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Distribution with Offers and Orders (NDC) Factsheet

Airlines’ omnichannel distribution standard for Offer and Order
management

1. Whatis NDC?

NDC is a travel industry-supported program (NDC Program) launched by IATA for the development and market
adoption of a new, XML-based data transmission standard (NDC Standard).

The NDC data exchange format is based on Offer and Order management processes enabling airlines to create
and distribute relevant offers to customers, regardless of the distribution channel.

2. Whatis NDC addressing?

NDC enables the travel industry to transform the way air products are retailed to corporations, leisure, and
business travellers, by addressing the industry’s current distribution limitations:

Limited product Long product Restricted access to Ambiguous shopping
differentiation time to market rich air content experience

Because it is structured around key functional domains, the NDC standard provides the opportunity to address
the end-to-end airline distribution process and deliver an enhanced customer experience.

3. Whatis in the scope of the NDC standard?

The NDC Standard enhances the capability of communications between airlines and travel agents and is open
to any third party, intermediary, IT provider or non-IATA member, to implement and use. The main features are
the following:

v NDC is a data communication standard via an API that enables sellers to interact with airlines to shop,
order, pay and service products & services using Offer and Order standards

v" The Offer and Order standards support airline retailing with the following interactions between sellers
and airlines:
— Shop / Offers distribution
— Order creation
— Order servicing and cancellation
— Payments and refunds

The latest schema for the NDC (Offer and Order) messages provides further support and guidance for the
standard implementation.
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https://www.iata.org/en/programs/airline-distribution/retailing/ndc/#tab-3
https://guides.developer.iata.org/docs

4. What are the key drivers of NDC?

Product
differentiation

Ancillaries

Dynamic
Pricing

Personalized
Offers

Increasing
reach

Ability to show competitive features that
may be unigue to the Offer.

User friendly display of additional products.

Increase the number of satisfied customers
through implementation of Continuous
Pricing.

Enhancing loyalty with personalized Offers
or pricing based on shopping context.

Inspiring through pictures, videos, virtual
reality, augmented reality, ete.

Tapping new sales channels both
geographically and digitally to reach more
CONsSUMmers.

B. Who benefits from NDC and how?

Cost
effectiveness

Process
efficiencies

Audit
efficiencies

Payment
efficiencies

Reduce revenue
leakage

Moving from legacy to internet environment
speeds delivery of software changes and
reduces development costs.

NDC facilitates new entrants, which
increases competition and drives costs
down.

Cost reduction opportunities noticed in the
areas of ticketing, payment, revenue
accounting, and back-office in general.

Improves revenue integrity by eliminating
most costs related to fare auditing and
reducing the number of Agency Debit
Memos (ADMs).

Airlines have better management over their
payment strategy and associated costs
while increasing conversion.

By performing real time checks in the BSP
(IATA Billing and Settlement Plan) on travel
agency sales, revenue losses from agency
defaults, pricing mistakes, etc. should be cut

Available on a voluntary and open basis, NDC benefits different industry players across the airline distribution

value chain as follows:

Customers
Transparent Shopping
Experience

— Make all airline product and
service information
available to corporate
buyers, reducing the need
for out of policy bookings.
View and compare all
available air transport
options andrelevant fares.
Select the most appealing
travel option based on
preferences which might
range from product quality,
service level to schedule
and/or price.

Receive personalized
offers from preferred
resellers based on own and
complete travel history and
preferences.
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Travel Sellers
Access to Airlines Rich
Content

— Access to the entirety of
the airline's product
portfolio, including
ancillaries and promotional
fares.

—  Work with real-time offer,
product, and policies
information.

— Deliver improved
comparison capability to
customers, based on
product and service rather
than price only.

— Provide personalized
service based on
customers' full travel
history and references if
they chose to be
recognized.

Full Service & Low Cost Airlines
Products and Services
Differentiation

— Distribute the entirety of
the airline’s product
portfolio, including
ancillaries and promotional
fares.

— Present the airline’s
products in an attractive
manner, using rich format
like photos and videos.

— Expand the amount of
information available on
each product: attributes,
facilities, policies,
passenger reviews, etc.

— Offer value-added
products and services
when applicable.

— More cost effective and
faster deployments



6. How does NDC contribute to Airline Retailing Value Creation?

1 3 4 3}

Development of Enhanced Optimized Better Customer Optimized
New Offers Revenue Distribution Mix Targeting and Payment and
Management Engagement Fulfilment

Alternative forms of
payment: cost and
fraud prevention

Customized Offers
New channels, and experiences:
new new corporate
partnerships, bundles,

More sales of
Ancillaries &
Fares Families control, increased
conversion,
simplified
settlement

and rich product
description

new commercial W anonymous/known
opportunities users, loyalty
conversion

7. WhatIATA resources are available to support the adoption of the NDC Standard?

The IATA NDC messaging standards are open and available to all.

By enabling the distribution with Offers and Orders, NDC will unlock value for the indirect sales channel by
providing travel agents with features and content that are difficult to access today. The latest and most
relevant resources to support the transition of the travel industry towards the retailing world can be found
under the |ATA Airline Retailing webpage.

Moving forward, it remains each airline's responsibility to individually assess the opportunity for NDC adoption
and to decide their best timelines. IATA will not prescribe a specific course of action but will accompany any
willing airline through their individual journey.

8. Recognition of Airline Retailing Maturity in the industry

The Airline Retailing Maturity (ARM) index program recognizes companies that are on their journey to modern
airline retailing, using Offers and Orders based on the IATA Enhanced and Simplified Distribution (EASD)
standards, including NDC.

The ARM index evaluates organizations across their technical capabilities, scalability of partnerships across the
retailing value chain, and maturity in capturing potential value. Companies are published with their validated
capabilities in the ARM index reqistry.

9. Critical guidance and tools supporting the transition to a world of 100% Offers and Orders
To speed the industry transition towards a world of 100% Offers and Orders, IATA established a Retailing
Consortium of advanced airline adopters. The Consortium's work has already equipped the industry with

several resources aimed at providing guidance through the following releases:

- ABusiness Case

- A Business Reference Architecture

- Generic airline transition pathways
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https://www.iata.org/en/programs/airline-distribution/retailing/ndc/
https://www.iata.org/en/programs/airline-distribution/retailing/
https://www.iata.org/contentassets/9d985263640d407fa1154f42d83b5d49/get-started-airline-retailing.pdf.pdf
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fretailing.iata.org%2Farmi%2F&data=05%7C01%7Czaharievam%40iata.org%7Cb6965c54ee494e87484208dac2304073%7Cad22178472a84263ac860ccc6b152cd8%7C0%7C0%7C638035809743679362%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=GncZPWBpLJGmBCKBaBAF72DnKEu8IAKAF0wWR6SeoVI%3D&reserved=0
https://eur01.safelinks.protection.outlook.com/?url=https%3A%2F%2Fretailing.iata.org%2Farmi%2Fregistry%2F&data=05%7C01%7Czaharievam%40iata.org%7Cb6965c54ee494e87484208dac2304073%7Cad22178472a84263ac860ccc6b152cd8%7C0%7C0%7C638035809743679362%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C3000%7C%7C%7C&sdata=5qs77jkVI1zRHTuNYEeaXurN70%2FRtI8%2FThudzhgDNJ0%3D&reserved=0
https://www.iata.org/retailing-consortium
https://www.iata.org/retailing-consortium
https://go.updates.iata.org/Business-Case-2023?_gl=1*1thnwuz*_ga*MjAxMjQwMDgyMi4xNjE1OTE3ODQz*_ga_PLLG1EY0X0*MTY5OTg5ODM2OS45NDcuMS4xNjk5ODk4NTAwLjYwLjAuMA..&_ga=2.71480595.1211353943.1699880741-2012400822.1615917843
https://go.updates.iata.org/Business-Architecture?_gl=1*v11wq1*_ga*NjY0MDk4ODI2LjE2OTEzOTc1OTg.*_ga_PLLG1EY0X0*MTY5OTk1MjI0Ni4yNTguMS4xNjk5OTUyOTM4LjYwLjAuMA..&_ga=2.30120191.1397648702.1699866282-664098826.1691397598
https://go.updates.iata.org/Transition-Pathways?_gl=1*1thnwuz*_ga*MjAxMjQwMDgyMi4xNjE1OTE3ODQz*_ga_PLLG1EY0X0*MTY5OTg5ODM2OS45NDcuMS4xNjk5ODk4NTAwLjYwLjAuMA..&_ga=2.71480595.1211353943.1699880741-2012400822.1615917843

- Retailing Platform Procurement Considerations

Explore the Consortium workstreams and access all current and upcoming releases.
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https://go.updates.iata.org/MAR-procurement-considerations
https://www.iata.org/retailing-consortium#tab-2

