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NDC Messaging 101
Your go-to guide for clear, consistent, and impactful messaging
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How to use this doc 
This NDC Messaging 101 Guide is designed to provide a clear, structured summary of Corporate Traveller’s NDC positioning and messaging. It brings together the most critical elements from our NDC Positioning Strategy and NDC Messaging Framework into a single, easy-to-reference resource.
Who is this guide for?
This document is intended for marketing, communications, and content teams to ensure all external messaging about Corporate Traveller’s NDC approach is aligned, consistent, and impactful.
How to apply this messaging
Use this guide when creating:
✅ Website content
✅ Social media posts
✅ Email campaigns
✅ Sales collateral
✅ Thought leadership articles
✅ Press releases
✅ Sales content
Key elements in this guide:
· Core positioning statement: A succinct summary of how CT differentiates itself in the NDC space.
· Value proposition & elevator pitch: A refined, compelling way to articulate our NDC strategy.
· Unique differentiators: The standout attributes that set us apart from competitors.
· Key messaging & outcome pillars: The foundation for consistent communication across all channels.





Maintaining consistency & approvals
Please ensure that any marketing materials referencing NDC adhere to this guide. If you’re developing new content, please run it by Ioana Gaicea, Global Supply Product Marketing Manager (Ioana.gaicea@flightcentre.co.uk) before publishing to ensure accuracy and alignment with the broader strategy.
For any questions, clarifications or feedback, feel free to reach out! 
[bookmark: _Toc214611912][bookmark: _Toc221541859]Core positioning statement 
A clear and strategic definition of how CT stands out in the market, shaping our messaging and competitive differentiation.
Corporate Traveller makes NDC simple, practical, and reliable for growing businesses -bringing fares and extras like seats and bags into one place and only switching them on once they’re proven to work end-to-end.
[bookmark: _Toc214611913][bookmark: _Toc221541860]Core value proposition 
The core value prop that is often used on homepage headlines. This is a succinct statement of our unique value that we’re able to offer customers. This is closely tied to our positioning and has one, clear focal point.

Future-ready with NDC: Tested and reliable fares that work for your business. More choice, more extras - all in one place.
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Company profiles & NDC understanding
CT messaging is built for growing businesses who want travel to be simple, reliable, and good value - without having to understand airline distribution changes. 
Personas we’re actively speaking to: 
Primary decision-makers
· Business Owner / Managing Director / Co-Founder (time-poor, ROI-driven, wants control without complexity) 
· Finance lead / Controller (detail-driven, risk-aware, hates ambiguity and hidden costs) 

Primary influencers
· Office Manager / EA / PA / Ops Coordinator (day-to-day bookers) (needs everything to “just work”) 
Secondary persona
· Travellers (employees, consultants, sales teams, frequent travellers) – we’re not actively speaking to this persona; however, their experience directly influences the decision makers. 
· They’re independent, convenience-driven & vocal if unhappy. Their satisfaction feeds back to the decision makers - so a smooth NDC experience matters for retention and adoption
Ioana’s tip: for a detailed breakdown of these personas and their pain points please access the full messaging framework here.
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Ioana’s tip: These competitive differentiators should guide how we talk about CT’s NDC approach. They are not for throwing shade at competitors, but for showing prospects and customers the value of how we do things differently - always framed in terms of what it means for them. When creating content, select the differentiators that are most relevant to the story you’re telling, and focus on the customer outcomes (reliability, confidence, savings, smoother adoption) rather than the mechanics of how we deliver them.
#1. Deep industry expertise and strong partnerships 
What makes us different
Corporate Traveller’s NDC approach is backed by the scale, experience, and airline relationships.
Key talking points: 
· Longstanding partnerships with leading global airlines
· Direct collaboration with airline partners as NDC evolves
· Access to new airline capabilities as they are introduced
· Industry expertise guiding how content is introduced
· Confidence that content is sourced from trusted airline relationships
➡️ Customer value
Peace of mind that new airline content is reliable, credible, and introduced with expert oversight.

#2. We make airline change feel easy (no jargon, no homework)
What makes us different
We translate complex airline distribution changes into clear, practical outcomes for SMEs.
Key talking points
· NDC explained in plain English
· No requirement for customers to understand industry terminology
· Clear guidance on what’s changing and why
· Focus on business impact, not technical mechanics
· Support provided throughout the transition
➡️ Customer value 
Less confusion, less research, and greater confidence adopting new airline content.
#3. Only switched on when it works (quality over quantity)
What makes us different
Corporate Traveller focuses on reliability over speed when introducing NDC fares.
Key talking points
· Airlines and fares are introduced in phases
· Options are tested before activation
· Rollout is controlled and deliberate
· Focus on ensuring smooth booking experiences
· Prioritisation of fares that delivers value to SMEs
➡️ Customer value 
Confidence that what’s available is ready and easy to use without disruption.
#4. Introduced gradually, with customer readiness in mind
What makes us different
NDC is rolled out in a way that supports programme stability and customer adoption.
Key talking points
· Step-by-step introduction of airline content

· Communication ahead of changes
· Education for bookers and travellers
· Support throughout rollout
· Focus on minimising disruption
➡️ Customer value 
A smoother transition to new airline content without operational shock.
[bookmark: _Toc214611916][bookmark: _Toc221541863]Elevator pitch 
1-2 sentences that incorporate our value prop.
[bookmark: _Toc214611917]At Corporate Traveller, we don’t just switch NDC on - we make it work for your business. Every fare and extra is checked end-to-end, so your travellers’ book with ease and your business saves with confidence.
[bookmark: _Toc221541864]Long description 
This includes the value points uncovered in our positioning work, as well as our NDC solution’s details, headline benefits and an indication of our target market.
At Corporate Traveller, we make NDC — the new airline standard for offering fares and extras - simple, practical, and ready to deliver value for growing businesses. Instead of you having to figure out what’s changing, we help bring fares, seats, bags, and bundles into one place and only activate what’s proven to work without disruption.
We work closely with leading airlines and technology partners to check these options fit smoothly into your booking experience, so travellers get a hassle-free journey, and your business gets the savings and visibility it needs.
By focusing on reliability over quantity, we filter out the noise and introduce new options step by step — with clear guidance in plain language. The result: travel that stays simple, savings you can trust, and travellers who are better looked after.
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· Straightforward and human (plain language, no jargon)
· Reassuring and supportive (trusted guide)
· Confident yet down-to-earth (expertise without intimidation)
· Value-driven and practical (savings, simplicity, outcomes)
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Outcomes (what’s in it for them due to our approach)
The outcomes that are possible because of our NDC approach/solution. 
· Better choice of fares and extras — seats, bags, bundles, ready to book in one place
· Peace of mind — we only switch on options once we know they work smoothly
· Savings you can trust — clearer visibility of total trip cost (incl. ancillaries)
· Simpler booking experiences — right options upfront, easier to book and manage
· Flexibility for the future — partnerships keep SMEs ready for what’s next
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These pillars substantiate our elevator pitch and positioning work and encapsulate our approach and value prop. Think what makes us different – these should always guide your approach to content creation, they’re the foundation. 
Pillar #1: NDC fares you can count on 
Pillar #2: Trusted guidance backed by industry expertise 
Pillar #3: We test everything before you see it, so it actually works
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 Key messaging pillars to help shape blogs, social media, and other content assets. You can directly use these messages in your content. Think copy & paste. 
1. We only switch on what’s proven to work
· Quality over quantity — we don’t enable everything; we enable what’s useful and reliable. 
· Tested end-to-end — from booking and payment to changes and cancellations, so things work first time. 
· Less admin, fewer complaints — smoother journeys for travellers, less stress for bookers. 



Proof points 
· We consider a range of factors including how NDC fits in with our customers: 

· Travel policy
· Online/offline booking
· Servicing
· Duty of care
· Compliance
· Payments and credits

2. Trusted guidance (no jargon, no overwhelm)
· Plain-English support — we explain what’s changing and what it means for your business. 
· Rolled out with care — introduced step-by-step so it enhances travel instead of creating extra work. 
· Backed by our global buying power & partnerships — airline partnerships and scale that SMEs can benefit from without needing in-house expertise.
· Partnerships that keep you one step ahead — our relationships with leading airlines and technology providers mean new content reaches you only when it's proven to work, keeping your programme flexible as the market evolves. 
 Proof points: 
· Industry involvement: As part of Flight Centre Travel Group, we're involved in airline and technology forums that shape how NDC develops — so SMEs benefit from early insight and guidance without needing to track industry changes themselves. 	Comment by Ioana Gaicea (GB): I need to get this validated by Nikki 
· "We didn't know what NDC meant for us, but Corporate Traveller explained it clearly and showed us the options that actually worked. It felt like having an expert in our team." — Finance Director, SME client.	Comment by Ioana Gaicea (GB): Example only - not a real testimonial. Replace with verified customer quote before publishing
· Brand-level trust: Backed by Flight Centre Travel Group's global airline partnerships, Corporate Traveller gives SMEs access to the same guidance and insight that larger corporates enjoy.

3. Corporate Traveller makes NDC simple and business-ready
· More airline choice, all in one place — fares plus extras like seats and bags, without the hassle of shopping around. 

· Only switched on when it works — every fare and extra is tested end-to-end before you see it, so nothing breaks in your booking flow or creates unexpected admin.
· Clarity on true trip cost — see the full cost upfront, helping you budget with confidence. 
· Travel stays simple — we handle the complexity behind the scenes, so your travellers and bookers don’t feel disruption.
Simplicity angle
· “Making airline change simple” is absolutely core to Corporate Traveller’s SME positioning.
 Proof points 
· "Adopting NDC with Corporate Traveller was easy. They tested everything behind the scenes so we could get on with business travel without any disruption." — customer testimonial 	Comment by Ioana Gaicea (GB): Example only - not a real testimonial. Replace with verified customer quote before publishing 
· From a global airline: "Corporate Traveller ensures our NDC fares reach SMEs in a way that's reliable and easy to adopt."	Comment by Ioana Gaicea (GB): Example only

4. Introduced gradually, with support
NDC content is rolled out step by step, with guidance provided throughout.
· No surprises, just support - new airline content is introduced step by step, so your bookers and travellers always know what's changing and why.
· Education without the overwhelm - we make it easy to understand what's new, in plain language, without needing to follow industry news yourself.
· Your dedicated consultant keeps you on track — there's always someone who knows your business ready to guide adoption and answer questions as things evolve.

5. We keep investing so your travel stays ahead
· Stay ahead without the homework - airline distribution is changing fast, but you don't need to follow every development. We track what's coming and make sure your travel programme is ready when it matters. 
· Future-ready, not future-shocked - as airlines introduce new ways to sell fares and extras, we make sure the transition is smooth for your business, not disruptive. 
· Built for where travel is going - NDC is just the beginning of how airlines are modernising. With Corporate Traveller, your business is set up to benefit from what comes next, without having to manage the complexity yourself.


· Technology that works behind the scenes — we continuously invest in the tools and partnerships that make booking smoother, so your travellers and bookers don't feel the friction of a changing industry.
 Ioana's tip: If you have specific tech investment questions — integrations, platform upgrades, OBT partnerships – check with Ioana or the product team for anything publishable before using.
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