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Enhancing the way we 

sell 
Digital actions 

Increase traffic through new digital actions 

Wider scope of digital channel 

 

From single focus on purchase and 

 

 

Growth in new markets 

 

Increased presence in new markets: from 4 in 

2013 to 18 in 2014 (weight increase +17pp) 

Growth in new channels 

 

Increased presence in new channels such as 

retargeting and RTB/Display 

+20% 

-  

 

-  

 

Web visits 

million 

Significant traffic increase 
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Enhancing the way we 

sell 
User experience 

Global user experience improved 

2014 

+11% 

2013 

C
o

n
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e
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n
 

In
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a
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o

n
 

M
o

b
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y
 

A
n

c
il

la
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e
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E

n
g

a
g

e
m

e
n
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New design 

Fixing the basics 

 

Usability 

improvements 

New ways of 

selling 

Ancillaries 

Mobile Social media 

Conversion rate 

Revenues 

+40% 

2014 2013 

Followers 

2013 

+20% 

2014 

+1m 

 downloads 

1 Core App 

+5 Apps 
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Enhancing the way we 

sell 
Digital transformation 

transformation aims to foster the online channel 

Short term targets Long term targets 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

A personal, seamless & effortless global 

efficient retail experience  

revenue, margin & customer 

satisfaction through:  

A common digital strategic framework  

An organisation to support delivery 

Scope includes selling, servicing and 

communication across digital channels 

and future technologies 

Develop the website & mobile apps to: 

Increase mobile penetration 

Improve digital experience and user 

engagement 

Increase ancillaries revenue 

+21% 

2012 YTD2014 

Digital penetration, 2012 vs. YTD2014 

Digital transformation as an important tool to 

improve customer experience
New joint IAG digital vision 
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Enhancing the way we 

sell 
Sales changes 

We are implementing profound changes in sales, including people, 
processes and systems 

BA/ IB Integration 

 

Single sales organisation 

worldwide 

Lighter organization 

 

Reduction of overstaffing 

Outsourced low-value 

activities 

Increase productivity 

 

Reduce hierarchical levels 

Sales specialisation 

Back-office reorganisation 

Increase efficiency 

 

Opportunities through a 

single CRM (IAG) 

New IAG tools (2nd wave) 

Manage distribution costs

Iberia.com

Global deals (IAG)

Optimize trade mix 

Enhance sales incentives 

 

New Incentive Sales Plan 

to motivate salesforce 
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of the 
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J. A. Barrionuevo  Strategic Planning Director 

Alberto García-Torres  Fleet Planning Director 
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Reducing our cost 

base 
Restructuring pillars 

Iberia is optimising its cost base across several dimensions in 
order to reach a best-in-class cost position 

Labour 

restructuring 

Overhead 

optimisation (non-

personnel) 

Long-haul fleet 

configuration 

Fleet renewal 

1 2 

3 4 



Back in 2012 Iberia had a very uncompetitive cost base, 
predominantly due to extremely high labour costs 
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Reducing our cost 

base 
Historical context 

Labour cost as percentage of revenue in 2012 (%) 

Source: CAPA  Centre for Aviation analysis of airline company financial and traffic statements 
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We have reached labour agreements with all groups that will 
ensure a competitive cost base 
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Reducing our cost 

base 
Labour agreements 

Main labour issues Key measures of labour agreements 

Oversized labour 
structure (among the 
worst in Europe) 

Size 

Productivity 

Unit cost 

Entry levels 

Potential reduction of 5,471 people through 
 

Low productivity 
(among the worst in 
Europe) 

Flying hours in line with competitors 

More flexibility in shifts/schedules 

Increase in the number of duty days 

High unit cost and 
rapidly growing pay-
scale 

Salary reduction (14% crew, 7% ground 
staff) 

Salaries freeze until 2015 (later subject to 
EBIT margin) 

Establishment of caps in seniority scales 

High entry levels  New entry levels at market conditions ( 35K 
for SH pilots, 20K for cabin crew) 

Stable labour environment since 2014 

1 



By year-end we should have completed 70% of the labour 
restructuring program, reaching ~3,800  

57 

Reducing our cost 

base 

Labour restructuring 

progress 

Total personnel exits (# headcount)

1 Maximum number of exits; final figure will depend on actual number of employees that apply for (voluntary basis) 

~25% personnel reduction from 

a starting point of 20,600 in 2012 

 

5,471 expected exits vs. 4,500 

initially targeted in 2012 
70% of labour restructuring 

already completed by end of 

2014 

2015-171 

1,668 

2013-14 

3,803 

Total exits 2013-17 

5,471 

1 
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Reducing our cost 

base 

Restructuring 

provisions 

1 

55

68

270 

202 

Existing 

Additional 

Total labour 

restructuring 

Q4 2014 

? 

Q1 2013 

320 

265 

Q4 2012 

68m charge reflected initial 

restructuring approved by the 

Board 

202m exceptional provision in 

addition to existing 68m 

redundancy provision 

13th March 2013 Iberia and unions 

proposal 

265m exceptional provision in 

addition to existing 55m 

redundancy provision 

To be announced 

Labour restructuring provisions, m 
Cash pay-out to be spread over 

the next 10 years 

Funded by proceeds from disposal 

of non-core assets (e.g. Amadeus) 



The labour restructuring program will reduce overall employee 
CASK by ~35% in 2020 
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Employee CASK 

progression 

Expected employee CASK savings versus 2012 (%) 

Reducing our cost 

base 

2016 2020 

-35% 

2019 

-34% 

2018 

-32% 

2017 

-29% 

-25% 

2015 

-22% 

2014 

-15% 

2013 

0% 

-25% employee CASK in with 

similar capacity than in 2012 
-35% employee CASK in 2020 

vs. 2012 

1 



~25% 

Total 

savings 

2016e 2015e 2014e 

Iberia is aiming to reduce non-labour overheads by ~25% (a 
large proportion to be captured in 2015) 
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Non-labour overhead 

savings 

Reducing our cost 

base 

Non-labour overheads savings vs 2013,  % 

 

Optimisation of rented spaces (national and 

 

 

Optimisation of infrastructure contracts 

(cleaning, supplies and maintenance) 

 

Drastic reduction of consulting 

 

Increased oversight on communications, 

transportation and travel expenses 

 

Sharp fall in institutional advertising, 

sponsorships and public relations 

 

Decline in non-core training courses 

 

Elimination of meeting costs and discretionary 

expenses 

Examples of savings initiatives 

2 



We are enhancing our LH fleet, consistent with our network 
strategy, ensuring flexibility and significant fuel savings 
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Long-haul fleet 

changes 

A350-900 

Iberia long-haul fleet mix 2014-20, (% of seats) Old generation New/current  

generation 

A330-300 

A340-300/600 

A330-200/300 

Reducing our cost 

base 

~10% fuel savings 

by 2020 due to new 

generation fleet 

(> 100m) 

 

 

Additional fuel 

savings ~10% 

expected in the 

long-term 

A340-600 

3 

77%

38%

2020 

100% 

62% 

2014 

100% 

23% 
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Hot & high destinations 

Reducing our cost 

base 

We will keep the A340-600 to serve our hot & high destinations 
until new generation solutions are available 

Description of H&H Current Iberia destinations in America 

Hot & high (HH) is a 

condition of low air 

density due to: 

High ambient 

temperature 

High airport elevation 

 

 

Iberia currently flies to four 

hot & high destinations 

in LatAm: 

Mexico DF

San Jose 

Bogota 

Quito 

No limitations 

Hot & high: 

passenger and cargo 

limitations 

A340-600 
LIM 

BUE 

MVD 

CCS 

SDQ 

(SCL 

 

UIO 

BOG 

RIO 

PTY 
GUA 

SJO 

SAO 

MIA 

NYC 

MEX 

LAX

CHI 
BOS 

3 
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Aircraft configuration 

Reducing our cost 

base 

Economy class pitch 

2 

Galley space 

3 

 

 

 

 

Number and 

size of cabin 

classes 

 

 

 

 

Lavatories,  

stowage and cabin 

attendant seats 

4 1 

Cost optimisation while maintaining comfort and in-flight service level 

4 

To be announced soon 
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Achieving lean 

processes
Changes in operations 

Iberia operations are transforming to reduce costs while 
improving punctuality and service 

Punctuality Efficiency 

A key factor 

on passenger  

 

and 

passenger 

comeback

Lean 

processes 

lead to cost 

 

and improved 

CASK 

We continuously look 

for opportunities to 

reduce cost by 

optimising 

 

 

to 

our customers the 

most punctual and 

enjoyable flights to 

boost our revenue 

 

Cultural change 

Flight, Ground 

and Office Staff 

committed to 

Iberia 

objectives 
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Focus on fuel efficiency 
 

Achieving lean 

processes
Fuel efficiency 

Flight 

preparation 
Taxi out 

Take-off & 

climb 
Cruise 

Descent & 

landing 
Taxi in 

Flight planning 
Balance weight on board vs. profit 

 

2%fuel savings 

achieved in 2014 

Match planned and 

real operation 

 

Fuel optimised 

payload, route, FL 

& Speed 

 

Execution excellence 

Best fuel efficiencies 

practices applied in 

flight execution 

 

Continuous feedback 

between Flight Ops 

Management and 

Crews, focusing on 

efficiency issues 

 

Optimisation of in flight retail and 

pantry as a function of profitability 

 

Overall cabin weight reduction: 

lighter trolleys, water and magazines 
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Achieving lean 

processes

Lean process 

initiatives 

On-going implementation of lean processes 

iPad electronic flight bag 

 

Cost-effective IT platform on board that will allow 

us to optimise both ground & flight operations 

Evidence based training 

 

Detect and correct inefficiencies 

Reduce the need for proficiency checks 

Resource reallocation & optimisation 

 

Flight plan & loadsheet generation facilities 

concentration 

Short & long haul self dispatch 

Electronic lido cartography 

Electronic flight operations manuals 



Crewing optimisation 

68 

Achieving lean 

processes
Crewing optimisation 

Costs Control 

Productivity 

Continuous  

bidirectional  

feedback 

Revision of all indirect costs associated with the  

day-to-day operation and systems 

Removal of a daily standby crew at Hotel 

Reduction & integration of IT systems in place 

 

 

 

 

Optimization between Network and Crew Duties 

Revision of all network turn-around times 

Other to improve productivity (850hours/year) 

 

 
Continuous focus on feedback and inputs 

Dedicated work group with the target to improve  

      the Rostering paradigm 

Incorporating crew feedback through poll 



Iberia operational transformation: world-leading punctuality 

1 January-November 2014 

69 

Nov Jun Dec Jun Dec Jun Dec Jun Jan 

 

Strikes 

Iberia Express launch and 

 strikes 

Mediation Agreement and  

management change 

Follow-on 

agreements 

62% 

74% 

87% 

90%1 

2012 2011 2013 2014 

Achieving lean 

processes
Punctuality 



Agenda 

70 

7 

6 

5 

Focusing on the  

customer 

Enhancing the 

way we sell 

Boosting our 

RASK 

Achieving lean 

processes 

Ensuring the right 

LH strategy 

Transforming 

SH business 

Reducing our 

cost base 

 

The Iberia 

of the 

future 

1 

2 

3 

4 

Neil Chernoff  Network Planning & Alliances Director 
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European carriers 

71 
Objectives 

Transforming SH 

business 

Cost structure 

 
More efficient cost structure 

on the back of salary 

reductions and new entry 

levels 

 

Productivity 

 
Flying hours in line with best-

in-class and increased 

flexibility in shifts and 

schedules 

Strong brand 

 
The most widely known and 

preferred airline across all 

regions of Spain 

 

Operational excellence 

 
~90% on-time performance 

2014YTD vs. ~62% in 2011 

 



We have been able to drastically reduce our costs while improving 
operations 

72 

Cost & operational 

performance 
Transforming SH 

business 

 Iberia SH crew cost/block hour 

2012-YTD2014 

 

 

Iberia SH on-time performance 

2011-YTD2014, % 

-19% 

2013 2012 YTD2014 

9291

77

+15pp 

2012 YTD2014 2013 



most widely known airline across all regions of Spain 
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Brand awareness 

Transforming SH 

business 

Source: Tracking de marca España Millward Brown (Jan 2014) 

Top-10 spontaneous brand awareness in Spain, January 2014 (n=655) 

12

13

20

22

26

29

37

38

56

91

Iberia is also top 

of mind in Spain 

(59% vs. 15% of 

2nd ranked) 



High LCC presence in MAD requires competitiveness in P2P in 
order to have a sustainable feed 
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Transforming SH 

business 

Low-cost carrier 

presence in Madrid 

# P2P pax from -  Top 20 

Source:  Coupons, OAG  and  MIDT 

LCCs are strong 

competitors in 14 

out of the 20 

largest MAD-EU 

P2P markets 

FRA VIE GVA MIL CPH BRU BLQ ROM PAR VER PRG DUS LON LIS TLS ZRH OPO MOW DUB MUC 

IB Others LCC 



Iberia Express: the LCC of Madrid 

75 
Iberia Express 

Transforming SH 

business 

Offers a low cost platform 

from day one to compete 

effectively against LCCs in 

the MAD P2P flows 

 

Represents an engine of 

change for Iberia bringing 

a culture based on 

efficiency and simplicity 

 

Able to reach new market 

segments 

 > 80% 

LH SH 

Iberia feed Short-haul competition 

17 A320 

aircraft 

21 

destinations 

3.5m annual 

pax 
410 staff 



 

Iberia Express is a successful model able to compete 
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Iberia Express 

performance 
Transforming SH 

business 

I2 on-time performance 

2012-YTD14, %  

 

 

CASK1 ex-fuel 

H1 2014, cent 

96% 96% 

2013 

93% 

2012 2014YTD EasyJet 

4.17 

2.31 

4.42 

Ryanair 

4.10 

I2 

Source: FlightStats 

1 Stage length adjusted. I2 CASK adjusted to remove business class/feeding related 

cost for like-to-like comparison 

 

Source: Company presentations 



very efficient cost structure 
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Iberia Express 

cost structure 
Transforming SH 

business 

Lowest crew cost in Europe 

 

labour agreement up to 

2020 (UPPA union) 

 

High motivation 

 

Best operational performance: 

best punctuality in Europe & 

excellent regularity 

 

Crews & operations 

Handling and maintenance 

 

Fleet, insurance and 

procurement 

 

Distribution agreements  

 

 

 

Group synergies 



Iberia Express is able to combine the best of a LCC with the 
 

78 

Source: MilwardBrown  

Legacies LCCs 

          Reliability &            

 confidence 

       Service 

         Innovation 

        Value  

        for money 

22

6561

16
4851

221222

272642

Customer Perception (%) 

Premium 

attributes 

LCC 

attributes 

Iberia Express 

business model 
Transforming SH 

business 



on the back of an attractive value proposition in the LCC market 
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Iberia Express value 

proposition 
Transforming SH 

business 

 

A complementary 

brand 

 

Low fares with an 

attractive value 

proposition 

Leading online 

services, innovation 

and technology 

Access to young, new generation, and price sensitive customers 
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Plan de Futuro has allowed Iberia to start restoring routes after 
the reduction of non-profitable  

81 
Restoring routes 

Ensuring the right LH 

strategy 

Iberia capacity evolution 

ASK (bn) 

Medium Haul 

Domestic 

USA 
56.3 

LatAm 

-14% 
+8% 

2014 

Pro-Forma 

5.1 

12.2 

31.5 

7.6 

2014 

54.0 

5.1 

11.5 

29.8 

7.6 

2013 

52.1 

5.2 

10.4 

29.1 

7.4 

2012 

60.3 

6.3 

12.7 

33.5 

7.8 

Source: OAG 

1 AMS, IST, ATH, STO, SDQ, MVD & PTY whole year simulation 

1 
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Ensuring the right LH 

strategy 
Market environment 

after 3 years of decline 

Source: AENA 

 

35

40

45

50

55

Jan-14 Jan-15 Jan-11 Jan-08 Jan-12 Jan-13 Jan-09 Jan-10 

+2m 

Total passengers to/from (m)  

Total passengers to/from (m)  

Spain 

MAD 

140

150

160

170

Jan-10 Jan-11 Jan-13 Jan-12 Jan-14 Jan-08 Jan-15 Jan-09 

+7m 



-
 

83 
LatAm advantage 

Total 

Passengers daily from/to EU-LatAM

 

1,2 

1,3 

1,9 

1,5 1,2 1,0 1,4 1,8 

2,7 2,2 1,6 1,5 2,2 2,2 1,5 

1,6 1,0 1,7 2,7 

BR 

MX 

AR 

CO 

VE 

PE 

Rest of LatAm 

ES IT FR DE GB PT NL 

Source: Internal analysis, LatAm excludes Caribbean 

Rest of 

Europe 

2,0 7,7 2,7 4,7 4,6 6,8 5,6 11,1 

Ensuring the right LH 

strategy 
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Ensuring the right LH 

strategy 
LatAm leadership 

Home market Europe 
Europe  Latin America traffic 

   

2.9% 3.7% 4.5% 5.3% 7.7% 8.2% 8,5% 11,2% 11,5% 17.6% 

LA 

310 

AV 

402 

JJ

489 

BA 

573 

51% 

49% 

UX 

833 

64% 

36% 

KL 

883 

30% 

70% 

LH 

916 

42% 

58% 

TP 

1,213 

48% 

52% 

AF 

1,246 

45% 

55% 

IB 

1,903 

57%

43% 

Source: CRS (Latin America excluding Caribbean) 

Europe  Latin America market share 

  



Ensuring the right LH 

strategy 
Madrid hub 

-in-  

85 
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Ensuring the right LH 

strategy 
Passenger flows 

86 

Long-haul 

44% 56% 

66% 34% 

17% 

27%

Short-haul 

Short-haul connections 

 

Direct  

Long-haul 

connections 

Direct  

Short-haul 

connections 

Source: Iberia internal data 

Breakdown per type of pax (connections. vs. direct) in 2014 

MAD 



-  

87 

Source: OAG 2014; IATA pax  forecast  CAGR 13/17  1 Core Africa: North/Central/Western Africa excl. Libya & Egypt; 2 Middle-East 

4.1% 

5.8% 

Regional growth 
Ensuring the right LH 

strategy 

Passenger annual growth 

CAGR 13-17 

5.5% 

5.6% 

3.4% Europe-USA 

Africa-LatAm 

Africa-USA 

Africa-Europe 

Asia-LatAm 

4.7% Europe-LatAm 

MAD



selected agreements with other airlines 
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Other airline 

agreements 
Ensuring the right LH 

strategy 

Asia & Oceania 

 

North America 

Middle East & Africa 

Spain 

LatAm 

 

Europe 

Codeshare Agmt 

FFP agreement 

Joint Business 

Franchise 
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Plan de Futuro defines a major turnaround for the company 

The Iberia of the future 2012-18 EBIT bridge 

- 351m 

10-14% 

margin 

 

12%+ 

RoIC 

0m 

EBIT ( m) 

Delivered 2012-2014 

Remaining 2014-2018 agreed / committed 

2018 2012 RASK 

initiatives 

Labour 

restructuring 

Fuel  

efficiency 

Overheads 

& other 

costs 

Network 

growth 

RASK 

dilution 

2012-2014 

Macro 

contingency 
Remaining 2014-2018 projected 

Labour 

restructuring 

Fuel  

efficiency 

2014 

Overheads 

& other 

costs 

Indicative average numbers, not to scale 



ASKs plan long-term growth 

91 
The Iberia of the future Capacity growth 

CAGR 2008-2018 CAGR 2015-2020 CAGR 2008-2020 

Iberia capacity  

ASK (bn) 
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The Iberia of the future Cash generation 

In the medium-term Iberia will consistently generate cash 

0m 

Equity FCF 

2017-20 ( m) 

EBITDAR 

Rentals 
Interest 

& taxes 

Capex 

Equity 

FCF 

Sustainable cash 

generation:  

200m- 300m 

Indicative average numbers, not to scale 



Iberia has an ambitious medium term target, in line with the 
objectives set by IAG 

93 
The Iberia of the future 

Medium term planning 

goals 

1 Real returns applicable to all airlines: (operating profit + leases*33%)/(adjusted depreciation*10)      2 Equity FCF: EBITDAR  Rentals  Interests - Taxes - Capex 

2014e 2017-2020 

Lease adjusted 

operating margin (%) 

RoIC (real terms)1  

(%) 

Equity FCF2 

( m) 

c. 3% 10-14% 

c. 4% 12%+ 

>0 200-300 

Cash return to 

shareholders 
Sustainable cash generation 



Plan de Futuro is delivering now and setting the basis of the Iberia 
of the future 

94 
Plan de Futuro 

To stop  

operating cash burn 

by mid-2013 

To give Iberia a 

competitive cost 

base for long-term 

growth (15% capacity 

and 4,500 workforce 

reduction) 

To fund the 

transformation entirely 

through own 

resources 

 2012 CMD objectives achieved 

 

Comprehensive plan aimed 

to radically change the 

company 

 

 

30 initiatives across all 

key areas of the company 

 

 

Continuous monitoring by 

top management 

 

 

Full commitment to 

delivery 

Plan de Futuro will allow Iberia 

to reach positive results in 

2014 after 6 years of  

 

with an 

attractive strategic 

positioning in core markets 

(specially Europe-LatAm) 

 

the basis for profitability 

and long-term growth 

- Margins in IAG target range 

from 2017 onwards 

- Strong growth prospects 

- Free cash generation from 

2014 

Plan de Futuro   

The Iberia of the future 



Plan de Futuro is delivering now and setting the basis of the Iberia 
of the future 

95 
Plan de Futuro 

Plan de Futuro will allow Iberia 

to reach positive results in 

2014 after 6 years of  

 

with an 

attractive strategic 

positioning in core markets 

(specially Europe-LatAm) 

 

the basis for profitability 

and long-term growth 

- Margins in IAG target range 

from 2017 onwards 

- Strong growth prospects 

- Free cash generation from 

2014 

The Iberia of the future 

Iberia is taking off. Get on board!
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