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Simulation planning and design - participants are briefed on the 
strategic, commercial and operational aspects of their business
Slot valuation - bidding for an international hub airport from which to base their operations 
• Analysing product, customer and market demand • Fleet and destinations selection •
Publishing a flight and holiday destination schedule • Cargo strategy • Revenue management 
strategies • Efficiency and cost control management, including fuel and currency hedging

Simulation performance review - review of actual company performance and simulation team performance
Prior to reviewing the numbers for the simulation teams, the facilitator delivers a short input around how your airline/holiday company 
measures commercial performance including industry specific KPIs • This is designed to highlight the commercial imperatives that 
your business is targeting, which becomes the focus for the review of the simulation  • Simulation teams are challenged to develop 
plans and strategies to drive the targeted commercial outcomes

Simulation service delivery - period one

Commercial Director: Ensuring the team deliver to plan, keeping abreast of 
market developments and competition to protect and expand the business

Financial Director: Managing revenues, costs and capital investment to 
ensure effective service delivery, providing management information

Flight Ops & Engineering Director: Managing the flight schedule, delivering an 
efficient operation and aiming to minimise and rectify any technical incidents

Customer Service Director: Working across the business to deliver and 
exceed the level of service expected by customers to increase customer 
loyalty and drive margin expansion

Participants undertake another one/two periods of the simulation 
- planning, service delivery, performance review and learning

In period 2: Participants are tasked with improving their commercial performance  
• What steps and actions should they take to drive load, yield, manage costs, 
increase holiday volume, manage the mix, whilst maintaining customer service 
and operational efficiency

In period 3: Teams aim to focus on value adding activities and eliminate non-
value added activities to leverage their financial performance  • In each 
period of the simulation, additional challenges can be provided to reflect 
the actual challenges faced by the industry

Simulation reflection - linking actions to performance  
Teams reflect on how and why they delivered the performance 
that they did during the simulation • Where did they exceed 
performance targets and where did they fall short? • What can 
they do to improve performance across their KPIs?  • What do 
we need to do better?  • How can we do things better?  
• What does this mean for our business?

Participants are 
divided into 
competing business 
teams with the 
following roles:

Commercial Director: Balancing the business between airline, holidays and 
cargo - growing revenues, routes, slots and holiday combinations (fly and flop 
versus experience vacations)

Financial Director: Managing the profitability and cash flow of the business by 
business line and balancing the competing objectives of the business

Flight Ops & Engineering Director: Ensuring the safe and efficient transportation 
of customers and cargo, managing maintenance and engineering costs

Customer Service Director: Providing excellent service to customers to build 
and retain their loyalty, create value add and enhance business margins

Service delivery

Actual versus Target

Load factor:
80%

On time:
90%

NPS:
96%

PRASK:
4.8 cents

Yield:
6.0 cents

Holidays sold:
326,125

Flight class profitability & margin

Cargo tonnage

Fuel & non-fuel CASK

Operational efficiency measures

Holidays sold & holiday mix

On time performance

Commerciality Simulation - driving commercial success in the travel industry
Our Commerciality Business Simulation has been designed specifically for the travel industry.  It will provide your participants with a ‘real-time’ opportunity to practice and 
embed key commercial skills and behaviours, and gain a deeper and broader perspective on the commercial drivers of your business.  Centred around a unique business simulation, 
participants, in teams, are responsible for setting up, managing and growing an airline and holiday business.  Each business has to drive finance, strategy, solution design & delivery and 
customer service in a dynamic and rapidly changing competitive environment to deliver success for their stakeholders.  Business success is measured using airline and travel industry 
specific KPIs, such as PRASK, yield, load, CASK, cargo tonnage, number of holidays sold, margin generated per holiday, etc.  Participants gain real insight into the drivers of these KPIs 
and personal insight into how their individual actions can contribute to improved performance in your business.  The simulation is unique in that it combines real commercial leadership 
insight with a fun, engaging and memorable event.
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