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BSP ITALY R&S Market Data Dec. 2018
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BSP ITALY R&S Market Data Jan/May19
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Market Trends - BSP Italy (April 2019)
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HEAD OFFICES 1383

156BR + SA +AO

162

AHA 33

TOTAL 1572

AIRLINES



Voluntary Remittance Frequency
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AGENTS UNDER VOLUNTARY WEEKLY 86

15AGENTS UNDER VOLUNTARY DAILY

AGENTS ON DIRECT DEBIT 314



PACONF 41
REMOVAL OF BSP MONTHLY 

REMITTANCE

APJC 12 June 2019 Review LFC_Draft.pdf
APJC 12 June 2019 Review LFC_Draft.pdf


1 NewGen ISS Overview
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NewGen ISS Implementation
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• NewGen ISS is rolling out across BSPs. 

• Full implementation commenced in March 2018, with over 50 markets now live

• All BSPs expected to be migrated to NewGen ISS by 2020.

March 2018: NewGen ISS Resolution 812 became globally effective 

2017 2018 2019 2020



NewGen ISS Overview
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• Agency Accreditation Models: introduction of three accreditation 
models reflecting a wider array of Travel Agents

• Enhanced Risk Management Framework: notably introduction of the 
Remittance Holding Capacity, a new feature which mitigates risk 
exposure and promotes safer selling

• IATA EasyPay: new voluntary & secure payment method, based on pay-
as-you go-model 

• Global Default Insurance: new type of financial security, giving 
additional choice to Travel Agents

Delivering a more relevant, secure and customer-centric BSP 



Accreditation Models
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Three accreditation models are being introduced:

•Airlines determine who is 
assigned ticketing 
authority

Items to Note



3 Risk Management 
Framework
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Remittance Holding Capacity
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ALL Agents with access to Cash will be assigned a Remittance Holding Capacity (RHC)

• RHC Calculation depends on the Agent’s Risk Status

• The RHC is recalculated annually

C

B

A

Risk Status

Equal to financial security amount provided

Total Days            x        Daily Average BSP Cash Turnover3 Reporting periods   X  2

Remittance Holding Capacity

Number of days in Reporting 
period plus number of days in 

Remittance period

Average daily BSP Cash turnover 
from 3 highest reporting periods



Agent’s 
Remittance 
Holding
Capacity

Agent’s accumulated cash sales

Day 1 Day 2 Day 3 Day 4 Day 5 .  .  .

Current 
Period Sales

Previous 
Period Sales

 Remittance Date

Day 6

$

Continued selling using CC 
and IATA EasyPay

Open to advanced 
remittances at any time

Option to amend financial 
security amount and 
increase/ decrease the 
capacity

Open to IATA EasyPay at 
anytime

Sales via 
other FoPs
(e.g. IATA 
EasyPay) 

Remittance Holding Capacity
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All Agents with access to Cash will be assigned a Remittance Holding 
Capacity



IATA EasyPay
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IATA EasyPay, a new payment alternative in the BSP

• Voluntary, pay-as-you-go 
e-wallet

• Available globally

• Secure with no 
chargebacks

• Enabler of Safer Selling

• Accelerated Cash Flow
• Cost Effective alternative
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For Airlines:

• Cash Flow Acceleration

– 48-96 hours

• Cost-Effective

– 0.53 USD per transaction

• Secure Payment Option

• Globally Available

• Safer Selling Enabler

Benefits of IATA EasyPay



Airline Readiness6

17



18

Implementation

Key points for an Airline to consider:

• To have a designated champion within the 
Airline’s HQ

• One point of contact ensure information is 
distributed within organization

• Should have the support from management to 
drive implementation

• Airline’s impacted departments and any local 
offices interfacing with Agents should understand 
the changes



Key Points to Consider:

• IATA EasyPay as enabler of the RHC 

• Overall payment strategy?

• Agency Accreditation Models: targeted strategy 
depending on the accreditation model?

• Enhanced Risk Management framework: impact 
on how your airline conducts risk management?

• IATA EasyPay Opt-Out:  impact on distribution 
(legal and commercial)*

*Before opting-out from a market with dominant position, the Airline is 
recommended assess the legal implications.

Strategic Readiness
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Communication

1. Highly important for Airlines to actively communicate 

their payment policy to Agents to reach the objective 

for their distribution strategy

2. Airlines to consider if they want to spread awareness 

about the changes NewGen ISS brings to the agency 

community



Transparency in Payment Reso
896



Case for change
Objectives of TIP industry initiative

Increased use of 
Agent’s Card / 
Agent’s VAN

R890

Clause 1.4

Increased 
transparency and 

control
“Black box” 

of CC transactions

Increased card 
acceptance costs for 

Airlines



▪ Providers enlist

▪ Product enrollment

▪ 2 steps of validation:

o Upfront validation

o Post-ticketing monitoring

▪ Individual airline consent

1. Transparency

3. Transaction 

validation and 

monitoring

▪ Airlines to follow-up with 
Agents 

o On bilateral basis, or

o Via the Travel Agency 
Commissioner

4. Infringement 

and 

consequences

2. Individual 

Airline consent

TIP framework - 4 principles



THANK YOU


