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Good morning, everyone.  It's very good to see you.  It's easyJet's half-year results presentation, as you all 
know, for the six months to March 31, 2013. 

I'm really pleased to introduce John Barton to you, our new Chairman, in the back of the room over there.  
And of course there are a lot of other familiar faces to all of you, mostly sitting around that area, all the 
easyJet team.  And you'll be able to, of course, meet them afterwards.  And when we have questions at the 
end of this, if there are any market-specific questions we'll obviously draw them into that. 

I'm just going to start really by highlighting our key messages.  Firstly, easyJet's unique competitive 
advantages means that we continue to be a structural winner in the market, despite what you all know is a 
challenging economic environment.  We've grown our market share profitably on the routes we fly, from 
28% to just below 30% this winter.  Secondly, we have significantly reduced our winter losses, with a 60% 
fall in first-half losses over the last two years, despite unit fuel costs increasing by over £80m over that 
same period.  And finally, our strategy is delivering returns and profitable growth for our shareholders.  This 
can be demonstrated by an almost doubling of our ordinary dividend, which was paid in March, from £46m 
to £85m. 

So I'm going to hand over to Chris now, who'll talk you through the financials. 

 

Chris Kennedy 

CFO 

Thanks, Carolyn.  Good morning.  We've had a strong start to the year, with significantly improved winter 
performance and strong cash generation.  The improved performance was driven by a combination of 
management action, the timing of Easter, market capacity retrenchment, all of which more than offset the 
external cost pressures. 

So walking through the building blocks of the loss per seat, cost inflation of £2.44 came from increased 
charges at regulated airports and an increase in weather-related disruption and de-icing costs following the 
abnormally low level last year.  The rapid weakening of the euro in January drove an adverse exchange rate 
movement of £1.34.  And offsetting this, the timing of Easter brought around 83p a seat or £25m of 
revenue forward from April into March.  Underlying revenue per seat increased by £3.50. 

We continue to benefit from competitor capacity reductions.  And this, together with good demand across 
the network, contributed to this significant improvement.  Our management actions also continued to drive 
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revenue.  We made returns-focused changes to the network, we continued to make changes to the 
revenue management system to increase yields, and the introduction of allocated seating made a positive 
contribution in the half. 

easyJet Lean continues to deliver tangible savings to maintain our cost advantage.  Year on year it's 
delivered an incremental 83p a seat saving, through a variety of initiatives, and Carolyn will give you a 
flavour of these later. 

And the introduction of the larger A320 aircraft continues to deliver that 7% to 8% cost saving over the 
smaller A319s.  And the increased proportion of those larger-gauge aircraft in the half contributed a further 
35% -- sorry, 35p year-on-year improvement.  So, as planned, Lean and the A320 mix together offset about 
half of the cost inflation. 

Revenue was up 9.3% to £1.6b.  And the loss before tax fell from £112m in 2012 to £61m this year.  We 
reported positive EBITDA in the first half of £63m, which equates to an EBITDA margin of 3.9%.  And the 
loss-before-tax margin was negative 3.8%, which is half of the margin reported last year. 

As usual we base our effective tax rates on the current enacted tax legislation.  So the rate for the period is 
23%, which is slightly lower than the 24% UK Corporation Tax Rate.  That's due to a £14m deferred tax 
credit in the half.  If the proposed Finance Bill is enacted then the full-year tax rate is likely to be around the 
20% mark as we get further deferred tax liability benefits. 

In H1 we paid £23m in corporation tax, and that was the balance of what was due for FY'12.  And you can 
see that as a consequence of the management actions, the benign capacity environment, the return on 
capital for the period improved by 1.9 full percentage points year on year. 

Seats flown grew by 3.3%, to £30m (sic - see presentation "30m").  And that growth was principally France, 
Switzerland and the UK.  That, combined with strong loads, which were up 1.7 percentage points to 88.6%, 
meant that passengers grew by 5.3% to 26.6m.  Total revenue per seat grew by 5.8% to £53.39, and that's 
an increase of 8.6% on a constant currency basis. 

The revenue performance was partly driven by the increase in capacity and load factor.  However, the 
primary driver of the revenue growth has been improved yields, and I'll take you through how we got there 
on the next slide. 

Competitor capacity decreased by 2.3% in the first quarter and by 3.3% in the second quarter, a 2m seat 
decline on our routes in the winter.  As competitors withdrew, we made changes to the network and 
allocated capacity to the routes that would drive the highest returns. 

Revenue-per-seat growth in Q2 was particularly strong, at 9.2% in constant-currency terms.  This reflects 
the timing of Easter, which contributed 3.5% of that 9.2%.  So excluding Easter, the RPS growth was 5.7% in 
Q2.  So obviously that Easter effect will reverse in the second half of next year -- sorry, of this year and for 
the first half of next year. 

So let's turn to the main driver of the revenue-per-seat increase.  Initiatives drove £3.23.  The lion's share of 
this improvement came from two key things.  The first, strategic improvements made to the network, 
together with early decisions made around winter thinning of the schedule and the redeployment of 
aircraft from the Madrid base to higher-performing bases.  And secondly, the recent developments in our 
revenue management system, which enable us to do more specific yield management on a flight basis over 
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a much larger range of flights.  In addition, allocated seating has delivered higher revenues than Speedy 
Boarding, and that gave us a 27p uplift in the half. 

The maturing of new routes introduced over the last three years drove a 59p increase.  Easter had an 83p 
positive impact.  And finally, foreign exchange reduced revenue per seat in the period by £1.64. 

The movement of the euro against sterling has resulted in a slight change in the currency profile of the 
business, with a marginally higher percentage of revenue in sterling than euro.  Year on year the 
percentage of cost denominated in euro increased from 34% to 37%, primarily due to increase in airport 
costs in Spain and Italy, and the addition of capacity in Continental Europe.  And the percentage of cost 
denominated in US dollars fell from 35% to 31% due to a net decline in our US-dollar-denominated 
maintenance and dry leasing costs. 

Overall the business generated a euro surplus and therefore we benefit in the long term from the 
strengthening of the euro.  However, the sharp fall in the value of sterling in January this year contrasts 
very sharply with what happened last year, when sterling rose over the half and indeed the full year.  So as 
you know, our revenue is accounted when the seats are booked and our costs are accounted when those 
seats are flown. 

So we benefited from the weakening euro last year, taking the bookings when the euro was strong and 
flying them when the euro was weak.  And this year the result is reversed, resulting in a net hit of £30m on 
the euro. 

Moving on to jet fuel, the total jet fuel bill for the first half increased by £13m, from £483m to £496m, and 
this was primarily volume-related.  The increase in number of sectors and load factor increase was partially 
offset by the reduced sector length.  And the increased proportion of A320s reduced the fuel bill by a 
further £3m. 

Turning to ex-fuel cost, this increased by 3.4% in constant currency or by £1.26, to £38.89.  So just focusing 
on the larger movements, ground operations cost per seat increased £1.57, as anticipated, reflecting the 
significant increase in the cost of operating at airports in Spain and the implementation of the Contratto di 
Programma program in Italy.  Increasing underlying airport charges accounted for £1.29 of that £1.57 
increase. 

Two other items impacted ground ops.  De-icing costs increased by 21p per seat, following one of the 
longest periods of adverse weather experienced across the network in recent years.  Higher load factors in 
the half also drove a 16p-per-seat cost increase. 

Crew costs increased by 15p, driven by a 1.8% increase in salary and changes to performance-related 
bonuses.   

Maintenance costs decreased 28p to £2.99.  The decrease reflects a prior-year one-off adjustment.  And if 
you exclude that, maintenance costs are broadly flat. 

Brand license costs increased by 7p to 16p per seat as the initial cap on royalty payments falls away.  The 
royalty is now set at 0.25% of revenue. 

And finally, ownership costs fell by 28p to £4.14.  And this reflects the benefit of easyJet repaying expensive 
debt and the lower average fleet lease mix. 
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easyJet finished the half year with 154 A319s and 56 A320s.  The number of A320s has increased from 38 at 
the end of last year -- at the end of March 2012 to 56 today, and now accounts for 27% of the total easyJet 
fleet compared to 19% a year ago.  As I mentioned earlier, these larger aircraft have been introduced over 
the last few years with minimal reductions in yields, and deliver a perceived cost saving of approximately 
7% to 8% over the A319.  And that's gained through efficiencies in crew, ownership, fuel and maintenance.  
In the first half, this increase in the mix of the A320s gave us a year-on-year £10.5m benefit. 

As you know, we choose to lease around 30% of our aircraft to minimize residual value risk on older aircraft 
and to provide fleet flexibility.  However, as our fleet planning evolves in the light of the availability of new 
engine options variants, we expect that the lease mix will fluctuate around that 30% target.  At the end of 
the period the lease mix was 30%.  However, the average during the first half -- the proportion of leased 
aircraft on average was lower this year than it was last year. 

And as we highlighted in the IMS in January, we've signed sale-and-leaseback agreements for 12 new A320s 
and 12 of the oldest A319 aircraft.  For these sale-and-leaseback agreements we've used a structure which 
conserves the operational benefits whilst minimizing the financing costs.  And at March 31, 2013, we'd 
received payments for eight of the A320s and six of the A319s.  The remaining transactions will be 
completed by the end of the year. 

This chart shows the movement in cash since the year end.  And in line with previous years, easyJet 
generated strong operating cash flow in the period.  Again, just focusing on the larger movements, net 
working capital improved by £390m, principally due to the increase in unearned income relating to 
bookings for future travel.  The seasonal nature of the industry leads to significantly more unearned income 
at March 31 compared with September 30 each year. 

£239m of borrowings were repaid in the period.  And this includes £180m of higher-coupon debt that we 
paid early to minimize financing costs and so saving us an annualized £5m a year in interest.  As a result of 
these transactions, 40% of our fleet is now unencumbered. 

The restricted cash movement of £131m related to previously held restricted cash freed in the period as we 
changed our card acquirers to both reduce costs and the requirement to hold cash on deposit.  And we 
ended the period with £1.2b in cash and money market deposits, a similar level to last year. 

easyJet is committed to maintaining a strong balance and low gearing.  Net cash at March 31, 2013, was 
£433m compared with net cash of £42m at March 31, 2012.  And adjusted net debt has decreased year on 
year by £461m to £211m. 

Moving on to the detail of our hedging positions for fuel, US dollar and euro, all positions are within Board 
policy.  And we've now got 85% of our 2013 fuel requirement hedged at $983 a tonne, and 67% of 2014 at 
$984 a tonne.  We continue to pursue a policy of using hedging to smooth the impact of cash flows of 
changes in fuel and foreign exchange rates. 

Taking into account the hedges currently in place, in the second half a $10 movement in fuel impacts PBT 
by $1.3m.  A $0.01 movement in the dollar impacts by £0.9m, and a EUR0.01 movement in the euro by 
£0.4m. 

Looking forward, despite the impact of Easter on April, overall forward bookings are in line with prior year, 
with some minor monthly variations driven by the timing of public and school holidays.   
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You'll have seen the outlook statements in the RNS.  Second-half capacity is expected to grow by around 
3.5%, with just over 4% growth in Q3.  And with almost 50% of second-half seats now booked, trading 
continues to be in line with our expectations.  Revenue-per-seat growth at constant currency and including 
the expected uplift from allocated seating is expected to be around 4%.   

And to give you some context, after adjusting for Easter, Q2 had underlying RPS growth of around 5.7%, 
whereas H2 adjusted for Easter will be around 5%.  And the small reduction in the growth rate is driven by 
the more competitive nature of summer trading and is very similar to the trends that we saw last year. 

Cost per seat ex fuel at constant currency, assuming normal disruption and constant load, is anticipated to 
increase by 4%.  Exchange rate movements, including those related to fuel, are likely to have around a £5m 
to £10m adverse impact. 

And finally we estimate that at current exchange rates and with fuel remaining within its recent $900- to 
$1,000-a-tonne trading range, easyJet's constant currency unit fuel bill will be about £10m favourable. 

So I'll now hand back to Carolyn. 

 

Carolyn McCall 

Chief Executive 

Thanks, Chris.  So as Chris has highlighted, easyJet is delivering a strong financial performance in a 
challenging economic environment.  The competitive environment continues to evolve, with legacy carriers 
looking to restructure, to offset their continued short-haul losses and weaker carriers are retrenching and 
cutting capacity, as you know. 

Consumers are definitely seeking value for money and they're looking for affordable fares.  easyJet remains 
well positioned to deliver in this environment, with our efficient low-cost model, strong network and 
market positions, easyJet.com and the growing strength of our brand across Europe, and a really strong 
balance sheet, as Chris has shown.  There is a clear opportunity to continue to deliver growing returns for 
our shareholders. 

Now this slide, which you haven't seen before, illustrates the opportunity available to easyJet within our 
current top-20 airports.  Around 67% of easyJet's annual capacity touches our top-20 airports, which 
equates to around 46m seats.  We estimate that the total amount of short-haul European traffic touching 
these airports is around 209m seats and easyJet has a 20% share of this.  We also estimate about 51m seats 
are operated by other low-cost carriers, and around 112m seats are held by legacy, package or non-low-
cost carriers. 

86m of these seats, the blue section of this chart, serves point-to-point demand currently flown by non-LCC 
carriers.  And we believe we have a significant cost advantage against these competitors, and this is our 
primary focus for profitable growth.  To emphasize the scale of this opportunity, if you extend this analysis 
to our top-50 airports, the addressable opportunity, or blue section, is equivalent to 180m seats. 
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In the last 12 months we have seen a move to more rational behaviour in the industry, similar to the trend 
seen in the US over the past five years.  As you know, the summer period is always more competitive than 
the winter period.  We expect increasing competition, as Chris said, in some of our markets.  However, 
overall competitor capacity is expected to reduce by 1% on our routes this summer. 

Now you are familiar with this slide but, just to recap on it, we're focused on four key objectives to 
continue to deliver our strategy.  These are, as I said, familiar to you.  Driving demand, conversion and 
yields across Europe; building strong number one and number two network positions; maintaining our cost 
advantage; and a disciplined use of capital.   

Achieving these four objectives will deliver our shareholders sustainable, profitable capacity growth in the 
region of 3% to 5% per year, although clearly we have the flexibility, as we've talked to you before, to 
increase or decrease depending on market opportunities and the economic environment.  It will also 
deliver improved returns, as evidenced by tangible cash distributions regularly via the increased ordinary 
dividend at 3 times cover. 

I'm now just going to talk you through how we are making progress against each of these objectives. 

easyJet.com is a source of competitive advantage for us.  We've recently implemented a raft of 
developments across our online and mobile channels to enhance our digital offering, drive traffic of course 
to easyJet, and improve conversion rates. 

Since we launched our mobile app in December 2011, it has been downloaded over 4.8m (sic - see 
presentation "4.5m") times, and we expect this to continue to increase. 

Mobile boarding cards are being trialled, having been introduced two weeks ago, and are now available at 
eight of our airports.  In the first 24 hours alone over 1m people downloaded an update to the app.  And 
customer reaction has been really positive; it's scoring about 4.5 out of five on iTunes.  We're currently 
downloading over 1,200 boarding cards a day at those trial airports.  So I think we can safely assume that 
the trial is going to be good. 

Our aim is to increase, as I said, visits to easyJet.com, most importantly drive up conversion rates, and of 
course push cross-selling and upselling opportunities wherever we can, with the ultimate goal of course of 
improving yields.  To achieve that, we've talked to you quite a lot about CRM in the past and we have 
significantly improved our capability in this area.  We've put in place a program of communications to make 
travelling by easyJet easier and help drive additional purchases in the run-up to a flight departure after a 
customer has made a booking. 

Email is now driving more than double the proportion of easyJet.com traffic and close to 70% more 
revenue against the same period last year.  Emailed customers are 20% more valuable and book 11% more 
frequently than non-emailable customers.  As we improve our digital and CRM capability, which results in 
being very targeted in our approach with customers, we are reducing our overall marketing spend.  We've 
seen an underlying 15% reduction since 2011. 

So following the multichannel Europe by easyJet campaign, brand awareness in our core markets has been 
improving and is close to 100% in some of our more established territories, as you can see.  The aim of the 
campaign has been to develop a brand that people in each of our core markets know, like, understand and, 
most importantly, trust, increasing their likelihood to fly with us on a recurring basis.   
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So you can see that from this chart we've been making really good progress in France and Italy, with a 
three-fold rise in the proportion of consumers considering easyJet to be their first-choice airline.  98% of UK 
customers who have travelled with easyJet say that they will fly with us again, they will re-book.   And the 
figure is 96% in France and Italy.  We are very, very pleased with that. 

We have seen preference scores improve in every single one of our markets, and the service and product 
we now offer encourages customers to trial us and to come back to us when they have tried us. 

Now passengers definitely see allocated seating as improving our product.  It has encouraged people to 
reappraise the Airline and try it for the first time.  As you know, our focus this year has been to minimize 
any operational impact we might have seen just because it is new, because of the introduction of allocated 
seating. 

We're pleased with the progress to date.  All operational KPIs are running ahead of our internal plan.  We 
continue to have the best-in-class on-time performance in a period when all airlines have been impacted by 
sustained incidents of bad winter weather, and it's been a very long winter. 

Customer feedback of the implementation of allocated seating has been really positive, with a rise in 
customer satisfaction scores for the boarding experience.  This is the first full summer schedule of allocated 
seating, and we will review progress after the key summer season to assess what further revenue benefits 
can be gained from yield managing this. 

Another important RPS driver is the business travel initiative.  This is a long-term plan, as you all know.  And 
we're trying to change very established behaviours out there.  And of course, again, the ultimate goal is to 
drive yield.  It's all about the incremental margin.  We continue to make good progress, having now signed 
deals with all the major global distribution suppliers, 69 travel management companies and 124 deals with 
large corporates across Europe.  112 of those corporate deals have been signed since October 2012. 

We're also now offering fast-track security to our Flexi fare passengers at 27 airports, which amounts to 
about 54% of our network.  And we will be rolling this out across our network over the coming months. 

We're working to make our product more accessible to customers booking through the GDS and TMCs.  The 
leading GDS providers have invested their own money into technology to standardize the way in which 
easyJet's seats are presented within their systems to allow users to access the easyJet fares more easily.  
Amadeus and Galileo solutions will be in place in the third quarter of this financial year. 

We now have 10m business passengers travelling with easyJet on a rolling 12-month basis.  We've 
increased our share of the business travel market by about 4%.  We're on track to deliver our targeted 
incremental margin for the year. 

Our second strategic objective is to build strong number-one and two network positions.  We've cautiously 
grown capacity this summer by around 3.5% and allocating capacity to the routes which will optimize 
returns.  So you can see here our capacity plans for the summer.  And we'll take any questions about any of 
our markets at the end of this presentation, as I said earlier. 

Our third strategic objective is to maintain our cost advantage.  The easyJet Lean program, which you know 
is not just a program that sits on the side of the airline but is something that is embedded in everything that 
we do actually.  But this slide shows you that there are still real opportunities for easyJet to simplify and 
improve processes, resulting in cost reductions. 
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I'm just going to give you three examples.  We've introduced something called the Bendi Belt.  I know that 
makes you smile.  However, this is very, very important in the ground handling world.  It's an initiative 
where our team partnered in a really smart way with the manufacturer and we created with them a new 
system.  And the result of this new system will save one ground handling head from the loading teams.  
Now that is a big saving when you look at that across the network.  We have a lot of ground handling 
agents. 

Forced de-icing is another really good example.  Chris mentioned how much money we've spent on de-
icing.  As my ground -- our Head of Ground Ops will remind us almost on a daily basis, we have been deicing 
for eight months now.  So even though we might think we're out of winter, we're not.  So forced air de-
icing is where we spray deicing fluid onto the aircraft as an aerosol rather than using a hosepipe, resulting 
in a 40% to 50% reduction in deicing fluid use.  So that's really good news too. 

And weight-saving initiatives.  There's a whole load of those, including lightweight trolleys, lightweight 
carpets.  We've just got new Recaro seats, which are 26% lighter than the ones that they replace.  And they 
obviously help contribute towards reducing fuel burn. 

We've also made really good progress with the easyJet turn initiative.  Our aim here is to reduce the time 
our aircraft are on the ground by three minutes a turn or by 10%.  And our team are absolutely on track to 
deliver that.  Warwick can obviously talk a little bit more about that if you've got any questions about that 
specifically. 

And our fourth and final strategic objective relates to the disciplined use of capital.  We allocate our aircraft 
and capacity to optimize returns across our network.  You're really, really familiar with this chart by now.  
And as you can see, we continue to improve our network returns. 

In 2012, 56 routes were delivering less than 40% of the average return.  By the end of the first half of this 
year this had dropped to just 20%.  Of the 36 previously underperforming routes, 18 routes had improved, 
18 routes were dropped.  Routes no longer flown, there are lots of examples of that, but a couple of 
examples are Liverpool to Brussels, Brest to Charles de Gaulle. 

Now, coming to the end, finally.  As you all know, we're in the process of finalizing our commercial 
evaluation of fleet.  This process, the fleet evaluation process has been, as you would expect, extremely 
detailed, robust and thorough.  It's been subjected to high standards of governance, external review and 
audit.  We will continue though to take the time necessary to ensure that, if we indeed do recommend an 
order to shareholders, it will be in the best interest of all our shareholders. 

So, to conclude, it's clear that the execution of our strategy has driven the strong performance this winter.  
There's a favourable competitive environment of course for easyJet, with unprofitable capacity being 
withdrawn from the market.  easyJet has important areas, as I have described, of competitive advantage.  
We have a really clear strategy to continue to take profitable share and deliver growing returns to our 
shareholders. 

We have an efficient low-cost model, as you all know.  It's a definite competitive advantage, as evidenced 
by our ability to continue to offer affordable fares and do this profitably.  Our model is underpinned by 
industry-leading on-time performance, which minimizes the cost of delays and encourages our passengers 
to rebook.  We have a really strong pan-European network, the strongest probably in Europe, and a 
portfolio of slots at primary airports which we have built up over a number of years.  The slots are a definite 
competitive advantage as we tend to operate, as you know, at slot-constrained airports where people want 
to fly. 
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We have a great product, a really strong brand, and our passengers really like both of those things.  They 
also really like our crew. 

So it is clear, we think, that easyJet is a structural winner.  We're confident we can continue to deliver 
growing returns to our shareholders. 

On that note, I'm going to close this presentation and just turn over to you for your questions.  Thanks for 
listening. 

 

Q&A Session 

Chris Kennedy 

Shall we start with Wyn? 

Wyn Ellis - Numis Securities 

Wyn Ellis, from Numis.  Just a question on allocated seating.  Where are you now, do you think, compared 
to where you thought you'd be at this stage?  And what have you done in terms of experimenting with 
different pricing structures and different routes, etc., and what do you expect to happen there? 

Carolyn McCall 

Okay.  So we are where we thought we would be, perhaps slightly ahead of our plan, but not by much.  So 
it's gone according to plan.  We've done no experimenting at all.  In fact we have banned Cath from 
experimenting on allocated seating.  And the reason for that is that, although it's very tempting to do that, 
what we actually want to do is gather the data from allocated seating for the year.  And of course going 
through the summer, where patterns of behaviour are quite different actually, will give us a lot more to 
analyse to know what we can yield manage and where we can optimize and where we need to actually 
maybe bring down some fares. 

So we're in that process where we will do that at the end of the financial year.  And we'll have a much 
better view I think, therefore, of the trends of booking behaviour, which we will be able to use more 
effectively for next year. 

Wyn Ellis 

And can I ask where you think you are in terms of customer awareness of allocated seating? 

Carolyn McCall 

Yes, good question.  I was just saying this earlier on.  Actually I would still say about 30% of passengers on 
our flights, about one in three, are pleasantly surprised that they've got on an allocated seating flight.  And 
the reason for that really is that it's quite hard to market it as a new thing because clearly it's an innovation 
for us, but it isn't a new -- it's not a unique selling point in the market.  So what we're doing really is we're 
making sure that anyone who books with us absolutely is aware, so through the booking funnel, on the 
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boarding pass, etc., etc.  But we haven't done a big campaign about it, so we're doing posters in airports 
and things.  So I think it will be a slow -- slower burn, but it will come. 

Wyn Ellis 

Okay, and a secondary question, just on the GDSes.  Are you disappointed at the pace that they've been 
moving to get up to speed with you for the booking systems? 

Carolyn McCall 

Well, you know what, I think everyone would be disappointed with the pace of change.  But I think what we 
understand now though is this is a very established and very conservative, with a small c, market.  It has 
very established patterns of doing business.  And so actually we are challenging a lot of the norms and 
preconceptions and systems actually in that world.  And we are a new entrant.   

So we've learnt a hell of a lot.  But the good news is, they really want to work with us.  And they have 
invested their own money in technology to make us easier on their system.  So actually there's a good win 
there; it's just taken longer. 

Shall we go --?  Stephen, yes. 

Stephen Furlong - Davy 

Stephen Furlong, Davy.  Carolyn, do you see any changes in the competitive environment?  I accept it's 
pretty capacity-constrained out there.  Is there -- do you see more LCCs and less legacies?  I'm just thinking 
of Norwegians, Germanwings, things like that.  Or is it just a mix of the same really? 

Carolyn McCall 

I think not really would be the answer at the moment.  I think there is -- it's more of a reconfiguring of the 
same at the moment.  I do think longer term Europe will be about low fares and not about legacy carriers at 
all.  But I think that's some way away at the moment. 

Shall we just --?  Yes, we'll just start from Jarrod. 

Jarrod Castle - UBS 

Thanks.  It's Jarrod Castle from UBS.  Three, if I may.  Just coming back to allocated seating, I know you 
don't have to elect to pay upfront for a seat and then it just gets allocated.  What percent of your 
customers actually don't push the button and actually pay for the allocated seat? 

Secondly, just on Spain, you put up a chart saying 16% down.  Just given the changes which have happened 
at Iberia, that they've pushed through I guess in April, would you reconsider maybe increasing capacity in a 
few months' time there? 

And then just lastly, any changes that you're seeing in terms of the flags with regards to their fuel 
surcharges? 
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Carolyn McCall 

Say that again.  Any --? 

Jarrod Castle 

The flag carriers, any changes with their fuel surcharges?  Thanks. 

Carolyn McCall 

Okay.  Just on the percentage of the pattern on the plane, I think, Jarrod, you're not going to like this 
answer, but it is too early for us to say, because, as I said, I'd rather go through the summer period and 
then give you that pattern because it would be far more accurate than going through -- because really 
we've only had this since December.  And if you really think about it, you can only really -- it's only really 
since April that you've been able to book that online.  So we were doing a retrospective thing before April.  
So it's just too early on those percentages. 

Do you want to talk to --? 

Chris Kennedy 

On Spanish capacity, I think the answer is no in the short term.  The market is still -- there's still heavy 
capacity in the market.  We still fly to Spain a lot, and UK to Spain is a very strong piece of the business for 
us.  But outbound from Spain, with the economy and the amount of capacity, it's still a very depressed 
market. 

Carolyn McCall 

But we have -- we're still seeing, I think it's 13m passengers in and out of Spain.  So we're still very strong 
going in and out of Spain.  It's just that we've -- we've just taken the aircraft and of course our crew.  And 
90% of our crew are working across the rest of the network and all our planes have been reallocated. 

And then your last question was about fuel surcharges of the legacies and have we seen them come down. 

Chris Kennedy 

Yes, we haven't really seen behaviour -- I think what we have seen is quite a lot of flattery from the legacies 
around cheap lead-in fares and with a bag.  So Air France have had their EUR50 fares and BA have done a 
similar no-frills fare.  So that seems to be their latest way of trying to compete. 

Carolyn McCall 

There's two.  There's Peter and then Ed. 
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Peter Hyde - Liberum Capital 

Yes, Peter Hyde from Liberum.  Could I just ask a couple of questions then?  In terms of returns, I'm quite 
interested in slide 33 in terms of returns improving, particularly at the bottom end of the network.  And I 
was just wondering, are you working, do you think, more to eradicate those returns or are you working 
more to get returns across the whole network up?  So that's point one. 

And to follow that up, I don't know if you can make any kind of comments, Chris, about the fact that return 
on invested capital went up 190 basis points in the first half?  And I just wonder, you've talked about it 
going up in the second half, but are there any positives or negatives as to why it should go up the same or 
more or less?  Anyway, that's one question. 

And then the second one is, obviously I'm thinking about Gatwick here but you might want to be more 
general, can you just talk about getting incremental slots and whether and what you can do with more slots 
at airports and what kind of percentage slots you might want?  And going back to Carolyn's point about 
top-20 airports, are there going to be packages of slots available, do you think?  Thanks. 

Chris Kennedy 

On the returns point, we've always said that the shape of the curve will always -- there'll always be 
outperforming and underperforming routes because we work in a dynamic market.  So overall I think the 
short answer to your question is we want the whole curve to go up and that's what we're working on.  But 
clearly I think a lot of the benefit, particularly in H1 this year and starting in H1 last year, has been around 
managing the winter schedule much better. 

Carolyn McCall 

Yes.  ROCE improvement? 

Peter Hyde 

Yes, ROCE.  I think it's just when you plug the guidance into your models, there's -- I know before today 
there was a consensus of around 410.  From that you can see there's improved profitability year on year if 
that happens.  And that's what -- I think that's what'll be driving the ROCE improvement. 

Carolyn McCall 

And on slots, it's certainly competitive advantage, as I said in the presentation, because we have really good 
slot portfolios in many of the most constrained airports.  Orly is a good example of that.  And I think we 
have a whole team working on this all the time.  And we know where we want to get more slots.  We know 
where we make the money.  And we always keep an eye -- we're doing that all the time.  It's what we do. 

Cath, I don't know -- is Cath here?  I don't know whether -- do you want to add anything to that? 

Cath Lynn – Group Commercial Director 

(Inaudible - microphone inaccessible) 
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Carolyn McCall 

Okay. 

Edward Stanford - Oriel Securities 

Edward Stanford from Oriel.  Perhaps if I may ask Peter's question in a slightly different way.  Do you think 
it is a use -- a good use of shareholders' money to pay for slots if slots became available at an airport you 
wanted to be at? 

Carolyn McCall 

Yes, because it will be -- it will all be about the incremental margin we can make and therefore better 
returns for shareholders, so absolutely.  It depends on the slots.  It depends on the times.  It depends on 
the value.  But we wouldn't go for something that wouldn't return -- have good returns. 

Chris Kennedy 

So shall we just go to Stephen and carry on on that row? 

Carolyn McCall 

Yes.  Stephen? 

Stephen Lyons - easyGroup 

Hello.  Stephen Lyons of easyGroup.  You said you're doing sale and leasebacks on 12 A319s and 12 A320s?  
The 319s are going to be the oldest aircraft that you have in the fleet.  What are the approximate ages of 
those and why were those chosen?  And what would the lease terms be on them? 

Chris Kennedy 

So the reason for choosing the oldest one is we -- it's a deliberate policy for managing the fleet.  We prefer 
for the older planes to be leased and the newer planes to be owned.  It's so it's creating a secondary market 
for our aircraft.  And I think we've done that very successfully actually and we've got some good end user 
airlines who want to take the easyJet A319 aircraft when they come off lease.   

So the average age, it was around eight years, which are the older ones in the fleet.  And we'll be leasing 
those through for a five-year term.  We had a very competitive offering.  It was the -- we'd run it as a 
tender.  It was over-subscribed.  We managed to negotiate some very good terms on that.  So I'm not going 
to give the commercial details, but eight-year planes, five-year leases at very competitive terms. 

Stephen Lyons 

I have a second question, if I may.  You note the disclosure in the accounts about the Bribery Act.  And we 
notice it's more restrictive gifts on hospitality.  I wonder what more restrictive means and what were the 
excess or acceptable levels before? 
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Carolyn McCall 

I don't think that was intended to show any dramatic change.  I think that what we've done is we've 
relooked at it recently with the Bribery Act.  We've put it in because there is a Bribery Act.  And we have 
been just very clear and tight about all our rules, regulations and policies around that Act.  So it's just for 
clarity, I think.  So it's a very clear gifts policy.  I can talk you through that at our meeting, if you like, 
Stephen, in terms of any detail you might want.  You can have a copy of the policy, if you like, that we issue 
to all our staff. 

Stephen Lyons 

And it presumably applies to all suppliers, not just potential suppliers? 

Carolyn McCall 

No, of course, all suppliers. 

Stephen Lyons 

Thank you. 

Carolyn McCall 

All suppliers. 

Chris Kennedy 

Damian? 

Carolyn McCall 

Damian, yes. 

Damian Brewer - RBC 

Damian Brewer from RBC.  Two questions, please.  First of all, just trying to understand if coming this 
summer you've got a potentially stronger impact of allocated seating, there isn't the dilution of the leisure 
mix over Easter, plus it's typically a period when you run with higher load factors anyway.  Why or can you 
give us some feeling of what the specific factors you think are that are potentially depressing the revenue-
per-seat performance versus the winter performance in terms of the incremental growth? 

And then the second question, on the -- that pie chart you showed with the 86m passengers, how many of 
those do you think are addressable?  Or in your thinking, how much of that effectively gets sat on by legacy 
carriers putting their own, well, low fare, maybe not low cost clones onto those?  And how do you access 
those slots to get in and grow that service? 
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Carolyn McCall 

Okay.  Let me take the -- do you want to do the first one? 

Chris Kennedy 

Yes.  Just in terms of the yield in the second half, we believe it will be more competitive.  And the OEG 
schedules show that there is less capacity coming out of the market in the summer than it did in the winter.  
And secondly, it's the percentage game.  Our ticket price in the second half is substantially higher than in 
the first half.  So 4% of the second-half ticket price is actually more than 5% of the first-half ticket price.  So 
there's an absolute pound note effect going on there as well. 

Carolyn McCall 

And also we're at very, very high load factors.  So we're running our load factors within the early to mid-
90s.  That leaves us less room to do anything with the load factor than we might have at other times of the 
year. 

Damian Brewer 

(Inaudible) or if you know the aircraft's going to be really full, they could be more prepared to pay up to get 
the allocated seats (inaudible). 

Carolyn McCall 

Well, we'll see.  I think this is why it's really important that we don't come out too early with what we think 
allocated seating's doing, because actually, we don't know how consumers are really going to behave 
through the summer.  So let's wait and see. 

On your -- on the pie chart, really what we were doing there is saying we strategically know that we can 
grow organically in our core markets, and we can continue to do that for a number of years.  We don't have 
to take on any -- it's a very low-risk strategy in that regard.  Now you are right to say, of course, that there's 
all sorts of -- this goes back to Stephen's question, which is Germanwings is Lufthansa but with different 
clothes on.  Right?  And it's going to be interesting to see how that pans out.  They've tried all sorts of 
different things, and this is another thing they're trying.  As far as we're concerned, we're competing with 
Lufthansa in Europe.  Right? 

So I think you're right to ask us what's addressed.  That for us is a -- it'll be commercially sensitive because 
we will be looking strategically at how much we're targeting of that and how we're targeting that and so 
on.  And of course, as I said, we know where we would want to get slots.  We know exactly where we want 
to gain number-two positions at airports.  And we know what we have to do.  So for everything that we're 
doing strategically, we will have a work [scheme] where someone is working hard to deliver that objective. 

Chris Kennedy 

Donal? 
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Donal O'Neill - Goodbody 

Hi.  Good morning.  It's Donal O'Neill from Goodbody.  Three questions, please.  First one just in terms of 
cost per seat.  You've guided plus 4%.  Could you give us an idea of the component parts, the moving parts 
within that? 

Secondly, in terms of again capacity coming out of the system, where -- which particular markets are you 
seeing capacity reductions and what might the quantum be? 

And then lastly, in terms of financing and back to the return on capital questions, IAG obviously did a pretty 
large convertible yesterday, with a focus of trying to reduce their returns on capital.  Would you guys look, 
given how cheap it is to finance at the moment, would you look at taking on some more debt and reducing 
your cost of capital? 

Carolyn McCall 

Why don't you do one and three together? 

Chris Kennedy 

Yes, I'll do one and three then.  So the cost per seat increase, it is more of the same from airports in reality.  
So I don't think the picture will be very much different from where it was in the first half.  The inflation will 
mainly be in the regulated airports.  There'll be modest crew inflation in line with general inflation.  And the 
rest of the piece we're trying to keep pretty much flat.  So I don't think there are any big ups and downs in 
the second half on cost. 

And on financing, yes, I've had a steady stream of investment bankers in the last quarter saying 
convertibles are really cheap at the moment, why don't you do one?  The BA, I think it was a 1.75 coupon 
and a 30% premium on the convertible element.  At the moment, I'm very happy with asset-backed 
finance.  In fact, all the financing we need really is around residual value protection and the fleet 
operational benefits of doing sale and leasebacks, and we're getting very attractive rates on that.  So I 
won't be in the market for a bond. 

Carolyn McCall 

And your other question was about capacity and where's it coming out and so on.  So I might draw in some 
of the country directors here.  But I would say France capacity is definitely coming out of the market.  I'll 
ask Francois to say a few words on that.  Italy, capacity's definitely coming out of the market.  UK, there's a 
bit of capacity in the market actually, so although we're growing ahead of the market there.  Germany a bit 
out.  Thomas, yes?  No?  Why don't -- I'll just bring the country directors in here because they'll give you 
some colour on what's going on in the market.  Thomas, do you want to start? 

Thomas Haagensen – Director, Northern Europe 

Yes, for Switzerland, on our markets in Geneva and Basel, it's broadly flat.  I think it's rather in Berlin where 
we see some capacity coming out while we are increasing capacity there and preparing for looking forward 
to the move to the new airport eventually. 
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Carolyn McCall 

Eventually being the operative word, yes. 

Francois Bacchetta – Director, Southern Europe 

So in France it's about the same or even some capacity's coming out because Air France is taking capacity 
out of the regions actually already.  You see that in Marseille, in Toulouse, in Nice.  And that's why we're 
growing.  We keep growing, almost 8% more passengers this winter than last year.  So -- and sustaining our 
yield.  So we're in good shape, and we seized that opportunity. 

Carolyn McCall 

Frances? 

Frances Ouseley – Director, Italy 

In Italy, capacity out of the market is pretty significant because it's driven by different factors, not only 
Alitalia, which is weak, and it's decreasing the short-haul investment.  But also from the bankruptcy of 
WindJet and our continuous win on head-to-head routes with Aeroporto Malpensa. 

Carolyn McCall 

And Paul, do you -- where's Paul Simmons?  Paul's right at the back, Hayley.  Say a few words about this. 

Paul Simmons – Director, UK 

So in the UK we're looking at a 2% market increase in the second half.  And we're looking at a 4% increase 
for easyJet, primarily going into areas of strength such as London, Edinburgh and Manchester. 

Carolyn McCall 

Okay?  Great.  Neil?  Shall we go to Neil and then Andrew, or maybe Andrew and then Neil? 

From the floor 

Very kind.  Thank you.  If I could ask first of all a question on -- maybe back to the regions.  On Switzerland 
you're obviously growing by 13% year on year in the summer, and that market being a little trickier these 
days with the Swiss franc.  What -- how do you see the opportunity there? 

And then maybe following on with a couple of aircraft deal or potential deal questions.  Your net cash at 
March was over £400m.  Do you see that as highly relevant to agreeing attractive commercial terms with an 
OEM, given obviously when the big order was made some years ago you didn't have a balance sheet 
comparable to today clearly? 

And then finally, with respect to the options you have outstanding, if you were not able to agree another 
aircraft deal specifically relating to the bridge capacity, when would you look to exercise those 70 options? 
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Carolyn McCall 

Okay.  On Swiss, I think really Thomas has answered quite a lot about that.  Just broadly, Switzerland is one 
of our most established markets.  So the brand is strong there and we are number one in Geneva and 
number one in Basel.  And so we are -- Swiss is a competitor.  It's probably one of the very few airlines who 
does make a bit of money, although that's declining.  But we will -- we compete with them.  We're putting -
- as you saw from that slide, we put I think 13% into Switzerland.  So we're obviously confident that we'll 
get the returns on that capacity growth in Switzerland.   

Thomas, do you want to add anything more than --? 

Thomas Haagensen 

I think what we ensure is when we add capacity to places like Geneva and Basel, is really to make sure that 
that incremental capacity fee doesn't cannibalize profitability of existing routes or existing capacity.  So 
we're still broadening our product portfolio and improving that, still increasing the number of routes and 
putting new products to the market and increasing frequencies on business routes where there's high 
demand. 

Chris Kennedy 

And on fleet, clearly a strong balance sheet is helpful in negotiations with suppliers.  So what I would say is 
that there is competition between the -- all three of the air framers, and in particular Airbus and Boeing for 
the 180-seater.  And part of that competition is that they are dealing with an airline who is able to have a 
sensible funding for if they go forward with any potential purchase. 

Carolyn McCall 

And the options? 

Chris Kennedy 

The options, we've -- we're in a position where we don't need to exercise those options.  We'll take the 
time to make the fleet decision.  And so at the moment we're under no pressure to exercise any more 
options. 

From the floor 

Great.  Thank you. 

Andrew Lobbenberg - HSBC 

Thanks.  It's Andrew Lobb from HSBC.  Can I ask about Germany?  It's a perennial question, to be fair.  But 
you're putting more capacity in there now, but it's from a low base.  So how are you thinking about building 
a material position in what is Europe's strongest economy?  So what's your thinking on that? 

Could you update us on how you're trading on your two gifts from the regulators, on Linate Fiumicino and 
the Moscow trip? 
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And then could you just give us a quick walk around where you are on labour relations?  There's been quite 
a lot of stuff about the UK pilots.  But there's been some volatility in Portugal and some noise in Italy and so 
on.  So can you just talk us through how that's all going? 

Carolyn McCall 

Okay.  Shall I?  I'll go.  I think we have said this -- we say this internally quite a lot, that we're not in 
Germany; we're in Berlin.  And we do very well out of Berlin and we've increased capacity, as you've heard 
from Thomas, in Berlin, and that's going to be very good for us.  I think our approach to Germany is steady 
as you go, very stealthy, and that we will look at it in a very federalized way so that anything we might do or 
anything we might be thinking about will be incremental and will be not about Germany as a whole.  Does 
that make sense, Andrew?  Yes? 

On the Linate Fiumicino and the Moscow, both going well.  Frances can give a little bit more info on Linate 
Fiumicino.  I think that was a great -- last great monopoly route.  But Alitalia's still on it thickly.  They have a 
huge number of flights on that.  But our value is definitely being welcomed and celebrated in the Italian 
market.  You can't move for people talking about the fares that we do on that route.  So that's gone very, 
very well.   

And actually there's been a very big symbolic thing about us breaking that monopoly in Italy.  So it's coming 
of age for easyJet in Italy.  The brand perception, the awareness has really, really increased.  We're taken 
very seriously now.  And I think actually Italian business travellers are much more likely to consider us as a 
result of Linate Fiumicino.  So it will have a halo effect on Italy. 

On Moscow, I said I think it's early days on Moscow, but it's doing well.  What we've been really surprised 
about is how well known we are in Moscow and the fact that already 90% of our bookings coming out of 
Moscow are online.  And we expected that to be quite different.  So actually it's very good for the model, 
because people are going straight to the web and booking easyJet online.  So that's really good.   

And I just -- Frances, anything to add to what I've said on that? 

Frances Ouseley 

Well definitely it's early days.  We have five weeks of fully loaded schedule.  But certainly we are impressed 
because there are already some rotations which are flying at full load.  And there is, since actually we've 
been announcing it or we were close to announce it, there has been an incredible increase of demand with 
respect to corporate accounts willing to engage with us.  And this is of course good for the short term.   

Of course it takes a while to convert the demand into Flexi, but -- which is to say in incremental margin.  
But it's definitely all good.  And the brand has benefited incredibly from this operation so far.  And there 
has been 13 months of fight and we have been chosen, so actually it has been quite tough to get there. 

Carolyn McCall 

Paul, anything to add on Moscow? 
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Paul Simmons 

All I'd say is still very early days obviously.  But we just went double daily on the London route a few weeks 
ago.  And while loads are already well up to 70% and 80%, which is, in terms of our factoring, that's what 
we'd expect and maybe a little bit better.  So things are building nicely.  It's very good that we're getting, as 
Carolyn said, a good pull from the other side of the route as well, from Russia.  So we're getting good two-
way bookings.   

And the feedback from the trade actually, from the business travel trade, I've been talking to them about it, 
and the feeling is that we're performing very well and they welcome the route, because we are providing 
true competition, which I think is one of the reasons we got the route in the first place, that we are 
delivering that strong, reliable service on a two-way basis and significantly lowering the fare in the market 
to give the traveller better value. 

Manchester is -- the loads of Manchester are 60% to 70% and still growing nicely as well.  So it's -- 
Manchester is a new route which we're having to develop.  But clearly we did our research before 
launching that route.  So it's on track as well.  It's going to be a little bit harder work, but that's why it's four 
a week rather than two a day.  But we see that one succeeding too. 

Carolyn McCall 

And on labour relations, just I think a kind of macro point would be that, one, we really do try very hard to 
have open and good dialogue with all the unions across Europe, whether that's cabin crew or pilot.  But I 
think that no matter how hard you try on that, there are always going to be some tensions, because there is 
this thing about austerity in Europe, wage inflation, and of course every company, not just us, trying to 
control its costs and maintain the cost advantage that we particularly have in all of our markets.  So there's 
a natural tension there.  And we will obviously have disagreements about where we get to on any deal. 

Having said that, we have got -- we've come to an agreement with our Italian pilots.  We call it 
Michelangelo, but we got what -- we've done a lifestyle deal, which I'll ask Warwick to talk about in a 
moment.  We are working constructively and well with BALPA at the moment on new entrant contracts.  
And I think you will just see it's a bit like popcorn; you will just see things popping up every now and again.  
And you'll think what's that about?   

So we've got a four-hour cabin crew strike in Italy.  It's actually not about pay and we want to resolve it.  
But it's just a way of saying, hang on a minute, we want you to really listen to this.  So I think you'll just see 
that happening.  And it won't just be us, it'll be -- now our real benefit is that when we are talking to our 
crew and when we're talking to the unions, we're talking about growth, we're talking about opportunity, 
we're talking about stability and security long term, we're talking about a successful airline where they will 
have jobs.  So we're not in the extreme end of labour relations, Andrew, where they're striking because 
they're protecting jobs and terms and conditions that legacy carriers have had for years and years and 
years.  So at the other end of the spectrum on that really.  So it's much more constructive, I think, than 
that. 

Warwick, do you want to just talk about Italy for a minute? 
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Warwick Brady - COO 

Yes.  I think generally we see the industry is changing quite quickly.  So what we're seeing is all of the same 
unions that represent our crews also representing some of the big legacy carriers that are making 
substantial changes and cuts to their flexibility and pay.  So we get quite a lot of pressure from the same 
unions.  That doesn't mean that we don't have a good relationship with our crews.  I think our cabin crew 
and pilots all do a fantastic job.   

So it's the relationship with them.  We work very hard with that.  And the relationship with the unions, we 
are open and constructive, but obviously we have sometimes a different approach to how we want to get 
to the end result. 

In Italy, we've had some breakthroughs and we've had some hotspots.  So for example, in Italy, we've had a 
breakthrough with our pilots with a four-and-a-half-year deal for lifestyle and pay.  I think we've got some 
really good news in France with both a cabin crew and pilot deal.  We've got a hot spot of Italian cabin 
crew, not about pay but about work and lifestyle issues.   

And then again on the UK, from a BALPA perspective, I think we have stepped forward.  And it is 
constructive at the moment and we expect to make some breakthroughs hopefully with them in the next 
few weeks. 

But overall, hot spots, but generally more breakthroughs.  But again, continued tension with the unions on 
some of the terms. 

Carolyn McCall 

Any other questions?  Damian? 

Damian Brewer 

Damian Brewer again.  Just one, coming back.  Obviously an airline can raise a convertible with 1.75%.  
Airports have been doing fully fledged debt on a post-tax cost basis of 1% to 2%.  How much further do you 
think you can push regulatory structures, both here in the UK and Europe, to start to recognize the current 
environment of cost of debt for infrastructure rather than some 20-year-long run average? 

Chris Kennedy 

It's a subject dear to my heart.  Yes, the WACC used in regulated settlement calculations is a very important 
element to the overall cost increases.  We -- and clearly the airport operators want a very high WACC and 
we're trying to convince the regulators that actually the real WACC is a lot lower.   

We've had some success, but nowhere near the extent that we think the true picture is.  And the difficulty 
is that the airports have -- their argument is that the current financing rates are a blip and they will go back 
up to long-run averages.  We've got lots of charts showing Japanese bond yields since 1990 that we -- which 
actually show that that is not necessarily the case.  And if Europe is in for 10 years of bumpy rides, then 
yields will be very low and their financing costs will be low.  So it's a constant debate.  Who knows how far 
we'll be able to push it, but it's something we fight very hard on indeed. 
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Carolyn McCall 

Tim? 

From the floor 

Hi.  Chris, just a quick question on the currency impact for the second half of the year.  So there's a £5m to 
£10m negative here in the second half.  Are you able to split that between what's in the fuel cost and 
what's in the difference between the revenue, which I suspect is positive, and then the negative on the 
non-fuel costs? 

And then the second question just on the working capital, which looked like it was a pretty good 
performance compared to last year, just why that was the case. 

Chris Kennedy 

So on currency, it's roughly half on the fuel bill and half euro of the £10m.  And if you remember that graph 
that I showed, the reason we're getting the negative on the euro is that last year euro continued to weaken 
all the way through the second half.  So actually we didn't suffer at all last year from the weakening euro, if 
you remember, because we were taking the booking continually at a stronger rate than we were flying the 
flights.  So that's why you've got a small negative, because just mechanically, we're just saying the exchange 
rate is going to be flat over the half this year.  So that's the exchange rate. 

On the working capital, as I said, it was primarily just driven by the booking profile and just getting the 
strong bookings all the way through to the end of March. 

Carolyn McCall 

Any other questions?  No?  Well, thank you all very much for coming.  And I think there's some coffee and 
tea outside and we look forward to seeing you later.  Thank you. 

 

[End] 


