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SUMMARY 
 

Lƴ bƻǾŜƳōŜǊ ƻŦ ƭŀǎǘ ȅŜŀǊΣ !ƛǊ {ŎƻƻǇ ǇǳōƭƛǎƘŜŘ ƛǘǎ ŦƛǊǎǘ ŜǾŜǊ ǊŜǇƻǊǘ ƻƴ wȅŀƴŀƛǊΩǎ .ǳǎƛƴŜǎǎ aƻŘŜƭΦ ¢ƘŜ 
report was based on extensive research into the underlying mechanics of the most disruptive low-
Ŏƻǎǘ ŀƛǊƭƛƴŜ ƛƴ 9ǳǊƻǇŜΦ Lǘ ǿŀǎ ŀƭǎƻ ŀƴ ŀǘǘŜƳǇǘ ŀǘ ŘǊŀǿƛƴƎ ŀƴ ŜȄƘŀǳǎǘƛǾŜ ǇƛŎǘǳǊŜ ƻŦ ǘƘŜ ŀƛǊƭƛƴŜΩǎ 
development up until 2010, meant to serve, for years to come, as a reference work. 

 
¢Ƙƛǎ ȅŜŀǊΣ !ƛǊ {ŎƻƻǇ ƛǎ ǇǳōƭƛǎƘƛƴƎ ŀƴ ǳǇŘŀǘŜŘ ǊŜǇƻǊǘ ƻƴ wȅŀƴŀƛǊΩǎ .ǳǎƛƴŜǎǎ aƻŘŜƭΣ ǿƛǘƘ ŀ ƴŜǿ ǘŀǎƪ ƛƴ 
mind. Starting from what was built last year, the 2011 Ryanair report has been conceived with a 
double objective in mind: to provide readers with a brƛŜŦΣ ŎƻƳǇŜƭƭƛƴƎΣ ǎȅƴǘƘŜǎƛǎ ƻŦ wȅŀƴŀƛǊΩǎ ōǳǎƛƴŜǎǎ 
ƳƻŘŜƭ ŀƴŘ ƘƛƎƘƭƛƎƘǘ ƴŜǿ ŜƭŜƳŜƴǘǎ ŀƴŘ ŜǾƻƭǳǘƛƻƴǎ ƛƴ wȅŀƴŀƛǊΩǎ ǎƪƛŜǎΦ Lƴ ƴƻ ǿŀȅ ƛǎ ǘƘŀǘ ǊŜǇƻǊǘ ƛƴǘŜƴŘŜŘ 
as a replacement of the one published last year, rather as a complement that should provide anyone 
interested in the European low-Ŏƻǎǘ ƛƴŘǳǎǘǊȅ ǿƛǘƘ ŀ ǿŜŀƭǘƘ ƻŦ ƛƴŦƻǊƳŀǘƛƻƴ ƻƴ ǘƘŜ ƳŀǊƪŜǘΩǎ Ƴƻǎǘ 
important company. 

 
Conceptually, the 2011 report was elaborated along two different axis of analysis. In a first part, the 
ǊŜǇƻǊǘ ǎǘŀǊǘǎ ōȅ ǘŀƪƛƴƎ ŀ ƭƻƻƪ ŀǘ wȅŀƴŀƛǊΩǎ revenues and expenses. According to the company itself, if 
Ryanair has grown so fast, it is thanks to an efficient mix of ever increasing sources of income and 
ever wider cost-cutting measures in all services. For this reason, the 2011 report looks, item by item, 
ŀǘ wȅŀƴŀƛǊΩǎ Ŏƻǎǘ-cutting, profit-maximising strategies. From the most discussed to the lesser known 
tactics, the goal is to show how Ryanair has managed and still manages to constantly extract 
increasing income from its passengers while maintaining rock-bottom prices, through a relatively 
ŎƻƳǇƭŜȄ ŦŀǊŜ ǎȅǎǘŜƳ ŀƴŘ ŀ ǎƭŜǿ ƻŦ ŀƴŎƛƭƭŀǊȅ ǎŜǊǾƛŎŜǎΦ ¢ƘŜ ǊŜǇƻǊǘ ŀƭǎƻ ƛƴǾŜǎǘƛƎŀǘŜǎ wȅŀƴŀƛǊΩǎ ƭŀǊƎŜƭȅ 
misunderstood relationship with its own assets and how the airline managed to practically neutralise 
costs usually associated with aircraft and human resources, even turning airports into direct sources 
of revenues.  

 
¢ƘŜ ǎŜŎƻƴŘ ǇŀǊǘ ƻŦ ǘƘŜ ǊŜǇƻǊǘ ƛǎ ŘŜŘƛŎŀǘŜŘ ǘƻ ŀ ƳƻǊŜ ŀƴŀƭȅǘƛŎŀƭ ŀǇǇǊƻŀŎƘ ƻŦ ǘƘŜ ŀƛǊƭƛƴŜΩǎ ǎǘǊǳŎǘǳǊŜΣ 
providing the reader with an analysis of what Air Scoop judges to be the three main strengths of the 
ŀƛǊƭƛƴŜΦ bŀƳŜƭȅΣ wȅŀƴŀƛǊΩǎ ƭŜƎŀƭ ǎǘǊŀǘŜƎȅΣ ǿƘƻǎŜ ŘƻƳƛƴŀƴǘ ŦŜŀǘǳǊŜ ƛǎ ŀƴ ŜȄǘǊŜƳŜƭȅ ǇǊƻŀŎǘƛǾŜ ǎǘŀƴŎŜ 
towards anything even remotely menacing to the airline, deterring irate customers from engaging 
legal action and submerging European regulators with complaints. Second, and perhaps most 
ƛƳǇƻǊǘŀƴǘΣ ƛǎ wȅŀƴŀƛǊΩǎ ŦƛƴŀƴŎƛŀƭ ǎǘǊǳŎǘǳǊŜ ƛǘǎŜƭŦΣ ǘƘǊƻǳƎƘ ǿƘƛŎƘ ǘƘŜ ŀƛǊƭƛƴŜ Ƙŀǎ ƻǇǘƛƳƛǎŜŘ ŜǾŜǊȅ ǇŀǊǘ ƻŦ 
its business, taking advantage of varying legal and fiscal frameworks all around Europe. Third is the 
Ƴƻǎǘ ǾƛǎƛōƭŜΣ ōǳǘ ŀƭǎƻ Ǉƻǎǎƛōƭȅ ǘƘŜ ƭŜŀǎǘ ǳƴŘŜǊǎǘƻƻŘΣ ǇŀǊǘ ƻŦ wȅŀƴŀƛǊΩǎ ǇŀŎƪŀƎŜ ŦƻǊ ǎǳŎŎŜǎǎΣ ƛǘǎ 
communication. The airline, mainly through its hyper-ŎƘŀǊƛǎƳŀǘƛŎ /9hΣ aƛŎƘŀŜƭ hΩ[ŜŀǊȅΣ Ƙŀǎ 
managed to be present in every form of media outlet almost daily. Whether it be in good or bad 
ǘŜǊƳǎΣ wȅŀƴŀƛǊ ƛǎ ōŜƛƴƎ ǘŀƭƪŜŘ ŀōƻǳǘΣ ŀƴŘ ƎŜǘǎ ƛƴǘƻ ŎǳǎǘƻƳŜǊǎΩ ƳƛƴŘǎ ŀƴŘ ƻƴ ŜǾŜǊȅ ƴŜǿǎǘŀƴŘ ƛƴ 
Europe.  

 
Through this multi-faceted analysis, Air Scoop aims at providing the reader with a compelling view 
into the business of the hottest low-Ŏƻǎǘ ŀƛǊƭƛƴŜ ƛƴ 9ǳǊƻǇŜΦ .ȅ ǇǳǘǘƛƴƎ ŦƻǊǿŀǊŘ ǘƘŜ ŀƛǊƭƛƴŜΩǎ Ƴƻǎǘ 
public and hidden strengths as well as its most obvious and lesser known weaknesses, Air Scoop 
hopes to provide readers with a valuable insight into wȅŀƴŀƛǊΩǎ ǎƛǘǳŀǘƛƻƴ ƛƴ нлммΦ 
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A ς Services: selling fares and beyond 
 

1- Tickets: how to reach rock-bottom prices 
 

Ticket structure: ǘǊŀŘƛǘƛƻƴŀƭ ǇǊƛŎƛƴƎ ǾŜǊǎǳǎ wȅŀƴŀƛǊΩǎ ŦŀǊŜǎ 
 

The base price of a Ryanair ticket obeys a quite simple structure, although it may evolve through 
complex price-optimisation processes in order to maximise plane filling and passenger revenues. 
Contrary to traditional carriers and major legacy airlines, the Irish low-cost company has opted for a 
rather simple fare system. 
 
¢ƘŜ ǘǊŀŘƛǘƛƻƴŀƭ ǇǊƛŎƛƴƎ ǎȅǎǘŜƳ ƳŜŀƴǎ ǘƘŀǘ άŦǳƴŘŀƳŜƴǘŀƭƭȅΣ ŜŀŎƘ ŦƭƛƎƘǘ Ƴǳǎǘ ōŜ ǇŀƛŘ ŦƻǊ ōȅ ŜȄŀŎǘƭȅ ƻƴŜ 
fare, but a single fare may pay for more than one flight. Multiple fares may be combined to pay for all 
the flights in a journey. The airline industry uses the term fare component (FC) to refer to a fare and 
ǘƘŜ ŦƭƛƎƘǘǎ ƛǘ Ǉŀȅǎ ŦƻǊ όŎƻǾŜǊǎύέ1. Fare components can be combined in six different geometric figures 
(ranging from direct trip to elaborate circle trip), any combination of one to four fare components 
ǉǳŀƭƛŦƛŜǎ ŀǎ ŀ άtǊƛŎŜŀōƭŜ ¦ƴƛǘέ όt¦ύΦ ! ǘƛŎƪŜǘ Ŏŀƴ ōŜ ōǳƛƭǘ ŦǊƻƳ ŀƴȅ ƴǳƳōŜǊ ƻŦ ǇǊƛŎŜŀōƭŜ ǳƴƛǘǎ ǘƻ ŦƻǊƳ ŀ 
ŎƻƘŜǊŜƴǘ ǎŜƭƭŀōƭŜ ǘǊƛǇΦ {ƻƳŜ ƳƻǊŜ ǊŜǎǘǊƛŎǘƛƻƴǎ Ƴŀȅ ŀǇǇƭȅ ǎǳŎƘ ŀǎ ǊǳƭŜǎ ƛƴŘƛŎŀǘƛƴƎ ǘƘŀǘ ǘƘŜǊŜ άƳǳǎǘ ōŜ 
a Saturday night between departure of first flight in first fare component of priceable unit and 
ŘŜǇŀǊǘǳǊŜ ƻŦ ŦƛǊǎǘ ŦƭƛƎƘǘ ŀƴŘ ƭŀǎǘ ŦŀǊŜ ŎƻƳǇƻƴŜƴǘέ2. 
 
This results in an incredibly complex faring system in the traditional airline industry and low 
transparency for customers. 
Many low-cost carriers use a different pricing system. Because companies such as Ryanair rely on a 
point-to-point rather than a hub-and-spoke system, they cannot offer similarly connected flights. 
Ryanair has decided to turn this into an advantage and offer simply-ǇǊƛŎŜŘ άǇƻƛƴǘ ! ǘƻ Ǉƻƛƴǘ .έ 
tickets, avoiding the hassle of elaborating complex ticket structures and allowing the company to 
deny any responsibility in a missed connection while having the opportunity to intensively utilise 
aircraft and crews. 
 
In fact, low-cost carriersΩ ǇǊƛŎƛƴƎ ǇƻƭƛŎies ǎǘŀƴŘ ƛƴ ǎǘŀǊƪ ŎƻƴǘǊŀǎǘ ŀƎŀƛƴǎǘ ǘƘŀǘ ƻŦ ƭŜƎŀŎȅ ŎŀǊǊƛŜǊǎΩ ŦƻǊ 
many more reasons: 
1° They offer only a single-Ŏƭŀǎǎ ŀƴŘ ƴƻ ŦǊŜŜ άōƻƴǳǎέ ŀƳŜƴƛǘƛŜǎ ǘƻ ǊŜƎǳƭŀǊ ǇŀǎǎŜƴƎŜǊǎΣ ƭŜǘǘƛƴƎ ǇǊƛŎŜ ōŜ 
the sole decision-making factor for customers 
2° They usually sell one-way trip tickets, forcing their customers to buy the return ticket separately 
(allowing for maximisation of fees paid) 
3° They do not offer last-minute deal but rather coerce their customers into buying a long time in 
advance to get the cheapest deals 
 

Inflating prices through taxes and fees 
 
Because of these differences in philosophy, low-cost carriers have a fare-breakdown completely 
antagonistic to that of legacy carriers. Ryanair in particular seems to be striving for the most 
barebone ticket construction possible. Looking at this, it is actually not so surprising that many refer 
ǘƻ ǘƘŜ ŎƻƳǇŀƴȅ ŀǎ ǘƘŜ άōǳǎ ƻŦ ǘƘŜ ǎƪȅέ3; Ryanair actually wants to become the airborne equivalent of 
a bus. 
 
But anything rare comes with a price ς even when that something is purportedly cheap ς and for 
Ryanair to cover up for what it is not making in revenue, the company has to generate the maximum 
expenses from its customers. It manages to do it by two main means: miscellaneous fees and charges 
on tickets and ancillary services. Though the distinction may seem purely artificial ς as the many fees 
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ŀƴŘ ŎƘŀǊƎŜǎ ǊŜƭŀǘŜŘ ǘƻ ǘƛŎƪŜǘǎ Ŏŀƴ ōŜ ǳƴŘŜǊǎǘƻƻŘ ŀǎ άŀƴŎƛƭƭŀǊȅέ ς the company relies on it in its 
accounting. 
 
Looking at a Ryanair ticket, it quickly appears that, beyond the advertised fare, lay a large number of 
miscellaneous charges and fees, often added at the last minute, sometimes avoidable (for a small 
number of customers) or just representing what customers would expect to see included in a 
traditional carrier fare. These additional charges and fees can be represented as a succession of 
circles surrounding the advertised fare, each one further from the centre as the expenses it covers 
become more avoidable. 
 
These four strata of charges form a complex web of rules destined to maximise passenger expenses 
by exposing them to numerous rules and taxes very hard to avoid. They can be understood according 
to different characteristics: 

1° Variable amount fare: corresponds to the 
base fare Ryanair charges, and advertises, for 
a single trip 
2° Additional compulsory charges: are 
charges related directly to the ticket or the 
act of travel that cannot be avoided by 
travellers except in the case of an 
exceptional rebate or promotional offer 
3° Non-compulsory ticket related services: 
are charges and expenses that most 
passengers will not avoid, because they are 
directly linked with and often part of the 
process of buying the ticket 
4° Ticket-related fees: are the penalties that 
passengers expose themselves to when 
failing to abide exactly to the ς complex ς 
rules of ticket buying with Ryanair. 

 
 

5ŜǘŜǊƳƛƴƛƴƎ ōŜǎǘ ǇǊƛŎŜǎΥ wȅŀƴŀƛǊΩǎ άŎŀǇŀŎƛǘȅ ŎƻƴǘǊƻƭƭŜŘέ ǇǊƛŎƛƴƎ ǎȅǎǘŜƳ 
 

Because they cannot take advantage of a distinctive class system or customer loyalty while thriving 
for cost reductions, low-Ŏƻǎǘ ŎŀǊǊƛŜǊǎ ƘŀǾŜ ƘŜŀǾƛƭȅ ǊŜƭƛŜŘ ƻƴ ǘŜŎƘƴƛǉǳŜǎ ŎŀƭƭŜŘ άŘȅƴŀƳƛŎ ǇǊƛŎƛƴƎέ4. As 
stated by the airline in its annual report: άwȅŀƴŀƛǊΩǎ ŘƛǎŎƻǳƴǘŜŘ ŦŀǊŜǎ ŀǊŜ άŎŀǇŀŎƛǘȅ ŎƻƴǘǊƻƭƭŜŘέ ƛƴ ǘƘŀǘ 
Ryanair allocates a specific number of seats on each flight to each fare category to accommodate 
projected demand for seats at each fare level leading up to flight time. Ryanair generally makes its 
lowest fares widely available by allocating a majority of its seat inventory to its lowest fare 
categories. Management believes that its unrestricted fares as well as its advance purchase fares are 
ŀǘǘǊŀŎǘƛǾŜ ǘƻ ōƻǘƘ ōǳǎƛƴŜǎǎ ŀƴŘ ƭŜƛǎǳǊŜ ǘǊŀǾŜƭƭŜǊǎΦέ5 
 
²Ƙŀǘ ǘƘŜ ǘŜǊƳ άŎŀǇŀŎƛǘȅ ŎƻƴǘǊƻƭƭŜŘέ ƳŜŀƴǎΣ ƛƴ ŜȄǘŜƴǎƻΣ ƛǎ ǘƘŀǘ ǘƛŎƪŜǘ ǇǊƛŎŜǎ ŀǊŜ ǎǳōƧŜŎǘ ǘƻ 
adjustments depending on seats availability. Generally speaking, as seat availability diminishes and 
departure date closes in, prices tend to rise in proportion. The augmentation factor may be several 
times that of the lowest ticket price offered for the flight if the airline considers there is still demand 
for the flight. 
 
With regard to this model, low-cost prices, when represented in a graphic pitting sold seat versus 
prices on a timescale ranging for ticket-ǊŜƭŜŀǎŜ ǘƻ ŦƭƛƎƘǘ ŘŜǇŀǊǘǳǊŜΣ ǿƛƭƭ ƎŜƴŜǊŀƭƭȅ ŘƛǎǇƭŀȅ άWέ ς 
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hyperbolic ς type of curves, with prices increasing exponentially as maximum capacity is 
progressively reached. It is worth noting that this phenomenon is not the fruit of a blind mechanism 
of offer and demand based on product rarity but rather a thoroughly thought through process 
ƳŀǊƪŜŘ ōȅ ǎǇƻǊŀŘƛŎ άōǳƳǇǎέ ƛƴ ǘƘŜ ŎǳǊǾŜ ǎƛƎƴƛŦȅƛƴƎ ǇǳƴŎǘǳŀƭ ǇǊƛŎŜ-increase followed by rapid 
decrease and stabilisation to try and maximise yield.6  
 
Likewise, low-cost carriers have been found to adjust the moment they release tickets for sale 
according to projected demand and capacity on the route. If the projected demand is very high (out 
of which a proportionally high number of passengers will be willing to pay above original mark-up 
price) and capacity is low then the airline has all interest in waiting before releasing the ticket for 
sale, thus allowing for a steeper augmentation curve and a higher number of passenger paying more 
for the same service. On the contrary, if capacity is reasonable and demand not equally satisfying, 
the airline will have all interest in releasing its tickets for sale a long time in advance, in order to 
maximise chances of filling the plane to maximum capacity. 
 
Another factor in price-determination for Ryanair is its occupancy of a route. It has been found that 
on routes where it is the sole carrier, fares tend to be lower than on average. The reason for such a 
counter-intuitive phenomenon can be found in the fact that the routes on which Ryanair has quasi-
monopoly are very often set between two minor airports, sometimes quite remote from large 
centres of activity. Lower fares on these routes are then used as an incentive to increase demand7. 
LƴǾŜǊǎŜƭȅΣ wȅŀƴŀƛǊΩǎ ǇǊƛŎŜǎ ƘŀǾŜ ōŜŜƴ ǇǊƻǾŜƴ ǘƻ ōŜ ǊŜƭŀǘƛǾŜƭȅ ƛƴǎŜƴǎƛǘƛǾŜ ǘƻ ƛƴǘŜƴǎŜ ŎƻƳǇŜǘƛǘƛƻƴ ƻƴ ŀ 
given route, with the sole difference in strategy being that tickets booked in advance tend to be 
granted greater discounts.8 
 
Lastly, it should be noted that low-cost carriers are prone to discount flights that happen during the 
άƭƻǿέ ǘƘŀǘ ƛǎ ƳƛŘ-week for airlines while maintaining higher base price for flights taking place during 
the week-end or during holidays. A finer approach also reveals that flights departing very early or 
very late in the day may be priced for slightly less than flights taking place at more practical hours. 
GlobaƭƭȅΣ wȅŀƴŀƛǊΩǎ ǇǊƛŎƛƴƎ ǎǘǊŀǘŜƎȅ ƳŀƪŜ ƛǘ ŀǇǇŀǊŜƴǘ ǘƘŀǘΣ ŎƻƴǘǊŀǊȅ ǘƻ ǘǊŀŘƛǘƛƻƴŀƭ ŎŀǊǊƛŜǊǎΣ ǘƘŜ ŀƛǊƭƛƴŜ 
Ƙŀǎ ƳŀŘŜ ǇǊƛŎŜ ƛǘǎ ǇǊƛƳŀǊȅ ŎƘŀƴƴŜƭ ƻŦ ŀǘǘǊŀŎǘƛƻƴ ŦƻǊ ǇŀǎǎŜƴƎŜǊǎΦ ¢Ƙƛǎ ƛǎ ŎƻƘŜǊŜƴǘ ǿƛǘƘ ŀ άƴƻ-ŦǊƛƭƭǎέ 
approach of the transportation industry. 
 
Additionally, in early 2011, rumours transpired that Ryanair may have set up a cookie tracking system 
on its website, allowing for an automated fare augmentation as users checked prices day after day9. 
{ǳŎƘ ŀƴ ŀǇǇǊƻŀŎƘ ǿƻǳƭŘ ōŜ ŎƻƘŜǊŜƴǘ ǿƛǘƘ ŀƴ ŀǘǘŜƳǇǘ ŀǘ άŜŘǳŎŀǘƛƴƎέ consumers and forcing them to 
buy early so as to benefit from better prices. However, independent researches and attempts at 
reproducing the same price increase have proven inconclusive10, hinting towards a glitch in the 
online-booking system (be it from RyŀƴŀƛǊΩǎ ǿŜōǎƛǘŜ ƻǊ ǳǎŜǊǎύ ǊŀǘƘŜǊ ǘƘŀƴ ŀ ǿƛƭŦǳƭ ŜȄǇƭƻƛǘŀǘƛƻƴ ƻŦ 
cookies information from Ryanair. 
 

ά{ƻƭŘ ǿƛǘƘ ǎǘǊƛƴƎǎ ŀǘǘŀŎƘŜŘέΥ wȅŀƴŀƛǊΩǎ ƳƛƴƛƳǳƳ ŦŀǊŜ ŎƻƴǎǘǊǳŎǘƛƻƴ 
 
Lower fares do not necessarily make for increased revenues and the company has to rely heavily on 
additional charges to extract more money from its customers. As a consequence, advertised fares 
often do not correspond to the final price of the ticket.  
 
These fees usually remain narrowly avoidable, allowing the company to avoid including them in its 
advertised fares. Still, they may be avoided under very rare occasions, namely under promotional 
circumstances (ϵ1 and ϵф promotional offers tickets are known to avoid such charges, other offers 
may still incur additional charges). Using such technique to advertise lower fares has often been 
decried by both customers and regulators11. 
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Airport & Government charges: regroup several state-enforced charges generally dependent on the 
route covered by the travel or the location of the buyer.  
 
If the passenger is departing from a UK airport, one will have to pay the UK Air Passenger Duty (APD). 
This tax, intended to curb CO2 emission rates has been increased several times since 2006 and 
ǊŜŎŜƴǘƭȅ ǊŜǎǘǊǳŎǘǳǊŜŘΦ !ǎ ƛǘ ƛǎΣ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǿŜōǎƛǘŜ ǎtates that APD levies fees of £11 per 
passenger per flight inside the UK (bringing it to a £22 for a round trip) and £11 per passenger per 
flight from the UK to a European country12Φ ¸ŜǘΣ IŜǊ aŀƧŜǎǘȅΩǎ wŜǾŜƴǳŜ ŀƴŘ /ǳǎǘƻƳǎ ǎǘŀǘŜǎ ǘƘŀǘ ǎǳŎƘ 
rates are applicable only to the lowest class seats in a 0 to 2000 miles range (Band A)13. As Ryanair 
expands its scope of travels, it might have to expose itself to heavier taxes and charges. 
 
wȅŀƴŀƛǊΩǎ ǿŜōǎƛǘŜ ŀƭǎƻ ǎǘŀǘŜǎ ǘƘŀǘ ŘŜǇŜƴŘƛƴƎ ƻƴ ǘƘŜ ŎƻǳƴǘǊȅ ƻŦ ŘŜǇŀǊǘǳǊŜ ŦƻǊ ǘƘŜ ŦƭƛƎƘǘΣ ǇŀǎǎŜƴƎŜǊǎ 
might bŜ ŜȄǇƻǎŜŘ ǘƻ ǎŜǾŜǊŀƭ άDƻǾŜǊƴƳŜƴǘ ¢ŀȄέ ŘŜǇŜƴŘƛƴƎ ƻƴ ƭƻŎŀƭ ǊŜƎǳƭŀǘƛƻƴǎ14. As an example, in 
France, passengers will be exposŜŘ ǘƻ ŀ /ƛǾƛƭ !Ǿƛŀǘƛƻƴ ¢ŀȄ ƻŦ ϵп.11 for passengers departing from 
CǊŀƴŎŜ ǘƻ ŀ 9ǳǊƻǇŜŀƴ ŎƻǳƴǘǊȅ ŀƴŘ ϵтΦоу ŦƻǊ ŀ ƴƻƴ-European country15. It is worth noting that this is, 
ŀŎŎƻǊŘƛƴƎ ǘƻ wȅŀƴŀƛǊΩǎ ƻǿƴ ƛƴǘŜǊƴŀƭ ǇƻƭƛŎȅ ŀƴŘ LǊƛǎƘ ƭŀǿΣ ǘƘŜ ƻƴƭȅ ǇŀǊǘ ƻŦ ŀ ǘƛŎƪŜǘ ǘƘŀǘ the company is 
forced to refund to its customers. It has yet to happen, as the company passes onto its customers a 
ŎƘŀǊƎŜ ŎƻǾŜǊƛƴƎ άŀŘƳƛƴƛǎǘǊŀǘƛƻƴ ŦŜŜǎέ ǘƘŀǘ ƛǎ ǎȅǎǘŜƳŀǘƛŎŀƭƭȅ ǎǳǇŜǊƛƻǊ ǘƻ ǘƘŜ amount of the tax16. 
 
Airport Charges are, as stated on the compaƴȅΩǎ ǿŜōǎƛǘŜΥ άώΧϐ ŀ ŎƘŀǊƎŜ ƳŀŘŜ ōȅ ǘƘŜ ŀƛǊǇƻǊǘ ŀǳǘƘƻǊƛǘȅ 
to an airline for the use of the terminal, runway, emergency services, security facilities etc. In some 
cases this charge also includes the cost of passenger and ramp handling at the airport. This non-
ǊŜŦǳƴŘŀōƭŜ ŎƘŀǊƎŜ ƛǎ ƳŀŘŜ ƻƴ ŀ ǇŜǊ ǇŀǎǎŜƴƎŜǊ ōŀǎƛǎ ŀƴŘ ǾŀǊƛŜǎ ŦǊƻƳ ŀƛǊǇƻǊǘ ǘƻ ŀƛǊǇƻǊǘΦέ17 Ryanair has 
been well-known for its bitter ς on-going ς struggle with airports against these charges. As its 
growing customer base has given the company more and more momentum to negotiate with 
ŀƛǊǇƻǊǘǎ ǘƘǊƻǳƎƘƻǳǘ ǘƘŜ ȅŜŀǊΣ ƛǘ Ƙŀǎ ōŜŎƻƳŜ ōƻƭŘŜǊ ŀƴŘ ōƻƭŘŜǊ ƛƴ ƛǘǎ ŀŎǘƛƻƴǎΣ ōƻȅŎƻǘǘƛƴƎ 5ǳōƭƛƴΩǎ 
airport in a protest against increasing charges and government taxes18. Furthermore, it is unclear 
whether rebates obtained from airports are directly passed onto passengers. 
 
Aviation Insurance levy: includes different expenses charged to cover exceptional events that may 
represent a cost to the company19. 
Soon after 9/11, Ryanair created an Aviation Insurance Levy. Indeed, the terrorist attacks of 9/11 
contributed to the widespread idea that planes were much less safe than previously thought and 
insurance prices rose dramatically during the following year. To make up for that spike in costs, 
Ryanair introduced said-charge. The charge was originally set to £1.85 per passenger per flight but by 
2006 it had undergone a 70% increase to reach £3.15. The charge is now ϵ5.99 (or £5.22 based on 
ŎǳǊǊŜƴǘ ŎƻƴǾŜǊǎƛƻƴ ǊŀǘŜǎύ ƻƴ wȅŀƴŀƛǊΩǎ ǿŜōǎƛǘŜ20. It has been criticised21 for not corresponding to real 
variations in insurance prices, as aviation insurance prices have since 9/11 consistently gone down. In 
2006, the company defended itself by saying it was covering for losses generated by originally under-
pricing the levy. It remains to be determined whether, ten years later, the company has not yet made 
up for alleged losses.  
 
PRM (Passenger with Reduced Mobility levy): hǊƛƎƛƴŀƭƭȅ ƴŀƳŜŘ άwƘŜŜƭŎƘŀƛǊ ƭŜǾȅέΣ ǘƘƛǎ ŦŜe has been 
ǊŜŎŜƴǘƭȅ ǊŜōǊŀƴŘŜŘ ŀǎ ǇŀǊǘ ƻŦ ŀ ƎŜƴŜǊŀƭ ƳŀƪŜƻǾŜǊ ƻŦ wȅŀƴŀƛǊΩǎ ǘŀȄŜǎ ŀƴŘ ŦŜŜǎΦ 
The wheelchair levy was created after Ryanair lost a court ruling against Rob Ross in 2004. In 2002 
Mr Ross, a sufferer of cerebral palsy and arthritis, was forced to pay £18 for a wheelchair because he 
was unable to walk to the check-in desk. Ryanair claimed it was not its responsibility but that of the 
airport to make sure that disabled passengers could reach the plane. Mr Ross took the airline to 
court and won a compensation of £1,336 after it was ruled that even though some airports were 
passing the cost of wheelchair services to airlines, it was discriminatory against disabled people to 
pass that cost onto them22. Following that decision and the repeal of its appeal, Ryanair declared that 
ƛǘ ǿƻǳƭŘ ƛƳǇƻǎŜ ŀ ŎƘŀǊƎŜ ƻŦ ϵлΦрл όƻǊ ϻ0.44) per passenger per flight to make up for the cost incurred 
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by offering wheelchair transports to its disabled passengers23. The amount of this charge has been 
heavily criticised as largely exaggerated (considering that the airline boasts more than 73 million 
passengers per year, the charge should represent more than a 30 million gain for the airline) 
compared to the estimated cost of putting wheelchairs at the disposal of disabled passengers. 
Competing company easyJet estimated that such a service costs no more than £0.10 per passenger 
and campaigners for the disabled decried the company for profiteering from disabled customers24. 
 
EU 261 Levy: Also called Flight Delay/Cancellation Levy25Σ ŀƳƻǳƴǘǎ ǘƻ ϵн όƻǊ ϻ2). It has been 
introduced in April 2011, after the company was forced to pay compensations for flight cancellations 
even ƛƴ ŎŀǎŜ ƻŦ άŦƻǊŎŜ ƳŀƧŜǳǊŜέ όǎǳŎƘ ŀǎ ƻŎŎǳǊǊŜŘ ŀŦǘŜǊ ǘƘŜ LŎŜƭŀƴŘƛŎ ǾƻƭŎŀƴƻ ŀǎƘŜǎ ŎǊƛǎƛǎ ƛƴ нлмлύΦ 9¦ 
regulations 261 have been active for a few years now, but Ryanair said the elevated expenses 
ƎŜƴŜǊŀǘŜŘ ōȅ άǊƛƎƘǘ ǘƻ ŎŀǊŜέ ƻōƭƛƎŀǘƛƻƴǎ ƛƴ нлмл ŦƻǊŎŜŘ ƛǘ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ŦŜŜ26. Many commentators 
and rivals saw it as nothing more than a thinly veiled way of making up for rising fuel costs27. 
 

Everything is optional: generating revenues through additional services 
 
A third level of revenue is created on additional, non-compulsory, ticket-related services. As a matter 
of fact, Ryanair uses ticket-selling to generate additional benefits. These are not financially 
considered as ancillary revenues by the airline, though, in terms of vocabulary, they could be 
considered as such. Customers are confronted to these additional charges when buying a ticket and 
some of them can be quite tricky to avoid while others are simple opt-in options. 
 
Beyond fare price, government charges, the aviation, PRM and EU 261 levies, there are four more 
items that customers might have to pay for when buying a ticket with Ryanair and that the airline 
does not count as ancillary services: 

¶ Internet Check-in 

¶ Dynamic Currency Conversion 

¶ Priority Boarding 

¶ SMS Confirmation 
 
Online Check-in/Administration fee: ŀ ϻс κ ϵ6 fee is charged to passengers for buying their tickets 
online. Until May 1st, 2009, passengers had the option to either check-in online or at the airport. 
Until 2008, when internet check-in was still free, passengers had to pay £2 per passenger per flight to 
check-in at the airport. In 2008, the airline increased its airport check-in fee to £3 in an effort to 
άŀǾŀƛƭ ƻŦ wȅŀƴŀƛǊΩǎ ŦǊŜŜ ƻŦ ŎƘŀǊƎŜ ƻƴƭƛƴŜ ŎƘŜŎƪ-ƛƴέ28. Progressively it increased its charge for online 
and offline check-in until its announcement that, starting May 1, 2009, it would close all its airport 
desks29 in order to force passenger to check-in online30. Since then online check-ƛƴ ƛƴŎǳǊǎ ŀ ϵ6 fee per 
passenger per flight that is applied to all tickets booked with Ryanair (except those under special 
άCǊŜŜέΣ άϵмέ ƻǊ άϵфέ ǇǊƻƳƻǘƛƻƴύΦ .ƻƻƪƛƴƎ ǘƘǊƻǳƎƘ ǘƘŜ ŎƻƳǇŀƴȅΩǎ Ŏŀƭƭ ŎŜƴǘǊŜ ƛƴŎǳǊǎ ŀƴ ŀǳǘƻƳŀǘƛŎ ϵ20 
fee. Failing to check-ƛƴ ƻƴƭƛƴŜ ƛƴŎǳǊǎ ŀ ϵ40 charge ŀǘ ǘƘŜ ŀƛǊǇƻǊǘΣ ƻƴ ǘƻǇ ƻŦ ǘƘŜ ϵ6 already paid when 
buying online.  
 
Dynamic Currency Conversion: is the automatic conversion of an item billed in Euro to the currency of 
ǘƘŜ ŎǳǎǘƻƳŜǊΩǎ ŎƻǳƴǘǊȅ ƻŦ ƻǊƛƎƛƴΦ /ǳǊǊŜƴŎȅ ŎƻƴǾŜǊǎion is a necessity for customers coming from 
countries outside of the euro-zone. But it is usually a service offered by the bank which provided the 
credit-card used to pay the transaction. Dynamic Currency Conversion (DCC) is not a charged for per 
se, rather it is a service with which Ryanair operates money conversions reserving all gain made on 
currency evolution for itself. DCC has allowed Ryanair to make massive amounts of money on its 
British customer31. Dynamic Currency Conversion is offered as an opt-out feature claiming to offer 
ǘƘŜ ōŜǎǘ ƎǳŀǊŀƴǘŜŜŘ ŜȄŎƘŀƴƎŜ ǊŀǘŜǎΦ Lǘ ǘǳǊƴǎ ƻǳǘΣ wȅŀƴŀƛǊΩǎ ŜȄŎƘŀƴƎŜ ǊŀǘŜǎ ǘŜƴŘ ǘƻ ōŜ с҈ ǘƻ т҈ 
higher than what most banks offer32. 
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Priority Boarding: is the option given to passengers to be the first to board the plane. When it started 
turning towards a low-cost / low-fare model, Ryanair quickly abandoned pre-assigned seat as it 
incurred organisational costs and slowed-down the boarding process. Instead it opted for a free-for-
all system where passengers pick a seat as they get on the plane much like in a bus or a metro. But as 
the airline felt passengers travelling in groups would be willing to have a few more chances to be 
seated next to each other, ƛǘ ǎǘŀǊǘŜŘ ǎŜƭƭƛƴƎ άǇǊƛƻǊƛǘȅ-ōƻŀǊŘƛƴƎέ ǘƛŎƪŜǘǎΦ ¢ƘŜ ǇǊƛƻǊƛǘȅ ōƻŀǊding option is 
ǇǊƛŎŜŘ ŀǘ ϵ5 per passenger per flight when ōǳȅƛƴƎ ǘƘǊƻǳƎƘ ǘƘŜ ǿŜōǎƛǘŜ ƻǊ ϵ6 when buying through 
the call-centre. This option has been regularly criticised for several reasons. First, the maximum 
quota of priority boarding tickets on a plane is considered far too great. Ryanair allows a maximum 
90 tickets to be sold with priority boarding per flight. Considering that its 737-800 can hold a 
maximum of 189 passengers, it makes a potential of close to 50% of passengers possibly buying 
priority boarding, thus practically voiding the supposed benefits of being among the firsts to get 
inside the plane33. Next is the fact that in some airports, priority boarding may be completely useless, 
as passengers with priority boarding will be the first to get on the bus taking them to the plane and, 
consequently, the last to get inside the plane34. Eventually, it has been reported several times that 
priority boarding was not even respected as the crew was under so much pressure to accelerate 
ground turn-around while priority passengers boarded the plane through the front door, the rear 
was open to non-priority-boarding passengers35. 
Ryanair is currently launching a service including priority boarding and pre-reserved seats on a few 
ǊƻǳǘŜǎ ŦƻǊ ϵмл ǇŜǊ ŦƭƛƎƘǘ ŀƴŘ ǇŜǊ ǘƛŎƪŜǘ36. Available seats are on the first two rows for a quicker exit 
on arrival or the two rows near the wing emergency exits for more comfort.  
 
SMS Confirmation: by choosing this option, passengers will have the possibility of receiving a text on 
their cell-phones confirming that they correctly booked their fƭƛƎƘǘΦ ¢Ƙƛǎ ƻǇǘƛƻƴ ƛǎ ŎƘŀǊƎŜŘ ϵ1 per 
passenger per flight and presented as an opt-in feature at the end of booking process. It has, 
conceivably, been rendered virtually useless by the forced generalisation of online booking37. 
 

άWǳƳǇƛƴƎ ǘƘǊƻǳƎƘ ƘƻƻǇǎέΥ ŜŀǊƴƛƴƎ ƳƻƴŜȅ ƻƴ ƴƻ ǊŜŦǳƴŘǎ 
 

An in-ŘŜǇǘƘ ǎǘǳŘȅ ƻŦ wȅŀƴŀƛǊΩǎ ǎŎƘŜŘǳƭŜŘ ǊŜǾŜƴǳŜǎ ǎƘƻǿǎ ǘƘŀǘ ǘƘŜ ŎƻƳǇŀƴȅ ƛǎ ƴƻǘ ƻƴƭȅ ƳŀƪƛƴƎ 
money on additional services and cost-cutting but also on the mistakes its passengers make. 
Commentators have often derided the airline for making its customers jump through the hoops of its 
regulatory system and additional taxes. The company has a strong culture of tightly enforcing its 
policies and penalising users who failed to follow stated policies. Such a culture explains a lot of the 
bad reviews Ryanair gets from disgruntled, dissatisfied passengers who have been confronted to it. 
But, one must keep in mind that it ǇǊŜǎŜƴǘǎ ŀƴ ŜŎƻƴƻƳƛŎ ŀŘǾŀƴǘŀƎŜΣ ōȅ ŀŘƻǇǘƛƴƎ ŀ ǾŜǊȅ ƻǇŜƴ άƴƻ-
ǊŜŦǳƴŘέ ŜǘƘƻǎ ŀƴŘ ōƭŀǘŀƴǘƭȅ ǊŜŦǳǎƛƴƎ ǘƻ ŎŀǊŜ ŀōƻǳǘ ǇŀǎǎŜƴƎŜǊǎ ƛƴ ŘƛǎǘǊŜǎǎΣ ǘƘŜ ŎƻƳǇŀƴȅ Ƙŀǎ ōŜŜƴ 
both making money and avoiding the complications other companies go through to avoid customer 
anger. 
 
Around ticket-selling and the check-in process, Ryanair has put in place a series of restrictions to 
avoid incorrect customer behaviour and actually charge them for failing to comply with its tight 
policy. They can be broken into three types of charges, each corresponding to a set of rules. 
 
Airport check-in: starting May 1, 2009, check-in must be done in priority online. Though checking-in 
ƻƴƭƛƴŜ ƛǎ ŀƭǊŜŀŘȅ ǇŀƛŘ ŦƻǊ ōȅ ŀ ϵс ŘǳǊƛƴƎ ōƻƻƪƛƴƎ ŦŜŜΣ ŦŀƛƭƛƴƎ ǘƻ ǇǊƻǾƛŘŜ ŀ ŎƘŜŎƪŜŘ-in ticket at the 
ŀƛǊǇƻǊǘ ǿƛƭƭ ƛƴŎǳǊ ŀ ϵпл άōƻŀǊŘƛƴƎ ŎŀǊŘ ǊŜƛǎǎǳŜέ ŦŜŜ ǇŜǊ ǇŀǎǎŜƴƎŜǊ ǇŜǊ Ŧlight for failing to book in 
online38. 
 
Rescheduling penalty: it is a rather common event for airlines that some passengers may not be able 
to attend a flight. Most airlines offer a rescheduling option, generally under the condition that it is 
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done sufficiently in advance. Ryanair does as well offŜǊ ǘƘŀǘ ƻǇǘƛƻƴΣ ōǳǘ ŀƎŀƛƴǎǘ ŀ ϵ50 fee if done 
onƭƛƴŜΣ ƻǊ ϵ75 fee when done at the airport or through a call-centre39. The reason is, with an 
ŀŘǾŜǊǘƛǎŜŘ ŀǾŜǊŀƎŜ ŦŀǊŜ ƻŦ ϵ41, the company bets on the fact that passengers will book another flight 
rather than reschedule. Considering that it does not offer refunds40 on any tickets it sells, this penalty 
can actually be interpreted as a direct source of revenue for the airline. 
 
Re-editing fee: Ryanair has a very strict policy on personal information and identification papers. 
Even when travelling inside the same country or between countries whose customs and immigrations 
services do not specifically require it, passengers are to present their passports or ID cards along with 
their boarding passes. Failing to present a valid passport will bar the passenger from getting on-
board the plane41. Moreover failing to provide the airline with the correct information, misspelling a 
name of mistyping a date42 will incur a nomiƴŀƭ άƴŀƳŜ ŎƘŀƴƎŜ ŦŜŜέ ōŜǘǿŜŜƴ ϵ110 if done through 
the website or ϵ160 when done at the airport or through a call centre43. 
 
 

2- wȅŀƴŀƛǊΩǎ ŀƴŎƛƭƭŀǊȅ ǊŜǾŜƴǳŜǎΥ Ƙƻǿ ǘƻ ŀŘŘ ǊŜǾŜƴǳŜǎ ǘƻ ǘƘŜ ŀƛǊǇƭŀƴŜ ǘƛŎƪŜǘ  
 
Ancillary means άǇǊƻǾƛŘƛƴƎ ƴŜŎŜǎǎŀǊȅ ǎǳǇǇƻǊǘ ǘƻ ǘƘŜ ǇǊƛƳŀǊȅ ŀŎǘƛǾƛǘƛŜǎ ƻǊ ƻǇŜǊŀǘƛƻƴ ƻŦ ŀƴ 
organisŀǘƛƻƴΣ ǎȅǎǘŜƳΣέ κ άƛƴ ŀŘŘƛǘƛƻƴ ǘƻ ǎƻƳŜǘƘƛƴƎ ŜƭǎŜΣ ōǳǘ ƴƻǘ ŀǎ ƛƳǇƻǊǘŀƴǘέ (Oxford Dictionary ς 
online dictionary44)  
 
Based on this definition, ancillary revenues can be considered as side revenues as they are not part of 
the core business of a company and not considered strategic. Ryanair acted in the ancillary revenues 
as it did for the fare: it reversed the situation and did the opposite of what traditional carriers were 
ƻŦŦŜǊƛƴƎΦ CƻǊ wȅŀƴŀƛǊΣ ŀƴŎƛƭƭŀǊȅ ǊŜǾŜƴǳŜǎ ŀǊŜ ŎƻǊŜ ǘƻ ǘƘŜ ōǳǎƛƴŜǎǎ ŀƴŘ ŀǘ ǘƘŜ ŎŜƴǘǊŜ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ 
strategy. !ŎŎƻǊŘƛƴƎ ǘƻ wȅŀƴŀƛǊΩǎ нлмм ǊŜǎǳƭǘǎΣ ŀƴŎƛƭƭŀǊȅ ǊŜǾŜƴǳŜǎ ŀǊŜ ŀǎ ƘƛƎƘ ŀǎ ϵммΦмн ǇŜǊ ǎŎƘŜŘǳƭŜŘ 
ǇŀǎǎŜƴƎŜǊ όϵмлΦнн ƛƴ нлмлύ ŀƴŘ ǊŜǇǊŜǎŜƴǘ нн҈ ƻŦ wȅŀƴŀƛǊΩǎ ǘƻǘŀƭ ǊŜǾŜƴǳŜǎ όϵулн Ƴƛƭƭƛƻƴ ŦƻǊ ǘƻǘŀƭ 
ǊŜǾŜƴǳŜ ƻŦ ϵоΣсол ƳƛƭƭƛƻƴύΦ 
 
In the airline industry, ancillary revenues were first introduced by the early low-cost company, 
Southwest Airlines. At that time, the US market was served by companies offering a traditional 
service-bundled package (free meals and drinks, in-flight movies, checked-ƛƴ ƭǳƎƎŀƎŜΧύΦ /ƻƳǇŜǘƛǘƛƻƴ 
was head-to-head and market share increases were marginal. 
 
Southwest Airlines entered the market with a different business model based on lower fares to 
attract customers, point-to-point routes and rapid turn-around to reduce ground-time. What were 
considered as bundled services became paid-for unbundled services, maintaining the airline 
profitability despite the lower fares, hence creating the concept of ancillary revenues in the airline 
industry. 
 
wȅŀƴŀƛǊΩǎ ǎǘǊŀǘŜƎȅ ƛǎ ǘƻ ǊŜŘǳŎŜ ǘƘŜ ŦŀǊŜ ǘƻ ǘƘŜ ƭƻǿŜǎǘ ǇǊƛŎe to attract customers. To do so, every 
service (i.e.: check-ƛƴ ƭǳƎƎŀƎŜΣ ŦƻƻŘ ϧ ōŜǾŜǊŀƎŜΧύ ƛǎ ǊŜƳƻǾŜŘ ŦǊƻƳ ǘƘŜ ǘƛŎƪŜǘ ǇŀŎƪŀƎŜ ŀƴŘ ǇŀƛŘ ŀǎ 
extra by passengers. The company became so famous for charging for everything that they used it as 
a communication tool. Hardly a day goes by without the announcement of a new service charged, 
such as the use of sanitary facilities45. 
 
Ancillary revenues are not limited to expenses made on flight by passengers. They also include 
checked-in luggage, hotel boƻƪƛƴƎΣ ŎŀǊ ƘƛǊŜΣ ǎŀƭŜǎ ƻŦ ŘƛǎǇƭŀȅ ŀŘǎ ƻƴ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǿŜōǎƛǘŜΣ ŜǘŎΦ 
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Everything is ancillary 
 

Lƴ нлммΣ wȅŀƴŀƛǊΩǎ ŀƴŎƛƭƭŀǊȅ ǊŜǾŜƴǳŜǎ 
ŀŎŎƻǳƴǘŜŘ ŦƻǊ ϵулн ƳƛƭƭƛƻƴΣ ǘƘŀǘ ƛǎ ǘƻ ǎŀȅ 
нн҈ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǘƻǘŀƭ ǊŜǾŜƴǳŜǎΣ 
their weight increasing regularly since 
1999. The revenues may not be as 
optional as stated in their literal 
definition. When we look at their 
importance and the way Ryanair markets 
them on the first page of its website, we 
understand that they are crucial to 
ŜƴǎǳǊŜ ǘƘŜ ŦƛǊƳΩǎ ǇǊƻŦƛǘŀōƛƭƛǘȅΦ  
 
Lƴ wȅŀƴŀƛǊΩǎ нлмл ŀƴƴǳŀƭ ǊŜǇƻǊǘΣ ǘƘŜ 
ancillary revenues are gathered under 
four categories: 

 

 
 
 

Non-flight scheduled revenues 
 

These revenues are linked to all activities related to air travel such as bus tickets to go to the airport, 
hotel reservations, excess baggage fees, etc. 
 
Baggage fees: They are considered by IdeaWorks as the biggest source of ancillary revenues46. 
wȅŀƴŀƛǊΩǎ ŦŀǊŜ ŘƻŜǎ ƴƻt include any check-in luggage. The prices vary according to the travel date 
(peak season or off-ǇŜŀƪ ǎŜŀǎƻƴύ ŀƴŘ Ƙƻǿ ǘƘŜ ǇŀǎǎŜƴƎŜǊ ōƻƻƪǎ ǘƘŜ ǎŜǊǾƛŎŜ όƻƴ wȅŀƴŀƛǊΩǎ ǿŜōǎƛǘŜΣ 
through call centre, at the airport): 
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As Ryanair is not a member of the International Air 
Transport Association (IATA), the company is able to 
impose its own restrictive standards for hand bags. 
According to the IATA guidelines, the maximum 
limits for hand luggage is 56 cm x 45 cm x 25cm 
whereas Ryanair compels travellers to one hand bag 
limited to 55 cm x 40 cm x 20 cm. The advantages 
are triple for the company: 

¶ It cuts down the overall weight of luggage 
brought by passengers. 

¶ For passengers unaware of this restriction 
όŜƛǘƘŜǊ ǘƘŜƛǊ ƭǳƎƎŀƎŜ ŘƻŜǎ ƴƻǘ Ŧƛǘ ǘƘŜ wȅŀƴŀƛǊΩǎ 
template or they have a luggage and a hand bag), 
they are compelled to have the luggage checked-in 
at the airport and it generates extra revenues for 
Ryanair as the minimum price for such a luggage is 
ϵмрΦ 

¶ It generates money as Ryanair sells on its website a Ryanair-compatible handbag made by 
{ŀƳǎƻƴƛǘŜ ŦƻǊ ϵфф όŀ ƴŜǿ ƳƻŘŜƭ ƭŀǳƴŎƘŜŘ ƛƴ Wǳƭȅ нлмм ǿƛǘƘ ŀ нр҈ price increase compared 
to 2010) along with the sale of the ticket. This last source of revenues is accounted in the 
άƛƴǘŜǊƴŜǘ ƛƴŎƻƳŜέ ǎŜŎǘƛƻƴ 

 
 
Hotel reservations: .ƻƻƪƛƴƎΦŎƻƳ ƛǎ wȅŀƴŀƛǊΩǎ ǇŀǊǘƴŜǊ ŦƻǊ ƘƻǘŜƭ ǊŜǎŜǊǾŀǘƛƻƴǎΦ Lǘ ǳǎŜŘ ǘƻ ōŜ bŜŜŘŀƘƻǘŜƭ 
before 2007 and Expedia in 2007-2008. There is no clear information regarding the deal between the 
two parties. Yet, we may get an estimate as accorŘƛƴƎ ǘƻ ǘƘŜ ŘŜŎƭŀǊŀǘƛƻƴ ƻŦ /ŜƴŘŀƴǘΣ bŜŜŘŀƘƻǘŜƭΩǎ 
ƻǿƴŜǊΣ ǘƘŜ ŎƻƳǇŀƴȅ ƘŀŘ ǘƻ Ǉŀȅ ϵ10 million to Ryanair when the deal was broken47  
 
Hostel reservations are made through Hostelworld.com (for hostels, B&B, budget properties) and 
villas booking through Alwaysonvacation, a subsidiary of Vacation Renter Solutions (where owners 
advertise for their villas). 
 
 
Motor coach & train transfer: As Ryanair flights take off and land in secondary airports, passengers 
who do not own a car or do not want to let it in the airport parking lot have to find a way to cover 
the distance and to go to the airport. In order to increase its revenues, Ryanair sells train and motor 
coach tickets on its own website. Although this service had been delivered by Terravision, a UK 
company specialised in connecting secondary airports to cities all through Europe, since 2004, 
Ryanair sued its partner in 2010 for an alleged breach of a marketing contract, a ϵт Ƴƛƭƭƛƻƴ ǇǊŜƧǳŘƛŎŜ 
according to the plaintiff48. 
 
This method is very similar to the way Ryanair dropped Expedia in 2008.  This will be interesting to 
watch. 
 
 !ǎ ŀ ŎƻƴǎŜǉǳŜƴŎŜΣ wȅŀƴŀƛǊΩǎ ƻŦŦŜǊ ŦƻǊ ƳƻǘƻǊ ŎƻŀŎƘ ŀƴŘ ǘǊŀƛƴ ǘƛŎƪŜǘǎ ƛǎ ǊŀǘƘŜǊ ƭƛƳƛǘŜŘ ƛƴ нлмм 
compared to last year: the company sells train tickets to/for Stansted, Gatwick, Reus (an operation 
base which will be closed on October 2011 because of a dispute regarding subsidies), and a few cities 
in Italy. Other advertised transfers are private transfers. 
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Travel insurance: travel insurance used to be operated by Axa but since March 2011, the service has 
been brought by UK General Insurance (Ireland) Limited. The insurance is delivered according to the 
UK insurance law (even if the passenger travels from a foreign country to another foreign country). 

 
Credit and debit card fees: When ŀǊǊƛǾŜǎ ǘƘŜ ǘƛƳŜ ǘƻ Ǉŀȅ wȅŀƴŀƛǊΩǎ ǘƛŎƪŜǘǎ ƻƴ ǘƘŜ ǿŜōǎƛǘŜΣ ŀƴ ŜȄǘǊŀ ŦŜŜ 
ƻŦ ϵс ƛǎ ŀŘŘŜŘ ǇŜǊ ŦƭƛƎƘǘ ŀƴŘ ǇŜǊ ǘƛŎƪŜǘ. Until September 2011, the only trick to avoid the fee was to 
use a prepaid MasterCard, which remains pretty rare in the United Kingdom. From October, 4th 2011, 
the only way not to pay this fee will be to use Ryanair Cash Passport, a specific type of prepaid 
Mastercard49. hǘƘŜǊ ǇǊŜǇŀƛŘ aŀǎǘŜǊŎŀǊŘǎ ǿƛƭƭ ƎŜƴŜǊŀǘŜ ŀ ϵс ŦŜŜ ǇŜǊ ŦƭƛƎƘǘ ŀƴŘ ǇŜǊ ǘƛŎƪŜǘΦ 
 
Lƴ Wǳƭȅ нлммΣ wȅŀƴŀƛǊ ǿŀǎ ŦƛƴŜŘ ϵрллΣллл ōȅ ǘƘŜ Lǘŀƭƛŀƴ !ƴǘƛǘǊǳǎǘ !uthority for unfair business 
practices. The company was condemned for a lack of transparency, inadequacy and lack of 
information. In particular, the statement pointed out that Ryanair failed to notice passengers of 
additional costs such as the credit card fees. 
 
The airplane company was also told to stop credit card fees in June 2011 by the UK Office of Fair 
Trading which stated that this fee did not reflect the real cost of the transaction and was not clearly 
announced upfront50. 
 

Car hire 
 
Hertz has been RyŀƴŀƛǊΩǎ ƭƻƴƎ ǎǘŀƴŘƛƴƎ ǇŀǊǘƴŜǊ ŦƻǊ ŎŀǊ-hire services (maybe the only long-standing 
partner as the first agreement goes back to 1998). The two companies signed a 5-year renewal 
agreement in April 2009. The agreement between the two companies is based on a per-passenger 
fee according to Ryanair 2010 annual report51. 
In fact, in 2007, car-ƘƛǊƛƴƎ ƎŜƴŜǊŀǘŜŘ ŀ ϵнноΦфтн Ƴƛƭƭƛƻƴ ǊŜǾŜƴǳŜ ŦƻǊ пн Ƴƛƭƭƛƻƴ ǇŀǎǎŜƴƎŜǊǎ ǿƘŜǊŜ ƛƴ 
нлмлΣ ǘƘƛǎ ǎŜǊǾƛŎŜ ƎŜƴŜǊŀǘŜŘ ŀ ϵнфΦф Ƴƛƭƭƛƻƴ ǊŜǾŜƴǳŜ ŦƻǊ тн Ƴƛƭƭƛƻƴ ǇŀǎǎŜƴƎŜǊǎ όƘŜƴŎŜ ŀ ŎƻƳƳƛǎǎƛƻƴ 
ƻŦ ϵлΦпм per passenger and per flight).  
 
Mobile phone roaming services: Ryanair has offered roaming services in Europe through its partner 
Maxroam since March 2011. Passengers can buy a pre-paid SIM card with an advertised lower cost 
by minute52. 
 

In-Flight 
 

Beverages, food and merchandise: Consistent with its business model, beverage and food are not 
ƛƴŎƭǳŘŜŘ ƛƴ wȅŀƴŀƛǊΩǎ ǘƛŎƪŜǘ ŦŀǊŜΦ ¸ŜǘΣ ǘƘŜ ŎƻƳǇŀƴȅ ƛǎ ǊŜŎƻƎƴƛǎŜŘ ǘƻ ōŜ ƻƴŜ ƻŦ ǘƘŜ Ƴƻǎǘ ŜȄǇŜƴǎƛǾŜ 
ones when it comes to in-flight catering53. Cabin crew members are incentivised on the sales and 
caterers are charged a per-flight fee so that their products can be sold on Ryanair flights. 
Ryanair is so attached to its ancillary revenues that the company made a passenger pay for a drink 
and food after he fell because he was ill. It is interesting to note that the company does not have any 

blanket or defibrillator on board54.  
 
Publicity: Ryanair generates revenues 
through putting advertisement on and in its 
planes. Publicity may be visual or via the 
public address system: in the (free) in-flight 
magazine, on boarding cards, on overhead 
lockers and tray tables, on the side of its 
planes55.   

 

Schematic representation of advertisement space in a Ryanair aircraft 
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Internet income 
 
Gift vouchers: Ryanair sells gift vouchers on the first page of its website. The use of this voucher is 
ŎƻƴǎǘǊŀƛƴƛƴƎΥ ŀŘƳƛƴƛǎǘǊŀǘƛǾŜ Ŏƻǎǘǎ ŀǊŜ ŀǎ ƘƛƎƘ ŀǎ ϵр ŦƻǊ ǘƘŜ ƎƛǾŜǊΣ ǘƘŜ ǾƻǳŎƘŜǊǎ Ƴǳǎǘ ōŜ ǳǎed within a 
12-ƳƻƴǘƘ ǘƛƳŜƭƛƴŜ ŦǊƻƳ ǘƘŜ ǇǳǊŎƘŀǎŜΣ ŀƴŘ ŀƭƭ ǾƻǳŎƘŜǊǎ ŀǊŜ ƛǎǎǳŜŘ ŀǎ ŀ ƳǳƭǘƛǇƭŜ ƻŦ ϵнр ŀƴŘ ϵрлΦ LŦ ŀ 
ǾƻǳŎƘŜǊ ƛǎ ǇŀǊǘƛŀƭƭȅ ǊŜŘŜŜƳŜŘΣ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜ ƛǎ ƭƻǎǘΣ ƛΦŜΦ ƛŦ ǘƘŜ ŦŀǊŜ Ŏƻǎǘǎ ϵонΣ ǘƘŜ ǊŜŎŜƛǾŜǊ ǿƛƭƭ ǳǎŜ ŀƭƭ 
ƻŦ ŀ ϵрл ǾƻǳŎƘŜǊ ŀƴŘ ǿƛƭƭ lose ϵмуΦ ¢ƘŜ ŀŘǾŀƴǘŀƎŜǎ ŀǊŜ ƴǳƳŜǊƻǳǎ ŦƻǊ ǘƘŜ ŎƻƳǇŀƴȅ ŀǎ ƛǘ ƎŜƴŜǊŀǘŜǎ 
ŜȄǘǊŀ ǊŜǾŜƴǳŜǎ ƛƴ ŀŘǾŀƴŎŜΣ ƛǘ ƛƴŎǊŜŀǎŜǎ ǘƘŜ ƴǳƳōŜǊ ƻŦ ǇŀǎǎŜƴƎŜǊǎ ŀƴŘ ŘǳŜ ǘƻ ǘƘŜ ϵнр ŀƴŘ ϵрл 
constraint, creates extra revenues at no cost for the company. 
 
wŜǾŜƴǳŜǎ ŦǊƻƳ wȅŀƴŀƛǊΩǎ ǿŜōǎƛǘŜΥ as Ryanair does not allow sales through third parties and as each of 
its 72 million passengers must check-in through the website, the number of people visiting 
Ryanair.com is as high as 15 million monthly unique visitors. 
 
Ryanair monetises its website in two ways: it offers the possibility to advertise on the website and in 
the newsletters sent to customers and it also generates revenues from the various partnerships we 
detailed previously, turning the website not only into a website dedicated to air travel but a website 
where one may buy entire holidays on the cheap. !ƴ ŀƴƛƳŀǘŜŘ ōŀƴƴŜǊ ƻƴ wȅŀƴŀƛǊΩǎ Lǘŀƭƛŀƴ ǿŜōǎƛǘŜ 
ŦƻǊ ƻƴŜ ƳƻƴǘƘ ǿƛƭƭ Ŏƻǎǘ ϵоутΣслл ǿƘŜǊŜŀǎ ŀǎ ǎƛƳǇƭŜ ǘŜȄǘ ƭƛƴƪ ǿƛƭƭ ōŜ ƛƴǾƻƛŎŜŘ ϵмнлΣллл ŦƻǊ ŀ ȅŜŀǊ56. 
 
Frequent flyer activities: ŜǾŜƴ ƛŦ ǘƘƛǎ ƛǎ ƴƻǘ ƛƴ wȅŀƴŀƛǊΩǎ ǾŀƭǳŜǎ ǘƻ ŘŜǾŜƭƻǇ ōǊŀƴŘ ƭƻȅŀƭǘȅΣ ǘƘŜ ŎƻƳǇŀƴȅ 
launched a credit card in partnership with MBNA, GE Money, Banco Santander, respectively available 
to Irish (MBNA), Swedish and Polish (GE Money), and UK (Banco Santander) residents. Revenues are 
generated from the number of cards sold and the revenues created by the use of the credit cards. 
 
For the customer, use of the card will offer free flights with Ryanair under certain conditions. For 
instance, expenses are cumulated over a 6-month period. This time period is fixed in two strips: 
between December, 11th to June, 10th and June, 11th to December 10th. 
 
 

 
 
Once again, as for the gift vouchers, the use of these free flights must obey to strict constraints: 

¶ Limited seat availability 

¶ No travel during July and August 

¶ 8-month validity from day of issue 

¶ Flights must be booked one month in advance 

¶ All taxes and fees are paid by the reward traveller 
 
Like with plane tickets, the credit card by Ryanair does not seem as advantageous as at first view 
when taking into account the constraints and the number of promotions the company offers on its 
ŦŀǊŜǎ όŦǊƻƳ ϵлΦфф ǘƻ ϵмлύΦ 
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!ǎ ŀ ŎƻƴŎƭǳǎƛƻƴΣ ŀƴŎƛƭƭŀǊȅ ǊŜǾŜƴǳŜǎ ŀǊŜ ƴƻǘ ƳƛƴƻǊ ƛƴ wȅŀƴŀƛǊΩǎ ǎǘǊŀǘŜƎȅΦ ¢ƘŜ ŀƛǊƭƛƴŜ ǇǊƻƳƻǘŜǎ ŀ ƭƻǿ 
fare from point A to point B and monetises every service around the trip from checked-in luggage to 
car-hiring. In most cases, the company subcontracts the services and creates partnerships with third 
ǇŀǊǘƛŜǎΦ ¢Ƙƛǎ ŎƻƴǘǊŀŎǘ ƛǎ ōŀǎŜŘ ƻƴ wȅŀƴŀƛǊΩǎ ǎǘǊŜƴƎǘƘΥ ƛǘǎ мр Ƴƛƭƭƛƻn monthly unique visitors. It does not 
come as a surprise that a job offer as an Online Sales Executive (ancillary revenues) requires 
ά9ȄǇŜǊƛŜƴŎŜ ƛƴ ƳƻƴŜǘƛsƛƴƎ ǿŜōǎƛǘŜ ǘǊŀŦŦƛŎέ ŀǎ ŀ ŎƻǊŜ ŎƻƳǇŜǘŜƴŎȅ57. 
 
 
 

B ς Turning costs into revenues 
 

1- Planes: how to turn the most expensive commodity into a bargain 
 

When Ryanair started its operations between Waterford and London-Gatwick in 
1985, it was operating only one route on one plane, a 15-seater Embraer 
Bandeirante aircraft. It is now operating more than a thousand routes and has over 
250 planes in its active fleet. For the past twenty-five years, the company has been 
expanding its fleet at an outstanding rate, moving through different strategies and 
adapting to the global context and its own financial capabilities to increase overall 
service capacity. 
 
When it comes to buying, using and reselling airplanes, Ryanair, as in all other 
sector of its business has been tightly managing costs while consistently striving for 
profit and capacity maximisation. In that area, the company has made a name for 
itself by driving a hard bargain and always making the most of its airplanes, be it 
with its order of a 100 Boeing 737-800 in 2002 or its record average turn-around 
time of 25 minutes at airports. 

 
 
 
 
 
 

 

Haggling for aircraft 
 
A growth fuelled with aircraft: over the years Ryanair has used many types of aircraft, starting with 
small 15-seaters from Embraer to the large fleet of 189-seaters Boeing-737 it now owns. Still, when it 
ŎƻƳŜǎ ǘƻ ŀƛǊŎǊŀŦǘΣ wȅŀƴŀƛǊΩǎ ƘƛǎǘƻǊȅ Ŏŀƴ ōŜ split into two epochs. With the divide set somewhere 
around the time it first started buying from Boeing. 
 
In its first era, Ryanair followed the opportunistic behaviour a lot of small low-cost companies follow 
when it comes to aircraft. Namely, it bought whatever suited its needs best, but in a manner highly 
determined by price, passenger volumes and financing abilities. The company ended flying many 
different types of aircraft, with widely different capacities and requirements. 
 
It could be said that everything changed with the first Boeing 737-800 Ryanair bought in 1999. 
However, the extent of that shift was not to be fully appreciable until its massive order of 2002. At 
that time, Ryanair had already bought 21 Boeing 737-200 and 71 Boeing 737-800. Yet, it was in need 
of more, badly. 
 



w¸!b!LwΩ{ BUSINESS MODEL 2011 AIR SCOOP 

 

17 
 

Buying aircraft, the Ryanair way: in 2002, decided it was time to buy more aircraft, but not just a few, 
a lot more. The company was planning for a 25% per annum passenger growth and its stock market 
introduction had been successful enough to provide it with large amounts of cash to spend. After 
ƭŜƴƎǘƘȅ ǳƴŘŜǊŎƻǾŜǊ ƴŜƎƻǘƛŀǘƛƻƴǎ ǿƛǘƘ !ƛǊōǳǎ ŀƴŘ .ƻŜƛƴƎΣ ƛƴ ǘƘŜ ōŜƎƛƴƴƛƴƎ ƻŦ нллнΣ aƛŎƘŀŜƭ hΩ[ŜŀǊȅ 
announced it had reached a deal with for a hundred Boeing 737-800 and an additional 50 options, to 
be delivered gradually until 2008. For the company, the time seemed right and a lot of reasons stood 
behind its choice:   

¶ Ryanair was in a strong position, gaining momentum to take the undisputed lead on the 
European low-cost market 

¶ The terrorist attacks of 9/11 had triggered a heavy downfall in the demand for new and used 
aircraft, putting aircraft makers under heavy pressure 

¶ Boeing was offering a competitive offer: an estimated 37% rebate. 

¶ Boeing 737-800 offered more seat and lower per-seat cost than competing aircraft 

¶ Ryanair already owned a sizeable fleet of Boeing 737-800 

¶ Moving to a mono-aircraft fleet would generate important economies of scale 

¶ The opportunity for phased deliveries would allow the company to fuel a steady growth 

¶ Widespread use of the Boeing 737-800 meant cheaper parts and a large pool of pilots to 
choose from 
 

Of course, what really closed the deal were the financial conditions Ryanair managed to obtain from 
Boeing and CFM (which was to provide the motors). Along with that was the advantageous loan 
ƻŦŦŜǊŜŘ ōȅ !ƳŜǊƛŎŀΩǎ 9ȄǇƻǊǘ LƳǇƻǊǘ .ŀƴƪΣ ŎƻǾŜǊƛƴƎ ур҈ ƻŦ ŘŜŀƭΣ ǿƘƛƭŜ wȅŀƴŀƛǊ ƻƴƭȅ ƘŀŘ ǘƻ ōǊƛƴƎ ƛƴ ǘƘŜ 
remaining 15% in cash. The total transaction would have amounted to $9.1 billion, had the aircraft 
been bought at their normal mark-up price. However, the deal obtained by Ryanair is known to have 
brought the bill much lower. 
 
wȅŀƴŀƛǊΩǎ ōƻǎǎΣ aƛŎƘŀŜƭ hΩ[ŜŀǊȅΣ ƛǎ ƪƴƻǿƴ ǘƻ ŘǊƛǾŜ ŀ ƘŀǊŘ ōŀǊƎŀƛƴ ōǳǘ ƛƴ ǘƘŜ нллн .ƻŜƛƴƎ ƴŜƎƻǘƛŀǘƛƻƴ 
he seemed to outdo himself. Not limiting his foray to only one aircraft manufacturer he pitted Boeing 
ŀƎŀƛƴǎǘ !ƛǊōǳǎΣ ǊŜǇƻǊǘŜŘƭȅ ŦŀȄƛƴƎ ŜŀŎƘ ƻƴŜ ǘƘŜ ƻǘƘŜǊΩǎ ƻŦŦŜǊ ǎƻ ŀǎ ǘƻ ŘǊƛǾŜ ǇǊƛŎŜǎ ŘƻǿƴΦ IŜ ƘŀŘ 
apparently managed to get Airbus to cut its prices by half and was getting ready for a public 
announcement when Boeing made a last-minute bargain that seized the deal58. Later, describing the 
ŘŜŀƭ ǿƛǘƘ .ƻŜƛƴƎΣ aƛŎƘŀŜƭ hΩ[ŜŀǊȅ ǿƻǳƭŘ ōŜ ǉǳƻǘŜŘ ƛƴ ǎŀȅƛƴƎ άǿŜ ǊŀǇŜŘ ǘƘŜƳέ59. 
 
The deal was widely quoted, at the time, as illustrating the powerful negotiating skills of Ryanair and 
the strategic opportunism of its management. Ryanair had been able to see that the downturn the 
airline industry had been facing since the end of 2001 was temporary and that it could take 
advantage of it. By choosing to invest when nobody else wanted to, it gained in bargaining power; all 
the more as Boeing was facing dire financial difficulties and not in a position to refuse a 100 aircraft 
offer. Eventually, investing at that time gave Ryanair the momentum to make the most of the air 
travel crisis and effectively follow its growth predictions by being able to cater to customers once the 
crisis was over. 
 

Subsequent acquisitions 
 
2003 Boeing contract: experiencing better perspectives than previously thought, Ryanair went back 
to Boeing as soon as 2003, to revise its order. It added 25 more firm orders for Boeing 737-800 and 
added 75 options to the deal. This brought the total order to a potential 250 aircraft and extended 
the delivery calendar to 2010. It ensured the company could close the decade with increasing 
capacity and maintain an aggressive stance on the market throughout the period. 
Notably, Ryanair managed to negotiate the revised order on the same price basis it had done the 
ȅŜŀǊ ōŜŦƻǊŜΦ hƴŎŜ ŀƎŀƛƴ ǇǊƻƻŦ ƻŦ ǘƘŜ ŀƛǊƭƛƴŜΩǎ ƛƳǇǊŜǎǎƛǾŜ ƴŜƎƻǘƛŀǘƛƴƎ ŀōƛƭity, the deal also highlighted 
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a daring strategic behaviour as the company took further advantage of the bargain it had obtained 
the year before. 
 
2005 Boeing contract: a few years later, Ryanair went back once again to Boeing. The company was 
apparently set on taking action to ensure prolonged growth beyond 2010 and expand its fleet. Once 
again, the company managed to negotiate on the basis of its previous orders, overwriting preceding 
quantities. The deal revised and integrated the 2002 and 2003 orders, adding 70 firm orders and as 
many options to the remaining 89 firm orders and 123 options left standing. 
 
This was also the last deal negotiated with Boeing. Actually, it is almost surprising that Ryanair 
managed to keep buying at reduced prices as, since then, global economic trends were faring much 
better (and would do so at least until 2008). The only prolongations of that contract were made 
through punctual purchase of aircraft that had been listed as options in the deal. 
 

 
 
In a recent interview60, MichŀŜƭ hΩ[ŜŀǊȅ ƛƴŘƛŎŀǘŜŘ ǘƘŀǘ the airline still had to take delivery of a further 
40 aircraft to be delivered until March 2013 hence it will have the full extent of its order from Boeing. 
Yet, it would need 60 aircraft to meet the potential demand. 
 
A breakdoǿƴ ƻŦ wȅŀƴŀƛǊΩǎ ƻǊŘŜǊ ǿƛǘƘ .ƻŜƛƴƎ ǊŜŀŘǎ ŀǎ ŦƻƭƭƻǿΥ 
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Leasing, reselling and disposal 
 
aŀȄƛƳƛǎƛƴƎ ŀƛǊŎǊŀŦǘ ȅƛŜƭŘΥ wȅŀƴŀƛǊΩǎ ƭŜŀǎƛƴƎ ǎǘǊŀǘŜƎȅ. Ryanair operates two types of leasing on its 
aircraft. At any time, the company offers wet leasing services through a page on its website. Other 
companies can rent an aircraft for a given (industry standards are relatively short) time with its full 
cabin crew and pilots. This gives Ryanair the opportunity to maximise yield on underused aircrafts 
and crews. 
 
The second, and probably most important, type of leasing Ryanair employs is the dry leasing of 
aircraft. Until now Ryanair has bought almost all of its aircraft thanks to guarantees offered by the 
Export-Import Bank of the United States (Ex-Im Bank). Otherwise the airline resorts to Japanese 
Operating Leases with Call Options (JOLCOs) which are comparable to finance lease. Over the years, 
the airline has had to rely more and more on exotic financing options. It has entered Sale & 
Leaseback agreements for a sizeable part of its fleet, and has entered a number of derivative 
transactions intended to hedge debt obligations generated by aircraft acquisitions61. All these 
financial technics have the goal and the effect of liberating more directly available cash-flow and help 
ōŀƭŀƴŎŜ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŦƛƴŀƴŎƛŀƭ ǎƘŜŜǘ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ŜŀŎƘ ǘŜǊƳΦ ¢ƘŜ ŎƻǳƴǘŜǊǇŀǊǘ ƛǎ ǘƘŀǘ ǘƘŜȅ ǇƭŀŎŜ ŀ 
heavier burden of debts on the company and increase its exposure to variations of the financial 
market.  
 
Disposal: an average Boeing 737-800 has an expected service life of 23 years. Since Ryanair buys 
ǘƘŜƳ ƴŜǿΣ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŦƭŜŜǘ ǎǘƛƭƭ ŜƴƧƻȅǎ ŀ ǊŀǘƘŜǊ ƘƛƎƘ ƭƛŦŜ ŜȄǇŜŎǘŀƴŎȅΦ IƻǿŜǾŜǊΣ ǘƘŀǘ Ƴŀȅ ƴƻǘ 
shelter Ryanair from having to renew its fleet over time. As a matter of fact, the airline while 
purposely showing off as the cheapest around has always put a high emphasis on the fact that its 
fleet is the youngest among competitors, implying that it may also be the safest. 
 
Since it first got its B737-800, Ryanair has disposed of very few planes, reselling a total 45 of them 
ǎƛƴŎŜ нллтΦ ! ŎƻƳōƛƴŀǘƛƻƴ ƻŦ ŦŀŎǘƻǊǎ Ƴŀȅ ƘŀǾŜ ƳƻǘƛǾŀǘŜŘ ǘƘƻǎŜ ǎŀƭŜǎΦ CƛǊǎǘΣ ƛǘ ƛǎ ƛƴ ǘƘŜ ŎƻƳǇŀƴȅΩǎ 
interest to get rid of its oldest aircraft to maintain a low average fleet age. Probably even more 
decisive are the fluctuation of the second-hand aircraft market. Rising prices could allow the airline 
to sell its aircraft at a good price, perhaps even superior to what Ryanair paid for them in the first 
place, once again allowing for a sizeable profit and boosted annual results. 
 
Aircraft fitting: as with a lot of things, Ryanair has entirely streamlined the internal outfitting of its 
aircrafts, choosing to adopt a set design for the entirety of its fleet. However, the outfitting leans on 
the minimal side of things, stripping a lot of what customers have been used to with other companies 
ŀƴŘ ƻƴƭȅ ŀŘŘƛƴƎ ǿƘŀǘ ŎƻǳƭŘ ōǊƛƴƎ ƛƴ ƳƻƴŜȅΦ Lƴ ŦŀŎǘ ǘƘŜ ƻƴƭȅ ǘƘƛƴƎǎ wȅŀƴŀƛǊ Ƙŀǎ άŀŘŘŜŘέ ǘƻ ǘƘŜ .тот-
800 are the winglets the company had installed on its entire fleet. With rising fuel costs, blended 
winglets have allowed to company to extract better performances from its aircraft and reduce fuel 
consumption by an estimated 4%. 
 
¢ƘŜ ŀƛǊƭƛƴŜΩǎ ǎŜŀǘƛƴƎ ŎƻƴŦƛƎǳǊŀǘƛƻƴ ǊŜŀŎƘŜǎ ǘƘŜ ƳŀȄƛƳŀƭ ŘŜƴǎƛǘȅ ǇƻǎǎƛōƭŜ ƻƴ ŀ .тот-800, cramming 
189 seats inside the aircraft but only leaving олέ ōŜǘǿŜŜƴ ŜŀŎƘ ǎŜŀǘΦ bƻǘ ǎǳǊǇǊƛǎƛƴƎƭȅΣ ƛƴǘŜǊƴŀƭ 
arrangement is highly dependent on profitability. For instance, most of the times, only the front 
cargo bay will be used so as to accelerate loading and unloading processes. By the same token, in its 
MoU with Comac, Ryanair specifically asked for a 199 seats arrangement as 200 seats would legally 
force the company to add another flight attendant to its aircraft crew. Seats themselves have been 
heavily modified to avoid all unnecessary expenses: they do not recline, are devoid of seat pockets 
and folding tablets and emergency instructions are printed and stuck on the back of the headrest. As 
a consequence, in-flight magazines and convenience bags are only available on request.  
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The company has also been able to monetise any blank space it had inside the planes, advertising on 
overhead compartments and over the Public Announcement system during flights. For a time, it even 
tried putting advertisement on its convenience bags and on the fuselage of its aircraft. 

 
Speculative projects include: making passengers pay to use the toilets: a controversial project 
regularly resurfacing in the press. While there are no actual legal limitations to this, technical 
difficulties would greatly limit profitability. 
Suppressing two toilets at the rear of the plane: like the preceding idea, while there are no legal 
limitations, leaving only one lavatory inside a 189-seat plane would have too high a negative effect 
on passengers. 
Installing standing seats on short haul flights: beyond the legal and technical limitations (the seats 
would have to be able to withstand 16G forces) to such endeavour, as of now only conceptual 
solutions exist for standing seats, and it appears there would be little to gain from them in terms of 
space. 
 
Aircraft usage: while, when it comes to using airplanes, Ryanair has to use more or less the same 
rules as other companies, a few salient features stand out in practice, most of them revolving around 
reducing turnaround time and fuel consumption: 
 
Avoiding large hubs and choosing to land at small, less congested, airports 
For reasons exposed before (as well as for financial reasons), Ryanair tends to select smaller airports 
to land its plane. While this has given the airline a reputation of taking its passenƎŜǊǎ άŦǊƻƳ ƴƻǿƘŜǊŜ 
ǘƻ ƴƻǿƘŜǊŜέ62, ƛǘ Ƙŀǎ ŀƭǎƻ ƭŀǊƎŜƭȅ ǎŜǊǾŜŘ wȅŀƴŀƛǊΩǎ ǎŜƭŦ-proclaimed reputation for punctuality63, 
ŀǾƻƛŘƛƴƎ ōƻǘƘ ǎƭƻǘ ǎȅǎǘŜƳǎ ŀƴŘ ŘƛǊŜŎǘ ŎƻƳǇŀǊƛǎƻƴ ǿƛǘƘ ŎƻƳǇŜǘƛǘƻǊǎΦ ¢ƘŜ ŎƻƳǇŀƴȅΩǎ ƘǳƎŜ ŎǳǎǘƻƳŜǊ 
base serves it well when it comes to negotiating premium service with small airport who take such 
amounts of potential passengers as a blessing. 
 
Relying on a point-to-point route system 
Most low-cost carriers have based their route system on the deduction that they would be more 
profitable if they maximised aircraft flying time rather than trying to ensure connections and that 
their passengers would find a way to get to their final destination no matter how long it took them. 
Ryanair is no exception and its route system generally ignores large hubs, even where it could, the 
company does not offer connecting flights. 
 
Having cabin cleaning performed by cabin crew 
Instead of relying on external contractors to provide aircraft cabin cleaning at airports during 
turnaround, Ryanair contractually has its employees perform cleaning between flights64. Planes are 
completely cleaned at the end of the day by a dedicated cleaning service but, in between flights, 
cleaning is offloaded on on-board crew. This has occasionally led to hurried deplaning of passengers 
so that the crew had enough time to start cleaning within the 25 minutes timeframe before the next 
flight65 and occasionally botched clean-up inside the plane. As a result, echoes of general filthiness 
ƘŀǾŜ ǎǘŀƛƴŜŘ wȅŀƴŀƛǊΩǎ ǊŜǇǳǘŀǘƛƻƴ66. 
 
Not using pre-assigned seats 
Pre-assigned seats may usually prove useful for carriers in that it allows for smooth charge 
repartition and balancing of the plane but, on the other hand, it also adds tremendous complication 
by requiring elaborate computerised check-in system and sequenced boarding of the plane. Because 
it practices a single-class formula, Ryanair actually has the ability to board its passenger quicker. The 
only constraint it has is to put priority boarding passengers forward ς when it actually does so67. 
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Deplaning and boarding passengers through both doors of the plane 
For the same reason as the preceding point, Ryanair has the opportunity to board its passengers 
almost all at the same time. To minimise boarding time cabin crew are instructed to board 
passengers through both doors of the plane at the same time. This ends up to almost halving 
deplaning and boarding time. But can lead to severe interference between normal passengers and 
priority-boarding passengers68. 
 
Loading/unloading cargo in only one bay 
Even if RyanŀƛǊΩǎ ƳŀȄƛƳǳƳ Ŏŀōƛƴ ƭǳƎƎŀƎŜ ƛǎ ƳǳŎƘ ǎƳŀƭƭŜǊΣ ŀƴŘ ƳǳŎƘ ƳƻǊŜ ǘƛƎƘǘƭȅ ŜƴŦƻǊŎŜŘ ǘƘŀƴ ǘƘŜ 
ƛƴŘǳǎǘǊȅΩǎ ŀǾŜǊŀƎŜΣ ǘƘŜ ŎƘŀǊƎŜǎ ƛǘ ƛƳǇƻǎŜǎ ƻƴ ŎƘŜŎƪŜŘ-in luggage act as a strong incentive on its 
passengers to travel lightly. As a result, the company tends to carry way fewer checked-in baggage 
than any other ς to the point where it is thinking about moving to a 100% carry-on luggage policy. 
Such small average cargo load allows it to open only one cargo bay for luggage, which makes for 
much quicker loading/unloading and, as a consequence, participates in decreasing turnaround time. 
 
Relying on a single type of aircraft to minimise maintenance costs and facilitate swift servicing 
This point has already been explored in depth, but the fact that Ryanair has extended the use of 
Boeing 737-800 to the entirety of its fleet is a strong factor in its quick turnarounds. The 737-800 is a 
common type of plane in the airline industry and it is easy to find a large pool of qualified contractors 
to work on it during turnarounds.  
 
Imposing strict fuel consumptions limits on its pilots to avoid repetitive refuelling 
This will be explored more into details further on, but Ryanair puts a lot of pressure on its pilots for 
them to limit fuel consumption. Usually pilots have decisional power over the marginal fuel supply 
they want to load in excess, in case external contingencies would require the plane flying longer than 
foreseen or consuming more fuel. Ryanair enforces a very strict policy, limiting that additional 
reserve to 300 kilograms (or, depending on prices, ŀ ǾƻƭǳƳŜ ŎƻǎǘƛƴƎ ŀ ƳŀȄƛƳǳƳ ƻŦ ϵ227) of extra 
fuel69. That amount of fuel translates into very little additional flight time, on average five minutes 
extra once the tanks are empty, leaving planes in a very difficult situation if they are rerouted at the 
last minute. To ensure that pilots will not binge on fuel, the company allegedly internally ranks its 
pilots based on their capacity to economise fuel. Such drastic measures have been noted to lead to 
quicker escalation in case of emergenŎȅ ŀƴŘ ƳƻǊŜ ŦǊŜǉǳŜƴǘ άƳŀȅŘŀȅǎέ ƻƴ ǇŀǊǘ ƻŦ wȅŀƴŀƛǊ Ǉƛƭƻǘǎ 
requesting priority landing at airports70.   
 
Advantages and efforts to improve: there are many advantages for Ryanair in limiting turnaround 
time. As of now its strategy fills both objectives of cost-minimisation and profit-maximisation. Crew 
cleaning the cabin, fuel limits and a single type of aircraft all contribute to diminishing cost incurred. 
On the other side, deplaning and boarding rules, cargo loading as well as airport choices all 
contribute to accelerate general turnaround time ς the most efficient tool being, perhaps, the 
pressure put on crew and pilots to respect their timing ς and maximise aircraft flying time and 
general profits. 
 
Steps have been outlined towards streamlining the process even more. Moving to a 100% carry-on 
ƭǳƎƎŀƎŜ ǇƻƭƛŎȅ ǿƻǳƭŘ ŎƻƴǎǘƛǘǳǘŜ ŀ ǎǘŜǇ ƛƴ ǘƘŀǘ ŘƛǊŜŎǘƛƻƴΦ LƴŘŜŜŘΣ άƻƴ-ǘƛƳŜέ ǇŜǊŦƻǊƳŀƴŎŜǎ ŀǊŜ ŀ ƳŀƧƻǊ 
ŎƻƳǇƻƴŜƴǘ ƻŦ wȅŀƴŀƛǊΩǎ ŎƻƳƳǳƴƛŎŀǘƛƻƴ ǎǘǊŀǘŜƎȅΦ 9ǾŜƴ ƛŦ ǘƘŜ ŎƻƳǇŀƴȅ ƛǎ ƴƻǘ ŀ ƳŜƳōŜǊ ƻŦ L!¢!Σ ŜǾŜƴ 
if it is widely known to be the only one flying its routes, to set its own timing goals and to make its 
own measurements, it has to maintain at least a tangible expression of willingness to be on time for 
its passengers. Rushing turnarounds is a key tool towards that goal71. 
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2- Personnel: human resources, human revenues 
 

Cabin crews 
 

Being a flight attendant is often associated with glamourous visions of a life of luxury, leisure and 
travels. However, it is generally recognised, in the airline industry, as a job of hardship, long hours 
and complicated family life. Cabin crews at Ryanair are no exception to this second statement. In 
fact, they may even be in a worse situation. They work longer hours, they are more vulnerable to the 
whims of higher management and they lack adequate representation. Not that Ryanair purposely 
tries to alienate its personnel but, as we will see, their condition is the direct result of the company 
all around cost-cutting policy. 
 
Recruitment: when considering cabin crews at Ryanair, one must keep in mind that the average turn-
over rate is much higher with the Irish low-cost than with most other airlines. This fact combined 
ǿƛǘƘ ǘƘŜ ǊŀǘŜ ƻŦ ŜȄǇŀƴǎƛƻƴ ŀƴŘ ƎǊƻǿǘƘ ǘƘŜ ŀƛǊƭƛƴŜ Ƙŀǎ ōŜŜƴ ǳƴŘŜǊƎƻƛƴƎ ŜȄǇƭŀƛƴǎ ǘƘŜ ŎƻƳǇŀƴȅΩǎ 
seemingly never-ending appetite for new recruits.  
 
To satisfy this need, Ryanair recruits everywhere in Europe ς even in places where it rarely flies ς and 
it is no surprise its flight attendants are sometimes chastised for their poor command of English. It 
seems that Ryanair takes advantage of the lower minimum wages in poorer countries of Eastern 
Europe to lure aspiring flight aǘǘŜƴŘŀƴǘǎ ǿƛǘƘ ƛǘǎ ŀŘǾŜǊǘƛǎŜŘ ϵ1,млл ǘƻ ϵм,400 monthly salaries. 
 
To say that Ryanair takes care of the recruitment process is an inaccurate statement in itself. All the 
recruitment process, up to the first years of employment, is externalised to four subcontracting 
agencies which work exclusively for the company (under a three year contract): Crewlink, Dalmac, St. 
James Management and Cavok. It is supposed the multiplicity of agencies allows the company to take 
advantage of competition between them and drive cost down. 
 
The selection process is fairly straightforward, with regular meeting days organised around Europe, 
where aspiring flight attendants are selected on the basis of their file and a quick interview. Those 
ǎŜƭŜŎǘŜŘ ŀǊŜ ǘƘŜƴ ǎŜƴǘ ǘƻ ƻƴŜ ƻŦ wȅŀƴŀƛǊΩǎ ōŀǎŜǎΣ ǘƻ ǳƴŘŜǊƎƻ ǘǊŀƛƴƛƴƎ ǳnder the supervision of Ryanair 
employees. At this point they have to pay a non-ǊŜŦǳƴŘŀōƭŜ άŘŜǇƻǎƛǘέ ƻǊ άŀŎŎŜǇǘŀƴŎŜ ŦŜŜέ ǾŀǊȅƛƴƎ 
ōŜǘǿŜŜƴ ϵнфф ό5ŀƭƳŀŎύ ŀƴŘ ϵ550 (Crewlink). This ensures that applicants will stay motivated and 
covers for the first real expenses they incur. 
 
Thanks to its mono-ŀƛǊŎǊŀŦǘ ŦƭŜŜǘ ǇƻƭƛŎȅΣ wȅŀƴŀƛǊΩǎ Ŏŀōƛƴ ŎǊŜǿ ǘƘŜƻǊŜǘƛŎŀƭ ǘǊŀƛƴƛƴƎ ƛǎ ǊŜƭŀǘƛǾŜƭȅ ǎƘƻǊǘ 
and sparse. Would-be flight attendants only need to know about the Boeing 737-800 and no time is 
wasted on anything beyond that. Depending on the company transfer and transports to training 
locations may be covered as well as administrative fees such as medical examinations, airport 
security passes and tax set-up. It is worth noting that not all recruitment agencies share the same 
άŀƭƭ-inŎƭǳǎƛǾŜέ ǇƻƭƛŎȅ ǘƻǿŀǊŘǎ ƳƛǎŎŜƭƭŀƴŜƻǳǎ ŜȄǇŜƴǎŜǎΣ ŀƴŘ ǎƻƳŜ Ƴŀȅ ŜȄǇŜŎǘ ǘǊŀƛƴŜŜǎ ǘƻ Ǉŀȅ ŦƻǊ ǘƘŜƛǊ 
medical examinations and airport security passes. 
 
At the end of their training, aspiring Ryanair cabin crew have to take on an examination validating 
the whole of their training and granting them official qualifications to become Ryanair flight 
attendants. Though most recruitment agencies claim a 95% success rate for their trainees, it is quite 
doubtful whether the stat is a compliment to the quality of the training or the sign of a poor 
ŜȄŀƳƛƴŀǘƛƻƴΦ !ǎ ǎƘƻǿƴ ōȅ ŀƴ ƛƴǎƛŘŜǊΩǎ ƭƻƻƪ ƛƴǘƻ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǘǊŀƛƴƛƴƎ ǇǊƻŎŜǎǎΣ ǊǳƭŜǎ ŀǊŜ ƴƻǘ ŀƭǿŀȅǎ 
strictly followed during the exam. To the point where the teacher in charge may grant students the 
right to have their books with them, and has been seen blatantly helping students. 
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Ryanair is not the only company in the airline industry to have flight attendants pay for their training, 
many other low-cost companies resort to the same practice. Interestingly, training prices vary widely 
ς ōŜǘǿŜŜƴ ϵнΣллл ŀƴŘ ϵоΣллл ƻǾŜǊŀƭƭ ς between agencies. Many agencies advertise the fact that the 
training needs not be paid for until the student passes the exams and that failing will spare students 
of any cost. This is not entirely true as all of the recruiting agencies require a minimum deposit 
covering between 10% and 20% of the total cost of the formation.  
 
In order to avoid aspiring flight attendants being put off by elevated training costs, recruitment 
agencies have put in place a wide range of strategies. Many of them insist on the fact that students 
only have to pay once they have finished the training ς while offering lower overall costs in training is 
paid upfront and in full ς they also insist on the fact that students can choose to have their training 
expenses deducted from their first year salary on a monthly basis. A major argument put forward to 
entice aspiring flight ŀǘǘŜƴŘŀƴǘǎ ƛǎ ǘƘŜ ŀŘǾŜǊǘƛǎŜŘ ϵмΣнлл άbŜǿ WƻƛƴŜǊΩǎ !ƭƭƻǿŀƴŎŜέ ǎǘudents have 
access to once they are done with their training . Lastly, some recruitment agencies offer custom-
made loans through special partnerships with Irish Banks. 
 
Employment: Ryanair cabin crew share the same duties as any other flight attendants in the industry 
and some more. Base affectation, while supposedly free, is made on a first come first served basis 
and wages do not vary depending on the place of affectation. Consequentially standards of living can 
widely vary for flight attendants depending on where they end up residing. 
 
A few differences in on board duties make working as a flight attendant for Ryanair stand out from 
the rest of the industry. Crews are responsible for sales on board and, while they may earn 
commissions on their sales volume, those commissions have an upward limit and they may be judged 
depending on their performances. Flight attendants are also supposed to take care of commercial 
announcements over the Public Announcement system while in flight and must clean the cabin 
between each deplaning and each boarding. 
 
Their salaries is calculated on their per-hour wages, taking into account that only time spent flying is 
counted as time actually worked. This means that once the plane touches land they cease to earn 
money ς the same is true for pilots actually. To their hourly wages they may add commissions on 
product sold on board, but these have an upper limit. This means that to actually reach advertised 
average monthly wages, crews must multiply flights and pile up on hours. 
 
Yet, once they have managed to get enough flight time to reach a decent salary, they will still have to 
subtract the monthly cost of renting their uniforms from Ryanair and, for the first few years, an 
ŀǾŜǊŀƎŜ ϵмрл ǇŜǊ ƳƻƴǘƘ ǘƻ ŎƻǾŜǊ ǘƘŜ Ŏƻǎǘ ƻŦ ǘƘŜƛǊ ǘǊŀƛƴƛƴƎΦ 
 
Another factor contributing in differentiating flight attendŀƴǘǎΩ ǎƛǘǳŀǘƛƻƴ ŀǘ wȅŀƴŀƛǊ ŦǊƻƳ ŀƴȅǿƘŜǊŜ 
else is the multiplication of contracts and situation among them. This is due first to the fact that 
newcomers are employed between one and three years by their recruiting agency, even though they 
work daily for Ryanair. This allows for higher flexibility for the company but also factors greatly in 
flight attendants stress. Indeed, they may be fired at any point ς and allegedly it mostly happens 
within their twelfth month of employment ς and, if they have requested the ƻǇǘƛƻƴŀƭ ϵмΣнлл άbŜǿ 
WƻƛƴŜǊΩǎ !ƭƭƻǿŀƴŎŜέ ǿƛƭƭ ƘŀǾŜ ǘƻ ǊŜƛƳōǳǊǎŜ ƛǘΦ  
 

Pilots 
 
tƛƭƻǘΩǎ ǎƛǘǳŀǘƛƻƴ ŀǘ wȅŀƴŀƛǊ ƛǎ ŘƛŦŦŜǊŜƴǘ ŜƴƻǳƎƘ ŦǊƻƳ ǘƘŀǘ ƻŦ ŦƭƛƎƘǘ ŀǘǘŜƴŘŀƴǘǎ ŀƴŘ ƻǘƘŜǊ Ǉƛƭƻǘǎ ƛƴ ǘƘŜ 
industry to justify spending some time studying them. It would be easy to say that they are better off 
than cabin crews ς although on some points they are ς but they are faced with their own hardships. 
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Recruitment: hƛǊƛƴƎ ǇƻǎǎƛōƛƭƛǘƛŜǎ ŦƻǊ Ǉƛƭƻǘǎ ŀǊŜ ŘƛǊŜŎǘƭȅ ŀŘǾŜǊǘƛǎŜŘ ƻƴ wȅŀƴŀƛǊΩǎ ǿŜōǎƛǘŜΦ ¢ƘŜ ŎƻƳǇŀƴȅ 
generally looks for both experienced pilots and cadets, but they do not follow the same path. Cadets 
and insufficiently qualified pilots are directed to one of two training agencies: CAE or Oxford Aviation 
Academy. They then follow standards formation procedures apart from the fact that Type-
qualification course, base and line training are exclusively focused on Boeing 737-800. 
Just as flight attendants, pilots are expected to pay for their formation. With both agencies training 
ǘƻ ōŜŎƻƳŜ ŀ Ǉƛƭƻǘ ǘƻǘŀƭǎ ǳǇ ŎƭƻǎŜ ǘƻ ϵол,000, excluding costs of accommodation, travel and 
miscellaneous expenses. These costs are subject to seasonal variations as the market of pilots for 
ƘƛǊŜ ŀƴŘ wȅŀƴŀƛǊΩǎ ƻǿƴ ƴŜŜŘǎ ŦƻǊ Ǉƛƭƻǘǎ ŜǾƻƭǾŜΦ 
 
Employment: iƴ ǎǇƛǘŜ ƻŦ wȅŀƴŀƛǊΩǎ ƻǿƴ ŎƭŀƛƳ ǘƘŀǘ ƛǘǎ Ǉƛƭƻǘǎ ŀǊŜ ŀƳƻƴƎ the best paid in Europe, 
ŜǾƛŘŜƴŎŜ ǎŜŜƳǎ ǘƻ ǎƘƻǿ ǘƘŀǘ ǇƛƭƻǘǎΩ Ǉŀȅ ƛǎ ƭŀǊƎŜƭȅ ǿƛǘƘƛƴ ƛƴŘǳǎǘǊȅ ŀǾŜǊŀƎŜΣ ƛŦ ƴƻǘ ƭƻǿŜǊΦ ¢ƘŜƛǊ ǿŀƎŜǎ 
are calculated, just as flight attendants, based on hours flown and, additionally, depend on the 
number of sectors flown. Pay scŀƭŜ ŀƭǎƻ ŘŜǇŜƴŘǎ ƻƴ ǇƛƭƻǘΩǎ ǉǳŀƭƛŦƛŎŀǘƛƻƴΣ ǎǘŀǘǳǎ ǿƛǘƘƛƴ ǘƘŜ ŎƻƳǇŀƴȅ 
and their own bargaining skills. 
 
!ƭƭ ƛƴ ŀƭƭΣ ōŜŎŀǳǎŜ ƻŦ wȅŀƴŀƛǊΩǎ ƛƴǘŜƴǎƛǾŜ ǳǎŜ ƻŦ ƛǘǎ ǿƻǊƪŦƻǊŎŜΣ Ǉƛƭƻǘǎ ǿƻǊƪƛƴƎ ŘƛǊŜŎǘƭȅ ǿƛǘƘ ǘƘŜ ŎƻƳǇŀƴȅ 
are almost sure to reach the legal maximum 900 hours flown per year and take home a decent pay. 
However, when looking at numbers, one must take into account that they do not have any benefits 
such as pension provision and they have to pay for their security badges and uniforms. Moreover, 
just as flight attendants, pilots often do not even have a copy of their own contracts and may be 
subjected to uncompensated base changes at any time. 
 
An important preoccupation for pilots working with Ryanair is related to the multiplicity of status 
under which pilots work for the company. In effect, not all of them are directly employed by the 
ŀƛǊƭƛƴŜ ŀƴŘΣ ŀǘ ŀƴȅǘƛƳŜΣ ŀ ǎƛȊŜŀōƭŜ ǇŀǊǘ ƻŦ ǘƘŜ ŦƭŜŜǘΩǎ Ǉƛƭƻǘǎ ŀǊŜ ŀŎǘǳŀƭƭȅ ŎƻƴǘǊŀŎǘƻǊǎΦ ¢Ƙƛǎ ŀƭƭƻǿǎ ǘƘŜ 
company greater flexibility in managing the size of its workforce. But the greatest advantage it 
provides is perhaps also the least tangible: correlated with that flexibility is the bargaining power its 
ƎǊŀƴǘǎ wȅŀƴŀƛǊΩǎ ƳŀƴŀƎŜƳŜƴǘΦ  
 
As a result, whereas almost everywhere in the airline industry, pilots exert much power when faced 
ǿƛǘƘ ŎƻǊǇƻǊŀǘŜ ƳŀƴŀƎŜƳŜƴǘΣ wȅŀƴŀƛǊΩǎ Ǉƛƭƻǘǎ ŀǊŜ ŀǎǘƻǳƴŘƛƴƎƭȅ ǎƛƭŜƴǘΦ ¢Ƙƛǎ ŜȄǇƭŀƛƴǎ Ƙƻǿ ǘƘŜ ŎƻƳǇŀƴȅ 
manages to push to practice extremely short turnarounds, flying long hours and refuelling the 
minimum possible. 

 
Ryanair and unions: to divide and rule 

 
!ǎ ǎǘŀǘŜŘ ƛƴ ƛǘǎ ŀƴƴǳŀƭ ǊŜǇƻǊǘǎ άwȅŀƴŀƛǊ ŎƻƴǎƛŘŜǊǎ ƛǘǎ ǊŜƭŀǘƛƻƴǎ ǿƛǘƘ ƛǘǎ ŜƳǇƭƻȅŜŜǎ ǘƻ ōŜ ƎƻƻŘέΦ 
However the company is not particularly renowned for the quality of its employee-management 
relationship or for the amount personal implication employees feel towards or the company or, 
inversely, the company displays towards its employees. As a matter of fact, the company has never 
hidden its disdain of unions and put tremendous efforts in keeping them out of its workforce. 
 
The only form of representation RyanŀƛǊ ŜƳǇƭƻȅŜŜǎ ƘŀǾŜ ŀŎŎŜǎǎ ƛǎ ŎƘŀƴƴŜƭƭŜŘ ǘƘǊƻǳƎƘ ά9ƳǇƭƻȅŜŜ 
wŜǇǊŜǎŜƴǘŀǘƛƻƴ /ƻƳƳƛǘǘŜŜǎέ ό9w/ǎύ ǿƘƻǎŜ ǊŜǇǊŜǎŜƴǘŀǘƛǾŜǎ ŀǊŜ ǎŜƭŜŎǘŜŘ ōȅ wȅŀƴŀƛǊΩǎ ƻǿƴ 
ƳŀƴŀƎŜƳŜƴǘΦ ¦ƴǎǳǊǇǊƛǎƛƴƎƭȅ 9w/ǎ ƘŀǾŜ ȅŜǘ ǘƻ ƘŀǾŜ ōŜŜƴ ǊŜŎƻǊŘŜŘ ŀǎ ƎƻƛƴƎ ŀƎŀƛƴǎǘ ǘƘŜ ŎƻƳǇŀƴȅΩǎ 
will and should not ōŜ ŎƻƴǎƛŘŜǊŜŘ ƛƴŘŜǇŜƴŘŜƴǘΦ ¦ƴƛƻƴǎ ǎŜŜƪƛƴƎ ǘƻ ƻōǘŀƛƴ ǊŜǇǊŜǎŜƴǘŀǘƛƻƴ ƻŦ wȅŀƴŀƛǊΩǎ 
workforce have systematically failed. 
 
After an unsuccessful attempt at obtaining formal recognition, BALPA (the U.K. pilot union) had been 
precluded from seeking a recognition agreement with Ryanair for a period of three years. When the 
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organisation sought again recognition in 2009, Ryanair rejected it. As of now the union is still 
petitioning to obtain recognition. While, according to Ryanair, it seems that BALPA was in all fairness 
rejected in 2001 from representing its pilots, it should not be interpreted as a sign of plain 
satisfaction from their situation. Indeed, the sole existence of an online forum such as Ryanair 
9ǳǊƻǇŜŀƴ tƛƭƻǘǎ !ǎǎƻŎƛŀǘƛƻƴǎ όw9t!ύΣ ǿƘƻǎŜ ǇǳǊǇƻǎŜ ƛǎ άto provide an effective pan-European voice 
and source of support and organisŀǘƛƻƴ ŦƻǊ wȅŀƴŀƛǊ Ǉƛƭƻǘǎέ ƛƴ ŀ άŎƻƴŦƛŘŜƴǘƛŀƭ ŀƴŘ ǊŜƭƛŀōƭŜ ƳŀƴƴŜǊέ ƛǎ 
ǇǊƻƻŦ ǘƘŀǘ ǘƘŜǊŜ ŀǊŜ ǇǊƻōƭŜƳǎ ŀƳƻƴƎ wȅŀƴŀƛǊΩǎ Ǉƛƭƻǘǎ ǘƘŀǘ ǘƘŜ ŎƻƳǇŀƴȅ ƛǎ ƴƻǘ ǇǊƻǇŜǊƭȅ ŀŘŘǊŜǎǎƛƴƎΦ 
 
Further than simply targeting pilots, online campaigns such as ryanaircampaign.org or Ryanair-be-fair 
ƘŀǾŜ ōŜŜƴ ŀŘǾƻŎŀǘƛƴƎ ŀ ōŜǘǘŜǊ ǊŜŎƻƎƴƛǘƛƻƴ ƻŦ wȅŀƴŀƛǊΩǎ ŜƳǇƭƻȅŜŜǎ ŀƴŘ ŀƴ ƛƴǘŜƎǊŀǘƛƻƴ ƻŦ ǳƴƛƻƴǎ ƛƴǘƻ 
wȅŀƴŀƛǊΩǎ ƴŜƎƻǘƛŀǘƛƻƴǎ ǿƛǘƘ ŜƳǇƭƻȅŜŜǎΦ ¢ƘŜ ŀƛǊƭƛƴŜ ŘƻŜǎ not seem to enjoy such bad press and has 
repetitively taken steps to discourage employees from taking part in such movements. It did so, first 
by intimidating pilots who would share their grudge through REPA, then by actually trying to legally 
force the website to disclose the identity of registered pilots. 
 
Ryanair has a bad reputation at maintaining good relationships between employees and 
management, even if it avoids most confrontations. But absence of public confrontations such as 
strikes or litigations does not ƳŜŀƴ ǘƘŀǘ ŜƳǇƭƻȅŜŜǎ ŀǊŜ ǇŀǊǘƛŎǳƭŀǊƭȅ ƘŀǇǇȅ ŀǘ wȅŀƴŀƛǊΩǎΦ ¢ǿƻ Ƴŀƛƴ 
reasons explain the absence of major litigations:  

¶ Because of the inner structure of its contract system, dissatisfied employees who have been 
demoted or fired can rarely turn back against the airline as a large part of them are actually 
contractually employed by an external agency ς be them flight attendants working with 
Workforce International Contractors or pilot contractors under Brookfield contract.  

¶ .ŜŎŀǳǎŜ ƻŦ wȅŀƴŀƛǊΩǎ ǊƻǳǘƛƴŜ ŀǘǘƛǘǳŘŜ ǘƻǿŀǊŘǎ ŎƻƴǘŜǎǘŀǘƛƻƴΦ .Ŝ ƛǘ ǿƛǘh customers or employees, 
the airline seems to believe in legal over-escalation as a rule of thumb. The case of its millionth 
ǇŀǎǎŜƴƎŜǊ ƛǎ ǉǳƛǘŜ ƛƭƭǳǎǘǊŀǘƛǾŜ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ŀǎǎŜǊǘƛǾŜƴŜǎǎ ŀƴŘ ƛƴ Ƴŀƴȅ ŎŀǎŜǎ ƛǘ Ƙŀǎ ŘƛǎǇƭŀȅŜŘ 
an amazing willingness to go to extreme length with whichever litigation it was involved in72.  
 

Yet, this is not always enough to deter litigations and, in 2011, a pilot actually managed to obtain 
some sort of reparation. He had been fired two years before that for passing union leaflets to 
ŎƻƭƭŜŀƎǳŜǎ ŘǳǊƛƴƎ ŀ ŦƭƛƎƘǘΦ ¢ƘŜ Ǉƛƭƻǘ ƻōǘŀƛƴŜŘ ŀ ǎŜǘǘƭŜƳŜƴǘ ƻŦ ϵсрΣллл Ƨǳǎǘ ōŜŦƻǊŜ ǘƘŜ ŎŀǎŜ ǿŜƴǘ ǘƻ 
court. 
 
Since the beginning of 2011, Ryanair has also encountered several difficulties in Belgium. First, the 
company was exposed by a local newspaper after employees confided they were exposed to abusive 
drug tests. Then it appears that the company managed to enter the crosshair of the Belgian Centrale 
bŀǘƛƻƴŀƭŜ ŘŜǎ 9ƳǇƭƻȅŞǎ όŀ ƳŀƧƻǊ ƴŀǘƛƻƴŀƭ ǳƴƛƻƴύ ǿƘƛŎƘ ǊŜǇŜŀǘŜŘƭȅ ǘƘǊŜŀǘŜƴŜŘ ǘƻ ōƭƻŎƪ wȅŀƴŀƛǊΩǎ 
base at Charleroi. Later in the year, the union launched an all-out campaign against the low-cost 
company, publicising in the national press work conditions it considers illegal in Belgium. 

 
Ryanair and European social laws 

 
It also appears that almost all Ryanair pilots hold Irish contracts except those employed in the UK, 
ǿƘƻ ŀǊŜ ǳƴŘŜǊ ¦Y ŎƻƴǘǊŀŎǘΦ ¢Ƙƛǎ ŀǊǊŀƴƎŜƳŜƴǘ ƭŀǊƎŜƭȅ ƘŜƭǇǎ ǘƘŜ ŎƻƳǇŀƴȅΩǎ ǎǘǊŀǘŜƎȅ ƻŦ άǎƻŎƛŀƭ 
ŘǳƳǇƛƴƎέΣ ǘƘŀǘ ƛǎ ǘƻ ǎŀȅΣ wȅŀƴŀƛǊ ŀǾƻƛŘǎ ǇŀȅƳŜƴǘǎ ƻŦ ǎƻŎƛŀƭ ŎƘŀǊƎŜǎ ƛƴ ŎƻǳƴǘǊƛŜǎ ƘŀǾƛƴƎ ƘƛƎƘŜǊ ǎƻŎƛŀƭ 
contribution taxes for employers. In effect the company considers that because pilots and crew 
stationed on foreign bases work on Irish aircraft, therefore their work is legally situated in Irish 
ǘŜǊǊƛǘƻǊȅΦ ¢Ƙƛǎ ƛǎ ŀ ƳŀƧƻǊ ŎƻƳǇƻƴŜƴǘ ƻŦ ǘƘŜ ŀƛǊƭƛƴŜΩǎ ŘŜǾŜƭƻǇƳŜƴǘŀl strategy and has helped it 
establish many bases around Europe at much lower costs. 
 



w¸!b!LwΩ{ BUSINESS MODEL 2011 AIR SCOOP 

 

26 
 

The French case: as recently as September 2010 Ryanair was brought to court in France in a case 
related to workers on its Marseille base. Ryanair is being accused of fiscal dumping by declaring its 
workers in Ireland when they actually live and exercise their work from France. The case is centered 
ƻƴ ǘƘŜ ŦŀŎǘ ǘƘŀǘ wȅŀƴŀƛǊΩǎ ŜƳǇƭƻȅŜŜǎ ōŀǎŜŘ ƛƴ CǊŀƴŎŜ ŀǊŜ ƛƴ ŀƴ ƛƭƭŜƎŀƭ ǎƛǘǳŀǘƛƻƴΦ !ƭǘƘƻǳƎƘ 9ǳǊƻǇŜŀƴ 
legislation concerning mobile workers states that these are considered to be working in the country 
of registration of the vessel they work on, a French decree from 2006 regarding cabin crew and pilots 
working in France superseding European rule states the contrary. The company announced that it 
would plead against the decree, declared that it was behaving in accordance with European law and 
would take the case to a European court. 
 
After a French deputy asked, in an open question to the European parliament, whether Ryanair 
ŜƳǇƭƻȅŜŜΩs situation at Marseille was legal, the deputies answered by stating that airline employees 
based in a foreign country are not covered by European directive 96/71/CE and should pay social 
contributions and taxes in the country they live and work. Apparently fearing a high-profile and 
highly politicised trial, Ryanair brutally announced it would leave Marseille if the case was taken 
further. It eventually did in the beginning of 2011. 
 
The Spanish case: Ryanair has many of its continental Europe bases in Spain and that has not failed to 
exacerbate tensions with competing companies and Spanish airline industry workers. In September 
2009, the six major Spanish airline industry unions wrote and signed a common document, 
addressed to various officials and ministers of the Spanish government, denouncing unfair practices 
from the part of Ryanair. 
 
¢ƘŜ ŘƻŎǳƳŜƴǘ ŎƻƴǘŀƛƴŜŘ ǎǘŀǊƪ ŀŎŎǳǎŀǘƛƻƴ ƻŦ ǎƻŎƛŀƭ ŘǳƳǇƛƴƎΦ 5ŜǇƛŎǘƛƴƎ wȅŀƴŀƛǊΩǎ ǇǊŀŎǘƛŎŜǎ ƻŦ 
employing and paying its Spain-based workers under Irish law and depriving them of Spanish social 
security, unemployment benefits or public pensions. It also denounced the fact that only counted as 
hours paid-for those scheduled and not the actual hours-flown total and the fact that pilots and cabin 
crews were not given anything else ǘƘŀƴ ŀ ōƻǘǘƭŜ ƻŦ ǿŀǘŜǊ ŦƻǊ ŀ ŘŀȅΩǎ ǿƻǊƪ ŀƴŘ ǿŜǊŜ ŜȄǇŜŎǘŜŘ ǘƻ 
ǇŜǊŦƻǊƳ ŎƭŜŀƴƛƴƎ Řǳǘȅ ƴƻǘ ƛƴ ǘƘŜ ǎŎƻǇŜ ƻŦ ŦƭƛƎƘǘ ŀǘǘŜƴŘŀƴǘǎΩ ƴƻǊƳŀƭ ŘǳǘƛŜǎΦ ¦ƴƛƻƴǎ ŀƭǎƻ ǎŜǾŜǊŜƭȅ 
condemned the convoluted status of contractors working for Ryanair, most of whom are allegedly 
employed illegally ς having no copy of their work contract ς and are being denied the status of 
independent worker corresponding to their situation under Spanish law. 
 
These allegations led Ryanair to reply directly to the Spanish government, contesting them in a 
lengthy document and closing on a stark reminder of the importance of Ryanair for Spanish tourism. 
CƻƭƭƻǿƛƴƎ ǘƘƛǎΣ ǘƘŜ {ǇŀƴƛǎƘ ƎƻǾŜǊƴƳŜƴǘ ŘŜŎƭŀǊŜŘΣ ƛƴ ǊŜǎǇƻƴǎŜ ǘƻ ǘƘŜ ǳƴƛƻƴǎΩ ŀƭƭŜƎŀǘƛƻƴǎ ǘƘŀǘ ǘƘŜ LǊƛǎƘ 
airline did not benefit from any form of privileges in Spain and that it complied at least as well as its 
ŎƻƳǇŜǘƛǘƻǊǎ ǿƛǘƘ {ǇŀƴƛǎƘ ƭŀǿΦ ¢ƘŜ ŎƻƳǇŀƴȅ ǿŀǎ ŜǾŜƴǘǳŀƭƭȅ ŦƛƴŜŘ ōǳǘ ŦƻǊ ŀ ƳŜŀǎƭȅ ϵсΣнрм ǿƘƛŎƘ ƘŀŘ 
little consequences for the airline. 
 
The Italian case: in August 2010, reports appeared that the Italian Tax Police (Guardia di Finanza) had 
been investigating for a few months against Ryanair. The governmental body suspects the Irish airline 
ƻŦ ƘŀǾƛƴƎ ŀǾƻƛŘŜŘ ŘŜŎƭŀǊŀǘƛƻƴ ƻŦ ƻǾŜǊ ϵорл Ƴƛƭƭƛƻƴ ƛƴ ǊŜǾŜƴǳŜǎΦ ¢ƘŜǎŜ ŎƻƳƛƴƎ ŦǊƻƳ ŘƻƳŜǎǘƛŎ ŦƭƛƎƘǘǎ 
operated in Italy by the company, they should have fallen under Italian taxation. The Italian Tax 
tƻƭƛŎŜ ƛǎ ǎǘƛƭƭ ŎǳǊǊŜƴǘƭȅ ǘǊȅƛƴƎ ǘƻ ŘŜǘŜǊƳƛƴŜ ƛƴ ǿƘŀǘ ŜȄǘŜƴǘ Ŏŀƴ wȅŀƴŀƛǊΩǎ ƛƳǇƭŀƴǘŀǘƛƻƴǎ ƛƴ ǘƘŜ ŎƻǳƴǘǊȅΣ 
and particularly its number of employees working year long from LǘŀƭȅΣ ōŜ ƭŜƎŀƭƭȅ ŎƻƴǎƛŘŜǊŜŘ άŀ 
ǇŜǊƳŀƴŜƴǘ ŜǎǘŀōƭƛǎƘƳŜƴǘέ ǿƘƛŎƘ ǿƻǳƭŘ Ŝƴǘŀƛƭ wȅŀƴŀƛǊ ǇŀȅƛƴƎ Ŧǳƭƭ ǘŀȄŜǎ ŦƻǊ ǘƘŜ ōǳǎƛƴŜǎǎ ƛǘ ƳŀƪŜǎ ƛƴ 
the country. 
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3- Airports: being paid to fly from nowhere to nowhere 
 
wȅŀƴŀƛǊΩǎ ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ƛǎ ƴƻǘ ƻƴƭȅ ōŀǎŜŘ ƻƴ ƳŀȄƛƳƛsing revenues from employees and planes but 
also on making the most of airports. Whereas in the traditional airline model, airports are associated 
ǿƛǘƘ άŎƻǎǘǎέ ŦƻǊ ŀƴ ŀƛǊƭƛƴŜ ŎŀǊǊƛŜǊΣ wȅŀƴŀƛǊ ǎǳŎŎŜŜŘŜŘ ƛƴ ǘǳǊƴƛƴƎ ǘƘŜƳ ƛƴǘƻ ŀ ǎƻǳǊŎŜ ƻŦ ǊŜǾŜƴǳŜǎΦ  
 

 
The secondary airport system 

 
!ǎ ǎǘŀǘŜŘ ƛƴ wȅŀƴŀƛǊΩǎ нлмм ǊŜǎǳƭǘǎΣ ǘƘŜ ŀƛǊƭƛƴŜ ŎŀǊǊƛŜǊ ƻǇŜǊŀǘŜǎ ƛƴ мсл ŀƛǊǇƻǊǘǎΦ aƻǎǘ ƻŦ ǘƘŜƳ ŀǊŜ 
secondary airports, that is to say that they are located further from cities, offering only point-to-point 
routes, but also that they are ƭŜǎǎ ŎǊƻǿŘŜŘ ǘƘŀƴ ōƛƎƎŜǊ ŀƛǊǇƻǊǘǎΣ ƘŜƴŎŜ ŦǊƻƳ ǘƘŜ ŎŀǊǊƛŜǊΩǎ Ǉƻƛƴǘ ƻŦ 
view, no slot system and a lower turnaround time.  
 
Another advantage for the airline is that landing and take-off costs and all associated costs are 
cheaper. For instance, landing costs for a Boeing 737-800 (the type of planes used by Ryanair) whose 
weight is 60 tons and which lands during the day will be £206.12 at Luton and £1,637.35 at 
Heathrow. A departing passenger for a European destination will cost £10.06 at Luton and £21.80 at 
Heathrow. 
 
!ƭƭ ōŜƴŜŦƛǘǎ ƻŦ ǳǎƛƴƎ ǎŜŎƻƴŘŀǊȅ ŀƛǊǇƻǊǘǎ ŀǊŜ ƻƴ ǘƘŜ ŀƛǊƭƛƴŜΩǎ ǎƛŘŜΣ 
drawbacks are borne by the passengers who, for a smaller fare, 
are ready to undergo a longer transportation time and pay an 
extra expense for arriving at/leaving the airport. 
 
Ryanair offsets the distance problem by marketing the airports 
as being close to main cities. One blatant example is Paris-Vatry 
(Disneyland) in France. From the literal reading of the name, one 
would assume that the airport is located in the suburbs of Paris, 
preferably close to Disneyland. In reality, Vatry is located near 
the city of Châlons-en-Champagne, in the Champagne region, 
158km from Paris and 124km from Disneyland. 
 
The pattern is the same with Frankfurt-Hahn which is not 
Frankfurt (am-Main). The former is located in the Rhineland-
Palatinate region whereas the latter is the regional capital of 
Hesse. 125 km separate the two cities.  
 
As secondary airports are fighting to stay profitable, a study produced by Deustche Bank in 2005 
estimated that the breakeven number of passengers for an airport to be profitable is between 
500,000 and 2 million passengers73. Airports are ready to do everything to attract airlines, even 
paying them millions of euros in subsidies. Ryanair bargaining power is high and airports are eager to 
deal with the carrier as the company guarantees a certain number of passengers. 
 

The subsidies system 
 
{ǳōǎƛŘƛŜǎ ŀǊŜ ƪŜȅ ǘƻ ǳƴŘŜǊǎǘŀƴŘƛƴƎ wȅŀƴŀƛǊΩǎ ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ŀǎ ǘƘŜȅ ŀǊŜ ǘƘŜ Ƴŀƛƴ ŎƻƳǇƻƴŜƴǘ ƻŦ Ƙƻǿ 
the airline carrier has turned costs into revenues. Ryanair managed to turn the traditional model 
where airports provide services and charge airlines for them into a model where airports build a 
business plan to attract low-cost airlines and offer conditions to retain them. 
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This system is described in an article published in South Corsica (France) regarding Figari Airport74.  
¢ƘŜ /ƘŀƳōŜǊ ƻŦ /ƻƳƳŜǊŎŜ ŎǊŜŀǘŜŘ ŀƴ ŀǎǎƻŎƛŀǘƛƻƴΣ ǘƘŜ άtƾƭŜ ŘŜǎ /ƻƳǇŞǘŜƴŎŜǎ !ŞǊƛŜƴƴŜǎ {ǳŘ /ƻǊǎŜέ 
(Aviation Experts Association of South Corsica) in 2009 when Ryanair opened the routes. Its official 
goal is to buy ads in airlines magazines and communication supports. 
 
It is difficult to provide the exact amount of subsidies perceived by Ryanair from each airport. One 
can only extrapolate from known data and facts released by a few airports to get an idea of how big 
subsidies are in Ryanair annual revenues and benefits. 
 
In March 2010, the French-Dutch airline carrier, 
Air France-KLM filed a lawsuit with the European 
Commission against Ryanair for receiving illegal 
aids and disrupting competition.  Air France-KLM 
conservatively estimated that Ryanair received 
subsidies fǊƻƳ ŀǘ ƭŜŀǎǘ ϵмл ǘƻ ϵмм ǇŜǊ ǇŀǎǎŜƴƎŜǊΦ 
Even if the study was made on French airports, 
the numbers appear to be consistent with 
European airports. 
 
With a number of 72.1 million passengers carried 
in 2010-2011, a conservative estimate of state-
aids funds received by the low-cost carrier is 72.1 
Ƴƛƭƭƛƻƴ ǇŀǎǎŜƴƎŜǊǎ Ȅ ϵмл Ґ ϵ721 million 
 
²ƛǘƘ ǊŜǾŜƴǳŜǎ ƻŦ ϵоΦсол ōƛƭƭƛƻƴ ŦƻǊ ȅŜŀǊ нлмл-
нлммΣ ǎǳōǎƛŘƛŜǎ ǊŜǇǊŜǎŜƴǘ нл҈ ƻŦ wȅŀƴŀƛǊΩǎ ǘƻǘŀƭ 
revenue, which, like ancillary revenues, cannot 
be considered as marginal. 
 
For 2010-нлммΣ wȅŀƴŀƛǊ ŘŜŎƭŀǊŜŘ ŀ ǇǊƻŦƛǘ ƻŦ ϵплм 
million. The subsidies represent 180% of 
wȅŀƴŀƛǊΩǎ ǇǊƻŦƛǘΦ ¢ƘŜ Řŀȅ ǎǳōǎƛŘƛŜǎ ŎŜŀǎŜΣ 
Ryanair profitability will be in jeopardy. 
 
What these numbers reveal is that the so-called 
profitability of the low-cost model is fragile: the 
ŎƻƳǇŀƴȅΩǎ ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ǊŜƭƛŜǎ ƻƴ ǘǿƻ ǇƛƭƭŀǊǎ 
which are marginal for most other airlines. 
Secondly, the current market capitalisation of the company is based on an inaccurate estimate of its 
profitability and hence of its capacity to maintain sustainable growth. 
 

.ŀǘǘƭŜǎ ŀǊƻǳƴŘ wȅŀƴŀƛǊΩǎ ǎǳōǎƛŘƛŜǎ 
 
Ryanair subsidies have been following two trends for the past few years. Firstly, some local 
authorities have been refusing the low-Ŏƻǎǘ ŎŀǊǊƛŜǊΩǎ ŘŜƳŀƴŘǎ ŦƻǊ ŜǾŜǊ-increasing subsidies. Some 
airports like Pau (France), Reus (Spain) refused to increase the value of subsidies given to the low-
cost carrier.  As Ryanair needs its planes to land at some point of the travel, the company applies the 
grass-hoper strategy: if one airport does not want to give subsidies, they go to another airport in the 
same region. After all, customers should know that they will land far away from major cities so what 
iǎ ǘƘŜ ŘƛŦŦŜǊŜƴŎŜ ōŜǘǿŜŜƴ ǘǿƻ ǎŜŎƻƴŘŀǊȅ ŀƛǊǇƻǊǘǎΚ CƻǊ wȅŀƴŀƛǊ ŀƴŘ wȅŀƴŀƛǊΩǎ ŎǳǎǘƻƳŜǊǎΣ ƳŀȅōŜ 
none. For taxpayers, it may be enormous as some airports engaged millions of euros of public money 
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into renovating and improving airports. When Ryanair leaves them after a few months, they are left 
with debt and a huge waste of public money.  
 
Secondly, the company has been under investigation by various authorities (either at national or 
European level) on grounds that the subsidies were not compliant with the law. Providing subsidies is 
legal in Europe under certain conditions: 

¶ subsidies must be given for a maximum of three years 

¶ they must decrease over time 

¶ they must be declared 
Subsidies received by Ryanair fail to match these three conditions. Some airports have provided 
subsidies for more than 10 years, subsidy demands by Ryanair have been increasing over time (hence 
some airports refusing to open their pockets for extra money), and it is really difficult to get accurate 
information, airport by airport, of the money given to Ryanair because the vast majority of subsidies 
remain undeclared. 
 
Subsidies are hidden behind a lot of different denominations and can be received either directly or 
ǘƘǊƻǳƎƘ ŀ wȅŀƴŀƛǊ ǎǳōǎƛŘƛŀǊȅΣ !ƛǊǇƻǊǘ aŀǊƪŜǘƛƴƎ {ŜǊǾƛŎŜǎ [ƛƳƛǘŜŘΣ ŘŜŘƛŎŀǘŜŘ ǘƻ άƳŀǊƪŜǘƛƴƎέ ŀƛŘǎΥ 

¶ Direct yearly fees 

¶ Baseline concessions on landing fees 

¶ Marketing aids (for new routes) 

¶ Per-passenger concessions on landing fees 

¶ Per-passenger concessions on airport assistance 

¶ Per-passenger landed subsidy 
 
France75 : most of the information related to subsidies in France are provided by the French national 
and regional Cours des Comptes, courts of audit depending on the French government. They audited 
the accounts and management of local and regional Chambres de Commerce (CCI - Chambers of 
Commerce) in 2008. The role of the chambers of commerce is to help develop and sustain local 
economy. The results of the audit found that the CCI were directly financing Ryanair, thus developing 
ŀ ǎǇŜŎƛŦƛŎ ǇǊƛǾŀǘŜ ŎƻƳǇŀƴȅ ƻƴ ǘŀȄ ǇŀȅŜǊǎΩ ƳƻƴŜȅΦ ¢ƘŜ ŀƳƻǳƴǘ ƻŦ ǎǳōǎƛŘƛŜǎ ŦƻǊ нл08 was estimated to 
ōŜ ŀǊƻǳƴŘ ϵ35 million76. 
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Spain77: The situation is Spain is not far from the one in France with payment of subsidies by the 
chambers of commerce (Camara de Comercio) on public money. Yet the financing systems seem to 
be a little more complex. 
Even if there was no national investigation, information were revealed after some airports refused to 
pay for extra subsidies and when Ryanair decided to stop flying to these airports.  
 

 
 
Portugal78 
 

 
 
Italy79 
 

 
 
 
Belgium80 














































