

Sabre ® ProVisionSM MIDT processing service and the

Sabre ® WiseVision ™ sales expansion system. 

The TransVision analyzer is an affordable and easy-

to-use data mining system that provides airlines with

detailed analysis of origin and destination data. Details

such as passenger travel patterns, segment, feeder 

and onward traffic flows, and yield and cabin-class 

distribution can be found quickly. Utilizing the in-depth

travel analysis, airline planning and scheduling 

departments can modify and adapt flight schedules 

to fit traffic flow patterns. Because the system identifies

the most popular routes and transit points, airlines can

target the best possible departure and/or arrival times

and maximize passenger loads, while increasing revenue

and potentially their market share. 

Through the TransVision analyzer, Gulf Air will have

access to a variety of ways to view potential market

opportunities by extracting valuable transit information

from booking transactions in computerized reservations

systems and global distribution systems. This insight

makes it possible for airlines to analyze transit-point 

passenger flows, trunk-route feeding, onward traffic flows,

time-of-day and day-of-week passenger distribution,

route and airline preferences, codeshare impact on sales

figures, and cabin and yield distribution. 

“We are looking forward to using the TransVision

analyzer as a logical progression from our already exten-

sive use of the WiseVision system,” said Alistair Rivers,

manager of network management systems at Gulf Air.

“The TransVision analyzer will give us more detailed

information on the markets where we and our competi-

tors operate. It will help us to make informed decisions

on the development of our routes and services.” 

Under the terms of the agreement, Gulf Air will 

use the TransVision analyzer via the Sabre ® eMergo™

Web-enabled and dedicated network solutions, an 

application service provider offering.

News from Europe 

Air Malta has successfully implemented the 

Sabre ® Traverse ™ loyalty management system, which

significantly enhances the airline’s customer service

efforts and reduces operating costs for its FlyPass 

loyalty program. 

Air Malta utilizes the Traverse system via the 

Sabre ® eMergo™ Web-enabled and dedicated network

solutions. The eMergo solutions, an applications service

provider model, eliminates an airline’s need for costly

and complicated in-house data center infrastructure and

support. The implementation with Air Malta marked the

first expansion of the eMergo solutions into loyalty 

management. 

“We have gained tremendous benefits from 

Sabre Airline Solutions’ technologies,” said Brian

Bartolo, director of loyalty management at Air Malta.

“With the addition of the Traverse system, we will 

be able to provide FlyPass members with greater 

customer service than ever before. In addition, the

Traverse system provides greater efficiency for our

agents in terms of time required for processing 

member information and the ability to perform other

duties. This type of automation is critical in our key

international cities. Accessing these capabilities via

the Web helps us better perform in today’s highly

competitive airline industry.” 

The Traverse system benefits airlines by providing

the ability to: 

Create comprehensive promotional offers for new

services and routes and introduce new partners,

Directly target campaigns to travelers, maximizing 

the potential of promotions,

Track member activity and member response 

to promotions, 

Recognize and reward their most loyal passengers,

Manage members using a leading-edge customer

service tool based on proven technology and input

from a broad airline base.

The Traverse system is complemented by Sabre

Airline Solutions’ partnership with Points International,

which provides airlines with complementary tools that

allow members to exchange loyalty currencies between

airline programs and purchase loyalty points.
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Europe, Middle East and Africa

By Marcus Pearson  | Ascend Contributor

Next-Door Knowledge
Locally Based Experts Assist 
EMEA Airlines

As changes in the airline industry

continue at breakneck speed, it may

sometimes prove difficult to know all

the right answers — or, for that matter,

even all the right questions.

With such uncertainty facing the

industry, keeping pace may seem a bit

overwhelming. Fortunately, airlines

don’t have to go it alone. Resources are

available to help airlines stay on top of

the latest industry best practices as well

as the latest information technology that

enables them to compete effectively.

For airlines in Europe, the Middle

East and Africa, Sabre Airline Solutions

has created a locally based Center of

Excellence, a group of subject matter

experts who combine deep industry

knowledge with extensive IT experience. 

Having worked in the EMEA airline

industry, these experts provide an

understanding of the region’s unique

environment and can help navigate

through the turbulence of changing 

conditions. With their ability to identify

not only the problem but also the 

solution, these experts can provide

insight and assistance to help airlines

determine the ideal course.

By combining industry and IT

knowledge, these subject matter 

experts can also help airlines apply 

their technology to new processes 

and procedures. An airline considering

starting codeshare agreements, for

example, may not know how to 

implement them in its flight operations

software. The Center of Excellence 

can assist the airline to make sure its 

decision-support tools properly support

the business.

The Center of Excellence recently

expanded, adding resources in additional

functional areas:

Julie Moffatt, a subject matter expert

in resource management, helped

develop and implement the Sabre ®

StaffPlan ™ staff forecasting and 

planning system and the Sabre ®

StaffAdmin ™ employee tracking 

and assignment system while working

for bmi. Julie was also fundamental 

in the design, development, testing

and initial implementation of the

Roster Maker module of the 

StaffPlan system.

Matthew Pearson, a subject matter

expert in crewing services, came 

to the Center of Excellence from 

My Travel. Before that, he helped

implement the Sabre ® AirCrews ™

crew management system at bmi. 

Chris Vokes, a subject matter expert 

in flight operations, joined the Center

of Excellence after serving as the

manager in charge of operations 

and crew teams at bmi.

Lindsay Watson, a subject matter

expert in revenue management, 

also came to the Center of Excellence

from bmi, where she worked as a

route analyst and supported the

implementation and training for 

version 5.0 of the Sabre ® AirMax ™

automated revenue management 

system.

The new members of the Center 

of Excellence join the local experts in

flight scheduling — Maher Koubaa and

Bruno Joannet, who currently support

clients using the Sabre ® AirFlite ™ suite

of planning and scheduling solutions.

They have provided assistance to several

of the region’s airlines as well as led 

the implementations of products from

the AirFlite solutions at Scandinavian

Airlines System, Aeroflot – Russian

International Airlines, Iberia, Air Malta,

Air France, Alitalia, Lufthansa, Air Algerie,

Brussels Airlines and Air Nostrum. 

The EMEA-based experts in the

Center of Excellence offer the region’s

airlines unique expertise tailored 

specifically for their needs.

Marcus Pearson is EMEA director 

for the United Kingdom and 

United Arab Emirates.
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