Implementation of Comarch Loyalty Management

S7 Priority

S7 Airlines is currently Russia’s leading domes-
ticairline, serving over eighty cities across elev-
en time zones.

It operates scheduled passenger flights to Rus-
sian and CIS destinations, as well asinternation-
al services to Austria, Bulgaria, China, Egypt, Ger-

many, Ireland, Israel, Montenegro, South Korea,
Spain, Thailand, Turkey and the United Arab Emir-
ates. Its main bases and hubs are Domodedovo
International Airport, Moscow and Tolmachevo
Airport (OVB), Novosibirsk, with a further hub at
Irkutsk International Airport (IKT), Irkutsk. Its do-
mestic routes network is the largest in Russia.

Business challenges

Although primarily adomesticairline, Sy is looking to con-
tinue to grow proactively both within Russia and on fo-
reign markets. Due to the global and competitive nature
of the airline industry, S7 recognized the need for an ef-
fective FFP database system with a broad functionality
whichintegrate with Reservations, Airport Check-in and
Departure Control systems. The desired system had toin-
cludeintegrated reporting processes to permit effective
managementand analysis of program performance so as
to maximize member motivation forincreased member-
shipand revenue generation.In addition to the database
system management, the scope of the functionality had
toensure the creative developmentand management of
the program’s marketing collateral materials, including
newsletter production under the guidance of the Sy FFP.
Insummary,itentailed developing new application poli-
cies, mileage accruals and redemption policies, member
tiering policies (elite levels), award policies and institu-
ting supplier and partner agreements.

Program assumptions

During the first twelve months of the program, Sy aimed
toenroll 125,000+ members, including frequent, moder-
ate and infrequent flyers, plus non-flying mileage ac-
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crual possibilities. As with similar programs around the
world, member transactions with Sy and program part-
ner companies should generate substantial incremen-
tal revenue and thereby contribute to the success and
continued growth of the airline.

Result

Sy decided to createits own frequent flyer program, us-
ing flexible and advanced Comarch software solutions,
which provides new possibilities for creatinga clearand
convenient program for frequent flyers. In fact, Sy de-
cided to implement the Business Administration, Call
Center, Web Shop, Logistics and B2B modules.

“Through recognition of S7’s need for an effective and
innovative Frequent Flyer program, many aspects had
to be considered. Our focus had to be not only on fu-
ture market forecasts, expectations and results that
should be met, but also on solution requirements that
should be covered by system. Thanks to fruitful co-op-
eration with Comarch professionals, we managed to
launch “Sy Priority” in December 2008. The system will
enable us to provide our frequent passengers with nu-
merous benefits whilst making standard flights within



the Sy route network and engage partners in the pro-
gram - allowing travelers to obtain additional miles by
purchasing their products and services”, states Tarek
Al-Oveyd, FFP & Ancillary Manager at Sy.

This Program will offer numerous possibilities, such as
automatic miles accrual for flights prior to enrollment,
onlineretro-claims, recognition through elite levels and
awiderange of interesting promotions based on vario-
us parametersincluding region, segment, distance, eli-
te tiers and audience.

Program rules

Program members can join the Sy Priority program by fill-
ingout theregistration form on the website or through
the Call Center. Members receive a personal accountand
are able to accumulate miles using a temporary card.
A plastic participant card will be sent after making the
first flight with S7 as a program participant. The types
of miles are diverse and members will be able to earn
welcome miles, elite S7 miles, fare and class of service
miles, airline and non-airline partner miles and miles for
participationinspecial promotions. All miles are defined
as status and bonus redemption miles. Program mem-
bers can easily and quickly accumulate miles in order
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to later spend them on rewards and privileges. Passen-
gersareable toaccrue milesin two ways: through reg-
ular Sy flights and by joining Sy Priority partners’ servic-
es such as banks, airlines, hotels and other companies
that will join the program in the near future. Miles cal-
culation for flights is dependent on several factors in-
cluding: distance, departure and destination airport, co-
efficients for the fare and class of service. Passengers
are also able to use a miles ‘calculator’ to find out how
many miles they will receive for their selected flight. Ac-
cumulated miles will allow members to make free flights
or upgrade to a higher level of service e.g. from econo-
my to business class. Participants will have the possi-
bility to book a flight or upgrade through their personal
page or by calling a Call Center Agent. Additional con-
veniences for participants are miles accumulation to-
wards elite status and special privileges. There are three
elitestatusesin the program:Silver, Gold and Platinum.
Participationin Sy Priority begins with the Classic card.
Forevery flight with S7, members receive status miles,
bringing them closer to elite status. As elite members,
participants receive privileges and new possibilities
with regard to: additional miles for flights with Sy, per-
sonalized service, priority booking, seat selection, bag-
gage transportation and boarding.
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