[image: A black background with blue text

AI-generated content may be incorrect.]                                                                                                                  DO NOT DISTRIBUTE EXTERNALLY

NDC messaging for Corporate Traveller 

This document serves as the core messaging framework for Corporate Traveller’s New Distribution Capability (NDC) solution, focusing on key elements such as tone of voice, elevator pitch, value proposition, etc.
This template is our core messaging document and should be used as the foundation for all our messaging efforts.  Each section has been directly shaped by the foundational positioning work, ensuring that our messaging is consistent, clear, and resonates deeply with our target audience.
By using this document, we can craft messaging that highlights Corporate Traveller’s differentiated approach to NDC, resonates with our personas, and reinforces why our solution is uniquely positioned to work for their business.
 This document should be treated as the single source of truth, guiding all efforts to create cohesive and compelling internal and external collateral. Its purpose is to ensure that everyone across the organisation is speaking with one voice, delivering consistent messages that emphasise our strengths and meet the needs of our target audience.

	Last updated 
	March 2026

	Value proposition
What is this?
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. Length wise, we’re looking at around 10-15 words. 
	Option 1 (confidence + simplicity):
Future-ready with NDC: Tested and reliable fares that work for your business. More choice, more extras - all in one place.

	Audience
What is this?
A brief background on the profile of the persona/s we’re targeting – note on the emphasis. We’re looking at their personality, responsibilities, titles, and roles in the buying process. Remember, these should be seen as actual humans. 
	Our messaging is designed to resonate with:
Primary decision-makers:
Business Owner / Managing Director / Co-Founder
· Personality: Pragmatic, outcome-focused, time-poor. They want to spend as little energy as possible managing travel but expect value and control.
· Responsibilities: Running the business, ensuring profitability, balancing productivity and employee satisfaction.
· Role in buying process: Final decision maker - signs off on adopting CT and expects clear ROI.
Finance lead/controller 
· Personality: Analytical, risk-aware, detail-driven. They dislike ambiguity and hidden costs.
· Responsibilities: Controlling spend, ensuring compliance, keeping reporting accurate.
· Role in buying process: Primary gatekeepers - strong influence on whether NDC is “worth it” for the business.
Primary influencers: 
Office manager/EA/PA/Operations coordinator – day to day bookers 
· Personality: Practical, hands-on, service-oriented. They just want things to work and to reduce hassle.
· Responsibilities: Booking and managing travel for employees, ensuring smooth trips, handling complaints if things go wrong.
· Role in buying process: Influencers and daily users - their experience will make or break adoption.
Secondary persona: 
Travellers (employees, consultants, sales teams, frequent travellers)
· Personality: Independent, convenience-driven, vocal if unhappy.
· Responsibilities: Focus on their core job (sales, consulting, delivery), expect travel to be smooth and stress-free.
· Role in buying process: Indirect influencers - their satisfaction feeds back to the decision makers.


	Elevator pitch
What is this?
1-2 sentences that incorporate our value prop. What do we bring to the table that others don’t? This needs to be unique and the top one to two value points we deliver. 
	Option 1 (consultative & reassuring)
With Corporate Traveller, NDC isn’t just turned on, it’s made to work for your business. We curate and test every option before it reaches you, so you can be confident you’re getting reliable fares, easy booking, and clear savings.
Option 2 (savings + reassurance) 
At Corporate Traveller, we don’t just switch NDC on – we make it work for your business. Every fare and extra is checked to ensure it works end-to-end, so your travellers book with ease and your business saves with confidence.

Option 3 (no mention of NDC) 
At Corporate Traveller, we make sure new airline options actually work for your business. From fares to extras like seats and bags, we only switch them on once we know they’ll book smoothly - giving your travellers a better experience and your business clearer savings.

	Long description
What is this?
100 – 200 words. This should include the value points uncovered in your positioning work, as well as product/feature details, headline benefits, an indication of your target market and maybe even some proof points, too - i.e. names of current customers or anything brag-worthy (like awards, usage or satisfaction stats)
	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 ensure fares, seats, bags, and bundles are available in one place and ready to book without disruption.
We work closely with leading airlines and technology partners to check that these options fit smoothly into your booking experience, so your travellers enjoy a hassle-free journey and your business gets the savings and visibility it needs.
By focusing on quality and reliability over quantity, we activate only what’s proven to work -  helping SMEs benefit from NDC in a way that’s straightforward, stress-free, and cost-effective. The result: travel that stays simple, savings you can trust, and travellers who are better looked after.

	Tone of voice
What is this?
This is uncovered by the persona research and should include 3-4 adjectives that describe your ideal voice. 
	· Straightforward and human – plain language, no jargon, easy for anyone in an SME to grasp.
· Reassuring and supportive – positions CT as the trusted guide who handles complexity so customers don’t have to.
· Confident yet down-to-earth – shows expertise without being intimidating or overly technical.
· Value-driven and practical – always focused on savings, simplicity, and real outcomes that matter to growing businesses.

	Outcomes
What is this?
The outcomes that are possible because of our product/solution. They should be concise and listed as bullet-points. 
	With Corporate Traveller’s NDC approach, our customers can expect:
· Better choice of fares and extras – access to seats, bags, and bundles from leading airlines, all ready to book in one place.
· Peace of mind – we only switch on fares and options once we know they work smoothly, so nothing breaks in your booking flow.
· Savings you can trust – clearer visibility of the total trip cost (including ancillaries), helping you stay on budget.
· Simpler booking experiences – travellers see the right options upfront, making trips easier to book and manage.
· Flexibility for the future – our partnerships with major airlines and tech providers mean you’re always ready for what’s next in air travel.

	Customer requirements
What is this?
The 1-2 things that are crucial to our personas to convert. This needs to be short and specific. 
	For SMEs to adopt NDC with Corporate Traveller, they need:
· Access to the right fares and extras – reassurance they’re seeing the same (or better) fares, seats, and bundles as they would elsewhere, all in one place.
· Confidence it works – every booking must flow smoothly end-to-end, without hidden admin headaches.
· Clear savings and value – proof they’re getting fair prices, with visibility of the true cost of trip (including ancillaries).
· Simple guidance – a trusted partner who explains what’s new in plain terms and takes care of the complexity.

	Outcome pillars
What is this?
These pillars substantiate our elevator pitch and positioning work. 1-3 words 
	Pillar #1 
NDC fares you can count on
	Pillar #2
Trusted guidance backed by industry expertise
	Pillar #3 
We test everything before you book it, so it actually works in practice

	Pain point(s)
What is this?
Here we’re looking to identify what problems are being solved by each value  pillar 
	● Price parity: Business travellers often see different fares on airline websites or consumer sites, leading to doubts about value.
● Extras like bags, seats or bundles are missing or not bookable, creating frustration.
● Poorly tested airline options can break at booking or servicing, wasting time and money.
● SMEs don’t know which fares or options they can trust to be reliable.
	● Most SMEs have little to medium to understanding on what NDC is or why it matters.
● Confusion about how new airline fares and extras fit into existing booking flows.
● Uncertainty about whether these options will add value or create hidden costs.
● No time (or expertise) to decode airline changes and what they mean for the business. 
	● Broken fares or extras waste time and frustrate travellers.
● If fares don’t work properly, it can throw off budgets, reporting and traveller care.
● SMEs worry about hidden costs or losing control if things don’t work.
● Concerns about whether traveller data and payments are handled securely.
● If fares aren’t tested properly, it can create extra admin for bookers and delays for travellers.
● Extras like seats or bags sometimes don’t show up or can’t be managed in one place.

	Product/feature benefits
What is this?
How well does our solution/product resolve those pain points? We want to stick to 3-5 bullet points and focus these around our value and supporting benefits.

	● The fares you expect, plus more – from the big airlines to the extras like bags and seats, all pulled into one place so you don’t need to shop around.
● A clearer picture of spend – see the full cost of flights and extras upfront, so you can budget without surprises.
● Travel made easy for your people – fewer frustrations, fewer complaints, and a smoother journey every time.
● Peace of mind for your business – we filter out the noise and only switch things on once they’ve been proven to work.
● Simple adoption – no jargon, just a partner who explains what’s new and handles the complexity.
● Less noise, more value – we only switch on options once we know they’re useful for your business.
	● Customer-first guidance – we don’t just “switch NDC on”; we walk you through what it means and how to get value from it.
● Clarity without jargon – we cut through the noise so you know which fares and extras are genuinely useful.
● Handled by people who know your business – your dedicated consultant, backed by our wider team of experts, makes sure you understand what’s changing and how it benefits you.
● Backed by experience – with years of airline partnerships and industry knowledge, we know how to turn complex changes into straightforward solutions for SMEs.
	● Proven before you see it – we test every NDC fare, seat and bag in real booking flows, so you only get options that actually work.
● End-to-end checks – from search and payment to changes and cancellations, we make sure the full journey runs smoothly.
● Safe and secure – all NDC fares and extras meet global data protection standards, so your business and traveller data stays protected.


	Product/feature details
What is this?
Which parts of our product/solution are responsible for those benefits? And how do they make you unique? Ideally, these should align with your 3-5 bullets above.
	● Always up to date - We partner with leading airlines to bring their fares, bags and seats into your booking tools.
● Mix and match what matters – we combine fares, seats, bags and bundles from different airlines in a way that makes sense for SMEs, giving you choice without complexity.
● Only the good stuff – we don’t switch on every option, just the ones we know will work smoothly for your business.
● Rolled out with care – we introduce airline offers step by step, with your dedicated consultant guiding adoption, so nothing disrupts your travel or creates extra admin.
● Tried and tested – every fare and extra is checked for booking, changes and cancellations, so you can trust it’ll work first time.

● Ongoing investment in modern air retailing and technology partnerships ensures our approach adapts as distribution evolve.

	● Ahead of the changes – we’re part of the conversation with airlines and technology partners, sharing SME needs and feedback so what reaches you is shaped with your needs in mind and practical to use.
● Connected across the travel ecosystem – we keep airlines, tech and booking tools joined up so fares, seats and extras flow smoothly into your usual CT experience.
● Backed by strong airline relationships – long-standing partnerships give you reliable access and early insight, without the guesswork.
● Personal guidance – we work with you to show which NDC fares and extras are ready to use, explain what’s genuinely useful, and roll them out in a way that fits your business.
	● Consistency you can count on – once something works, it works every time, so no surprises for bookers or travellers.
● Reliable extras – seats, bags and bundles are only switched on once we know they work properly.
● Introduced with care – we bring new fares and extras to you step by step, so they enhance the experience instead of creating extra admin.
● End-to-end reliability: We validate not only the fares but the full booking journey: from search and payment to servicing and reporting - so nothing breaks across your programme.
● Adds value, not hassle – we only introduce fares and extras when they improve the traveller experience and make booking easier for your business.

	Proof points
What is this?
Back-up what you’re saying with a snapshot of a real-life case study. 
	● 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
● Customer experience evidence:
“With Corporate Traveller we finally stopped worrying about fares missing or seats not booking properly. Everything just works, and our travellers are happier.” – Office Manager, SME client	Comment by Ioana Gaicea (GB): Not a real testimonial - just an example
Ioana’s thoughts: I would like these testimonials to be backed by data on how much money they saved from us having this relevant NDC content.
● Partner credibility:	Comment by Ioana Gaicea (GB): Not a real testimonial - just an example 
“Corporate Traveller helps our NDC fares reach SMEs in a way that’s simple, reliable and valuable.” – Airline partner

● What we deliver behind the scenes:
We check fares, seats and extras end-to-end before they’re made available, so customers only see options that are proven to work.

● Brand-level trust point:
Backed by Flight Centre Travel Group’s global buying power, giving SMEs access to airline fares and extras they wouldn’t get on their own.
	● Industry involvement: As part of Flight Centre Travel Group, we’re involved in airline and technology forums that shape how NDC develops. That means SMEs benefit from early insight and guidance, without needing to track industry changes themselves.
● Customer experience evidence:
“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): Not a real testimonial - just an example 
● Brand-level trust point:
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.
Ioana’s thoughts: our proof points here are also our thought leadership posts, speaker sessions, thought leadership content, in-house webinars, industry reports, in-house data that can show the value of our NDC approach, etc. Content that places as the go-to expert for NDC. 
 QANTAS ANZ EXAMPLE: 
● 95% NDC adoption rate:
Over 95 % of CT’s Australian customers are already using NDC fares - showing how quickly and smoothly SMEs embrace it when guided properly.

	● Customer quote (examples):
· “Corporate Traveller only showed us NDC fares once they were fully ready. Everything booked smoothly first time, and our travellers stopped complaining about missing extras.”

· “Adopting NDC with Corporate Traveller was easy. They tested everything behind the scenes so we could get on with business travel without any disruption.”
● Partner quote (examples):
· From a global airline: “Corporate Traveller ensures our NDC fares reach SMEs in a way that’s reliable and easy to adopt.”
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