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KLM, carrier in Transition

KLM

� Founded October 7, 1919 - KLM by Albert Plesman

� 24 million passengers & 580,000 tons freight

� 29,000 employees

� Amsterdam Airport Schiphol is worldwide hub

Today KLM is part of Air France KLM

� Largest airline by turn-over

� Part of the SkyTeam alliance, fastest growing global airline alliance!

� In the process of merging our activities
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Air France – KLM

Total Turnover Air France-KLM 2005/06: ~ € 21 billion 

� Air France and KLM integrating their Businesses
� Passenger business 
� Cargo Business
� Engineering & Maintenance

� Largest Cargo Carrier in the world
Year 2005/2006 AF/KL AF KL

� Turnover � billion 2.9 1.7 1.2
� Tons � million 1.28 0.7 0.58
� FTE’s 5.600 3.200 2.400
� Freighters 15 12 3 (17 Combi’s)

Integration of Cargo started October 2005
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Market position

Europe - NorthAmerica

1.   Lufthansa 11.9%

2.   British AW 10.5 %

3.   FedEx 9.4 %

4.   KLM 7.1 %

NWA 2.2 %

5.   American AL 6.8 %

6.   Air France 6.2 %

7.   Delta Al 5.9 %

8.   Cargolux 5.8 %

9.   United AL 4.9 %

10. UPS 4.6 %

Martinair 2.7%

Europe - Asia-Pacific

1. Lufthansa 13.3%

2. KLM 7.8 %

3. Cargolux 7.5 %

4. Air France 7.4 %

5. Cathay Pacific  6.1 %

6. Singapore Al 5.8 %

7. Korean Air 5.4 %

8. China Al 4.9 %

9. EVA Air            4.8%

10.JAL                  4.8%

NCA 2.9%

Malaysia Al      2.6%

Martinair 1.6%

Estimates based on IATA, AEA, DoT and OAG data for 2004

KL
9%

KL
7% KL

8% KL
0%KL

5%
KL
14%KL

0%

Relevant players in relevant markets
• Top 10 worldwide ranking

• On short list of major customers

• As a AF/KL group � the largest
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Cargo key drivers

“Balancing money-making & smart moving…...”

Market dynamics Key Success Factors

B-2-B, buying power forwarders Financial Performance

Cyclical, thin margins Customer preference

Part of supply chain One Voice to the customer

Clustering in transition Operational Excellence 

People & Execution

Connectivity

“ICT is crucial…….”
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Ambition is the starting point

� The JCT project was started to help to define the target 
and the way

� Vision
- The leading European Air Company
- Provider of intercontinental air cargo “plus” services to/from Europe
- Providing smart solutions to improve performance in world supply chains
- Leading partner in leading cargo alliance

� Building blocks
- Network-products-services
- Fleet mix
- Alliances
- Partnerships
- Infrastructure
- Unified management body
- People&execution

� Approach
- Commercial focus (customer satisfaction)
- Operational excellence (performance)
- Personal development (capabilities)
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The high level business map
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Main Architecture principles

Service Oriented Architecture to be implemented both :

� at the Business Architecture level

� at the IT Architecture level

Data architecture

� Conform Joint AF/KL Data management domain principles

� Operational data is separated from informational data

� One authoritative source, no copies

Technology

� On Open systems (Unix/Linux), J2EE and  RDBMS

� Based on KAOJAII project results / implementation choices

� Coloring / balancing � dark blue (Air France-ICT)
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Roadmap towards future
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The UVP application
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Phase 1

� New joint processes for ‘Take 
Order’ and ‘Manage Prices’

� Requirements defined using 
war room engineering.

� Two new systems (UVP, 
BERMUDA) and one upgraded 
system (TACTIC+) designed.

� UVP build by Unisys, Bermuda 
by KL_IT, TACTIC+ build by 
AF IT.

� Implementation plan, Data 
Migration � enter Sogeti

Analyse Processes

Define Requirements

Design Systems

Build Systems

Migrate Business
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Market Rates

Customers

Starting Point

Two stacks of 
software, 
permanently
connected with
solid lines

Starting Point

Two stacks of 
software, 
permanently
connected with
solid lines

<Click>

CLAS
(Invoice Shipment )

OTC-TOOL
(Manage Market Rates )

Implementation strategy

SOPHIE
(Invoice Shipment )

VISUAL
(Capture Data )

PELICAN
(Move Freight )

YMS
(Space Control & Revenue 

Management )

PELICAN
(Manage Schedules )

VISUAL
(Take Order )

CAPS
(Capture Data )

CARGOAL
(Move Freight )

MM-TOOLS
(Revenue Management )

CARGOAL
(Manage Schedules & 

Control Space)

Before 24 Oct

Products and 
Product Network
are set-up 
manually…

Before 24 Oct

Customers are 
converted one
time from
WebPearl…

Before 24 Oct

Market Rates are 
converted one
time from the 
OTC-Tool…

Before 24 Oct

Customer
Agreements are 
converted one
time from CLAS…

Before 24 Oct

Spot Rates are 
converted one
time from
WebPearl…

Around 24 Oct

BERMUDA is 
inserted, with a 
control so only
one country is 
invoiced using
prices from
TACTIC…

WEBPEARL
(Take Order )

BERMUDA
(Compare Rates )

TACTIC
(Manage Prices )

UVP
(Pre sales )
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Around 24 Oct

A temporary
synchronisation
is set-up 
between CLAS 
and TACTIC for
the other
countries..

Around 24 Oct

TACTIC is linked
to the KLM 
stack…

Around 24 Oct

The UNIQUE 
VOICE PORTAL is 
activated world
wide..

Around 24 Oct

The OTC-TOOL is 
removed.

On 24 Oct

UVP and TACTIC 
available world-
wide while CLAS 
is protected by a 
volume control. 

<Click>

Until 31 Mar

The volume is 
turned up, month
after month..
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Until 31 Mar

The volume is 
turned up, month
after month..

<Click>

After 31 Mar

The volume 
control is 
removed..

After 31 Mar

The 
synchronisation
is removed…

After 31 Mar

The 
synchronisation
is removed…

<Click>

After 31 Mar

Implementation
is completed.

<Click>
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(Manage Prices )
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Overview Data Migration

Migrate Transaction Data

� 15.000 Spot Rates from 
WebPearl to TACTIC+

� 200.000 Product Network 
entries from OTC-Tool to 
PELORA.

� 150.000 (KLM) + 350.000 (AF) 
Market Rates from OTC-Tool 
to TACTIC+

� 42.000 KLM Agreements from 
CLAS to TACTIC+

� 30.000 AF Agreements from 
TACTIC to TACTIC+

WebPearl

TACTIC

CLAS

OTCOTC PELORA

TACTIC+
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Data Migration Team

Business Analysts

� Manage Relation with Business

� Quality Master & Source Data

� Analysis & Functional Design

Information Analyst

� Day-2-Day Relation Valbonne

� Coordinate Development

� Translate Designs

Developers

� Development of Software

Database Administrators

� Quality Target DataValbonne (near Nice)

Amsterdam

B
A

B
A

IA
DEV

DEV

DBA

D
B

A

D
B

A
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Data Migration Process

Pre stage

� Business Analysts only..

� Initial Cleaning & Design

Actual stage

� Yes, There is a process

� Lot’s of feedback loops

� War-room engineering

Prerequisites

� Cut content into subject area’s

� Manage skill balance within 
teams

Define Migration 
Strategy

Design Migration 
Logic

Clean Source 
Data

Design Migration 
Software

Built Migration 
Software

Guarantee Target 
Consistency

Explore Source 
Data
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Conclusions / Questions

Qualities

� Plan / Focus / Commitment

� Teaming / Competencies / Skilled people

Improvements

� Cultural / Business differences � language

� Trust / Principals of engagement (AMO / BDO / AF & KL- ICT)

� Availability of Business users

Questions?


