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Agenda

Development of system and governance:
Lufthansa s multi hub system

Comparison to competitors approaches

Lufthansa on the right track



The Lufthansa Group is attracting more customers
than ever
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* Deutsche Lufthansa AG, Lufthansa Regional, and incl. SWISS from July 2007 on



Starting with one centre hub, Lufthansa is moving

Into a true multi hub system

Frankfurt

2,813 weekly frequencies to 169
destinations in 75 countries

Fleet: 105 short-haul aircraft,

~

S 70 long-haul aircraft )
/Zurich h
76 destinations in 42 countries
Fleet: 60 short-haul aircraft,
27 long-haul aircraft
N < Y,

Munich

2,649 weekly frequencies to 109
destinations in 40 countries

Fleet: 102 short-haul aircraft,

\_ 23 long-haul aircraft

~

)

Direct Services
1,733 weekly frequencies to
67 destinations in 26 countries

Fleet: 76 short-haul aircraft,
_ 3 long-haul aircraft

~

J

plus 57 destinations* and 1.724 weekly frequencies a dditionally via STAR

* Direct flights only

Fleet as of May 2008. Includes Regional Aircraft. Long-haul fleet includes Wetlease (Privatair). LX Fleet

(Regional) includes Wetlease.



The advantages of a hub system are still most

appealing

Point-to-point

Hub-and-spoke
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In theory the most efficient way to organise traffic




but to respond to our customer base, we have to
combine a multi hub yystem with direct (point-to-
point) services

From single-hub to multi-hub 360°-offer for our customers

HAM

Multi hub transfer
options plus
direct services
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The Lufthansa network matches important flows of
traffic, our multi hub system guarantees high

connectivity

Example: number of frequencies per week

from a Lufthansa hub to North America and

India/Pakistan respectively
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Source: Flash, Summer 2008 (Calendar week 38)
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From Hub Management to Division : Core operational, se rvice
and management functions have been assigned to decentralized
units, closer to the customer and the competition

Divisions (FRA, MUC and Direct) have increasing resp onsabilities

Station management

©) )
Infrastructure
) )
Costs of infrastructure
) )
Crew MUC (Cabin/cockpit)
©,

Fleet (Dedicated tailsigns)

Network management




Each division is taking over a specific role, the
entire system benefits from an increased sense of
entrepreneurship
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Frankfurt, backbone of the Lufthansa system: strong
LH position, but limited growth due to capacity
restrictions

Strenghts

Lufthansa as dominant hub carrier

Broad destination portfolio (360 degree)

Highest number of flights per day

Strong value for the region as the largest employer in the state
of Hesse

Requirements

Expansion of infrastructure urgently needed:
Terminal capacity and runway
Adjustment of night curfew

Perspectives

A380 operation from autumn 2009

Administration approval of extension plans

Extension of runway and terminal capacity expected for
autumn 2011




Munich: Europe-s highest rated hub by customers
with dynamic growth

Strenghts

Short minimum connecting time (30 min)
Consistent three class operation

Solid system partnership with airport
Positive results Terminal 2

Requirements

Expansion of infrastructure urgently needed:
Satellite and third runway

Intermodality improvement (High speed trains to
downtown Munich)

Perspectives

Improvement of network quality, growth by size of airplanes
Rollover regional fleet (decrease of unit costs)

Further stabilisation of continental network

Independent base for cabin and cockpit crew




Direct services are supporting lufthansa s presence
In non-hub-catchments and completing our 360-
offer

Strenghts

Local presence and competence in non-hub-catchments
Innovative steering, pricing and marketing
Strong focus on competitors

Requirements

Fair competition, e.g. no distortion by subsidy payment to
non profitable airports

Focus on competitive cost base (productivity, aircraft
size, airport cost)

Innovative marketing concepts

Perspectives

Further development of successful programs, e.g. betterFly
Further expansion in important catchments, especially

HAM and DUS, including intercont operation DUS

Local system partnership, cooperation e.g. regarding
infrastructure BBI
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With Zurich and Milan Lufthansa seizes attractive
market opportunities

Zurich

Economic success: Trust in SWISS integration pays off
Access to important customer groups in the Swiss market
Local identity, value of two brands

Zurich enables additional transfer options within the
Lufthansa Hub system

Milan

Economically important region with high volume of traffic
Perspectives
- Development of European network with focus on
business traffic
- Close cooperation with partners and airport
- First step: Positioning of 6 shorthaul aircraft
operated by Air Dolomiti in spring 2009
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