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›

This presentation has been prepared by Air Berlin PLC (the “Company”). No representation, warranty or undertaking, expressed or implied, is made as to, and no reliance
should be placed on, the fairness, accuracy, completeness or correctness of the information or the opinions contained herein. None of Air Berlin PLC or any of its subsidiaries
(together, the “Group”), or any of its shareholders, advisors or representatives shall have any liability whatsoever (in negligence or otherwise) for any loss howsoever arising
from any use of this presentation or its contents or otherwise arising in connection with the presentation. This material is given in conjunction with an oral presentation and
should not be taken out of context. Certain financial and statistical information (including percentages) in this presentation has been subject to rounding off adjustments and to
currency conversion adjustments. Accordingly, the sum of certain data may not conform to the expressed total.

Certain statements in this presentation constitute forward-looking statements. Any statement in this presentation that is not a statement of historical fact, without limitation, is
a forward-looking statement. By their nature, such forward looking statements are subject to risks, uncertainties and assumptions that may cause actual results or events to
differ materially from those expressed or implied by the forward-looking statements. These risks, uncertainties and assumptions could adversely affect the outcome and
financial consequences of the plans and events described herein. Actual results may differ from those set forth in the forward-looking statements as a result of various factors
(including, but not limited to, future global economic conditions, changed market conditions affecting the aviation industry, intense competition in the markets in which the
Group operates, costs of compliance with applicable laws, regulations and standards, diverse political, legal, economic and other conditions affecting the Group’s markets,
and other factors beyond the control of the Group). These and other factors could adversely affect the outcome and financial effects of the plans and events described in this
presentation. The Group is under no obligation to update or revise any forward-looking statements, whether as a result of new information, future events or otherwise. As a
result, you are cautioned not to place any reliance on such forward-looking statements.

The forward-looking statements reflect knowledge and information available at the date of preparation of this presentation and the Group undertakes no obligation to update
its view of such risks and uncertainties or to update the forward-looking statements contained herein, whether as a result of new information, future events or otherwise.
Nothing in this presentation should be construed as a profit forecast or any other statement on financial objectives. Statements contained in this presentation regarding past
trends or events should not be taken as a representation that such trends or events will continue in the future.

This presentation does not constitute or form part of, and should not be construed as, any offer for sale or subscription of, or solicitation of any offer to buy or subscribe for,
any securities of the Group, nor should it or any part of it form the basis of or be relied on in connection with any contract or commitment whatsoever. The information
contained herein does not constitute investment, legal, accounting, regulatory, taxation or other advice and the information does not take into account any investment
objectives or legal, accounting, regulatory, taxation of financial situation or particular needs of any investor.

This presentation is not for distribution, publication or release, directly or indirectly, in or into the United States, Australia, Canada or Japan or any other jurisdiction in which
the distribution, publication or release would be unlawful.

By viewing the presentation, you agree to be bound by the foregoing limitations.

THIS PRESENTATION IS NOT AN INVITATION TO PURCHASE SECURITIES OF THE GROUP.

Disclaimer
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Dimitri Courtelis – Chief Financial Officer (CFO)
− Joined airberlin in November 2015 as deputy CFO and was appointed CFO in September 2016

− Prior experience with Etihad and management board of Air Serbia (CFO)

− Former consultant at Deloitte in Dubai and Ernst & Young  in Australia 

− Holds a degree in Economics and is a qualified Chartered Accountant

airberlin team presenting today
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Stefan Pichler – Chief Executive Officer (CEO)
− Joined airberlin in February 2015 as the new CEO

− Prior experience includes CEO roles at Fiji Airways, Jazeera Airways and Thomas Cook and 
CCO roles at Virgin Australia and Deutsche Lufthansa

− Holds Diploma in Economics from the Insead, France and Diplomas in Economics and Law 
from Augsburg, Germany

Neil Mills – Chief Strategy and Planning Officer (CSPO)
− Joined airberlin in February 2016 as CSPO

− Prior experience includes Management Board position with Fly Dubai (CFO), Spice Jet (CEO) 
and Philippine Airlines Group 

− Qualified Chartered Accountant 
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Note:
(1) Excluding non recurring items 4
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Business focused Leisure focused 

The single platform strategy results in a 
complicated business model…

…which has negatively impacted financial and 
operational performance

Lower PRASK 
despite ASK 
reduction…

…resulted 
in continued 
losses

 Complicated business model serving multiple market segments from 
a single business platform

 Limits airberlin’s flexibility to compete effectively with carriers with a 
focused service offering

 Network suffers from high seasonality and low productivity
 Operational cost inefficiencies 
 Multiple loss making routes
 Increasing LCCs competition at key German airports

Current business model limits airberlin’s ability to compete effectively

6,55 6,50

2013 2015

(1%)

(232)
(307)

2013 2015

Previous restructuring initiatives have only “scratched the surface” without addressing the root cause

PRASK
(€ cents)

EBIT 
(€m)

…coupled 
with 
increasing 
CASK…

5,88 6,29

2013 2015

+7%CASK ex-fuel(1)

(€ cents)

(32%)
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Note:
(1) Touristic Operator 5

Long Haul

Short Haul

Business Leisure

Long Haul

Short Haul

Business Leisure

35 a/c

Focused Network Carrier / yield & cost focus Touristic / TOP(1) focus

Focused platform strategyOne platform strategy

Past New 
airberlin

 Targeted business, more structured going forward
 Simplified and tailored business model for each market 

segment
 Separation of seasonal touristic operations
 Lean, right-sized business with limited unproductive aircraft
 Restructured network to drive higher RASK
 Increased productivity and efficiency to improve CASK

 Multiple market segments served through a single complex 
network

 High seasonality and low productivity
 Limited benefits from scale and inefficient cost base
 RASK comparable with a Low Cost Carrier (“LCC”)
 CASK comparable with Full Service Carrier (“FSC”)

Shift towards a focused platform strategy

75 a/c

Touristic
operations
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The new airberlin will have the right size and 
shape…
 Lean, focused network carrier

 Redefined network focused on profitable routes

 Long-haul operations from BER and DUS only
(dual-hub strategy) 

 Short-haul network focusing on key cities with 
multiple daily frequencies for long-haul network out 
of key hubs

 Schedule connectivity optimised to capture higher 
yielding business traffic

 Reduction of seasonality driving more efficient 
utilisation of assets

 Enhanced crew and aircraft productivity enabled by 
network restructure and elimination of seasonality

 Rationalised and efficient cost base

 Significantly reduced fleet size

airberlin will provide up to 40 aircraft to 
Lufthansa Group and will continue to assess 
strategic options for the focused touristic 
operations

New airberlin will be a leaner, restructured business focused on “core” 
operations…

Touristic 
operations

Operating 
independently as 
new business unit

Assessing strategic 
options

Up to 40 aircraft to 
be provided

New airberlin
 Lean cost structure

 Restructured network

 Dual-hub strategy

 Long-haul operations 

 Short- /medium-haul operations
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…through providing up to 40 aircraft to the Lufthansa Group…

Note: No slots / routes to be transferred

7

Enables airberlin to… 

 Re-allocate aircraft reducing 
excess capacity

 Reduce crew and maintenance 
expenses

 Focus on profitable routes

 Minimise restructuring costs

 Retain staff currently employed

Redeployment

 Wet lease of up to 38 
aircraft and 2 dry lease 
aircraft

 6 years
 All aircraft: A320 family
 Cockpit, cabin crew, 

maintenance, insurance 
and overhead services

ACMIO

 Management expects 
payment over period of 
the agreement to exceed 
€1.2bn

 Lufthansa Group to 
provide monthly payments 
with a minimum guarantee
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The focused touristic operations will be an 
operationally independent business unit 

with a redesigned network, lean cost 
structure and optimised business model 

(assessing strategic options)

… and focusing the touristic operations with a cost efficient platform

8

Touristic operations

 Network reconfiguration leading to reduced seasonality

 Re-focus on profitable touristic routes in key locations

 Productivity driven network, no designed connectivity

 Single-class product with full economy configuration

 Focused bases

 Minimal flying from secondary airports and W-rotations

Network

 Independent management team

 Simplified one-way pricing, block capacity for tour operators

 Lean overhead structure tailored to business needs 

 Use of the most efficient aircraft for touristic travel to 
optimise cost base

 In-flight services paid by customer, e.g. catering

Business model
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The new airberlin will be a sustainable and profitable business as 
restructuring addresses the root causes not addressed previously

9

Redefined, profitable and 
integrated network

Higher productivity

Reduced seasonality

Boost to unit revenues

More efficient cost base

Enhanced profitability 
and cash flow generation

 Long-haul network out of BER and DUS (dual-hub strategy) only
 Strong short-haul network providing feed for long-haul at key hubs
 Focus on profitable routes – number of routes significantly reduced by 77%
 Less exposure to touristic and geopolitically impacted regions while creating an enhanced customer proposition 

with daily frequencies to increase business penetration

 Reduction in fleet size (-50%) and complexity (down to 3 aircraft types)
 Efficient aircraft utilisation, +29% increase in annual block hours per aircraft

 Separation of touristic routes (to be operated independently)
 71 lines of flying in summer and 70 in winter compared to 148 lines in summer and 121 in winter pre-

restructuring
 Focus on year-round routes and greater flexibility to shift capacity

 Significant improvement in RASK
 Enhanced through focus on premium traffic and an improved traffic mix
 Further improvement from a technology driven sales channel mix and building upon ancillary services 

 Significant improvement in CASK
 Driven by improved utilization of aircraft, crew and streamlining of overheads
 Planned headcount reduction of up to 1,200 employees

 Significant improvement in EBIT
 Positive cash flow impact
 Improved liquidity position and gradual deleveraging
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Dual-hub approach building on #1 market positions(1) in Berlin and 
Düsseldorf
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 Focus on operating a long-haul network 
out of Berlin and Düsseldorf

 Rationalised main hubs and domestic 
bases

 Integrated with domestic network

 Leverage on existing positioning at 
Berlin and Düsseldorf

 Large and attractive catchment areas

 Key bases for long-haul traffic

 Centralised operations functions and 
streamlining of overheads

 Minimise staff outside hubs and bases

 The scope of ABT’s  maintenance  
activities is under review

Main hubs
Other bases

BasesLegacy bases

Note:
(1) Rank by number of seats

Improved connectivity at hubs

Past New 
airberlin

71 long-haul departures/week44 long-haul departures/week

28 long-haul departures/week 41 long-haul departures/week

DUS

BER

(18%)

+61%

(25%)

+46%

BER
DUS

BER
DUS

VIE

NUESTR

MUC

CGN

HAM

STR
MUC

FRA

PAD

LEJ

ZRH

95 Minutes 71 Minutes

114 Minutes 94 Minutes

2015 summer schedule 2017 summer schedule
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60%

Renewed focused network carrier with attractive long-haul destinations…

(1) Network breakdown by ASK
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 Leverage on main hubs

 Enhance and expand current long-haul 
network through increased frequencies 
and new routes

 Focus on premium passengers and 
higher yielding routes

 Dual-class wide-body fleet

 Origination and Destination pricing

 Long-haul leisure focused on maximising 
utilisation year round and offset 
seasonality

 Greater integration with short-haul

 Network expansion through partnerships

 Continued cooperation with Etihad 
Airways Partners (“EAP”) network

Strategy

 Higher yields driven by connecting relevant catchment areas

 Higher load factor out of long-haul segment driven by 
improved pax connectivity

 Strengthens positioning in North America

 14% PRASK improvement on long-haul destinations

Long-haul (1)

BER

DUS

 Berlin: Los Angeles 
(3 weekly),
San Francisco (4 weekly)

 Düsseldorf: Orlando 
(5 weekly)

New long-haul markets

Frequency growth on existing routes

Main hubs Long-haul expansion into higher yielding routes

New destination

Existing destination

15
Long-haul

destinations

BER

DUS

 New York (7 to 10 weekly) 

 Miami (4 weekly winter, 3 weekly summer)

 Boston (4 weekly to daily) 

 San Francisco (5 weekly to daily)
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…and a strong short- and medium-haul network focused on key city 
routes…

(1) Network breakdown by ASK
(2) Ranked by passenger volumes 12

 Strengthen competitive position:
– Higher share of business traffic
– Build strong feed for long-haul flying out of 

key hubs

 Focus on key mid-haul / European routes
– Profitable and network contributing
– Business focused

 Focus on profitable routes

 Origination and Destination pricing

 Core markets: DACH, Scandinavia, Italy, 
Eastern Europe, European capitals

Strategy

 Strong positioning in Germany (largest European market(2))

 Strong yield uplift +4.1% driving PRASK improvement +5.5% on 
Domestic and European routes 

 Efficient allocation of aircraft and crew

 Reduced seasonality

Domestic 14%(1)

European 26%(1)

53 European
destinations

12 Domestic 
destinations

Key hub

Destination

Tel Aviv

Berlin

Budapest
Geneva

Gothenburg

Düsseldorf

Munich

Stuttgart

NurembergParis

Nice

Barcelona Rome

Milan

Copenhagen

Warsaw

Krakow

Vienna

Helsinki

Zurich
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…with minimal seasonal exposure…

Note: 
(1) Excluding non-productive a/c (i.e. under maintenance) 13

Seasonality reduces asset productivity
 Short- / medium-haul leisure is subject to higher 

seasonality

 Seasonal off-peak routes require systematic 
discounting and reduce yields

New network has minimal seasonal exposure
 Long-haul program shifts winter capacity from North 

Atlantic to counter-seasonal Florida & Caribbean 
markets

 Short- / medium-haul focus on year-round routes / 
destinations

 Touristic routes focused within cost competitive business

Minimised seasonalityHigher seasonality

~ 27 unproductive aircraft due to seasonality

2015 FY fleet 151

New 
airberlin

0
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0
5.000

10.000
15.000
20.000
25.000
30.000
35.000
40.000
45.000
50.000

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec
Block Hours FleetUnproductive aircraft

Monthly block hours Aircraft

new airberlin fleet 75

~ 1 unproductive aircraft on average(1)

Unproductive aircraft

Aircraft

Past

Monthly block hours
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30,2
19,2

…leading to a more integrated and rationalised network with higher 
asset productivity

14
Note: Figures presented on run rate basis

1.504 1.465

148 71

121 70

No. of routes PAX transported (m) Stage length (km)

Seasonality 
(Lines of flying)

7%
17%

29%

47%

Domestic Europe Long-haul Touristic

14%

26%60%

Network breakdown 
by ASK

New airberlin2015 FY

New airberlin2015 FY New airberlin2015 FY New airberlin2015 FY

55,8
36,6

ASK (bn)
New airberlin2015 FY

(34%)

(36%)

New airberlin2015 FY

(3%)
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m
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r

 New network mix focusing more on profitable routes contributes significantly to revenues
 Rationalised network serving fewer, more profitable routes
 Minimal seasonality with 71 lines of flying in summer (-52%) and 70 in winter (-42%)
 More efficient aircraft base reflected in reduced fleet and increase in block hours per aircraft

3.105
4.015

New airberlin2015 FY
29%

Block hours per 
aircraft

No. of aircraft
New airberlin2015 FY

(50%)

(77%)
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Modern, cost efficient and leased fleet

Note:
(1) Available for operations as of 30 June 2016 (i.e. excluding phasing out aircraft) 15

 Efficient and innovative financing providing greater flexibility

 With exception of regional aircraft, one aircraft family

 Average fleet age of 7.5 years as of 30 June 2016

 Rationalized fleet with minimised risk of re-delivery and 
technical lease out costs  

 8 wide-body aircraft to be delivered by 2019 to enable long-
haul flights

 Continued cooperation with EAP to support fleet 
requirement (700+ aircraft within the group)

Regional 18

Narrow-body    40

Wide-body      17

New airberlin fleet
Aircraft type     #

Total 75

105

35

30

10

14

14

3

17

17

1

136 40

35

61
14

Current fleet To be provided to
Lufthansa Group

Touristic operations Available to new airberlin To source (in 2017)

Narrow-body Wide-body Regional

new airberlin fleet: 75 

Assessing 
strategic options

40

(1)
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6,50

0,81

7,31

2015 New airberlin

6,29

1,67

7,96

2015 New airberlin

New airberlin will benefit from enhanced unit revenues and lower unit costs

Note: Figures presented on run rate basis
(1) Excluding restructuring, implementation and non recurring costs. Includes cargo figures estimates based on 2015 results 16

ASK reduction

ASK reduction mainly resulting by 
the separation of touristic 

operations from the new airberlin

RASK/PRASK improvement(1)

(€ cents per ASK)

Higher RASK/PRASK driven by a 
renewed network, focused on more 

profitable routes

Lower CASK driven by enhanced 
utilisation of aircraft and crew, 

streamlining of overheads and fuel 
cost reduction 

+10% (8%)

(€ cents per ASK)

CASK improvement(1)

Fuel cost impact

(5%)

55,8

36,6

2015 New airberlin

(Billion)

(34%)

Ancillary and other revenues

+10%
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The restructuring will enable new airberlin to be a lean and focused 
network carrier with low seasonality and a profitable business model 

17

Improved liquidity 
and stronger

financial position

Redefined, integrated 
network

Higher yields and 
efficient cost base, 

increasing profitability

Focused 
network carrier

Significantly reduced 
seasonality

Modern, harmonised 
and therefore cost 

efficient fleet

Strong domestic network 
feeding into long-haul 

from key hubs 

Focus on core operations 
through a dual-hub 

strategy

New

Higher productivity 
and utilisation



Questions and Answers


