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Key Questions for Low Cost Carriers
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What are the good markets for LCC ?

F1X X BT S AT I B A iE B KL ?
What are the right aircraft for those
markets?

gnAe] e s SR tE U E K AR 55 2

How to bring value to customers ¢
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The Journey of Azul
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2008. 122 %2 E195 FF#EARSS: 3 NTH

2 E195 covers 3 cities

2009. 08#E3RE 1 A ANIRE, WMHARKRIREINZEAF

Carriers 1 millionth passenger, fastest growing

5510108 HLne v aBLd 5 2t iy —
One of 30 hottest brands

2012. 05BN = 5IRigA = & FF L
Merge with Trip * ek

2012. 09#83R2E 2 T ANRE

20 million passengers carried

2012. 123 AR BEMBAFMELF  (by CAPA)
Best Low—Cost Airline in the world @by

2013. 073 IXKFKBERERBENI AT (by Skytrax)

3 times Best Low—Cost Airline in the Latin America
Skytrax )
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— t{l Success Factor #1: Find the “blue sea”

arkets

 FHREFTTI

Develop new markets

» BEBEERURSHEANNRIEIRE

« Compete in and stimulate existing markets using differentiated
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3—Aﬁh Success Factor #1: Find the “blue sea”
mprkets

» BRI RALET Before Azul © BIWSHIZHOSL)E After Azul
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Find Chinese Blue Sea markets 330
50% Ml T L0 MEML A B e

Un—served domestic and
regional international
markets

<10 Destinations Served

00% Ml RERDF4AHIZE

<4 flights per day _

BT 1854 Rt -
Within the total 185

@M T Destination Served <10
. @M TH Destination Served 11-40

“ S@BEiIRTH Destination Served 41-70

- 1B T Destination Served 71-100
U JEHI T Destination Served >101
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Azul Success Factor #2: Use Right-sized Aircraft
TR L HIANIZR: M2008FEFAIFTH 2% F20134EH) 120%%

o AR T Campinas KB — X4 (Campinas £ FELRZ 16100
NE)

o ZFERHIEEPENEK: 20094 B 23, 000FER|20125E KK 220, 0008

o BHFEFIILEER: EFASSYHIERNBERREAN 60-119

- BEREPRKRERTIZLER, =HXNF150-180BFIEIKKT

- BEMBIRMEZIEIR: BERFXNIFHK, RIIERRKRE, FiFAEX4
o METWY, EZRBINLTEEEMKHAL
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Azul Success Factor #2: Use Right-sized Aircraft

Entering new markets: 2 city pairs in 2008 to 120 city pairs in

. %g%ging Campinas (100 km north of Sao Paulo) into a hub Airport
 Supporting rapid growth: 23,000 flights in 2009 to 220, 000

. 61%§E}z1ng ca 6301ty 85% Brazil domestic flights demand of 60—
. % f?%ably serving markets too small for competitors’ 150-180

. %&%e%lﬁg more frequencies than competitors: more flexibility and
attractiveness to high yield customers; better connections at

hubs
e Dominate the markets especially in restricted airports ‘
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Variable Cost Comparison
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120 JBE ML 170 JE %
AR UL e WU = bR »

Assumption Bk
HRIFTEBLEE S Typical Lengthl00km
i A% Fuel Price 7500 JG CNY /M Ton

L BLALFK /R 25 )120/40/ 1275 76 %10, 000 CNY
‘ e ( CAP/FO/FA)
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Fuel Burn Comparison

120 JE AL 170 JE& KA Lo, '

A BY Typical Length 1100km,
FE P /N FE Fuel burn per block

hour




e IR A X B
Airport & Navigation Fees
Comparison

120 EE KL

BRHY, REER 5% WHE
CATII, Load factor 75%
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Higher Utilization

U

Ll (/N F-20 77 8

Turn time less than 20 minute

AR AENGERS

Longer maintenance intervals

o /s ERALEAT

No transit maintenance dispat

S
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ost per Passenger is Lower
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Profit per Flight [RMB]

-20,000

-40,000

BRI
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HRFIE vs. BIEFER

=120 seater 170 seater
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BEIEFSR  Passenger Demand per Flight
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% flights in Brazilian domestic are
less than 120 passengers
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% flights in China carry less than 120
passengers

30%

25%

20%

Frequencies

PURITRESE

Averagce pax pner
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nsufficient frequency
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Frequency Per Day Each Way
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Azul Success Factor #3: Offer more value to
COT DM BG FEAR ALY : BeF IE BEAL, EIFEFEK, BERAER

More comfortable cabin experience: No middle seats, more pitch, wider
RAIRBFENGE; ERVIGEER, BN FR
Generous snacks and beverages; empowered, well-trained crews, Informal

RN Live Tv
FRWRAN IR R FRE L, TESEE

Free shuttle services at major hubs, remote Check—in.
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Growing ASKs (+1Z billions) Growing pax transported
e m Azul © TRIP el (Eﬁ millicye)
20 - 20 - mAzul = TRIP
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Achievements of

Manaus _ ' P, $ Femnando de
ooooooo

Demand Stimulated |

BRI

Rapid traffic growth

-. Cam oG;a.lne' . _. Be:) ’ o
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BT 55 NSE s

Market share increased

0N 5 EF, 42MEHMT )
70 leading cities, sole operatory
in 42 cities |
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—Jets for LCC Business models
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The statements made herein do not conﬁ?ﬁlte{an offer. They'Gre'based on _f_ﬁ?mons shown and are expressed in good

faith. Where the supporting grounds for these stateg own, EMBRAER will be pleased to explain the b
thereof »



http://www.embraer.com.cn/

