
Equally, the major airlines often have enjoyed lç_trandfa.ther' rig.hts 	particulariny favourable 

terminal gates or everi (as at Vancouyer International 2...i-rp011) to allocate !zates. Again, entrants 

are confronted vith the prospect of finding difficult  in gaining  the use of adequate and suitable 

gates. Finally, the dominant airline at a tern-lipid usually provides ground facilities (fueling, 

baggage handling., aircraft maintenance, et.) and sells these sen.rices tn other users and there is 

the potential for a high price to be extracted. 

The airlines have also attempted to protect their  individuel market by use of frequent flyer 

programmes designed to push up the cost of entry for nev_rivals and protect.  market share from 

encroachments-by- rival incumbents ...--These ..iprogramme , vhich vere started by American 

Airlines in the U. .A.  offer bonus flights or up-gradings on nights after traveling vith an airline 
for certain rnilee.ges. Frequent flyer programmes instil brand loyalty in customers but to attract 

them in the fire place it is necessary to have a good netvork over which collectors carL use their 

coupons and In lia.ve the resources to fund the administration of the scheme 66 . The Canadien 

programmes began tri 1987 but nov virtually all airlines operate one either in their OVA right or, 

on payment of a fee, 82 a member of one of the majors schen-ies. 

- Linked vith this has been the increase in designator code share, vhich both helps tn protect the 

flow of feed traffic ta the 1118jOIS and at the same  the  ties the smaller airlines ta them67 . As 

mentioned above this gives 8. major afilventages on the demand side 7Tith.Ole the maimg.erial 

difficulties of controlling. a he:a.vily diversified airline. It does mean, hovever, that potential 
entrants are confronted 7.rith incumbent which can offer a vide netvork of  services. 

up threshold levels of traffic is difficult in these cases for potential entrant., and the option is often 

to engage in designaton code shale vith an incumbent. This -.7.7ill nomiai involve a payrnem of 

a subscriplion fee Thich must eventually be passed on in higher fares .  

While these practices are adopted in many countries by -aillifteS t.0 protect their inaividual 

positioro, in Canada Air Canada and Canadien .A.irlines internatinnal have, in addition, combined 

in a fashion which appears to offer mutual prniectinn of their .1  unpoly. Triey inined  in 1587 tf-F 

establish a single computer reservaton system.  lie  vast majolity of air ticket (some 809€ ) are. 

sold *reel a-D:erit-7  ut  Caria.ia and .rsio -71:  of  these  agents  make 1 -2e of coïnputeri7ed 

TeSer;TetiClïl S73t.e:913 The airlines actuall7 o7:ern the  i.773terfl ;:rful the :';.17ent:7 S 11. 1.131-2,1-ibe .  The  2.1,r3t.erp-7 

nrEflhe IeSerTatiOrtS 5imriler ari allo7 the :far:lines to fine  tune capacities, 3.78jdablitt.7 of discount,' 

A fdler dieci!ssion of their im2ort.ance2 i vie.tion is combined in Ler..zax, 1';!25, 	ee. 
For a (home disenssion of the! im.plicmioris  or  coàe :12tirg, albeit lased. ori the U.S. . situtiou,  se  
Oster el D.1-1. :Pick:ell. 'Code sharikz. joint fees .  Ind competition in the 

:::,.?.A,11p..105,11;ri, 1988. 
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