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Background

Headquartered in Southlake, Texas with approximately
9,000 employees in 59 countries, Sabre Holdings is a world
leader in the travel marketplace. Privately held since 2007
by owners Silver Lake and TPG, the company’s annual
revenue in 2009 was approximately $3 billion.

Sabre’s mission is to connect people with the world’s
greatest travel possibilities by retailing travel products and
providing distribution and technology solutions for the travel
industry. Sabre Holdings supports travelers, travel agents,
corporations, travel suppliers, and government agencies
around the world through its four companies:

> Travelocity, the pioneer and a global leader in online travel

> Sabre Travel Network, the world’s leading global distribu-
tion system

> Sabre Airline Solutions, the world’s leading provider of
solutions for the air transportation industry

> Sabre Hospitality Solutions, provides end-to-end solu-
tions for the world’s
hospitality industry.

From building the first
automated reservations
system in the 1960s, to
pioneering online travel
in the 1990s, to deliver-
ing sophisticated travel
solutions today, Sabre
Holdings is widely recog-
nized for innovation and
transforming the travel
industry through techno-
logical advancement.

The first Sabre passenger
reservations system,
installed in 1960, was

a game-changing technological advance for the airline
industry, automating one of its key business areas. Today,
Sabre processes more than 350 million travel reservations
annually. The data associated with these travel reserva-
tions — including three years of history and up to 331 days
of future bookings — is captured and stored in Sabre’s
Enterprise Travel Data Warehouse (ETDW), which runs on
the Teradata platform.

“We have a long history of providing innovative solutions
for the travel industry, and we continue to develop solutions
that define and revolutionize the travel and transportation
marketplace,” said Darren Rickey, Vice President — Solu-
tions Management for Sabre AirVision™ Marketing &
Planning in Sabre Airline Solutions. “Integrating information
from the data warehouse and business intelligence into our
solutions has helped our airline customers gain more timely
and actionable insights into their business performance.
Through Sabre Airline Solutions, we’re providing these
powerful analytical tools to airlines throughout the world.”

Main Sabre Executive Dashboard screen showing Key Performance Indicators (KPIs) thumbnails and Customer

and Operations KPIs summary screens
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Sabre Holdings and Teradata

> |n 2003, Sabre developed its Enterprise Travel

Data Warehouse (ETDW), using Teradata to
create a business intelligence capability based
on its massive reservations data, yet another of
the technological advances for which Sabre has
become known.

¢ Sabre Holdings and its Travelocity business
unit both began working with Teradata in
1999, following the first Teradata system
developed for American Airlines in 1988.

¢ First production data captured in the Enter-
prise Travel Data Warehouse supported the
Sabre Virtually There product area in 2001.

Today, the ETDW supports all of Sabre’s
businesses and has some 1,200 users of approx-
imately 20 terabytes of data.

Sabre Holdings now uses its ETDW from
Teradata - and other tools such as the IBM
Cognos 8 Bl platform, Oracle Data Integrator
and Oracle GoldenGate - as an active, central-
ized, integrated and near-real-time database
repository.

The Sabre ETDW from Teradata supports many
critical solutions, including:

» SabreSonic Customer Sales and Service, a
reservations system focused on maximiz-
ing airline revenues and customer service.
Included in this initiative is SabreSonic
Business Intelligence, an interactive web-
based analytical and reporting solution that
leverages the data warehouse to enable
Sabre-hosted airlines to measure the perfor-
mance of their distribution channels.
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Traveler-centric solutions such as:

- Sabre Customer Insight, which provides
detailed customer profiles at the moment
of sales interaction.

- Sabre Customer Value Calculator, which
integrates with the point-of-sale to help
airlines create a personalized travel expe-
rience for their customers.

Sabre Essential Analytics and Revenue
Analytics, which provide visibility to specific
areas of airline reservations business perfor-
mance including booking and revenue trends
and drivers.

The Global Distribution System (GDS) runs
mini-batches every 30 minutes to collect
data about airline reservations and provide
an up-to-date aggregated view of industry
behavior.

- The Teradata Active Enterprise Data
Warehouse at Sabre receives updates
from the GDS so that information about
every new booking is in the system within
30 minutes of its completion.

The Sabre® Travel Security and Data Suite
uses the data warehouse for real-time track-
ing of a person’s location during company
travel.

- In emergency situations, from volcanic
ash to hurricanes or health scares, com-
panies using this solution can locate their
employees instantly.

- The solution supports corporate travel
policies such as avoiding the risk of too
many employees on the same flight.
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In 1988, Sabre Airline Solutions began providing software,
consulting, and systems management services to airlines
in areas such as revenue accounting, yield management,
and crew scheduling. In the following years, the company
pioneered technological advances for the industry in these
areas and more including pricing, flight scheduling, cargo,
flight operations, and customer value.

Today, Sabre Airline Solutions continues to build on its
expertise, offering a comprehensive portfolio of technologi-
cally advanced decision-support tools that help many of the
world’s leading airlines, as well as smaller regional carriers,
make money, save money, and build closer relationships
with their customers.
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“Having near-real-time integrated data
has created opportunities for us to
drive more value for our customers.

The Teradata Active Enterprise Data
Warehouse, combined with our business
intelligence tools, has enabled Sabre

to create data-driven solutions like the
Sabre Executive Dashboard and various
other reporting solutions for airlines.
We’re helping our customers to enhance
their customer service capabilities and
improve their revenues.”

Darren Rickey, Vice President — Solutions Management for Sabre
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Detailed Sabre Executive Dashboard screen showing Key Performance Indicators (KPIs) thumbnails and Customer detailed screen
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Catalysts for Change

As one of the largest travel solutions providers, Sabre’s
challenges include the creation of business intelligence for
itself and leveraging that technology for its customers in
what is one of the most transaction-rich and most unpredict-
able of the world’s industries.

Today, a growing number of airlines are competing within a
few sprawling global alliances, forcing intense competitive
pressures. Ratcheting up the industry’s volatility are the
woes created by global recession and the unpredictable,
even life-threatening events that have affected the airline
industry in recent years, from fuel price spikes to volcano
eruptions to global epidemics. These challenges require air-
line executives to make quick assessments of daily results,
forthcoming booking trends, and the impacts of competitive
actions. Then they must take immediate action, monitor
those results, and review again. And their actions are never
far from the public eye.

Public opinion hits the
airline industry perhaps

disruption in New York by noon, a three-hour nightmare in
Chicago by 5 p.m., and a five-hour-late arrival on the West
Coast by the end of the day.”

Having flight schedule information that is updated every 15
minutes — one of the indicators included in the Sabre Execu-
tive Dashboard — can give airline executives the information
they need in order to try to address such problems. The tool
enables them to monitor the day’s flights from the begin-
ning of the day to the time of that crucial kickoff flights are
departing. Generally, due to the cascading downline effects,
as the daily “kickoff” flights go, so goes the rest of the day in
terms of departure and arrival impacts.

When airline executives have easy access to critical
information, it allows them to readily see outlying data points
— whether they are good or poor — and focus resources on
the cause.

An example is reviewing booking metrics to explore strong
or weak advanced bookings and then understanding the
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Main Sabre Executive Dashboard screen showing Key Performance Indicators (KPIs) thumbnails and Airport
Status / Flight Explorer and Operations KPIs summary screens
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cause of any outlying data points. The ability to see this
information in a timely manner allows executives to clearly
understand the situation and take advantage of, or correct
the event and achieve better results.

“With the economic challenges all businesses are fac-

ing, airline executives need better tools for managing

their businesses,” Rickey said. “To better compete in the
marketplace, timely information on key airline performance
indicators from revenue to flight delays to future seats
booked and other operational data is critical.”

Value Proposition Statement for Airlines

Implementation

In the summer of 2008, Sabre held a cross-company
brainstorming session that was charged by top executives
to explore opportunities and develop ideas, including
value-added Bl services based on real-time data feeds. The
idea for an airline executive dashboard “rose to the top,” as
Jessica Thorud, Director of Data Warehouse Development
and Delivery for Sabre Airline Solutions, put it. “The group
recognized that in today’s environment, getting accurate
and timely operational data is a critical need for top execu-
tives of our customers.”

The Sabre Executive Dashboard is a timely and automated solution aggregating critical performance

metrics and offering a succinct, “at a glance” view of the overall health of the airline. Delivery via the

Sabre Community Portal enables global accessibility and single sign-on capabilities.

The dashboard addresses several analytical busi-
ness challenges for airlines by:

> Aggregating data from functional sources
across the airline, reducing manual processes
and optimizing resource utilization.

> Providing timely and relevant information for
more impactful decisions regarding revenue,
cost savings, and passenger loyalty.

> Promoting consistency and ease-of-use for
airline executives using a common data visual-
ization solution.

5 Key Benefits of the Sabre® Executive
Dashboard:

> “At-A-Glance” - The Sabre Executive Dash-
board solution provides timely, easy-to-use
airline performance information, comparison
against goals, and year-over-year metrics in a
concise format, all in one place.
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> Actionable - Airline executives are empowered
to be more proactive and take action that posi-
tively impacts the overall health of the airline.

> Scalable - The infrastructure and GUI support
multiple key performance metrics and affiliate
views and can grow with the business. Standard
interfaces provide ease of data integration and
aggregation.

> Accessible - The Sabre Executive Dashboard is
easily accessible via the Sabre Community Portal
through secure single-sign-on capabilities. Addi-
tional benefits of the Sabre Community Portal
include access to the customer’s other Sabre
applications, services, and online community
comprised of other Sabre airline customers.

> Airline Expertise - Working with mid- to senior-
level management, Sabre’s consulting team
offers solutions on how to best utilize informa-
tion to maximize strategic and tactical decisions.
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And the Sabre Executive
Dashboard was born. With
strong support at the highest 320@
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in a one-week effort, driven
by a common vision for the
project and strong collabora-
tion across teams. The
development of the product
included over 40 employees
from 10 teams across Sabre
including, Revenue Account-
ing, Operations, User
Interface Development,
Usability, Marketing, Busi-
ness Intelligence, and
Enterprise Data Warehouse
Group as well as consultation
with several customers. The product was launched just
seven months after the prototype was developed.

Driven by their vision of developing an important tool for
customers, the Sabre team decided to focus on getting the

new dashboard in customers’ hands as quickly as possible.

“The ability to integrate the data behind
these metrics from our own systems,
Jfrom customer systems and even

Jrom competitors’ systems is a unique
way Sabre helps airlines differentiate
themselves in the marketplace. Our
technology partners, like Teradata,
help us lead the industry in analytical
capabilities.”

Dale Hazel, Senior Vice President — Customer Data and Non-Air
Content for Sabre Travel Network.
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Detailed Sabre Executive Dashboard screen showing Key Performance Indicators (KPIs) thumbnails and Airport
Status / Flight Explorer Detailed screen

This meant a cycle of offering the core key performance
indicators (KPIs) to start getting feedback from customers
and then quickly adapting with more KPlIs.

Behind the scenes of this vision to create an evolving
executive capability that is critical to the fast delivery cycle,
Sabre implemented a novel combination of tools that joined
the Adobe Flex Graphical User Interface on top of the IBM
Cognos 8 Bl Platform and the Teradata Active Enterprise
Data Warehouse. These components enabled a better and
easier-to-use graphical display that leveraged the timely,
accurate information from Sabre’s Data Warehouse and cre-
ated interfaces with other Sabre Airline Solutions systems.
Current integration supports dashboard views into:

Ticketing: This includes seats sold and flown. Drill-down
capabilities enable airlines to view the performance of their
sales channels.

Operations: Flight movement and tracking systems deliver
updated flight departure, arrival, and delay data frequently
throughout the day.
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Passenger Reservations: Forward booking details includ-
ing critical information on frequent flyer information. In the
future, customer value segmentation data from the Sabre
Customer Value Calculator will also be available.

Inventory: Insight from forward bookings as well as year-
over-year and month-to-date comparisons allows executives
to weigh the options for maximizing future revenues or
balancing capacity.

Revenues: Preliminary (unaudited) data and audited
revenues from the revenue accounting system (flown/sold)
are displayed as appropriate, enabling executives to have
the earliest possible indications on performance, enabling
quick corrective action as needed.

“Today, airlines need to be able to respond to insights into a
number of performance metrics, in addition to general finan-
cial measures, to gauge their performance in near real time
for measures including operations, customer service, and
revenue,” said Dale Hazel, Senior Vice President — Cus-
tomer Data and Non-Air Content for Sabre Travel Network.
“The ability to integrate the data behind these metrics from
our own systems, from customer systems and even from
competitors’ systems is a unique way Sabre helps airlines
differentiate themselves in the marketplace. Our technology
partners, like Teradata, help us lead the industry in analyti-
cal capabilities.”

Getting feedback from customers was a critical component
in the development process of the Sabre Executive Dash-
board and the Sabre team was glad to learn that their idea
was timely and on the minds of customers.

“When Sabre Airline Solutions approached us to be a
launch partner for its new Sabre Executive Dashboard
product, we were very interested as we had been looking to
provide our executives with an at-a-glance overview of the
airline’s operational and financial performance,” said Mid-
west Airlines Chief Information Officer Alex Yarmulnik. “We
partnered with them throughout the design and deployment
of the Sabre Executive Dashboard and leveraged Sabre Air-
line Solutions’ knowledge of airline business processes and
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“With the economic challenges all businesses
are facing, airline executives need better
tools for managing their businesses. To
better compete in the marketplace, timely
information on key airline performance
indicators from revenue to flight delays to

Sfuture seats booked and other operational
data is critical.””

Darren Rickey, Vice President - Solutions Management for Sabre
AirVision™ Marketing & Planning in Sabre Airline Solutions

core technology to realize a materially shortened delivery
timeframe. In addition to utilizing the existing components
of the SabreSonic Customer Sales & Service platform, we
were able to integrate our internal data stores into the Sabre
Executive Dashboard, thus providing our executives with a
consistent view of the airline’s key performance indicators.”

The purpose of the Sabre Executive Dashboard applica-
tion is to integrate key metrics for decision makers. It has
typically been difficult for airlines to aggregate key perfor-
mance metrics from various sources into one “at-a-glance”
view that can make a measurable difference by identifying
opportunities for enhancing customer service, operations,
and revenues. Airlines can configure their Sabre Executive
Dashboard to monitor the key metrics they believe will make
the biggest impact to their operations.

For example, airlines using solutions from other providers

in some areas of their operations needed a standard and
structured process for feeding data into the Sabre Executive
Dashboard. According to the development team, providing
this capability — integration of various data sets — was one of
the biggest challenges in development of the Dashboard.

Also available to Sabre customers is the capability to drill
further into a functional data set via the Sabre Executive
Dashboard, thereby optimizing time and improving the user
experience.
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Security for the Sabre Executive Dashboard is controlled

by a single sign-on process through the Sabre Community
Portal preventing any unauthorized access to the company’s
critical business information. Future versions will provide
functionality to allow for individual user rights and configura-
tion to the various key metrics provided.

Future plans include adding the following to the current
dashboard:

> Catalog of metrics available for airline consumption —
The Sabre Executive Dashboard will add additional
metrics to provide executives even more insight to
the airline’s current status, allowing them to focus on
these areas.

> Mobile application access to Dashboard — This fea-
ture will allow key metrics to be seen via smart phones,
i.e., Apple iPhones, Blackberrys, etc.

> Seamless integration to functional dashboards and
product level reporting — While the Sabre Executive
Dashboard provides three levels of information detail,
functionality will be added to seamlessly connect to
other functional dashboards as well as detailed reporting
products.

> Customer value — Customer loyalty data provides lim-
ited insight to airline’s valued customer. Data provided by
the Sabre Customer Value Calculator will provide more
detailed information on their customers and the attributes
contributing to the value they bring.

“Having an array of financial, operational,
and other business information at their
fingertips on their desktop computers
every day strengthens executives’ ability
to manage successfully.”

Jeff Barnhart, Sabre Executive Dashboard Product Manager.
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Results

With 100 customers using the Sabre reservations system
and growing steadily, these become the target market

for the Sabre Executive Dashboard. To quickly meet
customers’ needs, the team used innovative techniques
that allowed them to bring the Sabre Executive Dashboard
from initial concept to a working product in use at an airline
in only seven months. Having the technical ability to
integrate data from systems other than Sabre’s allows
broadening of the dashboard’s target market. The dash-
board gives Sabre a differentiator that is unique in the
marketplace.

The Sabre Executive Dashboard provides a fully automated
and user-friendly interface that enables toplevel managers
to view key performance metrics in real-time, and easily
monitor and track daily business operations. With some
data updated as often as every 15 minutes, one informa-
tion dashboard brings together the key bookings, sales,
revenue, and flight data that defines the airline’s perfor-
mance, both today and snapshots for the days ahead.

As an example, at one airline, the Sabre Executive Dash-
board provides senior management a daily and intra-day
shapshot of important key performance indicators in a
single application. What was once an eight-hour, once-a-
week process to collect data from many sources to generate
reports has now become a single, real-time application
updated daily, facilitating quick decisions by senior
management.

The ability to load performance targets in the Sabre
Executive Dashboard adds value to the airlines by set-

ting benchmarks by which the executive staff can better
measure actual performance against various business
forecast models.

Having this information in a single, easy-to-access product
enables quick assessment of how each department or
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Imagine

Imagine you are the chief executive officer of
Worldwide Air. Shortly after arriving at the office,
you log into your computer and access the Sabre
Executive Dashboard to get a quick picture of
yesterday’s performance and an update on today’s
operations. Your attention is drawn to the opera-
tions area of the Sabre Executive Dashboard. The
majority of flights today are on time, but there

are six key flights with high volumes of business
travelers experiencing major delays. Since current
weather conditions don’t appear to be a factor in
the delays and there are many customers to move,
you phone the vice president of flight operations
to inquire about the reason for the delays, how
long they are expected to be, and the number of
destinations and passengers impacted.

The vice president has also been monitoring
flight operations on his computer using the Sabre

process is performing, allowing timely changes to pro-
cesses or strategies that ultimately result in more profitable
and efficient operations.

In addition, the Sabre Executive Dashboard allows top
executives and middle managers more time for bottom
line-oriented activities since they have a single repository
of shared, timely and actionable information instead of
spending valuable time and resources gathering data.
Access to real-time business-critical information enables
improved strategic and tactical decisions, which
translates to increased revenue, efficiency, and
customer loyalty.

Executive Dashboard. When the flight delays were
first posted, he contacted the director of systems
operations who advised him that strong winds on
the East Coast were resulting in air traffic con-
trol/gate hold delays on the six flights. The vice
president was also advised that the winds were
expected to calm down within the hour and the
flights should depart shortly thereafter. With this
information, the vice president is able to quickly
respond to your inquiry while assuring you that
important business travelers have been advised of
the situation and appropriately accommodated.

As the operational data on the Sabre Executive
Dashboard is updated frequently throughout the
day, you are able to follow your airline’s operation
as it gets back on track.

(From “Bundles of Joy,” Ascend Magazine, 2009,
Issue No. 2)

“Having an array of financial, operational, and other
business information at their fingertips on their desktop
computers every day strengthens executives’ ability to
manage successfully,” said Jeff Barnhart, Sabre Executive
Dashboard Product Manager. “They can see how the busi-
ness is doing right now. They can compare year-over-year.
They can see up to 331 days of future bookings so they
have insight into future revenue streams. The executives
and analysts can now focus on any outlying data points,
determine its impact and take action immediately to repeat
or eliminate these successes or problem events, instead of
later when the window of opportunity for effective action
has passed.”
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