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Screenshot this slide – quick links

AIRTechzone.iata.org

• Meeting agenda and details

• Access to the video channel

• TMC Adoption accelerators 

To get involved in discussions in the standard setting working groups standards@iata.org

To access the Implementation Guide – https://guides.developer.iata.org

To learn about the new certification https://retailing.iata.org/armi/

For company specific questions on transitioning to the ARM index armi@iata.org

To understand more about how Settlement with Orders works https://www.iata.org/swo/

To speak with someone about your Settlement with Orders journey swo@iata.org

Airline Retailing Page, including examples of value creation iata.org/retailing

mailto:standards@iata.org
https://guides.developer.iata.org/
https://retailing.iata.org/armi/
mailto:armi@iata.org
https://www.iata.org/swo/
mailto:swo@iata.org
iata.org/retailing


Competition Law Guidelines

This meeting is being conducted in compliance with the Provisions for the Conduct of the
IATA Traffic Conferences. Pursuant thereto, this meeting will not discuss or take action to
develop fares or charges, nor will it discuss or take action on remuneration levels of any
intermediaries engaged in the sale of passenger air transportation. The meeting also has no
authority to discuss or reach agreement on the allocation of markets, the division or sharing of
traffic or revenues, or the number of flights or capacity to be offered in any market. Delegates
are cautioned that any discussion regarding such matters, or concerning any other
competitively sensitive topics outside the scope of the agenda, either on the floor or off, is
strictly prohibited.

The foregoing applies equally to email discussions, instant messaging and social media
discussions whether directed to announced participants or other parties not present in the
meeting. Participants are reminded that live streaming of this meeting to parties not present in
person is not permitted except as indicated by and with the express permission and
knowledge of the Chairperson and IATA and only in the event that specific participation on a
given item from a party not present in person is required. Unauthorized recording of the
meeting is prohibited.
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Who is here today?

16 June 20224

We are on the 

project/ vendor 

selection process

5%

We are not yet live

4%

Only hear to learn

9%

We are preparing 

to go live

10%We are in 

production 

with live 

transactions

72%



Implementation Forum Agenda

1. Introduction and opening

2. Bringing personalization to life - an Aggregator's experience (FlightRoutes24)

3. Onboarding NDC content within a B2B Travel solution – a TMC’s journey (Travel 
Planet)

4. Implementing Third Party Offering - Carbon offset (American Airlines)

5. Lessons from implementing differentiated content – an airline’s journey 
(Avianca)

6. Presentation of New Payment Functionality in the Standard (KLM/IATA)

7. Open implementation questions

8. Wrapup and Takeaways



21.3 Adoption

• 21.3.2 has been published

• For those who have 
downloaded 21.3, check that 
you have the patched version 
• iata.org/retailing

• guides.developer.iata.org

• New Implementation Guidance 
coming this month

• Supporting materials 
(migration) available

16 June 20226

• Now recognizing capabilities on 
schema version 21.3

• Reminders
• Exporting registry capabilities

• Adding new capabilities

• Partnership deployment

ARM index
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Bringing personalization to life 
- an Aggregator's experience
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01.
Who we are & what we do

Introduction



About us

Flightroutes24 is a leading global air ticket
consolidator based in mainland China and Hong
Kong, integrates airlines’ direct connect contents
(both Full Service and Low Cost Carriers) and GDS
contents from over 60 point of sale countries and
distributes both contents to its partners worldwide.

Flightroutes24 aggregates air ticket contents from
global FSCs & LCCs into its all-in-one API solution
that can be integrated into its agents’ existing
booking tools (online booking platforms, travel
portals, meta search engines and apps) and its own
B2B agent portal, offering comprehensive online
functions including searching, booking, changing,
refunding, voiding and accounting.



Flightroutes24’s NDC



02.
(TMC Adoption Accelerator #2)

New Expectations From TMC



How to get new expectation from TMC?
We asked our clients what 
they want to see about

• Benefit Factors
• Flexibility Factors
• Experience Factors

Survey/Questionnaire

LOYALTY PROGRAM PAYMENT BENEFITS OTHER

Benefits

SAFETY & CLEANING PRACTICE ENTRY REQUIREMENT OTHER

Experience

PRICE GUARANTEE TIME LIMIT FARE RULES OF AFTER-SALES SERVICE OTHER

Flexibility



Loyalty program

Safety & Cleaning Practice

Price Guarantee Time Limit

Key Data elements supported 
New expecatation from TMC

• Loyalty program
An account set up for a customer within a 
rewards program which holds funds on behalf 
of that customer.

• Lodge cards
Typically lodge cards offer higher payment 
limits and are centrally managed. Lodge cards 
also usually offer additional benefits of 
enhanced reporting, travel policy monitoring 
and compliance data for reconciliation.

......

Book With Confidence

Payment Benefits



03. Ability to Reach Personalisation



NDC Selling Flow

Shop – Order Flow

Order Reshop Flow



Loyalty Program

On Business/Business Extra



Provide valuable information matched with expectation of TMC

TMC1 

TMC2

• Flight Departure Airport Code
• Flight Departure DateTime
• Flight Arrival Airport Code

Loyalty program

• Flight Departure Airport Code
• Flight Departure DateTime
• Flight Arrival Airport Code

OrderChange
Service List

OrderChange 
Passenger Servicing

OrderChange
Service List

Payment BenefitsOrderChange 
Passenger Servicing

Safety & Cleaning 
Practice

PGTL

+

+





Key recommandation:

Call for implementers to migrate to higher NDC schema 
versions and implement standard NDC workflow instead of 
using extra proprietary APIs to accommodate: 
loyalty program & Payment Benefits & PGTL

Open Question:
Should Safety&Cleaning Practice be standardized into NDC?



Q & A

Contact us:
bd@flightroutes24.com

https://www.flightroutes24.com

https://www.flightroutes24.com/




For Bolt internal use only

Onboarding NDC Content Within 
a B2B Travel Solution

a TMC’s Journey (Travel Planet)



Introduction to Travel Planet

“It has 

always  

been done 

this way ”

One of the MOST dangerous phrases 
used in business

2023
More than 70% NDC 

based booking

2021
Platform provider Offer

2020
Aftersales integration

NDC
Full feature
Integration

2022
New Airlines integration

2019
Level 4

NDC

NDC Certified
Level 4

BA Launch 

201990%+
Of booking NDC based on 
NDC connected Airlines

2014 
Founded in France

25

NDC

Level 3

2018
NDC Certified

Level 3

Lufthansa Launch

NDC
Provider

NDC

NDC

Level 3
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Direct Connection : A Global Travel Industry Trend

NDC Connection

• Launch in 2012

• Production in 2015 for first Airlines

Rail Companies

• SNCF from 2017

• Improve by new players on the market

Car Rental Companies

• Delivered from 2018

• Requested for Anciliary services management



✓ Access to the Airlines full content and real time pricing

✓Deliver the expected content for the Airline

✓ Price

✓ Fare description / Marketing content

✓ Ancilliary services

✓ Expose each Airline specific sales strategy

27

Travel Planet - NDC benefits we are observing
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The NDC Implementation Strategies

Internal 
development

• Significant 
Investment

• Dedicated dev 
Team

• Full Control of 
the content and 
feature

Outsourced

• Fast Access

• Rely on 
Technology
provider 
Roadmap

• Share the tools
with other
players

Hybrid

• More Complex
integration

• Need a clear
architecture 
approach
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The NDC Implementation : A 3 layers Cake

NDC Connection

• To access and 
retrieve content

• To Book and 
Ticket

• To Manage 
After-sales

Front End

• To expose 
content

• To create a fluid 
and 
comprehensive 
User Experience

Billing

• To integrate 
different 
sources in a 
normalized 
process

• To automatize 
the complete 
billing Process



✓ Before NDC Integration

✓ Evaluate the opportunities and the related strategy

✓ Integrate the full process impact on your Business

✓ Organize a long term change

✓ After NDC integration

✓ Setup a constant evolution process

✓ Integrate NDC as part of the core stgrategy

✓ Be ready to evolve your solution

30

The NDC Implementation Steps
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Travel Planet Tools : With or Without NDC



32

Travel Planet Tools : With or Without NDC



Q&A

Tristan Dessain-Gelinet

Solutions@my-travelplanet.com



What Corporate Buyers value, and what it 
means for your implementation

Better  passenger experience/ 
more joined up trip

Accessibility Travel has 
taken an increased 
focus for Corporations.

New payment 
opportunities

On time 
performance 

Latest products on 
aircraft

Latest interior design in 
place (new seats…) 

New product & Services

Expecting more 
personalization, more 

options to choose from, 
more relevant offers

Continuous pricing



Q&A

16 June 2022
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American Airlines
Carbon Offset

Privileged & Confidential
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Who is Cool Effect?

Cool Effect is a 501(c)3 nonprofit working with the world’s best 
carbon-reducing projects, giving people an easy way to effectively 
fight climate change. 
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Carbon Offset

• The carbon offset is returned via ServiceList and is only available post 
booking and prior to fulfillment.  In future, we would like to incorporate 
this into AirShopping.

• Must be purchased for all passengers and all segments in the itinerary. 

• Credit Card Form of Payment. 

• Purchase of carbon offset is available for USD currency.

• Once purchased, carbon offset is nonrefundable.

• Email Address is mandatory for the purchase of carbon offset.

• Cool Effect sends the customer an email with confirmation of purchase 
and a link to download a certificate of purchase. 

• Minimum offset amount is $7.60 (1 tonne). If an itinerary offset amount 
calculated is less than that, it will be rounded off to this amount and 
returned in ServiceListRS.

• ServiceListRS and OrderViewRS will NOT return tonnage. However,  
confirmation email from Cool Effect has the tonnage and amount of 
offset.

• There will be no document in OrderViewRS
/TicketDocInfos/TicketDocInfo node for the purchase of Carbon Offset 
service, as the purchase of the carbon offset is fulfilled through direct 
settlement with Cool Effect and no EMD is created.
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ServiceListRQRS

ServiceListRS: Carbon returned as an Offer
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Fulfillment
OrderChangeRQ with FOP: Pay for Order including OrderItems for both air and Carbon

OrderViewRS: Order including Carbon is fulfilled Successfully
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Customer Notification
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SPRK Display
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Travelport Display





Q&A

16 June 2022



POLL

Have you implemented 
installments in 

production?

1. Yes, installments are live

2. I’m looking into it

3. No

4. Not applicable



AVIANCADIRECT

Lessons from implementing differentiated 
content – an airline’s journey
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Connection types

AVIANCADIRECT

Is the name of the Avianca NDC channel, that let the agencies have access to our differentiated 

content based on special bundles

Avianca Link:
For big IATA agencies that connect direct to our API

Avianca Sync:
For medium IATA agencies that connect through certified 
system providers

Agency portal:
For small IATA and Non-IATA agencies

(https://www.avianca.com/co/en/aviancadirect/)



DIFFERENTIATED CONTENT (Bundles) 
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DIFFERENTIATED CONTENT

Special attributes 
per bundle

These screenshots were taken on June 6th
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DIFFERENTIATED CONTENT (Corporate ID )
Recognize  corporate passenger and activate special benefits

Corporate ID Request Corporate ID Response

These screenshots were taken on June 6th
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DIFFERENTIATED CONTENT (Frequent Flyer ID)
Benefits depending to the frequent flyer status

Frequent Flyer ID Request

Frequent Flyer ID Response

These screenshots were taken on June 6th
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SYSTEM PROVIDERS
Avianca has live integrations with 11 System Providers, others in progress

These screenshots were taken on June 6th
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OPPORTUNITIES AND LIMITATIONS 

• Use more ARM index to identify capabilities of more system providers

• Address payment issues
o Installments for standard NDC  
o Multiple forms of payment 
o Approval code for CC payments in select markets 

• Include Fiscal Identification file for BO, PE, AR, CL, CR, GT

• ARC capability to implement changes and refunds

• Integrated Backoffice reporting
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WRAP-UP

• The differentiated content generates:

o Interest in the agencies to be part of AviancaDirect Channel
o Benefits for the system providers
o Simplify and automate our connection process



Q&A

16 June 2022



Implementation Forum Agenda

1. Introduction and opening

2. Bringing Personalization to Life - an Aggregator’s Experience (FlightRoutes24)

3. Onboarding NDC Content Within a B2B Travel Solution – a TMC’s Journey 
(Travel Planet)

4. Implementing Third Party Offering - Carbon Offset (American Airlines)

5. Lessons from Implementing Differentiated Content – an Airline’s Journey 
(Avianca)

6. Presentation of New Payment Functionality in the Standard (KLM/IATA)

7. Open Implementation Questions

8. Wrapup and Takeaways



New Payment 
Functionality

Marco Gronsveld
Chair, Order Payment Group, KLM

David Scannell
Secretary, Order Payment Group, IATA



1
Payment 

Development 
& Guidance

2
New Payment 

Capabilities

1. Payment Development
• Core Concept Definition

• Payment Data Cycle

2. New Payment Capabilities
• Use of Payment Catalogue

• Alternative Forms of Payment

3. Future Development
• Clean up “Payment Method”

• Support Open Banking

• Support Pay by Installments

3
Follow On

Actions

Presentation 
Overview



Payment Development & Guidance



Core Concept: Payment Transaction

This concept is used to describe whether, 
from an airline perspective, a payment is 
directly between them and the customer, or 
whether it is with a third party such as an 
agent. 

Direct: In a “direct payment transaction”, 
there is “one step” in the payment flow:

• Customer → Airline

Indirect: In an “indirect payment 
transaction” there are “two steps” in the 
payment flow:

• Customer → Agent and Agent → Airline. 

NB: These payment steps may be unrelated 
to each other in any way.

Payee

Airline Agent Customer

P
a

y
e

r Customer Direct Indirect

Agent Indirect Indirect

Airline Indirect Direct



Core Concept:

Payment Process
Online Offline

P
a

y
m

e
n

t 
T

ra
n

s
a

c
ti

o
n

Direct
• Customer Card
• Voucher (Ticket/EMD)
• Loyalty Points

•Other

Indirect
• Agent card (with TIP)
• EasyPay

•BSP/ARC
Bilateral

Payment Process

This concept is used to describe whether an 
EASD message is used to transport a 
payment payload or not. There are two 
types.

Online: Uses EASD message  for payment 
instrument data exchange. For example, 
payment via card where all elements 
required in order to authorize the payment 
are contained in the Payment Function 
"Payment Processing Details"

Offline: Does not use EASD message for 
payment instrument data exchange. For 
example, payment via redirect where 
payment authorization will take place using 
separate data exchange.



1
Inform

2
Pay

3
Confirm

Payment Data Cycle

1. Inform

• Payment 
Preference

• Payment
Catalogue

2. Pay

• Payment
Processing

3. Confirm

• Payment
Summary



Payment Preference

PaymentMethodCriteria

optionally allows a seller to: 

1. Illustrate preferred payment 
methods that may be 
indicated at a shopping 
stage; OR

2. Illustrate a payment method 
to be used in pricing stage



Payment Catalogue

PaymentSupportedMethod allows 
an airline to Inform sellers of:

1. Accepted payment methods

2. Conditions relating to payment 
methods

3. Processing method required for 
a payment instrument

4. Information that may be needed 
to proceed with a given payment 
method



Payment Processing

PaymentProcessingDetails

allows a seller to:

1. Specify a payment method 
or methods to be used in a 
given payment transaction 
amount

2. Associate payment to items 
in an offer

3. Provide details required in 
order to process payment 
for the methods given 
against the items indicated



Payment Summary

PaymentProcessingSummary

allows an airline to:

1. Provide information about the 
status of a confirmed payment

2. Provide information about the 
status of an order in relation to 
payment



New Payment Capabilities



Payment Catalogue

Payment catalogue is contained within 
the PaymentSupportedMethodType. 
Repetitions of this type allow an airline to 
inform a seller:

1. The methods they will accept as 
payment

2. Any additional information that may 
be required for processing a given 
method

3. Indication of how a payment method 
will be processed

4. Payment Fees

5. Information relating to clearance 
method



Payment Catalogue – Inform

PaymentSupportedMethod (x5) PaymentMethodAddlInfo

PaymentSurcharge PaymentRedirectionInd

PaymentTypeCode PaymentCardAddlInfo

PaymentBrandCode PaymentOtherMethodAddlInfo



Payment Catalogue – Inform



Payment Catalogue – Inform

The Associated 
PaymentSupportedMethod now 

contains a PaymentSurcharge with a 
PreciseAmount

OfferAssociation is used to identify a 
specific surcharge attached to an 

offer

The Payment Catalogue may still be 
returned un-associated. This may be 

useful in scenarios where other offers 
are returned



Payment Catalogue - Pay

Order Change



Payment Catalogue - Confirm

Order View (with success and the payment ID)



Alternative Forms of Payment Support

Old world was cash & cc (which is why we have had a focus)

• Explain codes (Brand & Type)

• Explain Redirection / Payment Statuses / Warnings & Errors

• Explain how we will add brand codes over time

• Explain that some may move to online



Future Payment Developments



Open Banking

Under analysis to determine the 
feasibility:

• What

• We

• Are

• doing

Under analysis as it represents a few 
different things:

• Pay using CC in instalments in 
markets where it exists already

• Support for other instalment 
forms of payment such as Klarna 
(insert other here)

• Support for any method in 
instalments (If needed)

Pay in instalments



Clean up “Payment Method”

Extension of common type work. There are common features that may not 
be necessary 



Question & 
Answer Session



OPEN 
Q&A

All Presenters

IATA SMEs



Thank 
You!
Shaunelle, Cécile, Vanni 
and the IATA team

ndc@iata.org

armi@iata.org

standards@iata.org

swo@iata.org

mailto:ndc@iata.org
mailto:armi@iata.org
mailto:standards@iata.org
mailto:swo@iata.org


Please scan to share 
your feedback

Next meeting:
December 1, 2022


