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Session One – Inside the Mind of an Airline



Jonathan Downes
Revenue Management Manager-Midhaul

Managing revenue in a changing competitive 
and economic environment 
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Key facts – bmi mainline
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the bmi network



Revenue Management-definition

� 2����
����������������
����
�������
��
���

�������3

" �����������
�����
���������
	���������	�����

�-


�����
������������
���������������
&�����
�
��
�������
���
�
���
��������������


" !���
��������
�����������������
����	����
������
�����
������
	����������
�����

�



Traditional Revenue 
Management
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Traditional Revenue 
Management
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Traditional Revenue 
Management
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Revenue Management-impact of 
LCCs on legacy carriers
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Revenue Management-
impact of LCCs on legacy 
carriers
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Traditional RM systems 
with unrestricted fares-
spiral down effect

2. RM system reduces
demand forecast of higher

fare classes 

3.RM system allocates
more seats to 

lower fare classes

1.Customer buys down
to lowest available

fare class



Revenue Management-
impact of LCCs on legacy 
carriers
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Impact of economic 
downturn-bmi response
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Impact of economic 
downturn-bmi response 
cont…
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Impact of bmi’s change of 
approach
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Impact of bmi’s change of 
approach

�
��	����������

 ���
�����
����H
/���������J���(F����������������(%1

Overseas Sales as % of total
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Advice – how to get the 
best deal
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Paul Simmons
Regional General Manager – UK; easyJet

Inside the mind of the airline 



Ready for Business
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Strong Network

• Leading position in key markets:
– Gatwick no. 1
– Luton no. 1
– Stansted no. 2
– Bristol no. 1
– Belfast no. 1
– Liverpool no.1
– Edinburgh no. 1
– Glasgow no. 1



Ready for Business

• Quality of product
– Schedules
– Flexibility
– Time saving / prioritisation

• Connectivity
– Making easyJet available via Business Travel Agents 

and Travel Management Companies – but on our terms

• Price
– Demonstrate quantitative savings versus negotiated 

rate deals & rebates from Legacy Carriers



Save money with easyJet

• Independent data makes our case on Price

Prices include special deals with traditional carriers and all
applicable fees and taxes plus Speedy Boarding on easyJet

Argate Fare Study June-August 2008, ITM Members

93%

7%

Lowest Price Carrier Overall: 
Number of occasions easyJet was cheaper carrier

All Itineraries UK Domestic Itineraries only

44%

35%

21%
easyJet
savings <
£100

easyJet
Savings >
£100

Other Carrier
cheaper than
easyJet

All Bookings

79%

21%

easyJet
Other Carrier



How do we do it
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A real life example

� .���
	��$�
������
" %(���������
�����!����*((%



Have booking patterns changed 
since the recession?
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How can the Corporate/Mice 
buyer best work with easyJet
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Has the recent entry into 
GDS made a difference? 
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How do you view Ancillary 
Revenues? 
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Future Yield Outlook
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Session Two – Inside the Mind of Rail



Andy Wakeford
Head of Fares & Retail Support, ATOC Ltd.

Overview of the Rail Industry



The passenger rail industry 
in Great Britain
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ATOC is…
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Metrics – GB rail
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Growth since 1830



Fares simplification
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Rail business types
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National business split
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How yield management 
fits in
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The challenge –
balancing needs

� �
��������,<5� �������
��������

-������
	����
���

� ,�
��
����������������
���
����	�
���-�������
���
" ����������
����������
����
��/���
����
�1

� D����������������
�
�����������
��������
����
����

�����
���

� ��	�������
������� 



Stephanie Rivet
Director, Revenue Management 

Virgin Trains
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52 Pendolino & 
21 SuperVoyager Trains



Virgin High Frequency Timetable

London 
to/from

Frequency Fastest Average
No of 

services 
N/S*

Birmingham Every 20 mins 1h 12m 1h 24m 49/51

Manchester Every 20 mins 1h 58m 2h 08m 47/47

Liverpool Hourly 2h 01m 2h 07m 18/17

Chester Hourly 1h 59m 2h 03m 14/13

Preston Peak every 20min 
hourly rest of day

2h 08m 2h 14m 16/19

Glasgow Hourly 4h 10m 4h 32m 13/13

* Northbound/Southbound



OnboardPlanning/ 
Departure

Station Station Arrival

Station 
redevelopments
Euston & 
Liverpool
New car parks e.g. 
Birmingham Int.

Improved Mobile phone 
coverage
Wi-fi /Onboard Shop

Eurostar
through fares
Onward Travel

More Fast ticket 
Machines

Service 
speed and 
frequency

Customer Journey - Standard



Customer Journey – First Class

First Class
catering 
provenance 
focus

Onboard
Planning/
Departure Station Station Arrival

First Class Lounges
New lounges at Crewe, 
Liverpool and Euston

Free Wi-fi
Expresscars
Onward Travel

Traveller 
programme

As standard class, plus...



Who are our customers?



Rail business dynamics

� �
����
-���	�����

� #������
�����	����

� 4�
	
����������
����

� 8
-���	���	
���



• Meeting our customer expectations by :
- offering choices of prices and transparency
- offering convenience of purchasing tickets

• Maximising our seat utilisation

Capacity of a train : 439 seats * 3 times reserved on average 
= 1317 journey opportunities

Our business objectives 
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Range of Fares

Birmingham Manchester

Std Class 1st Class Std Class 1st Class

Anytime
(single fares)

£66.00 £115.50 £123.50 £193.50

Off – Peak
(return fares)

£42.00 N/A £66.40 N/A

Advance range
(single fares) *

£7  -
£55.50

£26.50 -
£105.50

£11 -
£108.50

£34 -
£183.00

* Advance fares range include up to 8 pricing level s
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Volcanic – Business Peak 
trains

Fiery – Quieter Business 
trains (groups allowed)

Hot-Shoulder/Off-peak

Cool – Off-peak trains

Icy – Super off-peak trains



3 types of fares



Best Fare finder



Revenue/Capacity/Yield (RPI Adjusted)



Credit crunch and new timetable effects

• Average price paid by customer stable – there are lots of bargains for 
customers who buy in advance!  

• Volume increase – so we are successful at attracting new customers

Revenue Management
win/win

Customer : more freedom Virgin Trains : Better

of choice and value for money utilisation of capacity/
increased market share

Volume * Average price paid by customer 
= Revenue (still strong during recession)



Conclusion

Revenue Management is an essential 
tool to respond to customers needs 
during boom years and recession



What happens if we get it wrong?



John Oliver
Head of Revenue Development 

Southern Railway Ltd
Pricing and Revenue in a London and South East 

Train Operator



SOUTHERN NETWORK MAP



2007/08 BASE YEAR REVENUE TO/FROM 

LONDON
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SOUTHERN PASSENGER REVENUE GROWTH 
OVER THE LAST FRANCHISE
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SOUTHERN FORECAST PASSENGER 
REVENUE GROWTH FOR THE NEW 
FRANCHISE
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SOUTHERN 
WEB SALES
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SALES OF SOUTHERN ADVANCE FARES
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Session Three  - Inside the Mind of Hotels, 
Conference and Meetings Space



Jim Cockell
Group Revenue Director – Principal Hayley Hotels

Inside the mind of Hotels, Conferences & Meetings 
Space



Agenda

• 2010 market outlook and “Chasing the Deal”
• The evolution of RM within the Hotel & Conference 

Industry
• How an average hotel operates 
• What enquiry to take?
• What a property will use to set price
• Key messages



2010 Outlook
“Chasing the Deal”

Occupancy ADR RevPAR Occupancy ADR RevPAR

London -1.0% -4.7% -3.8% -0.7% 0.2% -0.6%

Provinces -0.9% -0.1% -1.0% 4.8% 0.3% 5.1%

PWC Deloitte

• Rates have hit the base for transient and conference markets now

• 2 - 3 years away from 2008/2009 rates in the conference market
• Venues are actively looking for longer term base contracts

• Spend is still being heavily restricted for Q1 & Q2 2010

• Commission will still play a big part in negotiation



Rooms

C&E

Rooms

C&E

Food & 
Beverage

Rooms

C&E

Food & 
Beverage

Profitability

Rooms

C&E

Food & 
Beverage

Profitability

Commerce

1995 - 2000

Yield 
Management

2000 - 2005

Revenue 
Management

2005 - 2008

Total Revenue 
Management

The Future

Commercial 
Management

Rooms

C&E

Food & 
Beverage

Profitability

2009 -2010

Total Revenue 
Management

Food & 
Beverage

The evolution of RM



A typical hotel stay profile
100 bedroom property
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Which piece of business to take?

The enquiry arrival day is Tuesday:



Stay Pattern Spend Pattern

Profit Contribution
Performance 
Mix & Budget 

Impact

• Day of Week

• Seasonality

• Length of stay

• Check in day

• Consistency

• Wash

• F&B Spend

• Additional Items

• Delegate spend

• Payment terms

• Baseline trends

• Channel

• Loyalty reward

• Override

• Spend pattern

• Stay pattern

• Displacement

• Growth target

• Utilities

• 3 year plan

• Grading

• Market data

How we set conference prices?



• Discounting won’t be around for ever
• The value of an enquiry can be deceptive
• Ability to move business to shoulder nights benefits 

both parties
• The online distribution market will be key for 2010
• Commission should not be the only leverage

,��������

Key Messages



Session Four – Inside the Mind of HMRC



Paul Quigley
Director – Meridian International VAT Consulting

Inside the Mind of HMRC 
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What is VAT?
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What is VAT?
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The importance of VAT
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VAT in the European Union
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VAT in the European Union
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VAT in the European Union
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VAT in the EU – rates
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VAT in the EU – rates
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VAT in the EU – rates
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VAT in the EU – rates
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VAT in the EU – rates
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – deductions
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VAT in the EU – obligations
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VAT in the EU – obligations
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VAT in the EU – obligations
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Goods sold onboard 
outbound flight are 
taxable in the UK

Goods sold onboard 
return flight are 
taxable in Spain



VAT in other countries
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VAT in other countries
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VAT in other countries
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David Bennett
Travel VAT Partner - Saffery Champness

Forthcoming VAT changes relevant to business travel



Agent and Principal for 
VAT purposes

• Why is it important?

– Basis of VAT declaration

– A principal is liable to report the full value of a sale

– An agent is liable to report only the fee or commission

– Distinction between a disclosed agent and an 
undisclosed agent



Agent and Principal for 
VAT purposes (cont’d)

• Impact on the event sector

– Disclosed agent cannot be in TOMS regardless of the 
nature of the event

– A principal or undisclosed agent may be in TOMS subject 
to the nature of the event and the TOMS conditions

– VAT treatment of disclosed agency fees and 
commissions eg, place of supply, liability questions



Some pointers to 
agency

• Contractual terms, both between the organiser and service 
providers and between the organiser and client

• Does the organiser have obligations to the service providers?  
Does the client have obligations to the service providers?

• Pricing

• Paperwork, eg, who are invoices addressed to? Who issues them?

• Payment terms, cancellation terms

• HMRC disbursement conditions

• Case law

• New cases imminent



Some pointers to 
agency (cont’d)

• If an organiser does not satisfy agency criteria, he will be a 
principal for VAT purposes

• Agent or principal gives a very different VAT outcome:

– If principal, the organiser supplies the event itself (and 
management fee is part of the price of the event)

– If agent, the organiser does not supply the event but provides 
the services of organising / managing the event

• Care needed because agent/principal is not seen in the same light 
in all member states



Tour Operators’ Margin 
Scheme (TOMS)

• Special scheme for those supplying “travel facilities”

• VAT due on the margin but no recovery of VAT on 
related direct costs

• Applies where:

– the supplier is a principal or undisclosed agent

– travel facilities are supplied for the “benefit of a traveller”

– the travel facilities are acquired from a third party

– there is no “material alteration” of the travel facilities



What are travel 
facilities?

• “Primary travel facilities” are always TOMS 
supplies (subject to the previous conditions):
– Accommodation
– Passenger transport
– Hire of means of transport
– Airport lounges
– Trips or excursions
– Tour guides



What are travel 
facilities? (cont’d)

• “Secondary travel facilities” are not TOMS supplies in their own 
right but become TOMS supplies when supplied as part of a 
package with any primary travel facility:
– catering
– tickets for the theatre, sports events, etc
– other entertainments
– sports facilities
– similar

• Daily delegate rates may include primary travel facilities, 
secondary travel facilities and non-travel facilities for one price.

• Above is taken from HMRC administrative guidance and is 
therefore specific to the UK.



TOMS (cont’d)

• Travel facilities must be supplied for the 
“benefit of a traveller”
– Private individual – TOMS applies
– “Business consumer”, ie, a business which will 

use the service itself – TOMS applies but with 
an opt-out

– Wholesale, ie, a sale to a business which will 
supply the service to someone else – TOMS 
does not apply but with an opt-in



A brief word on the 
TOMS calculation

• Single annual calculation for the financial year

• All TOMS supplies in one calculation

• Margin on services enjoyed in the EU is standard rated.  
Zero rating applies for supplies enjoyed outside the EU.

• Provisional payments due during the course of each 
financial year.

• Mitigation arrangements are available to ensure no 
VAT is due on the margin on passenger transport.



The changes to TOMS

• UK TOMS rules to change on 1 January 2010

• In response to the Commission’s action in 2007
• HMRC brief of 9 April 2009
• Three measures:

– Loss of the TOMS opt-in
– Loss of the TOMS opt-out
– Market value for in-house supplies

• Transitional rules



The TOMS opt-out

• Supplies of travel facilities to a business for its own use 
(“business consumer” supplies”) do fall within TOMS.

• But the opt-out allows the suppliers to disapply TOMS 
and use the normal rules.

• This means the supplier can recover VAT on event 
costs and charge VAT on a VAT invoice, which often 
allows the client to recover the VAT.

• As a result, the event is often cheaper when the opt-out 
is used.



The TOMS opt-out 
(cont’d)

• Particularly useful for UK events

• Many event organisers and other suppliers of 
travel for business consumption use the opt-
out.

• From 1 January 2010 this will not be available

• Supplies of travel facilities for business use will 
therefore always fall within TOMS.



The TOMS opt-in

• Wholesale supplies do not fall within TOMS.

• But the opt-in allows for the voluntary application of 
TOMS to wholesale supplies.

• Can be useful as a simplification.

• Can also mean a lower VAT liability in some 
circumstances, notably where the travel is in the UK 
and a proportion of costs is not subject to UK VAT.

• To be discontinued on 1 January 2010 so from then 
TOMS cannot be applied to wholesale supplies.



Market value

• In-house supplies within a TOMS calculation can be 
valued by market value.

• Required by ECJ decisions Howden Court Hotel and 
MyTravel.

• Applies to tour operators and others in TOMS with own 
resources, eg, aircraft, coaches, hotels, river boats, etc.

• Also applies where the supplier applies a “material 
alteration” to services purchased to create a different 
supply, eg, a conference or the in-house charter 
mitigation scheme.



Changes to the place of 
supply of services (“PoS”) 
rules

• New rules to be agreed by all member states
• Major component of the “VAT Package”
• To be introduced on 1 January 2010 (but with further changes in 

2011, 2013 and 2015)
• The new general rules:

– For B2B supplies: where the customer is located
– For B2C supplies: where the supplier is established

• But there will be a long list of exceptions to the general rules
• New requirement to submit a sales list for services falling under 

the general rule supplied to a VAT-registered customer in another 
member state

• Remember they are meant to be a simplification….



The General Rule

NOW

Where the supplier has 
established its business

From 1 January 2010

B2B – Where the customer 
has established its 
business

B2C – Where the supplier 
has established its 
business



The full list of 
exceptions

• Services of intermediaries
• Services connected with immovable property
• Passenger transport services
• Freight transport services
• Cultural, artistic, sporting, scientific, educational, 

entertainment and similar services
• Ancillary transport services, eg, loading, unloading
• Valuations of and work on goods
• Restaurant and catering services



The full list of 
exceptions (cont’d)

• Restaurant and catering services on board 
ships, aircraft and trains

• The hire of means of transport
• Electronic services (eg, web-hosting, distance 

teaching, music / text / picture downloads)

• TOMS supplies



TOMS

• Remember TOMS is a simplification
• It exists largely so that a tour operator and others can 

avoid the complexities of the PoS rules.  The TOMS 
rules override the other PoS rules.

• But as soon as TOMS does not apply (eg, non-travel 
parts of an event, wholesale supplies, in-house 
supplies), the complexities of the PoS rules kick in.

• The PoS for a TOMS supply is where the supplier has 
established its business or has a fixed establishment 
from which the supply is made.  This will not change in 
2010.



Intermediaries

NOW

Where the supply arranged by 
the intermediary is considered to 
be made

But if the intermediary’s customer 
has a VAT registration in another 
state, the PoS can be where that 
number was issued (“the switch”)

From 1 January 2010

B2B – The general rules applies 
so where the customer has 
established its business

B2C – Where the supply 
arranged by the intermediary is 
considered to be made



Property

Now

Where the land is located

From 1 January 2010

Where the land is located



Passenger transport

Now

Where the transport takes 
place

From 1 January 2010

Where the transport takes 
place



Cultural, artistic, sporting, scientific, 
educational, entertainment and 
similar services

Now From 1 January 
2010

From 1 January 2011

Where physically 
carried out

Where physically 
carried out

B2C – Where physically 
carried out

B2B – The general rule will 
apply (ie, where the 
customer is established) 
except where the supply 
involves admission to an 
event when the PoS will be 
where the event takes 
place.



TOMS

Now

Where the supplier has 
established its business

From 1 January 2010

Where the supplier has 
established its business



Place of supply of 
services

• The changes on 1 January 2011

– No further changes then to intermediary rules

– But the rules for the supply of an event will change:

At that time:

– Events sold to non-businesses – No change, VAT still due where the 
event takes place

– Events sold to businesses – New general rule will apply, ie, taxable where 
the client is established and location of the event becomes irrelevant

– So, for example, an event in France organised for a UK client will be 
subject to UK VAT and French input VAT will be recoverable by the 
organiser



Place of supply of 
services (cont’d)

BUT

– “Services in respect of admission to cultural, artistic, 
sporting, scientific, educational, entertainment or similar 
events, such as fairs and exhibitions, and of ancillary 
services related to the admission, supplied to a taxable 
person”,

will remain subject to VAT where the event actually takes 
place.

– But what is “admission” and what is an “event”?

– HMRC have promised “comprehensive guidance”.



EC Sales List

• From 1 January 2010 taxpayers will need to submit a new monthly 
or quarterly statistical return with details of services supplied to 
businesses in other EU member states.

• The following must be reported:

– the VAT registration number of each customer; and

– the value of services supplied to each such customer in the 
period.

• Supplies must only be included if the customer is required to 
account for VAT on the services via the reverse charge.

• Need to consider systems issues and the obtaining of information
now.



Jenny Nittmann
International VAT Consultant - Meridian Global 

Services
Reporting and Declarations
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VAT Facts

� 145 countries worldwide currently operate a 
GST or VAT system

� All 27 EU Member States have a “harmonised”
VAT system with a right to recover business 
related expenses from other Member States

Also consider:
� Reclaim opportunities in non-EU countries such 

as Norway, Switzerland, Japan and Australia.



VAT Recovery –
basic legislation

���
!����
�"�
#$$%&''#
��
�����
'%()'*#+
� ����'>F� ,

���������	�
��
� ����'>+7'>%� $��
���
�����������	�
� ����'F("'F'� ����	�
��� ���� ���7������
�����

��-�������������
� ����'F>7'FF� �����
	�
���
� ����'F+� $�
����
�����Q�
��
���������

����	�
��
� ����'F% �����������	�
� ����'+(7'+'� �������
���



WHAT can you recover?

Only the legal recipient of a supply is entitled to recover 
the VAT, if he is in receipt of a valid original invoice, 
on which the VAT was correctly charged.

The invoice must meet local invoicing requirements, 
and the expense must have been incurred in the 
course and furtherance of the recipient's taxable 
business activities.



WHAT can you recover?
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Type of expense Country recovery allowed*

Hotel accommodation Austria, Czech Republic, 
Finland, Germany, Italy, 
Netherlands, Norway

Meals France, Germany, Italy

Conference/trade shows All 27 EU Member States

WHAT can you recover?

* As at July 2009 where no restrictions 
apply
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Please note this chart is only a guide



WHEN can you recover?
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Example – Time of supply 

� 2����
�������

�����������&�
I�I������
������
D�,�����	�
���3

12 Sept – Book coach transport

30 Sept – Transportation

1 Oct – coach company issues an     
invoice

- invoice is paid



Example – Time of supply 
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Means of Recovery 
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LOCAL FOREIGN (8th/13th)

- Is there a requirement to 
register for VAT?

- There must not be a 
requirement to register for 
VAT locally

- Is the VAT deductible 
according to the local rules?

- There must not be a 
business establishment 

- The business cannot be 
making supplies there

- Is the VAT deductible 
according to the local rules?
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Means of Recovery - Local
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Means of Recovery - Foreign
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Means of Recovery - Foreign
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Means of Recovery - Foreign
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Summary
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