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News from Sabre Airline Solutions 

Last year, 28 airlines joined the growing number of

carriers accessing software products through the Sabre ®

eMergo™ Web-enabled and dedicated network solutions, an

application service provider model that provides remote

access to leading technology. Already, 14 customers have

been implemented to date, making the eMergo solutions

the leading ASP offering for the airline industry. 

The eMergo solutions offer airlines of all sizes access

to leading decision-support tools via an Internet or direct

connection, eliminating airlines’ need for complicated 

in-house data center infrastructure and support. Airlines

choose the eMergo solutions for affordable access to

products designed to improve revenues, lower costs and

reduce time to market, without large capital outlay. 

Sabre Airline Solutions currently offers 20 decision-

support and optimization software applications through

the eMergo solutions to support crucial areas of the 

airline business.These applications include tools to

optimize airline pricing, revenue management, operations,

crew scheduling and others. 

“We believe the eMergo solutions delivery method

will be a key tool allowing us to grow our business while

keeping our costs under control,” said Mary Ellen Thiets,

manager of passenger revenue accounting at Great Plains

Airlines, which accesses the Quasar system through the

eMergo solutions. “For

instance, we expect the

Quasar system’s automatic

loading of electronic ticket

lifts will reduce our data entry

expense by 90 percent.” 

Hector Fuentes, pricing

director at AeroMexico, said,

“Accessing the AirPrice

system via the eMergo

solutions has allowed us to

minimize our upfront invest-

ment and achieve a quicker

return on investment and

ensures that we have a 

reliable decision-support

tool that is available around

the clock to support our

competitive needs.” 

The applications available through the eMergo

solutions have all been integrated and tested in the 

environment. For a new airline signing on to the system,

this means that only the airline’s data and business rules

have to be loaded into the eMergo solutions, resulting 

in much faster implementations compared to on-site

installations. Sabre Airline Solutions manages the system

administration and database requirements, which

includes 24-hour data center support. Last year, service

levels met or exceeded all customer expectations.

News Briefs from Around the Globe

Customer Products accessed

Aerolineas Argentinas Sabre ® AirMax ™ automated revenue 
management system

AeroMexico — Aerovias de Sabre ® AirPrice ™ fares management system
Mexico S.A. de C.V.

Aeropostal Alas de Venezuela C.A. Sabre ® AirOps ™ Movement Control
Sabre ® AirCrews ™ crew management system
Sabre ® LiteVision™ personalized MIDT system

Air Jamaica Ltd. Sabre ® Aerodynamic Traveler™ Gate Reader 
module
Sabre ® Aerodynamic Traveler™ Roving Agent 
Check-in module

Air Malta p.l.c. Sabre ® Traverse™ loyalty management system

Gulf Air- Gulf Air Company G.S.C. Sabre ® TransVision™ traffic flow analyzer

Lloyd Aereo Boliviano SA (LAB) Quasar ™ passenger revenue accounting system
Sabre ® LiteVision™ personalized MIDT system

The customer list for the eMergo solutions includes airlines spanning the globe. The list

below is an example of the types of carriers that signed last year.
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+count it up
10 to 15 — Percent of total

airline revenue generated by cargo

29 billion — Estimate in dollars

of online travel sales worldwide in 2003

3.7 trillion— Estimate in dol-

lars of total travel sales worldwide in 2003

Sabre Holdings

ascend24

By Ascend Staff

Savings Direct
New Direct Connect Availability Option 
Helps Lower Distribution Costs

Airlines utilizing the Sabre ® Global

Distribution System now have a new

option available to help lower the costs

of distribution. 

Under the new Direct Connect

Availability Three-Year Option, airlines 

in the Participating Carrier Agreement —

which covers the distribution of airline

content through the Global Distribution

System — receive a booking fee reduc-

tion of approximately 10 percent, which

represents an average of 40 cents per

booking. In return, participating airlines

agree to provide access to all their pub-

lished fares, promotions and services,

and commit to a three-year term at the

highest level of participation in the GDS. 

Eight carriers worldwide have

already partnered with Sabre Travel

Network for the DCA option enabling

Sabre Connected travel agents, offline

and online, to book all their content,

including Web fares, through the GDS. 

“As the Internet has evolved from 

a niche marketing tool to a mainline 

distribution channel, travel agencies 

and corporate travelers have become

frustrated with the discrepancies among

the various fares airlines offer online

versus more traditional distribution

methods,” said B. Ben Baldanza, senior

vice president marketing and planning for

US Airways, which participates in the DCA

option. “We are joining with Sabre Travel

Network to respond to these concerns 

by eliminating the barriers and making

Web fares available via all its channels.

This move will allow us to better manage

distribution costs over the term of the

agreement.” 

The three-year option is available

to all airlines with U.S. points of sale,

but the program will soon be expanded

internationally. Current agreements

typically cover only 30-day terms.

In the Global Distribution System,

DCA is the highest of six different

connectivity levels. The levels provide

airlines with a wide range of services

to market and sell their flight

and fare information to approx-

imately 60,000 travel agents

around the world. 

Through the DCA option,

an airline agrees to provide

all published fares with the

exception of opaque fares

(those where the supplier’s

identity is not disclosed until

after the sale). This includes all

fares that the airline sells through any

third-party Web site and through its

own Web site and reservations offices.

Additionally, the airline agrees to provide

equal opportunities for Sabre Connected

agents to have access to promotions that

the airline may make available through

other channels, including competing

reservations systems and third-party

Web sites. 

By participating in the DCA, airlines

are guaranteed the reduced booking fee

rate for three years, as well as the fee

for cancellations. 

The DCA provides several benefits

for airlines, such as: 

The ability to offer travel agents seam-

less, “real-time” access to their inven-

tory during the availability process, 

The ability to interactively display their

complete inventory down to the last

seat available in real time, eliminating

the probability of any lost sales,

The ability to easily integrate their con-

tent with their revenue management

systems to maximize revenue potential,

Long-term reduction in distribution

costs, 

Price certainty in booking fees

at the DCA level, 

Elimination of fare confusion for

both corporate and leisure travelers, 

Increased sales opportunities, 

Seamless implementation (no 

technology development work

required).

By participating in the DCA, 

airlines are guaranteed the 

reduced booking fee rate for 

three years, as well as the fee 

for cancellations.

“

”

By taking advantage of the DCA Option, airlines

can market their fares to travel agents around

the world and also lower their distribution costs.




