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As air ticket prices rose significantly across the industry in the first half of 2008, CSX
was actually able to hold their average air ticket prices relatively steady, partly due to the
improvement in advance purchase behavior.

“We don't want to claim complete success yet, as we feel the opportunity for savings is even
greater still, but the initial results are very encouraging,” said Wanda.

Next Steps

As the project is still underway, CSX has further plans to help change advanced purchase
behavior

Wanda and Egencia, have designed a one-page overview of CSX' key travel program
metrics that they will begin sending to finance and senior executives on a quarterly basis to
keep them informed of the program’s progress towards its goals. They both feel this effort
will help them maintain the internal support required to reach their goal of a 25% reduction

in last-minute purchases, as well as other key program goals.

Up to this point, the purchasing department has concentrated on educating groups of
travelers. In the coming months, they will begin to reach out directly to travelers who have
repeatedly made purchases within six days or less to change that behavior if it is not
justified by a business imperative.

Key Online Reports Used By CSX

The reports utilized by CSX were Advance Purchase Summary and Air Advance Purchase
Detail reports sorted by departments and traveler groups. Those reports show the
difference in average air ticket prices based on how far in advance tickets are purchased.
CSX could clearly see that tickets purchased 3-6 days in advance were far more expensive
than those purchased 7-13 days or 14-20 days in advance. The detail report allows CSX

to drill down by specific routings for a clearer, more accurate picture of price differentials.
By sorting the reports by traveler groups CSX can pinpoint which areas of the organization

require more focus.

A Few Words of Advice from CSX:

“When undertaking a project like ours, it is very important to secure the support of several
key players within your company who can help you to change traveler behavior. Showing
them statistics about the potential savings available is an excellent way of securing that

support.”
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