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Executive Summary 

Air New Zealand, on behalf of the current and future members of the Star Alliance, applies for 
authorisation of Star Alliance's Corporate Plus, Conventions Plus and Meetings Plus programs (the 
Programs). The Corporate Plus and Conventions Plus Programs are currently authorised by the 
Commission, whilst the Applicants are applying for authorisation of the Meetings Plus Program for the 
first time in Australia. 

Together, the Programs enable corporate customers and conference organisers in Australia to access 
competitive fares and discounts across all of the Applicants' highly complementary networks with just 
one negotiation, one point of contact, and one contract to administer. In so doing, the Programs allow 
the Applicants to compete more effectively with Qantas and Virgin Australia and provide an important 
constraint on Qantas' dominant position in the business travel sector. 

Outline of the Programs 

The Programs can be summarised as set out below. 

Corporate 
Plus Program 

Conventions 
Plus Program 

The Corporate Plus Program was developed in response to market feedback that 
corporate customers wanted a centralised, alliance based solution for their travel 
requirements with a dedicated account manager, a streamlined negotiation process 
where the corporation could negotiate with just one point of contact, and a single, 
price-competitive agreement. The Corporate Plus Program allows the Applicants to 
provide this to their corporate customers. 

Under the Program, Star Alliance members may approach potential corporate 
customers to ask if they would like to receive a joint offer from Star Alliance 
members. It will always be made clear to the corporation that it can choose whether 
to receive a joint bid or separate bids from individual Star Alliance members. 

If a corporation chooses to receive a joint bid, the Star Alliance members who want 
to participate will collect and exchange information required to develop that bid. 
Typically, the bid will provide the customer with access to discounted fares and 
volume incentives across the participating carriers' combined networks. If the bid is 
successful, a contract will be entered into with the customer. This will usually be for 
a term of 12 months; however, customers always remain free to use competitor 
airlines at any time if they wish. 

In the course of developing any joint bid, discussions among participating carriers 
are limited to the corporate fares to be offered to the particular customer. Members 
are strictly prohibited from discussing such matters as unpublished fares offered to 
other customers, likely future fare offers, or what each airline might do if the joint bid 
is rejected. Strict protocols are in place to protect against inappropriate exchanges 
of information and to ensure that access to any reports used to develop the joint bid 
is strictly controlled. 

While a joint bid is being prepared or being considered by a customer, participating 
members will not submit individual offers to that customer. However, if a joint bid is 
rejected then all members are free to make individual bids. 

International conventions involve large numbers of delegates travelling from around 
the world. Organisers of such events often seek to negotiate attractive ticket prices 
for their delegates. The Conventions Plus Program provides a framework within 
which the Star Alliance can seek appointment as the official airline network for such 
events and provide discounts off published fares under a single agreement with 
convention organisers. If a convention organiser accepts a Conventions Plus offer, 
an event code is distributed to delegates that can be used when booking tickets. 
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Meetings Plus 
Program 

Under the Conventions Plus Program: 

• a convention organiser must always be offered the choice of whether it prefers 
to receive a joint proposal or separate proposals from Star Alliance members; 

• each Star Alliance member makes its own decision whether it wishes to 
participate in a joint bid or provide its own; and 

• members that choose to participate in the joint proposal will not make an 
independent proposal unless and until the joint proposal is rejected. 

If a convention organiser elects to receive a joint bid, all Star Alliance members will 
be asked to submit bids for discounts that they are prepared to offer. This bidding 
phase and all administrative tasks are automated. After the end of the bidding 
phase, a draft convention agreement will automatically be generated by the 
Conventions Plus application and the lead carrier will submit the proposal to the 
organiser. This is the first time that any Star Member will be informed of which other 
airlines are participating and what they are offering. 

As with the Corporate Plus Program, the Conventions Plus Program includes strict 
guidelines to prevent any inappropriate sharing of information between members. 

The Meetings Plus Program is essentially identical in concept and design to the 
Conventions Plus Program, save that where the Conventions Plus Program is 
targeted at the organisers of international conventions, the Meetings Plus Program 
provides discounts for travel to corporate meetings that are organised through 
professional travel managers. 

The processes for negotiating and administering Meetings Plus arrangements are 
substantially identical to those described above in relation to the Conventions Plus 
Program. Equivalent safeguards against information sharing have also been 
incorporated. 

Commercial rationale 

Implementation of the Programs in Australia is designed to address the network and other 
advantages that Qantas enjoys as the 'home carrier' in Australia and thereby enable the Applicants to 
compete more effectively with Qantas in the business travel sector. This has a number of aspects: 

Alliance based Competition in aviation markets around the world is increasingly alliance based, and 
competition competition between alliances for the business of corporate customers and 

conventions and meetings is intense. 

Large corporate customers expect to be able to access alliance based travel 
solutions that enable them to service their travel needs with one contract, deal with 
one relationship manager, and enjoy consistent facilities such as access to lounges 
and the ability to "earn and burn" frequent flyer points across all of their flights. 

In Australia, Qantas is in the fortunate position of having its own network of 
international air services centred around Australian hubs. Nevertheless, in addition 
to its membership of the oneworld alliance, Qantas has obtained ACCC 
authorisation for deeper alliances with British Airways and American Airlines that 
enable it to include British Airways' European flights and American Airlines' services 
across the United States and into Canada and Mexico as part of Qantas corporate 
contracts. 

Similarly, Virgin Australia has recently recognised that it must be able to offer access 
to a broad network of international services if it is to compete effectively for 
corporate customers. It has therefore obtained ACCC authorisation for a series of 
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"One stop 
shop" travel 
services 

Qantas and 
Virgin volume 
targets 

Conventions 
and corporate 
meetings 

Giving effect 
to global 
contracts 

alliances that allow it to include services of such partners as Etihad, Delta, 
Singapore Airlines and Air New Zealand in its corporate contracts. 

The Corporate Plus, Conventions Plus and Meetings Plus Programs have been 
developed by Star Alliance in response to this same demand from customers for 
alliance based solutions. 

Corporate customers commonly seek to consolidate as much of their air travel 
needs as possible in a single contract, because this enables them to: 

(a) use their combined travel spend to negotiate greater volume discounts; 

(b) better manage their travel expenditures; and 

(c) save time and money in administering their travel arrangements compared 
with administering multiple contracts with separate carriers. 

The Programs enable the Applicants to combine their complementary networks to 
offer Australian corporate customers this sort of "one stop" solution to compete more 
effectively with Qantas and Virgin Australia. 

The discounts or rebates offered under corporate travel contracts in Australia are 
typically tied to the achievement of volume targets, with those targets commonly set 
at such a level that a customer can only achieve them by acquiring all or 
substantially all of its travel needs from the selected airline. 

Such discount structures penalise customers who split their travel needs across 
more than one airline. For example, in order to compete with Qantas for just a 
corporate customer's Asian travel needs, the Applicants would need to do more than 
simply beat Qantas' Asian fares and discounts - their offer would need to be so 
superior as to compensate that customer for the likely loss of volume rebates from 
Qantas across its European and American travel, and possibly all of its domestic 
travel with Qantas as well. 

The effect of such volume discounts is that the Applicants are at a significant 
disadvantage in competing for corporate customers unless they can provide direct, 
business friendly services to satisfy all of a customers international travel needs. 
The Corporate Plus Program allows the Applicants to do just this - by combining 
their complementary networks and providing customers with combined volume 
incentives that can be used across the whole of a customer's international travel 
needs, the Programs enable the Applicants to more effectively counter the volume 
target structures employed by their competitors. 

The nature of international conventions and meetings is such that organisers nearly 
always need to draw on the networks of multiple airlines to service the travel needs 
of delegates efficiently. Each of the major airline alliances has recognised this need 
by creating programs to cater for international conventions and meetings. The 
Conventions Plus and Meetings Plus Programs are the programs developed by the 
Star Alliance to enable its members to meet this need. 

The Star Alliance has negotiated global Corporate Plus agreements with 
multinational corporations around the world with subsidiaries in Australia. Similarly, 
it has entered into Conventions Plus and Meetings Plus agreements with the 
organisers of conventions and meetings around the world that have delegates from 
Australia. The Applicants can only give effect in Australia to the discounts 
negotiated under these global agreements if the Programs are authorised in 
Australia. 
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Public benefits 

The Programs provide a range of substantial public benefits: 

Increased 
competition 

Lower 
business fares 

Applicants' 
efficiencies 

Customers' 
efficiencies 

Trade and 
tourism 

For reasons described below, the Programs are strongly pro-competitive, enabling 
the Applicants to compete more effectively with Qantas and Virgin Australia for 
international business travellers and increasing competition in the provision of air 
passenger services to business travellers generally. 

The Programs enable Star Alliance customers to access a wider range of discounts 
and discounted fares than they could if the Applicants could not offer alliance based 
contracts. The ability to negotiate discounted travel on all Star Alliance carriers 
under one contract also enables customers to combine their entire international 
travel volumes when negotiating. This, in turn, enables customers to access greater 
discounts and lower overall business fares than they otherwise could. 

At a broader level, the Programs enable the Applicants to compete more effectively 
with Qantas and, in so doing, provide an effective competitive constraint on the 
prices Qantas can charge corporate customers. As a result, the Programs can be 
expected to result in lower fares for all Australian business travellers, not just Star 
Alliance customers. 

Where customers agree to receive a joint offer, the Programs provide a framework 
through which proposals can be put together quickly and efficiently using shared 
resources. This gives rise to substantial efficiencies and cost savings. 

The Programs enable customers to access competitive travel discounts by reviewing 
and assessing just one Star Alliance offer rather than needing to assess multiple 
offers from individual Star Alliance members. Once a contract is in place, the ability 
to have consolidated reporting, one point of contact and one contract to administer 
delivers further ongoing efficiencies for customers. 

Without authorisation, Star Alliance members would be unable to offer alliance 
based discounts to the organisers of conferences and meetings in Australia. This 
can only inhibit the hosting of international conferences in Australia or, where 
conference may nevertheless be hosted in Australia, may discourage individual 
delegates from registering. Facilitating programs which provide the possibility of 
reduced fares and confidence in being able to enjoy a seamless travel experience 
increases the attractiveness of Australia as a destination for conferences and 
meetings, with all the benefits for trade and tourism that this creates. 

No competitive detriment 

The Programs do not give rise to any material competitive detriment because: 

(a) the networks of the Applicants are largely complementary; 

(b) competition will remain from non-Star Alliance carriers, particularly Qantas and, increasingly, 
Virgin Australia and the middle eastern carriers; 

(c) Star Alliance members will continue to compete on their underlying fares; 

(d) the arrangements are voluntary for both customers and participating Star Alliance members; 

(e) the agreement among members not to compete with a joint bid ceases as soon as a bid is 
rejected; 

(f) there are strict protocols on the sharing of information in developing a joint bid; 
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(g) customers are never compelled to purchase fares under any of the Programs, but may 
instead always purchase any other fare available in the market; and 

(h) there is no market segment in which the Applicants account for a total share of passengers 
that would be likely to give rise to competition concerns. 

On the other hand, the benefits to competition from the Programs are considerable. Qantas 
dominates the business travel sector. For example, Qantas and its oneworld partners continue to 
control for over three quarters of business travellers travelling to Western Europe. The reasons for 
this dominance include the fact that Qantas has the hub of its international services here in Australia, 
Qantas' strong domestic feed and ability to bundle international travel with domestic travel, and its 
ability to use volume targets to discourage corporate customers from moving part of their business to 
competitors such as the Applicants. 

The Programs assist the Applicants address these disadvantages by enabling them to: 

(a) 

(b) 

(c) 

offer corporate customers and the organisers of conventions and meetings a combined 
network that provides direct, high frequency services to a comparable or superior range of 
destinations to Qantas; 

offer combined volume discounts and rebates to better compete with the combined volume 
discount structure offered by Qantas 1 ; and 

provide customers with a single point of contact, integrated travel reporting and a seamless 
travel experience. 

As such, the Programs enable the Applicants to compete more effectively with Qantas and Virgin 
Australia and provide a vital constraint on Qantas' market power in the business sector. 

Conclusions and request for authorisation. 

For the reasons described above, the Applicants submit that the Programs give rise to substantial 
public benefits and no competitive detriment. The Applicants therefore believe that the tests for 
authorisation are clearly met and authorisation should be granted. 

Authorisation for the Corporate Plus and Conventions Plus Programs has now been in place for over 
8 years. During that time the Programs have consistently generated public benefit without competitive 
detriment. The Commission's own assessment in the 2007 Star Alliance Authorisation was that the 
potential for anti competitive detriment from the Programs was limited. Given this history, the minimal 
risk of detriment and the clear public benefits, the Applicants submit that there would be little risk 
associated with granting authorisation to enter into agreements pursuant to the Programs (Sales 
Authorisation Period) for a term of at least 5 years or a longer term such as 7 years. 

In addition, the Applicants seek authorisation to continue to give effect to agreements entered into 
during the Sales Authorisation Period for a runoff period of a further 12 months. 

Of course, the Applicants still, unfortunately, have no counter to Oantas' ability to bundle domestic travel 
with its international flights through tying rebates to combined volume targets. 
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Part A - Introduction and Background 

1. Introduction 

1.1 Application for authorisation 

Air New Zealand Limited on behalf of the current and future members of the Star Alliance 
(Applicants) applies for authorisation to make and give effect to the contract, arrangements 
and understandings provided for in the Star Alliance's Corporate Plus, Conventions Plus and 
Meetings Plus programs (Programs). 

The Corporate Plus and Conventions Plus Programs were first authorised by the Commission 
in 2003 (2003 Star Alliance Authorisation)2 and reauthorised in 2007 (2007 Star Alliance 
Authorisation)3

• The 2007 Star Alliance Authorisation will expire on 9 August 2012. 

The Meetings Plus Program has not previously been offered in Australia and therefore has 
not previously been authorised. 

1.2 Confidentiality 

The confidential version of these submissions contains a range of information that is 
confidential and competitively sensitive. Disclosure of this information could result in material 
financial loss and prejudice the competitive position of the Applicants. Accordingly, the 
Applicants request pursuant to section 89(5) of the Competition and Consumer Act (CCA) that 
this information be kept confidential by the Commission. For convenience, in the confidential 
version of this submission this information is indicated by the use of bold red parentheses ([ ]) 
around confidential text. In the public version of this submission this information has been 
deleted and replaced with "[CONFIDENTIAL INFORMATION DELETED]. 

2. The Star Alliance 

2.1 Overview 

2 

3 

The Star Alliance is a marketing alliance of airlines formed in 1997. The alliance provides a 
range of benefits to improve the travel experience for Star Alliance customers, wherever they 
are in the world. Benefits provided by the alliance include: 

(a) improved interline services; 

(b) more efficient connections at the members' principal hubs; 

(c) mutual lounge access and recognition of frequent flyer programs; 

(d) coordinated check-in services and ticketing; 

(e) improved coordination of members' timetables, providing more and better coordinated 
connections between members' flights; and 

(f) cooperative marketing activities promoting the Star Alliance network-wide services. 

The alliance is a framework of mutual contractual commitments among the member airlines 
that does not create a partnership. Unless otherwise agreed, no member is entitled to make 

see ACCC determination in authorisation applications A30209, A3021 0, A30211, A30212and A30212 
see ACCC determination in authorisation applications A91 036, A91 037, A91 038, A91 039 and A91 040 
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any commitments in relation to the Star Alliance on behalf of other members. Any 
co-operation between members is at all times subject to compliance with competition laws, 
including the CCA. A copy of the Star Alliance Agreement is attached at Annexure 6. 

The Star Alliance members currently flying to Australia are Air Canada, Air China, Air New 
Zealand, Asiana Airlines, South African Airways, Singapore Airlines, Thai Airways and United 
Airlines. A full list of current Star Alliance members is set out in Annexure 1. 

Further information about the Star Alliance can be obtained at the following website: 
www .staralliance.com/en/about/. 

2.2 The Applicants 

Information in relation to each of the Applicants currently operating services to or from 
Australia can be obtained at the following websites: 

Table 1: A r b · 1pp11cants' we s1tes 

Air Canada www .aircanada.com/en/about/index.htm I 

Air China http ://airch ina.com .au/en/aboutus/i ndex. htm I 

Air New Zealand www.airnewzealand.com.au/about-air-new-zealand 

Asiana Airlines http://us.flyasiana.com/Giobai/US/en/homepage?fid=ABOUT1111 0 

Singapore Airlines www .singaporeair .com/en_ U K/about-us/ 

South African Airways www. flysaa.com/au/en/about_us. action 

Thai Airways www.thaiairways.com/about-thai/company-profile/en/company-
profile.htm 

United Airlines http://www.united.com/ 

2.3 Star Alliance Air Services to and from Australia 

Direct services 

Star Alliance members provide services from all Australian mainland capital city airports. 
However, there is no overlap in the direct services offered by any of the Applicants from 
Australia. 

The following is a table of Star Alliance carriers' direct destinations serviced from Australia: 

T bl 2 D t' a e es mat1ons f d" t db th A r t f or 1rec serv1ces opera e >Y e 1pp11can rom A t r us ra 1a 

Air Canada Vancouver 

Air China Beijing, Shanghai 

Air New Zealand Auckland, Christchurch, Wellington, Queenstown, Rarotonga, 
Norfolk Island, Rotorua. 

Asiana Airlines lncheon 

Singapore Airlines Singapore 

South African Airways Johannesburg 

Thai Airways Bangkok, Phuket 

United Airlines Los Angeles, San Francisco 

Connecting flights 

In addition to the direct services set out above, customers may travel to numerous other 
destinations world-wide on connecting flights. Star Alliance member carriers currently offer 
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353 weekly international flights from Australia including flights to Star Alliance Hubs such as 
Beijing, Bangkok, Johannesburg, Los Angeles, New York or Seoul. Those hubs provide 
access to the Star Alliance network which in total offers more than 21 ,000 daily flights to 
1 ,290 airports in 189 countries. 

3. Outline of the Programs 

3.1 Corporate Plus Program 

Overview of the Corporate Plus Program 

The Corporate Plus Program is a continuation of the program previously reviewed and 
authorised by the Commission in the 2003 Star Alliance Authorisation and again in the 2007 
Star Alliance Authorisation. 

The Program provides Star Alliance members with a means by which they can offer corporate 
customers a package of competitively priced fares across the networks of participating Star 
Alliance members in a single contract with one point of contact and a consolidated 
performance report summarising international travel on all participating carriers. 

The scheme was developed in response to market feedback indicating that there was strong 
demand among corporate customers for a centralised solution to their travel requirements. 
Research commissioned by Star Alliance across a number of countries indicated that 
corporations wanted: 

(a) a dedicated account manager representing Star Alliance who is informed and 
empowered to negotiate on behalf of the Star Alliance members; 

(b) a streamlined negotiation and communication process whereby the corporation would 
only need to provide its requirements to and negotiate with one point of contact (the 
Lead Carrier); and 

(c) the ability to present a "single agreement" to the corporation which is price
competitive. 

The Corporate Plus Program meets this need by enabling eligible corporations to indicate if 
they would like to receive an alliance based travel proposal and, if so, providing a framework 
within which such proposals can be developed by participating Star Alliance members whilst 
safeguarding competition for those customers who don't ask to receive a combined offer. 

Corporate Plus documents 

The following documents relating to the Corporate Plus Program are annexed to this 
submission: 

(a) The standard form of Corporate Plus Agreement that will be offered by a Lead Carrier 
to a corporate customer (0). 

(b) Star Alliance Corporate Plus Agreement Legal Guidelines (version 7.1) (Corporate 
Plus Guidelines) (Annexure 8). These Guidelines set out rules that must be 
observed by Star Alliance members in using the Corporate Plus Program. These 
include strict rules limiting exchanges of information among participating carriers. 

(c) Corporate Plus Programme: Short Legal Guide (Annexure 9). This summarises key 
provisions of the Corporate Plus Guidelines. 

(d) Star Alliance Corporate Plus Framework Reference Manual (August 2011) 
(Annexure 1 0) which sets out processes to be followed by staff of participating 
carriers in negotiating and administering Corporate Plus agreements. 
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(e) Corporate Plus Code of Conduct (0). In addition to the Corporate Plus Guidelines, 
each participating Star Alliance member must commit to this Code of Conduct. The 
aims of the Code are to: 

(i) ensure compliance with the carrier's non-disclosure commitment; 

(ii) establish proper standards for the conduct of business within Corporate Plus; 
and 

(iii) set out the duties of the respective airlines to each other, particularly as 
between participating airlines and Lead Carriers. 

Process for negotiation of Star Corporate Arrangements 

Star Alliance members are, as with all competing airlines, constantly searching for prospective 
customers. If a member identifies a particular opportunity, an invitation is made to other Star 
Alliance members to express an interest. Interested members will then meet to consider the 
appointment of a Lead Carrier for the prospective account in accordance with the rules set out 
in the Corporate Plus Guidelines. The Lead Carrier will approach the prospective customer 
and ask if it would like to receive a joint offer from Star Alliance members. 

It is important to note that the prospective corporate client must request a joint bid. It is made 
clear to the corporation that it can receive either a joint bid from the Star Alliance (or any 
subset thereof), separate bids from Star Alliance members, or both a joint bid and separate 
bids from any members not participating in the joint Alliance bid. 

Once a prospective customer agrees to receive a joint bid, the Star Alliance members 
participating in that bid may collect and exchange information required to develop the bid. If 
the bid is successful, an agreement will be entered into with the customer in the form of the 
standard Corporate Plus Agreement4

. Typically this agreement will be for 12 months, 
terminable by the customer on [CONFIDENTIAL INFORMATION DELETED] notice. 
Customers are therefore never "locked in" to a Star corporate contract and can move their 
business to a competitor or competitors with only a short notice period. 

In developing a joint bid, only information pertinent to the prospective client's travel needs is 
exchanged. The Lead Carrier has access to all reports to manage the relationship with the 
customer. However, the Lead Carrier implements internal safeguards to strictly limit internal 
access to these reports. The reports are not further disseminated. There is therefore no 
sharing of sensitive information regarding other participating carriers. 

In the course of developing any joint bid, discussions are limited to corporate fares to be 
offered to the particular customer and the associated discounts, rebates and targets. 
Members are strictly prohibited from discussing such matters as unpublished fares offered to 
other customers or likely future fare offers, whether published or unpublished. 

Members also agree not to disclose to any third party, without consent, any confidential 
information received from any corporate customer or airline participating in a Corporate Plus 
Agreement. 

Individual parallel bids are not allowed to be made by any participating member during a joint 
bid - it is only after the customer formally rejects a joint bid that participating carriers may 
make individual bids. Members are strictly prohibited from discussing what they may do 
individually if the joint bid is not accepted. 

Star Alliance does not oblige any Member to participate in a joint bid. Members may decide 
themselves whether they wish to participate or not. 

This agreement may be amended by agreement with the customer. 
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3.2 Conventions Plus Program 

5 

Overview of the Conventions Plus Program 

The Conventions Plus Program is a continuation of the program previously reviewed and 
authorised by the Commission in the 2003 Star Alliance Authorisation and again in the 2007 
Star Alliance Authorisation. 

By their nature, international conventions involve large numbers of delegates travelling to a 
destination from around the world. Organisers of such events typically seek to use the 
negotiating power this gives them to negotiate flight discounts for delegates. 

The Conventions Plus Program provides a framework within which Star Alliance can seek 
appointment as the official airline network for such events that are sufficiently "global" in 
nature. It does this by offering discounts off published and/or lATA fares under a single 
agreement with convention organisers. 

If a convention organiser accepts a Conventions Plus offer, they will be asked to designate 
Star Alliance as the official airline network for the event and actively promote this appointment 
and the fact that participating Star Alliance carriers are offering special discounts to delegates. 
To take advantage of those discounts, an event code is distributed to delegates to be used 
when booking tickets. 

Star Alliance members remain free to develop or continue to market their own convention 
products to cater for all conventions, including those which qualify for Conventions Plus. 
Further, delegates always remain free to purchase the best fare available, whether that fare is 
with a Star Alliance member or not. As a result, the Program does not limit or restrict 
competition for delegates' travel. 

Conventions Plus documents 

The following documents relating to the Conventions Plus Program are annexed to this 
submission: 

(a) Star Alliance Conventions Plus Official Airline Network Agreement (0)5 (Conventions 
Plus Agreement). 

(b) Guidelines for the Star Alliance Conventions Plus Program dated 11 July 2007 (0) 
(Conventions Plus Guidelines). 

(c) Star Alliance Conventions Plus Sales Process Reference Manual, Version 7.0, 2011 
(Annexure 14) (Conventions Plus Manual). This is a manual designed to guide 
airline staff through the sales process and administration of a Conventions Plus 
agreement. The Conventions Plus Manual also contains legal guidelines setting out 
equivalent safeguards to those implemented for Corporate Plus to control sharing of 
information between carriers. 

(d) Conventions Plus Code of Conduct (Annexure 15). The Star Alliance carriers commit 
to the Code in addition to the Conventions Plus Guidelines. The aims of the Code are: 

(i) to ensure compliance with non-disclosure commitments; 

(ii) to establish proper standards for the conduct of business within Conventions 
Plus; and 

(iii) to set out the duties of the airlines to each other, particularly as between 
participating airlines and Lead Carriers. 

This agreement, like the Meetings Plus and Corporate Plus agreements, may be amended by 
agreement with the conference organiser. 
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Process for negotiation of Conventions Plus arrangements 

The Conventions Plus Guidelines set out procedures under which Star Alliance members can: 

(a) identify and approach conventions which are sufficiently 'global' and are likely to be 
interested in receiving a proposal from Star Alliance members; and 

(b) develop such proposals. 

Currently, conventions are considered to be sufficiently "global" where: 

(a) multiple airlines will necessarily be used by delegates to the convention; and 

(b) many delegates may require interline connections to travel to the convention. 

The current operating policy sets the minimum number of delegates to qualify under the 
Program at 500 international delegates from a minimum of 3 different countries (excluding 
destination) and 2 different continents.6 

Once a convention has been identified as sufficiently global, the Conventions Plus Guidelines 
envisage that a Star Alliance representative will then approach the convention organisers and 
offer to provide a proposal. Convention organisers can choose whether they prefer to receive 
a joint proposal from all or a subset of Star Alliance members, or separate proposals from 
Star Alliance members. It is at the sole discretion of each Star Alliance member whether or 
not they wish to participate in a joint bid or proceed unilaterally. 

The Conventions Plus Guidelines require that Star Alliance member that are party to a joint 
proposal are not to (a) make an independent proposal in competition with the joint proposal; 
or (b) participate in discussions with other Star Alliance members about what they may do 
individually if the joint proposal is not accepted. Any airline which participates in discussions 
and/or exchanges information as part of the preparation of a joint proposal will be considered 
a participant of the proposal and subject to the restrictions noted above, whether or not they 
are part of the proposal finally submitted to the convention organiser. These provisions are 
intended to ensure that, if the convention organiser decides not to accept the joint proposal, it 
will be able to subsequently obtain proposals from individual Star Alliance members, the 
terms of which are arrived at independently. 

If a convention organiser elects to receive a joint bid, the Star Event Administrator evaluates 
the Request for Proposal and appoints a Lead Carrier who will negotiate the agreement. 
During the bidding phase, each Star Alliance member is invited to participate in the bid for the 
applicable convention. Like all administrative tasks, the bidding phase is automated. After 
the end of the bidding phase a draft or final version of the Conventions Agreement will be 
automatically generated by the Conventions Plus application. The Lead Carrier will then 
submit the proposal to the organiser. The first time that any Star Alliance member other than 
the Lead Carrier will be informed of which other airlines are participating and what they are 
offering is when they are informed that the convention organiser has accepted the Star 
Alliance offer. 

Under the Conventions Plus Program, participating Star Alliance members do not set or fix 
fares but, instead, offer set discount against all published fares in particular fare classes. 
Participating airlines remain free to independently determine the base fares from which their 
offered discounts will operate. 

The Conventions Plus Guidelines contemplate some exchanges of information among 
participating Star Alliance members with respect to fares offered in the marketplace in order to 
construct the joint proposal. 

The provisions relating to the development of a joint proposal require that information 
provided by participating airlines to the Lead Carrier should not extend beyond information 

See Star Alliance Conventions Plus Sales Process Reference Manual7.0 (2011 ), clause 1.3. 
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that is required for the purposes of developing the joint proposal. In particular, the 
Conventions Plus Guidelines require that no information be shared on: 

(a) unpublished current or projected convention fares, fare conditions and discounts that 
each makes or may make available in connection with conventions which are not 
identified as potential recipients of a joint Star Alliance proposal and on which 
individual Star Alliance members may make offers; or 

(b) future fares likely to be available in the market at the time of the convention. 

The collaborative elements in terms of agreements over discounts, the sharing of information, 
and restricting participating carriers from making other offers, are necessary to implement the 
Program and are ancillary to the overriding purpose of delivering more competitive services. 
The restrictions on participating carriers are no more restrictive than necessary to achieve the 
objective of the arrangement. 

The Conventions Plus Guidelines have been designed to prevent anti-competitive "spill-over" 
of information. Strict rules apply to exchanges of information among participating carriers, by 
limiting the carriers' activities to only those necessary for the success of the Program. For 
example, because a joint proposal could be declined by the convention organiser, the 
Conventions Plus Guidelines require that participating Star Alliance members strictly avoid 
discussion of what they may do individually if a joint proposal is not accepted. 

Management of Star Conventions accounts 

A Lead Carrier will be responsible for the relationship with a convention organiser under the 
Program for the purposes of account management. Reports will be prepared by the Star 
Event Administrator to track performance of convention events and participating airlines. In 
order to limit the dissemination of potentially commercial or competitively sensitive 
information, section D of the Conventions Plus Guidelines requires that the Lead Carrier and 
the participating airlines should only receive reports that contain aggregated figures and their 
own performance data. The airlines will not receive copies of the individual reports or 
summaries related to the performance of other participating airlines. 

3.3 Meetings Plus Program 

Overview of the Meetings Plus Program 

The Meetings Plus Program has not previously been reviewed or authorised by the 
Commission. However, the Program is essentially identical in concept and design to the 
Conventions Plus Program, save that where the Conventions Plus Program is targeted to the 
organisers of international conventions, the Meetings Plus Program is targeted at meetings 
organised by corporate travel managers. The Program offers discounts off published fares for 
use by the relevant meeting planners and travel managers. 

Meetings are defined in the Meetings Plus Code of Conduct as meetings initiated and 
organised by an international corporate customer, professional meeting planner or company 
board of directors, which have mandatory participation of attendees and involve travel which 
is arranged by a travel agency appointed by the organiser of the meeting. Currently, to be 
eligible for the Meetings Plus Program, a meeting should have at least 50 attendees from at 
least three countries (not including the meeting destination).7 

The processes for negotiation and administration of Meetings Plus arrangements are 
substantially identical to the processes described above in relation to the Conventions Plus 
Program. Equivalent safeguards against information sharing have also been incorporated in 
the Meetings Plus documents. 

Although, as is the case with Conventions Plus and Corporate Plus, it is possible that a meeting which 
does not strictly meet this threshold could nevertheless access the program. 
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Meetings Plus documents 

The following documents relating to the Meetings Plus Program are annexed to this 
submission: 

(a) Star Alliance Meetings Plus Agreement (0) 8 (Meetings Plus Agreement). 

(b) Guidelines for the Star Alliance Meetings Plus Program dated 11 July 2007 (0) 
(Meetings Plus Legal Guidelines). 

(c) Star Alliance Meetings Plus Sales Process Guidelines, Version 2.0 (Annexure 18) 
(Meetings Plus Process Guidelines). This is a manual designed to guide airline 
staff through the sales process and administration of a Meetings Plus agreement. 

(d) Meetings Plus Programme Code of Conduct for Star Alliance Member Carriers 
(Annexure 19) (Meetings Plus Code of Conduct). The Star Alliance carriers commit 
to the Code in addition to the Meetings Plus Guidelines. The aims of the Code are to: 

(i) ensure compliance with non-disclosure commitments; 

(ii) establish proper standards for the conduct of business within Meetings Plus; 
and 

(iii) set out the duties of the respective airlines to each other, particularly as 
between participating airlines and Lead Carriers. 

4. Commercial rationale for the Programs 

4.1 Alliance based competition 

8 

10 

11 

Competition in aviation markets around the world is increasingly alliance based. The 
Commission has previously acknowledged the "proliferation of airline alliances"9 and noted 
that they are: 

an industry response to strong competition, low yields and low profitability [that] 
enabled airlines to expand networks and service whist controlling costs and 
increasing productivity. 1 

Internationally, the three largest alliances are oneworld, SkyTeam and Star Alliance. 

Oneworld has 12 member airlines which serve 900 destinations in nearly 150 countries, 
operating 9,500 flights every day. The current members of the oneworld alliance are listed in 
Annexure 2. 

SkyTeam comprises 15 major airlines from Europe, North America, Central America, North 
Asia, Africa and Russia, and claims that " .. with approximately 14,500 daily flights to over 900 
destinations in 173 countries, the SkyTeam network offers you more destinations and more 
connections from the best hubs in the world. 11 The current members of the SkyTeam alliance 
are listed in Annexure 3. 

This agreement, like the Conventions Plus agreement, may be amended by agreement with the meeting 
organiser. 
ACCC determination in Qantas and British Airways applications for authorisation A91195 and A91196 
(2010 JSA Authorisation Determination) at paragraph 2.58 
ACCC determination in Qantas and British Airways applications tor authorisation A30226 and A30226 
(2005 JSA Authorisation Determination) at paragraph 2.58 
SkyTeam website, 'Why SkyTeam'; http://www.skyteam.com/en/Why-SkyTeam/ 

Page 13 



Public Register Version 

12 

13 

14 

15 

Oneworld states on its website that "The three main airline alliances, including oneworld, now 
account for around two-thirds of the total world airline capacity (ASKs), with all but two of the 
world's 20 biggest airlines signed up."12 

Competition between alliances for corporate customers and to service conventions and 
meetings is intense. Large corporate customers now expect travel solutions that enable them 
to service their travel needs with one contract, deal with one relationship manager, and enjoy 
consistent facilities such as access to lounges and the ability to "earn and burn" frequent flyer 
points across all their flights. An airline that is not able to offer this will be at a disadvantage in 
competing for business travellers. 

In Australia, as Australia's largest international airline, Qantas is in the fortunate position of 
having its network of international air services centred around Australian hubs. Beyond this 
network, Qantas has ACCC authorisation for the following arrangements with oneworld 
partners that enable it to bundle those partners' flights with its own in its corporate contracts: 

(a) the Restated Joint Services Agreement (JSA) between Qantas and British Airways 
Pic (BA) gives Qantas access to all of BA's services between Australia and Europe to 
include in Qantas corporate contracts, as well as access to BA's European network13

; 

and 

(b) through its Joint Business Agreement (JBA) with American Airlines, Qantas is able to 
bundle American Airlines services and connections across the United States and into 
Canada and Mexico as part of Qantas corporate contracts14

• 

In other jurisdictions where oneworld is less dominant (eg, where the national carrier is not a 
oneworld member), in order to meet corporate customers' demand for alliance based travel 
solutions, oneworld offers corporate customers its "Global Alliance Corporate Programme". 
Oneworld describes this program as follows: 

A negotiated travel programme which provides a global network solution, incorporating a 
minimum of three oneworld carriers. At least three points of sale and travel between three 
continents ..... 
City pair data by point of sale, including volume, revenue and cabin of service. 
What are the key benefits to your company of a oneworld Global Alliance Corporate 
programme? 

Centralised Alliance point of contact: to coordinate and organise all the pre-contract 
communication for you and all participating carriers. 

A comprehensive network solution focused on the customer experience and growth with 
strategic new members. 

Streamlined single alliance contract that incorporates a common set of terms and 
conditions, with a single signature. 
Alliance coordination of contract implementation process on a global and regional/eve/. 

Account development implementation of network pricing, performance reviews and on
going network updates. 

Alliance performance reviews and pursuit of mutual opportunities. 15 

The recent negotiation by Virgin Australia Group of a range of alliances with international 
partners also demonstrates Virgin Australia's recognition that to compete effectively for 
corporate customers it must be able to offer a network of services from a range of alliance 
partners. This has resulted in alliances that allow Virgin Australia to include services of such 
partners as Etihad, Delta, Singapore Airlines and Air New Zealand in its corporate contracts. 

An introduction to oneworld: The alliance that revolves around you, downloaded from 
http://www.oneworld.com/news-information/oneworld-fact-sheets/introduction-to-oneworld-the-alliance
that-revolves-around-you/ (Oneworld Fact Sheet) 
as described in the 2010 JSA Authorisation Determination 
see ACCC determination in authorisations A91265 and A91266 (JBA Authorisation Determination) 
www.oneworld.com 
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Virgin has stated publicly that these alliances now give it an international network of over 370 
destinations - a network of international destinations comparable to that offered by Qantas. 16 

The Corporate Plus, Conventions Plus and Meetings Plus Programs have been developed by 
the Star Alliance in response to this same demand from customers for alliance based 
solutions. In Australia, the Programs are critical to enable the Applicants to compete with the 
offerings of Qantas/oneworld and Virgin Australia's new alliances. 

4.2 Corporate customers value "one stop shop" travel services 

16 

A key driver of the increase in alliance based competition is the fact that corporate customers 
commonly seek to consolidate as much of their air travel needs as possible in a single travel 
contract. Corporate customers do this because, by so doing, they can: 

(a) use their combined travel spend to negotiate greater volume discounts; 

(b) better manage their travel expenditures; and 

(c) save time and money in administering the corporation's travel arrangements 
compared with administering multiple contracts with separate carriers. 

As noted above, Qantas is in the fortunate position of having its network of international air 
services centred around Australian hubs. This, plus its dominant position in the domestic 
aviation market, gives it an inherent advantage in its ability to offer a 'one stop shop' to 
Australian corporate customers. 

When negotiating contracts with Australian corporate customers, Qantas is able to bundle at 
least the following services: 

(a) its domestic network; 

(b) its own international services; 

(c) through its alliance with British Airways, British Airways' European network; and 

(d) through its alliance with American Airlines, American Airlines' services within the 
United States and to Canada and Mexico. 

The Virgin Australia Group's expanding network of alliances, combined with its domestic 
network, has also increased its ability to offer corporate customers a "one stop" contract. 
When negotiating corporate contracts Virgin can now bundle services on its domestic 
network, Virgin's own international network, and services on the international networks of its 
alliance partners. 

By contrast, though the Applicants all have international networks of a breadth that rival or 
surpass Qantas or Virgin Australia's, those networks are focussed around hubs in different 
regions of the world. As a result, unlike Qantas and Virgin Australia, each of the Applicants is 
only able to offer the direct or near direct services preferred by business travellers to a 
particular region. 

As the Commission has observed on many occasions, corporate customers place a 
significant premium on direct services. The appeal of each Applicant to corporate customers 
is therefore complementary, in that each is able to offer 'business friendly' services to and 
around its own region, while its services to other regions may be less direct and therefore less 
attractive to business customers. 

The Programs enable the Applicants to combine these complementary offerings, providing 
corporate customers with a "one stop" solution providing a combined network of business 

eg, see pages 19 and 22 of the public version of Virgin Australia and Singapore Airlines' submission in 
support of authorisation applications A91267 and A91268. 
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friendly services that compete effectively with those of Qantas and Virgin Australia - with just 
one set of negotiations and just one contract. 

4.3 Countering Qantas and Virgin volume targets. 

The discounts or rebates available under corporate travel contracts in Australia are nearly 
always tied to the achievement of volume targets, with the targets set at such a level that a 
customer will only achieve them by acquiring or substantially all of its travel needs from the 
selected airline. These targets are typically structured on "back to dollar zero" basis. This 
means that if a customer fails to meet a target, it doesn't just lose its rebate on travel above 
the target level - it loses the relevant rebate across the whole of its travel spend for the 
relevant period. 

Such discount structures penalise customers who split their travel needs across more than 
one airline. For example, in order to compete with Qantas for just a corporate customer's 
Asian travel needs, any of the Applicants would need to do more than simply beat Qantas' 
Asian fares and discounts - their offer would need to be so superior as to compensate that 
customer for the likely loss of volume rebates from Qantas across its European and American 
travel, and possibly all of its domestic travel with Qantas as well. 

The effect of such volume discounts is that the Applicants are at a significant disadvantage in 
competing for corporate customers unless they can provide direct, business friendly services 
to satisfy all of a customers international travel needs. The Corporate Plus Program allows 
the Applicants to do just this - by combining their networks and providing customers with 
combined volume incentives that can be used across the whole of a customer's international 
travel needs, the Programs enable the Applicants to more effectively counter the volume 
target structures employed by their competitors. 

4.4 Giving effect in Australia to global contracts 

Star Alliance has negotiated global Corporate Plus agreements with multinational 
corporations around the world. These global agreement provide the Australian branches of 
such organisations with the same cost savings and administrative efficiencies as would a 
Corporate Plus agreement that had been negotiated locally. However, the Applicants can 
only give effect to global Corporate Plus agreements in Australia if the Corporate Plus 
Program is authorised in Australia. 

Similarly, Conventions Plus and Meetings Plus agreements that are entered into with the 
organisers of conventions and meetings around the world deliver administrative and financial 
savings to Australian delegates wishing to attend those events. These savings can only be 
made available in Australia if the Applicants are authorised to do so. 

4.5 Conventions Plus and Meetings Plus 

The nature of international conventions and meetings is such that organisers nearly always 
need to draw on the networks of multiple airlines to service the travel needs of all delegates 
efficiently. Each of the major airline alliances has recognised this by creating programs to 
cater for conventions and meetings. 

For example, SkyTeam offers the Global Meetings program for events with over 50 
participants and two countries of origin, citing the following benefits: 

" • Centralized logistics - manage and plan your event logistics through one central source. 

• Online access - attendees enjoy online access to event details, and information on how 
to book thousands of discounted flights across Sky Team's extensive global network. 

• Promotional support - take advantage of SkyTeam promotional material and 
communication tools to keep your attendees informed. 

• Incentive program - earn reward tickets (the more attendees that travel with SkyTeam 
Global Meetings, the more reward ticket benefits you can receive.) 
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• City guides - provide your attendees with downloadable facts, tips and advice for cities 
all over the world. 

• Sustainability - work with an alliance committed to high performance not only in terms of 
customer service, but also in the areas of social responsibility and the environment. "17 

Conventions Plus and Meetings Plus enable Star Alliance members to meet this same need. 

5. Counterfactual 

17 

The Commission must assess and weigh the likely public benefits and any competitive 
detriments flowing from the proposed arrangements by comparing likely outcomes if it grants 
renewed authorisation to the Star Alliance Programs with the counterfactual outcomes likely 
to result if authorisation were not granted. 

In the counterfactual: 

• The Applicants would no longer be able to give effect to existing Corporate Plus 
contracts. As a result, currently [CONFIDENTIAL INFORMATION DELETED] 
corporations or corporate groups in Australia would lose access to the discounts 
and/or rebates that they currently receive on international air fares across a range of 
Star carriers. 

• Rather than having the ability to make combined offers under the Corporate Plus 
Program, Star Alliance members could only deal with corporate customers 
individually. For the reasons described in sections 4.1 to 4.3 and section 9 of this 
submission, this will be likely to reduce the competitiveness of the Applicants' offers. 
As a result, loss of authorisation of the Corporate Plus Program would lead to a 
material lessening in competition for the supply of international air services to 
corporate customers in Australia and a loss of competitive constraint on the dominant 
position of Qantas in this market. 

• Corporate customers who continue to negotiate corporate contracts with Star carriers 
may need to negotiate and administer multiple contracts, creating inefficiencies and 
additional administrative burden for both the Applicants and the corporate customers 
forced to manage their travel in this way. In addition, without the ability to aggregate 
their total spend on international travel in negotiations, these corporate customers 
may not be able to replicate the discounts and rebates currently available under 
Corporate Plus arrangements. 

• Star Alliance negotiates Conferences Plus travel discounts for delegates to 
conferences all around the world. Similarly, Star Alliance expects to negotiate 
Meetings Plus travel discounts for delegates to meetings all around the world. 
Without authorisation, the Applicants will be unable to give effect to these Programs 
in Australia. Australian delegates to these conferences and meetings will therefore 
be unable to access these discounts and will need to make their own arrangements to 
negotiate their travel. 

• Organisers of international conventions and meetings in Australia will not be able to 
access alliance based administrative support or discount proposals from the 
Applicants. The level of competition for the supply of such services for conferences 
and meetings in Australia will therefore be reduced, and the attractiveness of 
Australia as a destination for conventions and meetings may be affected. 

http://www.skyteam.com/en/Supporting-your-business/Giobal-meetings/ 
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6. Authorisation sought 

6.1 Requirement for authorisation 

The Applicants believe each of the Programs is strongly pro-competitive. Nevertheless, the 
Programs: 

(a) may involve the Applicants agreeing discounts, rebates or fares to be offered to 
particular customers; and 

(b) involve an agreement between Applicants that if: 

(i) a customer has agreed to receive a joint offer under one of the Programs; and 

(ii) an Applicant has agreed to participate in that offer, 

that Applicant will not make a separate offer to the customer while the joint offer is 
current or being prepared. 

Accordingly, some aspects of the Programs may constitute cartel provisions or exclusionary 
provisions under the CCA. Authorisation is therefore sought for these aspects of the 
Programs. 

An argument might also be made that the Conventions Plus Program involves third line 
forcing because an Applicant may refuse to supply a discounted fare to a person unless they 
can establish that they are a registered delegate of a particular convention (ie, that they have 
acquired services from the organisers of that convention). Accordingly, out of an abundance 
of caution, authorisation is also sought for this aspect of the Programs. 

6.2 Authorisation sought 

18 

The Applicants seek authorisation to give effect to the Programs, including making and giving 
effect to the agreements with corporate customers and organisers of conventions and 
meetings contemplated by the Programs (Sales Contracts) for a period of seven years from 
the date of authorisation (Sales Authorisation Period). In addition, the Applicants seek 
authorisation to give effect to Sales Contracts entered into during the Sales Authorisation 
Period for a further 12 months (Runoff Period). The Applicants believe these periods are 
appropriate for the following reasons: 

(a) Authorisation for the Corporate Plus and Conventions Plus Programs has now been 
in place for over 8 years. During that time: 

(i) the Programs have consistently generated material public benefits without 
competitive detriment; and 

(ii) the Applicants are aware of no complaints about the Programs' operation. 

In addition, the Commission's own assessment in the 2007 Star Alliance Authorisation 
was that the potential for anti-competitive detriment from the Corporate Plus and 
Conventions Plus Programs was limited18

. The Meetings Plus Program is, in 
essence, a modest extension of the Conventions Plus Program. Given this well 
established history and the minimal risk of detriment, the Applicants submit that there 
would be little risk associated with granting authorisation for a term of 7 years. 

(b) The Runoff Period is required to enable the Applicants to continue to promote the 
Programs during the full Sales Authorisation Period. most corporate contracts run 
from year to year and planning for major conventions and corporate meetings 
commonly commences at least 12 months before the event. Accordingly, without a 

Paragraph 5.50 of the 2007 Star Alliance Authorisation 
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Runoff Period the Applicants must either cease sales under the Programs at least a 
year before the expiry of the Sales Authorisation Period, or face the risk that they will 
be unable to give effect to Sales Contracts entered into in the last year of 
authorisation. 
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Part B - Assessment of Competition Effects 
and Public Benefits 

7. Market definition 

7.1 Product market 

In the 2010 JSA Authorisation Determination, the Commission found that there were separate 
markets for business and leisure travellers19

. Similarly, in its assessment of Virgin Australia's 
alliance with Delta Air Lines (Virgin/Delta Authorisation Determination)20 the Commission 
considered that separate product markets existed for business travellers and leisure travellers 
on trans-Pacific routes. 21 

By contrast, in its assessment of the applications for authorisation of Virgin Australia's 
alliances with Singapore Airlines, Etihad, and Air New Zealand, the Commission considered 
broader product markets for international air passenger services, encompassing both 
business and leisure travellers22

• 

The Applicants express no view as to which of these approaches is correct. In the 2007 Star 
Alliance Determination the Commission stated that it was not necessary to precisely define 
the relevant product market to assess the effects of the Programs, as the outcome of the 
analysis would not be affected either wa/3

. The Applicants agree and believe that this 
remains the case. 

In both the 2003 Star Alliance Authorisation and the 2007 Star Alliance Authorisation the 
Commission confirmed that it did not believe that there was likely to be a separate market for 
convention travellers24

. The Applicants concur with this view. 

7.2 Geographic market 

19 

20 

21 

22 

23 

24 

25 

In the 2007 Star Alliance Determination the Commission stated that, after taking into account 
opportunities for indirect travel, a regional approach was generally the most appropriate to 
defining geographic markets for air passenger services. 

In more recent authorisations, however, the Commission has adopted a regional approach in 
defining international air services markets for leisure travellers and a 'city-pairs' or 'point-to
point' approach in defining the market for business travellers. This has been on the basis that 
the Commission considers that: 

(a) leisure travellers are more price sensitive and therefore more likely to substitute 
different destinations in target areas on the basis of price and accept indirect routes 
that may involve longer travel time but less expensive fares; and 

(b) business travellers are more time sensitive and are likely to have specific 
non-substitutable destinations. They are therefore likely to choose the shortest route 
to their destination and less likely to consider indirect options. 25 

paragraph 4.16 
Authorisation applications A91151, A91152, A91172 and A91173 
paragraph 4.15 
See the authorisation determinations A91267/A91268, A91247/A91248 and A91227/A91228 
See paragraph 5.11 in the Commission's determination in the 2007 Star Alliance Determination 
paragraph 7.45 of the 2003 Star Alliance Authorisation and paragraph 5.10 in the 2007 Star Alliance 
Authorisation 
eg, see paragraphs 4.16 to 4.18 in the Virgin/Delta Authorisation Determination, and paragraphs 4.34 
and 4.35 in the 2010 JSA Authorisation Determination 
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In addition, in the 2007 Star Alliance Determination the Commission noted that direct travel is 
used almost exclusively for air travel between Australia and Japan, Singapore, Hong Kong, 
Indonesia and New Zealand. 

The passengers affected by the Star Alliance Programs will primarily be business travellers.26 

Applying the Commission's approach to geographic market definition would therefore suggest 
that the appropriate approach to market definition for assessing the impact of the Programs 
should be a city-pairs approach. 

Such an approach to market definition highlights the fact that the Programs' potential for 
anti-competitive impact is minimal because there is absolutely no overlap in any of the direct 
city pairs services operated by any of the Applicants from Australia, including any services 
between Australia and Japan, Singapore, Hong Kong, Indonesia or New Zealand. This 
submission therefore does not set out market share data on a city pairs basis. We have, 
however, provided data for market shares on a regional basis for the between Australia and 
the following regions: 

(a) North-West Europe; 

(b) Southern and Eastern Europe; 

(c) Americas (North, Central and South); 

(d) North-East Asia (including China); 

(e) South-East Asia; 

(f) Southern and Central Asia (including India); 

(g) North Africa and the Middle East; 

(h) Sub-Saharan Africa; and 

(i) Oceania 

8. Market Shares 

8.1 Market shares by purpose of travel 

26 

Tables 3, 4 and 5 show, respectively, the shares of total Australian resident travel, shares of 
travel for business purposes, and shares of travel for the purposes of conferences and 
conventions accounted for by Star Alliance members, oneworld members, and other airlines. 
Data is provided for both the 2006 calendar year (ie, at the time of application for the 2007 
Star Alliance Authorisation) and for the 2011 calendar year. 

The following observations can be made in relation to market share movements since the 
2007 Star Alliance Authorisation: 

(a) Each table illustrates the growth in the Australian market by carriers such as Virgin 
Australia, Emirates and new entrant Etihad. 

(b) As an alliance, Star Alliance members have maintained a strong competitive 
presence but generally have lost market share. 

Many delegates to conventions and international meetings add personal travel before or after their 
convention or meeting. Such delegates may therefore exhibit some attributes of leisure travellers. 
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(c) Qantas and oneworld's shares of leisure travellers has declined significantly. 
However, among business passengers or passengers travelling to conventions, 
Qantas and oneworld remain dominant. Indeed, Qantas' share of such passengers is 
almost twice the share accounted for by all of the Applicants combined. This reflects 
all of Qantas' advantages described in sections 4.1 to 4.3, such as: 

(i) Qantas' strong domestic feed and its ability to bundle international travel with 
domestic travel in corporate contracts; 

(ii) its ability to use volume targets to discourage corporate customers from 
acquiring part of their business travel needs from competitors such as the 
Applicants; and 

(iii) the advantages Qantas enjoys as a result of having the hubs of its 
international services based in Australia. 

merican Airlines (AA) 
British Airways (BA) 

athay Pacific (CX) 223,255 4.44% 334,640 4.29% 
Fin nair 566 0.01% 799 0.01% 

neworld apan Airlines 61,116 1.21% 17,430 0.22% 
Lan (LA) 18,821 0.37% 0 0.00% 

antas (QF) 1,518,956 30.19% 1,468,377 18.83% 

1,911,776 38.00% 1,886,015 24.18% 

ir Canada (AC) 31,224 0.62% 36,929 0.47% 

ir China 22,354 0.44% 54,046 0.69% 

Lufthansa (LH) 0 0.00% 0 0.00% 

ir New Zealand (NZ) 309,030 6.14% 419,409 5.38% 
ustrian Airlines (OS) 0 0.00% 0 0.00% 

tar Alliance siana Airlines (OZ) 8,686 0.17% 14,809 0.19% 
South African Airways 24,127 0.48% 29,522 0.38% 
Singapore Airlines 601 '143 11.95% 697,131 8.94% 

hai Airways (TG) 234,024 4.65% 311,907 4.00% 
United Air Lines (UA) 103,998 2.07% 104,078 1.33% 

1,334,586 26.53% 1,667,831 21.38% 

0 0.00% 135,582 1.74% 

N/A 350 339 6.96% 576 878 7.40% 
0 0.00% 588 997 7.55% 

1,433,898 28.50% 2,944,180 37.75% 

Market Total 5,030,599 100% 7,799,483 100% 
Source: Department of Immigration and Citizenship 
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Table 4: Resident short term departures for BUSINESS purposes 

2006 2011 
ALLIANCE CARRIER 

f)assengel'6 % Passengers % 

American Airlines (AA) 171 0.02% 61 0.01% 

British Airways (BA) 13,708 1.84% 7,626 0.96% 

Cathay Pacific (CX) 45,017 6.03% 62,410 7.86% 

Finnair 0 0.00% 144 0.02% 
1<>neworld ~apan Airways 6,082 0.81% 3,196 0.40% 

Lan (LA) 1,482 0.20% 0 0.00% 

pantas (QF) 348,335 46.67% 318,916 40.15% 

pneworld Total 414,795 55.58% 392,353 49.39% 

fb,ir Canada (AC) 1,747 0.23% 2,010 0.25% 

~ir China 3,340 0.45% 4,967 0.63% 

Lufthansa (LH) 0 0.00% 0 0.00% 

fb,ir New Zealand (NZ) 34,973 4.69% 38,935 4.90% 

~ustrian Airlines (OS) 0 0.00% 0 0.00% 

Star Alliance !Asiana Airlines (OZ) 2,271 0.30% 2,341 0.29% 

South African Airways (SA) 4,201 0.56% 4,064 0.51% 

Singapore Airlines (SO) 99,582 13.34% 92,504 11.64% 

Thai Airways (TG) 17,639 2.36% 18,865 2.37% 

United Air Lines (UA) 15,058 2.02% 10,471 1.32% 

Star Alliance Total 178,811 23.96% 174,157 21.92% 

Etihad 0 0.00% 7,450 0.94% 

Emirates 39,046 5.23% 44,930 5.66% 
N/A 

Virgin Australia 0 0.00% 19,147 2.41% 

pther 113,657 15.23% 156,362 19.68% 

Market Total 746,309 100% 794,399 100% 
.. 

Source: Department of lmm1grat1on and C1t1zensh1p 
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4,640 2,842 1.50% 

7,914 3.51% 12,795 6.76% 

0 0.00% 52 0.03% 

eworld 1,515 0.67% 719 0.38% 

940 0.42% 0 0.00% 

91,681 40.71% 92,906 49.10% 

106,720 47.39% 108,868 57.79% 

1,312 0.58% 1,674 0.88% 

274 0.12% 1,078 0.57% 

0 0.00% 0 0.00% 

11,641 5.17% 11,886 6.28% 

511 0.00% 0 0.00% 

549 0.24% 533 0.28% 

1 '155 0.51% 754 0.40% 

20,108 8.93% 19,869 10.50% 

4,041 1.79% 5,445 2.88% 

8,602 3.82% 7,168 3.79% 

47,682 21.17% 48,407 25.58% 

0 0.00% 1 966 1.04% 

7 13 3.47% 14 7.41% 

0 0.00% 202 4.33% 

998 27.97% 7 277 

225,213 100% 189,222 100% 

Source: Department of Immigration and hip 

8.2 Market shares by region 

Tables 6 to 11 summarise the different alliances' shares of traffic by destination: firstly, for the 
year ending 31 December 2006 (being the period immediately prior to application for the 2007 
Star Alliance Authorisation) and secondly, for the year ending 31 December 2011. The 
countries included within each region are listed in Annexure 4. 
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T bl 6 TOTAL "d a e res1 h ent s ort term d b d b epartures ,y estmat1on - passenger num ers 

~ion SI~~,~~~"C4t . .. ... . O~world ~·~~!'~ 
200e 2011 2006 2011 m·· .>• 2o11 

North-West 
82,582 37,819 241 '143 196,063 93,726 138,768 Europe 

Southern and 
30,335 21,325 11,722 12,643 34,647 49,970 Eastern Europe 

Americas (North, 
149,968 152,648 342,753 388,141 42,995 348,816 

Central and Sthl 

North-East Asia 
46,768 78,513 533,101 543,951 146,223 318,299 (incl China) 

South-East Asia 741,642 913,218 364,975 348,293 547,505 1,895,808 

Southern and 
Central Asia (incl 13,043 18,114 16,019 8,494 4,162 12,108 
India) 

North Africa and 
6,687 5,582 2,816 1,709 201,068 434,648 the Middle East 

Sub-Saharan 
24,680 31,426 29,810 42,320 16,727 22,175 

Africa 

Oceania 293,763 407,482 366,790 342,258 634,664 1,018,844 

Not SQecified 2,294 1,703 2,646 2,142 5,344 7,909 

Total 1,391,762 1,667,831 1,911,776 1,886,015 1,727,061 4,247,347 
Source: Department of lmm1grat1on and Multicultural Affa1rs 

Table 7 TOTAL resident short term departures by destination - percentage of 
passengers travelling to each region (%) 

Region 
StarAUiartce Oneworld Other Airlines 

2006 2011 2006 2011 2006 2011 

North-West Europe 19.78% 10.15% 57.77% 52.61% 22.45% 37.24% 

Southern and Eastern 
Europe 39.55% 25.41% 15.28% 15.06% 45.17% 59.53% 

Americas (North, Central 
27.99% 17.16% 63.98% 43.63% 8.03% 39.21% and Sth) 

North-East Asia (incl China) 6.44% 8.35% 73.42% 57.82% 20.14% 33.83% 

South-East Asia 44.84% 28.92% 22.06% 11.03% 33.10% 60.04% 

Southern and Central Asia 
(incl India) 39.26% 46.79% 48.21% 21.94% 12.53% 31.27% 

North Africa and the Middle 
East 3.18% 1.26% 1.34% 0.39% 95.49% 98.35% 

Sub-Saharan Africa 34.66% 32.76% 41.86% 44.12% 23.49% 23.12% 

Oceania 22.68% 23.04% 28.32% 19.35% 49.00% 57.61% 

Not specified 22.31% 14.49% 25.73% 18.22% 51.96% 67.29% 

Source: Department of lmm1grat1on and Multicultural Affa1rs 
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Table 8: Resident short term departures by destination for BUSINESS - passenger 

961 268 

Sub-Saharan Africa 

Oceania 

Not specified 

Table 9: Resident short term departures by destination for BUSINESS - percentage of 
to each 

North-West Europe 6.97% 7.84% 77.01% 75.63% 16.02% 16.53% 

Southern and Eastern 27.11% 15.49% 29.42% 26.19% 43.46% 58.32% 

Americas (North, Central 21.09% 14.33% 77.50% 66.49% 1.41% 19.18% 
and 

North-East Asia (incl China) 6.07% 5.94% 77.92% 74.72% 16.01% 19.34% 

South-East Asia 47.20% 42.31% 33.38% 30.66% 19.41% 27.02% 

Southern and Central Asia 34.13% 55.77% 60.88% 28.46% 4.99% 15.77% 
(incl India) 

North Africa and the Middle 2.98% 0.70% 2.14% 0.63% 94.88% 98.68% 

39.64% 30.11% 52.31% 62.43% 8.05% 7.46% 
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Table 10: Resident short term departures by destination for CONFERENCES/CONVENTIONS 
- passenger numbers 

Region ~rA;U~~~ Onewwld 
' 

OtHer Airlines 

·2oo6 2011 2006 20t1 2odi;'· 2011 

North-West Europe 1,013 1,002 14,063 13,390 2,181 3,103 

Southern and Eastern Europe 633 575 713 762 735 1 '107 
Americas (North, Central and Sth) 10,452 9,359 33,194 34,210 1,830 12,557 

North-East Asia (incl China) 1,632 2,078 22,183 25,411 3,093 4,799 

South-East Asia 21,509 22,946 15,639 17,617 9,250 17,287 

Southern and Central Asia (incl 
110 439 535 119 0 19 India) 

North Africa and the Middle East 124 117 51 102 3,764 10,729 

Sub-Saharan Africa 1 '155 805 1,954 1,565 626 208 

Oceania 10,666 11,033 18,370 16,173 13,658 17,545 

Not specified 19 53 19 1 51 103 

Total 47,313 48,407 106,721 109,350 35,188 67,457 
Source: Department of lmm1grat1on and Multicultural Affa1rs 

Table 11: Resident short term departures by destination for CONFERENCES/CONVENTIONS 
- percentage of passengers travelling to each region (%) 

Region 
Star AlttaoQ8 onew()rtd ~·r .Afrlin's 

2006 20ft 2006 '2011" 2b96.···· 2011 

North-West Europe 5.87% 5.73% 81.49% 76.54% 12.64% 17.73% 

Southern and Eastern 30.41% 23.54% 34.27% 31.18% 35.32% 45.29% 

Europe 

Americas (North, Central 22.98% 16.67% 72.99% 60.95% 4.02% 22.37% 

and Sthj 

North-East Asia (incl 6.07% 6.44% 82.44% 78.70% 11.50% 14.86% 

China) 

South-East Asia 46.36% 39.66% 33.71% 30.45% 19.94% 29.88% 

Southern and Central 17.13% 76.08% 82.87% 20.62% 0.00% 3.29% 

Asia (incl India) 

North Africa and the 3.14% 1.07% 1.29% 0.93% 95.57% 98.00% 

Middle East 

Sub-Saharan Africa 30.94% 31.23% 52.32% 60.70% 16.75% 8.06% 

Oceania 24.98% 24.65% 43.03% 36.14% 31.99% 39.21% 

Not specified 20.86% 33.67% 21.15% 0.71% 57.99% 65.62% 

Source: Department of lmm1grat1on and Multicultural Affa1rs 
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9. Competition assessment 

9.1 No anti-competitive detriment 

27 

The Commission concluded in the 2007 Star Alliance Authorisation that the potential for 
anti-competitive detriment from the Corporate Plus and Conventions Plus Programs was 
limited because: 

(a) 

(b) 

(c) 

(d) 

(e) 

(f) 

(g) 

(h) 

the networks of the Applicants are largely complementary; 

competition will remain from non-Star Alliance carriers, particularly Qantas; 

the Star Alliance members continue to compete on their underlying fares; 

the arrangements are voluntary for both the customers and the Star Alliance 
members; 

agreements between participating airlines to not compete with a joint bid are temporal 
and expire once a bid is rejected; 

there are strict protocols on the sharing of information in developing a joint bid; 

the Programs have a limited target audience; and 

the arrangements are unlikely to act to exclude travel agents from the sale of relevant 
fares.27 

The Applicants agree with this conclusion and note that all of the reasons listed above remain 
equally valid in 2012. 

The Meetings Plus Program is, in essence, a simple extension of the Conventions Plus 
Program for meetings organised by corporate travel managers. All of the same precautions 
as apply under the Conventions Plus Program to preserve competition and protect against the 
risk of inappropriate sharing of information apply equally to the Meetings Plus Program. The 
Applicants therefore submit that the potential for anti-competitive detriment from the Meetings 
Plus Program is equally limited. 

In addition, the Applicants note that: 

(a) customers are never compelled to purchase fares under any of the Programs. 
Customers may instead always purchase any other fare available. This means that 
other carriers always remain able to compete for the business of customers who have 
entered into Star Alliance contracts - either by offering discounts on individual flights 
or routes, or by offering to enter into their own discount or incentive agreements with 
the customer; 

(b) the market share data in section 8, both by region and by customer type, demonstrate 
that there is no market segment in which the Applicants account for a total share of 
passengers that would be likely to give rise to competition concerns; and 

(c) the same market share data demonstrate the recent expansion of the middle eastern 
carriers as competitors in the markets for international air services and the entry of 
Virgin Australia. This entry and expansion of new competitors also helps ensure that 
the Star Alliance Programs will not give rise to any competitive detriments. 

Paragraph 5.50 of the 2007 Star Alliance Authorisation 
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9.2 Competitive benefits of the Programs 

Whilst there is little potential for competitive detriment arising from the Programs, the benefits 
to competition are considerable. As tables 3, 4 and 5 demonstrate, Qantas and oneworld still 
dominate the business market for international air services. Indeed, oneworld still carries 
more than three in every four business passengers travelling to Western Europe. This 
continuing dominance results from a range of advantages enjoyed by Qantas, including: 

(a) the advantage it enjoys as a result of having the hub of its international services in 
Australia; 

(b) the advantages it enjoys as a result of its strong domestic feed and its ability to 
bundle international travel with domestic travel in its corporate contracts; and 

(c) its ability to use volume targets to discourage corporate customers from moving part 
of their business needs to competitors such as the Applicants. 

To compete effectively in this market and provide an effective constraint to Qantas, carriers 
must provide customers with a genuine "one stop shop" alternative to Qantas' international 
services. The Applicants can do this if they can offer the following: 

(i) A competitive network of services from Australia. 

This requires offering a combined network that provides direct, high frequency 
services to a comparable range of destinations to Qantas. 

(ii) A competitive discount structure. 

To compete with Qantas, the Applicants must be able to offer customers combined 
volume discounts and rebates to match the combined volume discount structure 
offered by Qantas and make it economically viable for corporate customers to move 
their international business to the Applicants. 

(iii) Integrated customer service. 

Effective competition in the corporate market requires being able to provide 
customers with a single point of contact, integrated travel reporting and a seamless 
travel experience. 

The Programs provide the Applicants with the ability to provide corporate customers with all of 
this and more. As such, the Programs enable the Applicants to compete effectively with 
Qantas and Virgin Australia and provide a vital constraint on Qantas' market power in the 
corporate market. The Applicants therefore submit that the Programs are strongly 
pro-competitive. 

10. Public Benefits arising from the Star Alliance Programs 

10.1 Use of the Programs 

During 2011, Star Alliance carriers entered into some [47] Corporate Plus contracts with 
corporations providing alliance based discounts for travel from Australia, an increase from 27 
such contracts in 2007. Details of these contracts are set out in Annexure 5. 

In addition, since 2009, [CONFIDENTIAL INFORMATION DELETED] international 
conferences have negotiated travel discounts for delegates travelling from Australia using the 
Conferences Plus each year and Star Alliance expects that further contracts will be negotiated 
using the Meetings Plus program. 
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10.2 Increased competition 

For the reasons described in sections 4 and 9, the Programs are strongly pro-competitive, 
enabling the Applicants to compete more effectively with Qantas and Virgin Australia for 
international business travellers and increasing competition generally in the provision of air 
passenger services to business travellers. 

1 0.3 Lower business fares 

The Programs give rise to lower business fares in a range of ways: 

(a) Discounts on a wider range of flights 

Without the Corporate Plus, Conventions Plus and Meetings Plus programs, each 
Applicant could only offer discounts on its own network. As a result, unless Star 
Alliance customers were prepared to accept the administrative burden of negotiating 
travel contract with multiple airlines, without authorisation they would be likely to be 
unable to access discounts on all the routes they might wish to use. By contrast, the 
breadth and the complementarity of the combined networks of the Applicants means 
that, with the Programs, this will not occur - there are few destinations from Australia 
not serviced by 'business friendly' services by one or other of the Applicants. The 
Programs therefore mean that Star Alliance customers can access discounts on a 
wide range of routes and will rarely need to purchase an international airfare that is 
not covered by a discount. 

(b) Deeper discounts 

The ability to negotiate discounted travel with all Star Alliance carriers under one 
contract enables Star Alliance customers to combine their entire international travel 
volumes when negotiating discounts and rebates. This, in turn, enables them to 
access greater discounts and lower overall business fares. 

(c) Providing a competitive constraint on Qantas 

At a broader level, the Programs enable the Applicants to provide a competitive 
alternative to Qantas for corporate customers with global travel needs. In so doing, 
the Programs enable the Applicants to provide a more effective competitive constraint 
on the prices Qantas can charge. Without the Programs and the competitive 
constraint they provide, not only would Star Alliance customers be disadvantaged, it is 
likely that Qantas customers and Australian business travellers generally would pay 
more for their travel. 

1 0.4 Efficiencies and cost savings for the Applicants 

Where customers agree to receive an alliance based offer, the Applicants are able to combine 
their sales resources and provide a single, compelling offer. 

The Programs create efficiencies for the Applicants by providing the framework through which 
these proposals can be put together quickly and efficiently using shared resources. In 
addition, when preparing Conventions Plus and Meetings Plus bids, the bidding phase and 
other administrative tasks are automated by Star Alliance developed systems. Similarly, after 
the end of the bidding phase, a draft Conventions Agreement will be automatically generated 
by the Conventions Plus application which is actioned by the Lead Carrier. A similar 
application is in place for Meetings Plus. 

Without the Programs, each of the Applicants would always be required to produce its own 
separate proposal and would not have the benefit of the Star Alliance automated tools. 

Without access to the Corporate Plus Program and the efficiencies it provides, the time and 
effort required to put together corporate proposals would be likely to mean that that each 
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Applicant could afford to prepare proposals only for very large multi-nationals, or very large 
conventions/meetings. 

10.5 Efficiencies and cost savings for customers 

The Programs enable customers to access competitive travel discounts without having to 
separately negotiate with multiple airlines to cover all the routes they may use. For example, 
a customer might consider it needs corporate contracts with at least United Airlines for US 
based travel and, say, Thai Airways for Asian travel. Corporate Plus enables discounts with 
these carriers to be negotiated in one contract, and will also provide discounts at the same 
time on routes that a particular customer might need less frequently (eg, in the above 
example, competitive discounts on Air China). 

From the customer's perspective, this enables it to review and assess just one Star Alliance 
offer rather than needing to assess multiple offers from individual Star Alliance members. 

Once a Corporate Plus contract has been negotiated, the ability to have one point of contact, 
one contract to administer, and consolidated reporting delivers further ongoing efficiencies to 
customers. 

Where a global Corporate Plus contract has been negotiated with a multinational corporation 
outside Australia, failure to authorise the Corporate Plus Program in Australia will mean the 
Applicants will be unable to give effect to that contract in Australia. As a result, instead of 
being able to benefit from contracts negotiated by their global parents, Australian subsidiaries 
will need to negotiate and administer their own corporate travel contracts, introducing 
unnecessary cost and administrative burden. 

For convention organisers, the ability to negotiate with just one Lead Carrier rather than 
negotiating and administering contracts with multiple airlines will also result in efficiencies and 
savings in transactions costs. 

1 0.6 Trade and tourism 

28 

The Conventions Plus and Meetings Plus Programs are used by Star Alliance members to 
provide alliance based discounts for meetings and conventions around the world. However, 
Star Alliance can only make Conventions Plus and Meetings Plus discounts available in 
Australia if authorisation for these programs is in place in Australia. 

Generally, the inability for conference organisers to organise discounts for delegate travel to 
Australia with Star Alliance carriers can only inhibit the hosting of international conferences in 
Australia or, where conference may nevertheless be hosted in Australia, may discourage 
individual delegates from registering. Facilitating programs which provide the possibility of 
reduced fares and confidence in being able to enjoy a seamless travel experience increases 
the attractiveness of Australia as a destination for conferences and meetings, with all the 
benefits for trade and tourism that this creates. 

Convention travellers are particularly high value travellers, tending to spend more than other 
classes of traveller. For example, the ACCC noted in its last authorisation the information 
sourced from the Sydney Convention and Visitors Bureau confirming that convention 
delegates usually spend almost seven time the amount on goods and services than the 
average holiday maker.28 

International Delegate Study, published by the Sydney Convention and Visitors Bureau, referenced in 
Travel Today on 18 May 2007 and cited at paragraph 5.74 of the 2007 Star Alliance Authorisation 
Determination 
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11. Conclusion 

For the reasons set out in this submission, the Applicants submit that the Programs: 

(a) are likely to give rise to substantial benefits to the public; and 

(b) will not give rise to anti-competitive detriment but, rather, will be strongly 
pro-competitive. 

The Applicants therefore submit that the tests for authorisation under the CCA are clearly met 
and request that the authorisations applied for be granted for further period of seven years. 
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Annexures 
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Annexure 1 - Star Alliance Members 

At the time of this application, the members of the Star Alliance are: 

• Adria Airways 

• Aegean Airlines 

• Air Canada 

• Air China 

• Air New Zealand 

• ANA 

• Asiana Airlines 

• Austrian 

• Blue1 

• bmi 

• Brussels Airlines 

• Croatia Airlines 

• Egyptair 

• Ethiopian Airlines 

• LOT Polish Airlines 

• Lufthansa 

• Scandinavian Airlines 

• Singapore Airlines 

• South African Airways 

• Span air 

• SWISS 

• TAM Airlines 

• TAP Portugal 

• THAI 

• Turkish Airlines 

• United 

• US Airways 

Since the 2007 Star Alliance Authorisation, the following airlines have joined the Star Alliance: 

• EGYPTAIR in 2008; 

• TAM Airlines in 2008; 

• Brussels Airlines in 2009; 

• Continental Airlines in 2009; 

• Aegean Airlines in 201 0; 

• TAM Airlines in 2010; 

• Ethiopian Airlines in 2011 ; 

• Avianca-TACA (approved in 2010, set to be fully integrated mid-2012); and 

• Copa Airlines (approved in 2010, set to be fully integrated mid-2012) 

Shanghai Airlines left the Star Alliance in 2010. 
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Annexure 2 - oneworld Members 

• American Airlines; 

• British Airways; 

• Cathay Pacific; 

• Finnair; 

• Iberia; 

• Lan; 

• Qantas; 

• Japan Airlines (JAL); 

• Maley Hungarian Airlines; 

• Mexicana; 

• Royal Jordanian Airlines; and 

• S7 Airlines. 
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Annexure 3 - SkyTeam Members 

• Aeroflot; 

• Aeromexico; 

• Air Europa; 

• Air France; 

• Alitalia; 

• China Airlines; 

• China Eastern; 

• China Southern; 

• Czech Airlines; 

• Delta Air Lines; 

• Kenya Airways; 

• KLM; 

• Korean Air; 

• TAROM; and 

• Vietnam Airlines . 
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Annexure 4 - Countries Within Regions 

1. Americas 

(a) Caribbean 
(i) Anguilla 
(ii) Antigua and Barbuda 
(iii) Bahamas 
(iv) Barbados 
(v) Caribbean 
(vi) Cayman islands 
(vii) Cuba 
(viii) Dominica 
(ix) Dominican republic 
(x) Grenada 
(xi) Guadeloupe 
(xii) Haiti 
(xiii) Jamaica 
(xiv) Martinique 
(xv) Montserrat 
(xvi) Netherlands Antilles 
(xvii) Puerto Rico 
(xviii) St Kitts and Nevis 
(xix) St Lucia 

(b) Central America 
(i) Belize 
(ii) Central America 
(iii) Costa Rica 
(iv) El Salvador 
(v} Guatemala 
(vi) Honduras 
(vii) Mexico 
(viii) Nicaragua 
(ix) Panama 

(c) Northern America 
(i) Bermuda 
(ii) Canada 
(iii) Northern America 
(iv) St Pierre and Miquelon 
(v) United States of America 

(d) South America 
(i) Argentina 
(ii) Bolivia 
(iii) Brazil 
(iv) Chile 
(v) Colombia 
(vi) Ecuador 
(vii) Falkland Islands 
(viii) French Guiana 
(ix) Guyana 
(x) Paraguay 
(xi) Peru 
(xii) South America 
(xiii) Suriname 
(xiv) Uruguay 
(xv) Venezuela 
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2. North-East Asia 

(a) Chinese Asia (includes Mongolia) 
(i) China (excludes Sars and Taiwan province) 
(ii) Hong Kong (Sar of china) 
(iii) Macau (Sar of china) 
(iv) Mongolia 
(v) Taiwan 

(b) Japan and the Koreas 
(i) Japan 
(ii) Democratic People's Republic of Korea (north) 
(iii) Republic of Korea (south) 

3. North-West Europe 

(a) Ireland 

(b) Northern Europe 
(i) Denmark 
(ii) Faeroe islands 
(iii) Finland 
(iv) Greenland 
(v) Iceland 
(vi) Norway 
(vii) Sweden 

(c) United Kingdom 
(i) British Subject 
(ii) Channel islands 
(iii) England 
(iv) Isle of Man 
(v) Northern Ireland 
(vi) Scotland 
(vii) United Kingdom 
(viii) Wales 

(d) Western Europe 
(i) Austria 
(ii) Belgium 
(iii) France 
(iv) Germany 
(v) Liechtenstein 
(vi) Luxembourg 
(vii) Monaco 
(viii) Netherlands 
(ix) Switzerland 

4. North Africa and the Middle East 

(a) Middle East 
(i) Bahrain 
(ii) Gaza Strip and West Bank (part) 
(iii) Iran 
(iv) Iraq 
(v) Israel 
(vi) Jordan 
(vii) Kuwait 
(viii) Lebanon 
(ix) Middle East 
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(x) Oman 
(xi) Qatar 
(xii) Saudi Arabia 
(xiii) Syria 
(xiv) Turkey 
(xv) United Arab Emirates 
(xvi) West Bank 
(xvii) Yemen 

(b) North Africa 
(i) Algeria 
(ii) Egypt 
(iii) Libya 
(iv) Morocco 
(v) North Africa 
(vi) Sudan 
(vii) Tunisia 
(viii) Western Sahara 

5. Oceania and Antarctica 

(a) Antarctica 

(b) Australia (includes external territories) 

(c) Australia (external territories) 

(d) Melanesia 
(i) East Timor 
(ii) Melanesia 
(iii) New Caledonia 
(iv) Papua new guinea 
(v) Solomon islands 
(vi) Vanuatu 

(e) Micronesia 
(i) Guam 
(ii) Kiribati 
(iii) Marshall Islands 
(iv) Micronesia 
(v) Federates States of Micronesia 
(vi) Nauru 
(vii) Northern Mariana Islands 
(viii) Palau 

(f) New Zealand 

(g) Polynesia (Excludes Hawaii) 
(i) Cook Islands 
(ii) Fiji 
(iii) French Polynesia 
(iv) Niue 
(v) Samoa 
(vi) Samoa 
(vii) Tokelau 
(viii) Tonga 
(ix) Tuvalu 
(x) Wallis and Futuna 
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6. South-East Asia 

(a) Mainland South-East Asia 
(i) Burma (Myanmar) 
(ii) Cambodia 
(iii) Laos 
(iv) South-east Asia 
(v) Thailand 
(vi) Vietnam 

(b) Maritime South-East Asia 
(i) Brunei Darussalam 
(ii) Indonesia 
(iii) Malaysia 
(iv) Philippines 
(v) Singapore 

7. Southern and Central Asia 

(a) Central Asia 
(i) Afghanistan 
(ii) Armenia 
(iii) Azerbaijan 
(iv) Georgia 
(v) Kazakhstan 
(vi) Kyrgyz Republic 
(vii) Tajikistan 
(viii) Turkmenistan 
(ix) Uzbekistan 

(b) Southern Asia 
(i) Bangladesh 
(ii) Bhutan 
(iii) India 
(iv) Maldives 
(v) Nepal 
(vi) Pakistan 
(vii) Sri Lanka 

8. Southern and Eastern Europe 

(a) Eastern Europe 

(b) South Eastern Europe 

(c) Southern Europe 

9. Sub-Saharan Africa 

(a) Central and West Africa 
(i) Benin 
(ii) Burkina Faso 
(iii) Ca"te D'ivoire 
(iv) Cameroon 
(v) Cape Verde 
(vi) Central African Republic 
(vii) Central and West Africa (part) 
(viii) Chad 
(ix) Congo 
(x) Equatorial guinea 
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(xi) Gabon 
(xii) Gambia 
(xiii) Ghana 
(xiv) Guinea 
(xv) Guinea-Bissau 
(xvi) Liberia 
(xvii) Mali 
(xviii) Mauritania 
(xix) Niger 
(xx) Nigeria 

(b) Southern and East Africa 
(i) Angola 
(ii) Botswana 
(iii) Burundi 
(iv) Comoros 
(v) Democratic Republic of Congo 
(vi) Djibouti 
(vii) Eritrea 
(viii) Ethiopia 
(ix) Kenya 
(x) Lesotho 
(xi) Madagascar 
(xii) Malawi 
(xiii) Mauritius 
(xiv) Mayotte 
(xv) Mozambique 
(xvi) Namibia 
(xvii) Ra Union 
(xviii) Rwanda 
(xix) Seychelles 
(xx) Somalia 
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Annexure 5 -[Confidential: Star Alliance Corporate Accounts with Australian 
point of sale at March 2012] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 6 -[Confidential: Star Alliance Agreement] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 7 -[Confidential: Proforma Star Alliance Corporate Plus Agreement] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 8 -[Confidential: Star Alliance Corporate Plus Programme 
Legal Guidelines] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 9 -[Confidential: Corporate Plus Program Short Legal Guide] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 10 -[Confidential: Corporate Plus Framework] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 11 -[Confidential: Corporate Plus Code of Conduct for Star Alliance 
Member Carriers] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 12 -[Confidential: Star Alliance Conventions Plus Official Airline 
Network Agreement] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 13 -[Confidential: Guidelines for the Star Alliance Conventions Plus 
Program] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 14 - [Confidential: The Star Alliance Conventions Plus Sales 
Process] 

[CONFIDENTIAL INFORMATION DELETED) 
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Annexure 15 - [Confidential: Conventions Plus Code of Conduct for Star 
Alliance Member Carriers] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 16 -[Confidential: Star Alliance Meetings Plus Agreement] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 17 -[Confidential: Guidelines for the Star Alliance Meetings Plus 
Program dated 11 July 2007] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 18 -[Confidential: Star Alliance Meetings Plus Sales Process 
Guidelines] 

[CONFIDENTIAL INFORMATION DELETED] 
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Annexure 19 -[Confidential: Meetings Plus Code of Conduct] 

[CONFIDENTIAL INFORMATION DELETED] 




