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1. Introduction

It is possible to release value to your Airline by using a proactive approach to the 
methods of payment offered and simplifying the global payments 
infrastructure in place;

Using two Airline examples and independent research Airlines in different 
regions are understanding this new approach to payments;
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AA.com reveals e-check optionTuesday, April 012008 @ 
03:04 PM GMT 

2. Case Insights ~ AA Website Objectives

“Whether customers prefer to 

purchase tickets with a credit 

card, deferred payment 

method, gift cards, cash – or 

now, electronic check –

American Airlines and AA.com 

can meet their needs,”

DeCross said. 

Pay directly from any personal  bank 
account

More choice and greater control over the 
purchase process. 

http://www.breakingtravelnews.com/article/20080401150441955
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Only one Italian out of four has an active credit card

Maestro cards are not yet enabled for online payments 

With no card you need an alternate ways to pay on-line

Alitalia now offers a service similar to the AA “e-check” with the collaboration of one of 
the largest Italian banks;

2. Case Insights ~ Alitalia
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A deep knowledge of the local payment landscape is fundamental to unlocking 
value

A strategic approach to payments, knowing your customer, your markets and 
their movements is vital

Alternate payments strategy should give broader choice, revenue uplift, 
improved yield and load factors ~ but it must be localized!

3. Learning’s from AA & Alitalia cases
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4. Research Insights ~ European Landscape

Source ; Chase Paymentech Internal.
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Source ; Chase Paymentech Internal.

4. Research Insights ~ European Landscape
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A US study in 2004 
showed that adding 
more than one 
additional payment 
options at checkout 
improves the overall 
buyer conversion at 
checkout;

eCommerce payment practices released by CyberSource Corporation, June 14, 2004

However, Airlines need to understand how consumers prefer to pay in 
their specific countries;

In this way Airlines will be able to offer only the most appropriate 
payment systems to maximize revenue;

4. Research Insights 
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Interchange
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Interchange
Processor
Access / Assessments
Chargebacks
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Typical Credit Card Acceptance Costs Typical Bank Transfer Acceptance Costs

5. Cost Implications ~ Alternate Payments
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Let’s Remember Consumer Preferences!

Credit Cards and Debit Cards (where available online) are still 
the preferred methods of payment in most countries;

Offering credit transfer solution in the UK may not meet 
consumer expectations today ……..

Better to seek to maximize the profitability of card acceptance,
rather than push methods of payment that consumers will not 
use.

5. Cost Implications ~ Opportunity Cost
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Simplify your global operations by reducing the number of acquiring 
partners and payment partners will also unlock additional payments 
value:

Easier reconciliation;
Similar processes;
Increased economies of scale;
Same chargeback management system;  
Cohesive approach to fraud mitigation 
Easier to manage

6. Strategic Alliances 
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Know Your Know Your 
ConsumerConsumer Invest in Invest in 

Knowledge Knowledge 
capitalcapital

Try to offer only the Try to offer only the 
preferred methods preferred methods 
of payment by local of payment by local 

consumersconsumers

Develop fraud Develop fraud 
mitigation mitigation 
systemssystems

Simplify your Simplify your 
global payment global payment 
infrastructureinfrastructure

Choose the right Choose the right 
partnerspartnersOffer alternative Offer alternative 

ways for a ways for a 
customer to paycustomer to pay

Unlock Payments ValueUnlock Payments Value

7. Conclusion



Thank You!
Shane Fitzpatrick,  Managing Director

Chase Paymentech, Europe.
Block K, Eastpoint Business Park,
Fairview,
Dublin 3,
Ireland.
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