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Abstract 
The rapid changes in the aviation industry over the last decades have evidenced a greater need for 

airports to focus on strategic thinking. The nature of competition has changed dramatically, 

increasing the competitive pressure over airports who need to identify their competitive strengths 

to survive in the market. The study of airport business has revealed some peculiarities relative to 

its business model that cannot be fully understood by a single theoretical perspective. The research 

has thus related traditional theories on strategic management together with more recent theories 

on multi-sided platform in order to explore whether these views could help understanding airport 

strategic decisions. This thesis is conducted under a single case study strategy focusing on 

Copenhagen Airport (CPH). The data collected have been analysed under three theoretical 

perspectives correspondingly the Industrial Organization View (I/O), the Resource Based View 

(RBV) and the theory of Multi-sided Platforms (MSPs).  

The research proposes that among the plethora of internal and external factors affecting CPH 

operations, some specific aspects should be closely looked in order to obtain competitive 

strengths. CPH market power, its ownership structure and the weight of each of the actors 

involved in the business have emerged from the combination of findings outlined by the three 

theoretical perspectives. The study concludes that the integration of different perspectives depicts 

the great complexity in evaluating CPH strategy. This has allowed to pull apart aspects of the firm 

and closely look at its operations to enhance the understanding of a sustained competitive 

advantage.  
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1. Introduction 

1.1. Significance of the research  

There is a fascinating element ascribed to the aviation industry related to the possibility of 

travelling to new places and experiencing new things. The business looks very simple for the 

millions of passengers that go every day to an airport as it is a matter of processing people and 

goods from point A to B. However, from a business perspective, airports are very complex 

infrastructures, involving a large number of stakeholders and impacting significantly the society in 

which they operate. Airports have traditionally been considered uncompetitive infrastructures, 

owned and operated by governments as a mean to create value for the society in terms of 

connectivity to the rest of the world. Over the last 20 years, the liberalisation of the aviation market 

has determined profound changes in the industry (Copenhagen Economics, 2012). The 

privatisation of a large number of airports around the world has modified the nature of their 

operations, encouraging them to function more as commercial-oriented organisations. The use of 

Internet, the flexibility of airlines business models, the increase of choices on the customer side 

have determined a paradigm shift in the aviation industry, meaning that airports have to fiercely 

compete in the market. 

 

These changes have generated concerns on airport’s management practices which have in many 

cases increased regulatory pressure. The development of aviation is an important growth factor 

for a country. In the EU, it contributes to 4.1% of GDP, generating 12.3 million of jobs across 

the countries (ACI Europe, 2019). However, such value creation at a societal level does not come 

without any costs in terms of significant capital investment, land use, noise and pollution. The 

magnitude of such externalities requires strong political attention. The role airports play in the 

society has changed consistently from a passive infrastructure focusing on capacity, to an active 

actor developing connectivity levels by engaging with different stakeholders. Besides the active 

role in the society, airports are businesses of a very complex entity since there are multiple agents 

involved. Thus, airports’ unique traits result in a different business model compared to other 

organizations and a different approach is needed to define their strategy.  
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1.2. Focus on Copenhagen Airport (CPH) 

This research focuses on Copenhagen Airport (CPH) as the single case study for multiple reasons. 

First of all, aviation plays an important role for Denmark increasing the opportunity of local 

people to travel outside and within the country. The value of aviation for the Danish economy is 

estimated to be around DKK 30-57 billion (Ministry of Transport, Building, and Housing, 2017). 

In particular, CPH is the main airport of the region, presenting the highest number of yearly 

passengers and destinations offered. CPH has always maintained a leader position both in 

Denmark and in Scandinavia, supported by the fact that SAS, the main Scandinavian carrier, chose 

CPH as hub airport. The competition from the other main Scandinavian airports is increasing 

along with the growth of the other large hubs in Europe (Copenhagen Airport, 2019a). This highly 

competitive landscape increased our interest to understand management strategic decisions that 

allow CPH’s competitiveness.  

 

Moreover, CPH is the largest workplace in the country, providing jobs for 22,800 employees and 

involving 1,300 different businesses (Copenhagen Airport, 2019a). The number of passengers has 

grown steadily over the years and CPH has made significant investments to expand its 

infrastructures and increase its capability. Furthermore, passengers can benefit from a wide offer 

of non-aeronautical services which represents a key aspect of airport business. CPH is investing 

in order to expand its shopping centre inside the terminals and assuring a high level of passenger 

satisfaction. CPH is a private airport but the State is still involved in the business assuring that the 

management works in order to increase the connectivity of the country. To this purpose a new 

aviation strategy was outlined in 2017 which takes into account multiple aspects of Danish aviation 

and CPH operations (Ministry of Transport, Building, and Housing, 2017). The dynamic 

environment and significant position of CPH both in Denmark and Europe makes it a relevant 

case for the present research.  

 

1.3. Research scope 

This research aims to investigate the complexity of airport businesses and illustrate the profound 

changes that have affected its operations in the last decades. In order to succeed in the industry, 



 3 

airports are required to implement strategic initiatives and identify their key strengths that qualify 

them to achieve a sustained competitive advantage. To do so, airports strategies need to take into 

account the increasing pressure arising from regulators who have acknowledged the impact of 

airports not only on airlines, passengers and shops, but more broadly on the entire society.  

 

The research examines existing theories and studies of traditional strategic management as well as 

more recent theories related to the concepts of two-sided markets and multi-sided platforms 

(MSPs). The aim of this research is to link these theoretical perspectives to the case of airports in 

order to assess and evaluate whether they can nevertheless be applied in the airport business 

industry. In order to analyse the strategic implications on airport business, traditional strategic 

management are reviewed and later applied to CPH. The area of strategic management in the case 

of airport has attracted marginal attention and only a limited amount of studies have investigated 

the significance of developing business strategies as vehicle to gain and sustain strategic strengths. 

The theories of industrial organizations (I/O) and resource-based view (RBV) are introduced in 

the review of literature and later applied to the airport case. These two theories differ in their basic 

assumptions. The former is based on the idea that firms’ resources are homogeneously and highly 

mobile, whereas the RBV holds its foundation on the heterogeneity of resources and capabilities 

of a firm. The business model theory is used to introduce the concept of a multi-sided platform 

drawing upon two-sided market theory. These two theoretical perspectives are applied 

simultaneously to CPH to analyse its business model under a platform perspective. Different 

studies have tried to analyse airports as platforms in order to understand the possibility of applying 

this concept to the airport business. They are presented in the review of literature to justify the 

use of platform theories. However, no common agreement exists among experts on whether 

multi-sided platform is the most appropriate way to represent this business. 

 

This study applies abstract concepts into a concrete situation to evaluate if the chosen theories 

can help illustrate a real-life case or whether they draw a too simplistic picture. The aim of this 

research is therefore to understand to what extent such theories can be applied to CPH and if they 

contribute to understand the current strategic practices to achieve a sustained competitive 

advantage.  
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1.4. Research Questions and Objectives 

In relation to the theoretical frameworks of strategic management and multi-sided platforms, this 

thesis has been formulated around the following research question: 

 

What strategies does CPH employ to achieve a competitive advantage? 

 

In order to extensively answer to the issues brought about by the research question, three 

complementary sub-questions have been formulated to investigate the problem under the 

different theoretical perspectives: 

 

1. How can we characterize the nature of competition in the airport industry? 

2. To what extent do CPH’s resources and capabilities have an impact on strategic decisions? 

3. Can we apply a platform business model to CPH? 

 

This research aims at relating the theories of strategic management and business model platform 

with the objective of presenting their contribution to the design of airport strategy. Moreover, the 

analysis of CPH wants to outline the practices adopted by the management and how the theories 

can be used to better understand airport operations. In doing so, sources of competitive advantage 

must be found highlighting their relation to airport strategies and whether areas of improvement 

exist. The research aims at evaluating CPH strategy and evidence if some trivial features of the 

business can be tackled by the management thanks to theoretical understanding. 

 

1.5. Thesis Structure 

Chapter 1 introduces this thesis’s field of interest, case selection and problem formulation. The aim 

of the thesis has been described along with considerations on the research scope and selected 

theories. 

 

Chapter 2 presents the theoretical framework at the basis of this research. The review of theories 

is divided into two parts. The first one being traditional strategic management theories from the 



 5 

I/O and the RBV. The aim of this chapter is to grant the reader with sufficient elements on these 

theories required to understand the application to the airport business in chapter 5. Secondly, the 

focus moves to the complexity of airport business model where the multi-sided market theory is 

introduced and its main characteristics explored and applied to the airport industry. 

 

Chapter 3 provides an extensive description of how the research has been conducted. This chapter 

sheds light on the research design and approach, the selection of the case study and the procedure 

behind data gathering and analysis. Particular emphasis is given to how the selection and the 

coding of the empirical data is conducted. This chapter is critical for understanding the foundation 

on which the research is based upon and its limitations. 

 

Chapter 4 serves as an overview of the selected case. Elements from the aviation industry are 

presented to give the readers sufficient background knowledge on the field and to provide an 

understanding of the major trends in the Danish market. Consequently, the focus shifts to CPH 

in order to outline the multiple activities involved in its business and the most recent and 

remarkable performances.  

 

Chapter 5 depicts the analysis of the data collected from primary and secondary sources. In this 

section empirical facts will be related to the theoretical concepts presented in the review of 

literature. The chapter is structured into three main parts, each of them responding to one of the 

sub-questions. This allows to understand the topic through the different theoretical lenses.  

 

Chapter 6 combines the findings across the different theoretical perspectives, providing the 

foundation to answer the overall research question. This chapter serves as a catalyst linking the 

main findings across each other and to explore the overall function of CPH and its role for the 

whole society. The current drivers in the industry are presented in the form of managerial 

implications in order to highlight the factors that must be taken into account to achieve a sustained 

competitive advantage.  

 

Chapter 7 points out and conclude the main findings relating them to the research questions 

formulated at the beginning and provides a reflection upon the research being conducted.   
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2. Literature Review 

This chapter provides an explanation of the main theoretical frameworks employed in the 

research. In order to achieve the objective of the study, the chapter begins with a review of the 

main literature in the field of strategic management and their implication on competitive 

advantage. A review of the business model theory follows to extend the understanding of strategy 

and how this is put into action. Given the complexity of airports business model, the section is 

integrated with theory of multi-sided platform. Definitions, characteristics and peculiarities of the 

above-mentioned theory are reviewed and later applied to the airport business industry.  

 

2.1. Strategic management and competitive advantage 

The ability of a firm to achieve a competitive advantage centres on the capacity of the organization 

to be sustainable in its market while maximizing its returns (Yolles, 2009). When an organization 

can sustain returns that are above the average of its industry, they are said to possess a competitive 

advantage over its rivals in the marketplace. A business´s strategy goal is thus that of achieving a 

sustained competitive advantage that can last over time. 

 

In the academia, this subject has become an area of research in strategic management. Strategic 

management focuses on making choices that simultaneously create value for shareholders and 

customers. Barney (1991) describes strategic management as the process that includes deciding a 

firm’s mission and objectives, analysing its situation and finally formulating and implementing a 

business plan. Pearce et al. (1985) further define strategic management as a set of decisions and 

actions resulting in the formulation and implementation of strategies designed to achieve the 

objectives of an organization. Strategic management has evolved constantly in the academic 

research and this has implications on management practices. 

 

The sources of a sustained competitive advantage have been investigated throughout the years 

and led researchers to different conclusions. Until the 90s, the dominant paradigm was 

characterized by an external explanation of a firm’s competitive advantage based on the analysis 

in which a company competes and its competitive position in the sectors. This view has been 
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challenged from an intra organizational perspective where a firm’s competitive advantage is rather 

based on its own resources. 

 

2.1.1. The Industrial Organization View 

The Industrial Organization (I/O) is an essential school of thought in strategic management. The 

focus is on the industry where a firm operates, which is believed to have a stronger influence on 

the firm’s performance than the actual decisions made by managers. Porter’s theories and strategic 

frameworks are at the basis of the I/O model. Porter’s (1985) main contribution to the strategic 

management theory lies in the connection between business strategy and competitive advantage. 

He believes that business decisions can be considered strategic only if they involve that 

organizations are doing something different from competitors in order to achieve a sustainable 

competitive advantage. The I/O theorists contend that external factors, together with the 

characteristics in the industry in which a firm chooses to compete, have a stronger influence on a 

firm’s performance than the internal functional decisions. This view believes that firm 

performance is primarily based on industry properties such as economies of scale, barriers to 

market entry and product differentiation (Hitt et al., 2017). 

 

In the I/O school of thought it is assumed that firms allocate resources rationally in a way that 

enables profit maximization. Companies in an industry control identical strategic relevant 

resources and pursue the same strategies (Porter, 1981). Since resources are highly mobile in the 

market, the resources present within an industry are identical across companies (Barney, 1991). 

Therefore, I/O supporters believe that key to achieve a sustained competitive advantage is to 

choose an appropriate position within the chosen industry. Scholars have further assumed that a 

firm can neither influence industry conditions nor its own performance. According to the original 

I/O theory competitive advantage is in fact industry-driven rather proactively attained by firms 

who accumulate unique, valuable and imperfectly inimitable resources (Lado et al., 1992). Porter’s 

five forces model (1985) is a widely used approach for developing strategies in many industries 

under this perspective. It is considered a major analytical framework of the competitive 

positioning paradigm. The five forces framework allows a firm to assess the potential profitability 

of its industry and its competitive position within it. This framework provides an understanding 
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of the external conditions weighting on an organisation. The analysis is based on an evaluation of 

the impact of the threat of new entrants to the industry, the threat of substitute products, the 

power of buyers or customers, the power of suppliers and the degree of rivalry within that industry 

(Porter, 1985). An understanding of such forces and the implications they have on a firm's 

business is crucial to develop effective organizational strategies. He associates the potential of a 

firm to be profitable negatively to increased competition, lower barriers to entry, a large number 

of substitutes and a high bargaining power of customers and suppliers.  

 

Once the industry’s potential is assed, I/O theorists believe that a superior performance can be 

achieved following one of the generic strategies. Porter (1985) argues that a firm should choose 

between a differentiation or a cost leadership structure, as in his opinion to be “stuck in the 

middle” would result in failure. Cost leadership strategy is based on a firm’s ability to win market 

share by offering products and services at the lowest prices. In order to achieve profitability and 

collect revenues, the firm must be able to lower its production costs. Differentiation strategy, on the 

other hand, is rather based on brand, quality and performance more than price. It aims at entailing 

the idea that a product or service is superior and thus a premium price can be charged to 

customers. Finally, a focus strategy requires the use of one of these two strategies in a narrow market 

segment. By focusing on just one (or more) subset of buyers, a firm loses opportunities for profit 

in other segments making such strategy very risky to apply in various contexts. Porter (1985) 

believes the success of a generic strategy depends on the firm’s value chain1 adding greater value 

to its products and services than its competitors, thus supporting the generic strategy. Porter’s 

generic strategies can be considered as a firm’s tactics in delaying the long-run conditions of 

perfect competition i.e. zero economic profit. The cost leadership strategy prescribes that firms 

need to continuously drive their costs down, to prevent the damages arising when competitors 

copy their technology and practices. Under a monopolistic competition, the differentiation 

strategy allows firms to charge higher prices as buyers will be willing to pay a premium. However, 

the consequent economic profit margin is a short-run opportunity that will dissipate with the entry 

of competitors in the market (Porter, 1985).  

                                                
1 Porter (1985) describes the set of activities a firm puts in place in order to deliver a valuable a product or service. This chain of activities 
is divided between primary and support activities. This tool was used to support the competitive strategy paradigm as it breaks a firm’s 
activities into strategic pieces enabling to see the full picture and make the appropriate changes. 
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Limitations of the I/O model 

In today’s dynamic environment, the static I/O model has been questioned in many occasions. 

Scholars have started looking beyond industry’s characteristics, regarding it as obsolete given the 

dramatic and rapid changes occurring in the competitive environment (Barney, 1991; Hamel & 

Prahalad, 1994; Wernerfelt, 1984; Rumelt, 1991).  

 

Porter’s five forces have been attacked from the perspective that they do not focus on the 

individual firm but rather on the industry. Whereas Porter still believes that the framework allows 

to assess the potential profitability of a particular industry, other experts believe that firm specific 

characteristics are more important to this purpose (Rumelt, 1991). Moreover, the five forces 

model is applied equally to all firms in an industry and does not take into account the peculiar 

strengths emerging from aspects like business size, brand name and skills. Finally, the framework 

is attacked of making a static analysis of an environment that is increasingly dynamic.  

 

Even more acute critics have been directed to the generic strategy framework as it is evident that 

companies operating a hybrid strategy have proved to be successful businesses, rather than “stuck 

in the middle”. The lack of focus on firm-specific core competencies has been at the centre of the 

criticism brought about form the resource-based school believing that generic strategic cannot be 

sources of competitive advantage (Prahalad & Hamel, 1990). Such unique competencies are what 

constitute the source of sustainable competitive advantage and thus they preclude the broad 

concepts described in the generic strategy framework.  

 

The I/O view tends to consign competitive advantage to the imperatives of the industry’s 

structure and offer little understanding on how firm’s proactivity can contribute to sustainable 

competitive advantage. Such model overlooks the idiosyncratic competencies that potentially 

generate a sustainable competitive advantage for the firm which are instead at the basis of the 

resource-based view (RBV). 
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2.1.2. The Resource Based View 

The main developments in traditional strategy theory focus on the link between strategy and the 

external environment, whereas the link with firm´s resources has suffered comparative neglect 

(Grant, 1996). The dissatisfaction with the static equilibrium described by industrial organization 

economics has triggered the rise of interest in the role of firm's resources as the foundation of a 

business strategy. Such school of thought takes the intra organizational perspective and goes 

beyond the company’s need to meet the demand of a given economic activity (Barney, 1997). 

These contributions have been collected under what is termed the resource-based view of the 

firm. The resource-based school has questioned the view that generic strategies are at the basis of 

competitive advantage and focus instead on the development of unique firm-specific core 

competencies that allow companies to outperform competitors. Core competencies are thus 

considered of great importance in determining business profitability. This academic school’s 

approach to strategic management is that the behaviour of the organization, rather than its 

competitive environment, affect the firm’s competitive advantage (Rothaermel, 2012). In this 

conceptualization, strategy is no longer generic, but unique to the organization, and its 

development depends on a unique bundle of resources and competences. Differentiation is 

retained as a fundamental mean by which organizations seek to gain competitive advantage.   The 

RBV re-establish the importance of the individual firm as the critical unit of analysis. Drawing 

upon Penrose´s study (1959) it retains that dynamic interactions between resources and managerial 

decisions are a source of heterogeneity. Penrose (1959) further emphasizes the importance for 

firms to have resources that are difficult to imitate in order to preserve their unique advantage and 

to protect superior returns by decreasing the chance of replication by competitors.  

 

The existing literature presents different categorizations of resources used for value creating 

business strategies. Resources are defined by Barney & Hesterly (2010) as the tangible and 

intangible assets controlled by a firm and used to conceive and implement its strategies. 

Organizational processes, firm attributes, brand names, technological abilities and efficient 

procedures are components of firm-based resources. Tangible resources include financial, physical 

and technological resources whereas intangible resources comprise human, innovation, 

organizational and reputational resources. The RBV asserts that valuable resources represent 
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strategic assets to a firm, thus their ownership and control determine superior profit and a 

competitive position. Barney (1991) holds that competitive advantage can only be generated and 

sustained by firm-level resources that are valuable (V), rare (R), inimitable (I) and non-substitutable 

(N). According to Barney (1986), such valuable resources must lead firms to high sales, high 

margins or to more effective and efficient strategies that add financial value in other ways. Value 

is attributed to resources that enable to exploit market opportunities or neutralise threats from 

competitors and thus prove the market efficiency and effectiveness of the owner firm. Rare 

resources refer to those that are difficult to find among existing competitors, they increase the 

uniqueness of a firm's strategy in the marketplace. Inimitability means that it will be impossible 

for other firms to copy or imitate resources and they can therefore be a source of sustained 

competitive advantage. Non-substitutability applies to resources that cannot be substituted by 

alternative resources, meaning that competitors cannot achieve the same performance without 

them. 

 

The RBV was firstly embedded in the strategic management literature by Wernerfelt (1984). 

Drawing upon the Ricardian perspective of how static resources can create a competitive 

advantage, he elaborated on the importance of resource-picking skills, extending Ricardians 

economics to factors arising from a dynamic environment. Wernerfelt (1984) takes industrial 

effects in consideration, while further linking a firm's performance to its heterogeneous resources. 

He further relates resources and products together because, despite the latter drive a firm's 

performance, products depend on the resources that go into the production. Karim (2012) 

believes that strategic design should start from the availability of resources as well as include the 

expected results and the impact on the company’s performance (Karim, 2012). Managers must 

acknowledge the availability, opportunity, quantity and specific characteristics to understand how 

they can contribute to economic profitability in any specific way. Given the heterogeneity of 

resources in terms of characteristics, utility and costs, managers must make the right choices 

leading a company to gain competitive advantages and becoming profitable against competitors 

through access to lower costs (Moya & Reyes, 2018). Another strategy is for managers to read the 

market, select relevant information and make use of them for the strategic analysis and the 

implementation of effective models and practices. According to this process, managers identify 

key resources at a given time and production processes can be transformed so that they contribute 
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to maximize wealth. Bettis and Prahalad (1995) call this information filter and such path should be 

privileged to choose strategies that take advantage of the resources. 

 

Although there is an extensive literature on the RBV, very little part focuses on the concept of 

value. This arises from the lack of a dyadic perspective which helps understanding the generated 

value from the resources to the purchasing organization i.e. the customers. In such dyadic 

perspective it can be argued that it is no longer the resource type that matters but rather the 

resource functionality (Peteraf & Begen, 2003). Coordination flexibility is needed from managers 

who need to identify, configure and deploy a chain of resources that create a value for the 

customer while contributing to the strategic logic. Hansen et al. (2004) conclude that what a firm 

does with its resources is as important as which resources it possesses. Besides the resources 

residing within the firm, the firm-addressable resources are of high importance as they include 

those that a firm does not own or control but that it can access from time to time (Van de Rijt & 

Santema, 2005). 

 

From the Resource Based View to the Dynamic Capability View 

The RBV takes an “inside-out” view on why organizations succeed in the marketplace (Dicksen, 

1996). It focuses on the concept of difficult-to-imitate attributes of the firm as sources of superior 

performance and competitive advantage (Madhani, 2009). Following this belief, resources that 

cannot be easily transferred or purchased and which require an extended learning curve or major 

changes within the organization are likely to be more unique and thus more difficult for 

competitors to imitate (Madhani, 2009). Barney (1991) looks at the heterogeneity of resources to 

explain why some firms outperform others. Likewise, Wernerfelt (1984) theorizes that firms 

should be analysed from the internal perspective since firm-level resources explain the variation 

in success among firms competing in the same industry (Kamasak, 2017). The diverse nature of 

resources is essential to the development of an economic activity and the evolution of 

organizational structures (Lado et al., 1992).  

 

The focus shifts to the dynamism of the environment, requiring firms to develop knowledge-

based competences through continuous organizational learning that must be applied in the 

formulation of the company’s strategy. Given this dynamism, firms should focus on their unique 
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resources rather than try to control and manipulate structural forces in the industry. Finally, 

Prahalad and Hamel (1990) go beyond the identification of a company's current capabilities and 

create a commitment to a path of future development. It has been described to what extent can 

resources be constituent of a sustained competitive advantage. Barney (1997) points out the 

competitive advantage will not be easily imitated, however this does not mean that such 

sustainability will last forever. In fact, it might be challenged with the occurrence of unanticipated 

changes in the economic structure of an industry. The RBV approach is fairly static and overlooks 

what is described as dynamic capabilities: business assets of higher order providing adequate 

conditions for the modifications and renewal of a firm’s resources (Lado et al., 1992). The 

Dynamic Capabilities View (DCV) has a more dynamic nature emphasizing the strategic value of 

higher order resources in attaining competitive advantage. The concept of dynamic capabilities 

responds to the challenges of a fast-pace globalized world by reconfiguring and integrating 

resources that are able to cope with environmental changes (Teece et al., 1997). The mechanisms 

that convert static resources into dynamic can be deemed as capabilities which include social 

collaborative platforms or managerial skills facilitating knowledge sharing and revealing tacit 

knowledge (Yahia et al., 2012).  

 

Capabilities of a firm are often intended as the result of teams of resources working together. 

Teece et al. (1997) state that the creation of capabilities prescinds from the assembling of resources 

and it rather involves a more complex pattern where coordination among people on one side and 

between people and resources on the other is crucial. Such coordination requires learning through 

repetition, therefore a capability can be considered as a routine and an organization as a network 

of routines. The term dynamic capabilities refers to the firm’s ability to integrate, build upon and 

reconfigure internal and external resources and functional competencies in order to deal with 

highly evolving environments (Teece et al., 1997). The DCV endows strategic processesses with 

greater fluency and rationality, enabling the transition between the market in which a firm is 

already established to the arising opportunities that can be exploited in the future. When a firm is 

regarded as a continuous flow of dynamic capabilities, managers can arrive at more balanced 

decisions that impact firm’s activities, present markets and exploration of new opportunities. The 

focus of the DCV is on all aspects of knowledge and abilities generating the firm’s core 

competencies. The DCV is therefore a powerful strategic analysis tool for managers who want to 
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access certain strategic resources which will eventually nourish the firm’s future core 

competencies.  

 

The external conditions require managers to develop capabilities embedded in the firm, based on 

sequences of path dependant learning that will allow to achieve a competitive advantage (Teece et 

al., 1997). By looking at dynamic capabilities, it is possible to examine competitive advantages in 

a globalized environment affected by rapid market changes. Such approach is thus highly relevant 

as global competitive forces shape the industries´ landscape. Teece et al. (1997) believe that firms 

need to respond to such industry dynamics with timely strategies, flexible infrastructure and the 

ability to utilize resources and capabilities in innovative ways. Dynamic capabilities are therefore 

the base of competitive advantage which now lies in the ability to change the resources of the firm 

and provide an explanation of how the current stock of VRIN resources can be regenerated. 

The most effective resources and capabilities need to be taken into account in the strategy design 

as they play a pivotal role in the level of competitiveness. Beside the deployment of resources, a 

resource-based approach to strategy is also concerned with the development of the firm's resource 

base. For a competitive advantage to be sustainable it means it need to constantly adapt to the 

competition and the evolving customer requirements, therefore it is crucial to constantly update 

the resource base. The success of an organization depends on its ability to identify market 

opportunities and organizing processes that respond to such opportunities. Dynamic capabilities 

allow for the modification and renewal of resources and are therefore a key factor in optimizing 

the strategic course of a company’s future.  

 

Helfat et al. (2007), have further investigated the conditions allowing a firm to achieve a sustainable 

competitive advantage and have linked it to the external environment. In a dynamic environment 

where needs change continuously, imitation barriers become insignificant as capabilities will no 

longer be required. They have further identified one key dynamic capability as the relation 

capability. This can potentially provide competitive advantages by securing long-term success 

through external growth mechanisms that include alliances and acquisition of capabilities. 

Interorganizational relationships can affect sustained competitive advantage and can be used in 

competence-based theory. 
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Network competences have also been emphasized as a mean to develop unique competitive 

advantages that can enhance innovativeness in technology-based firms. The relational view is 

described by Dyer and Singh (1998) who have designed a framework leading to interorganizational 

competitive advantages. This framework is constituted by four sources of potential 

competitiveness: relation-specific assets, knowledge sharing routines, complementary resources 

and capabilities and effective governance mechanisms. These characteristics are described as 

alliance capabilities which are believed to be a critical resource for a competitive strategic position. 

A firm’s network allows access to key non-inimitable and non-substitutable resources and can 

thus generate a subset of firm-addressable resources. In order to create a competitive advantage, 

the capabilities developed within a network should not only be difficult to replicate but also 

complement the existing capabilities of the network (Van de Rijt & Santema, 2005). 

 

Limitations of the RBV and DCV 

The application of RBV to strategic management has longer been criticized for the lack of an 

integrated framework as well for the little practical implications of this theory. Moreover, being 

the RBV internally focused, it results in a reduced attention to the customers´ evolving needs and 

wills and can limit the reach of learning new competencies. The RBV does not adequately explain 

the process followed by firms to reach a competitive advantage in dynamic markets and in 

situation of change. This view is often criticized for being too static and neglecting the obstacles 

to strategic dynamics and management.  

 

Although the DCV provides a new framework focusing on knowledge and organizational learning, 

critics argue that the present or future capabilities possessed by a firm are still path-dependent and 

can hardly be changed quickly. Despite the ability to create new capabilities, a competitive 

advantage lies in the firm’s ability to respond to the organization’s environment in a timely fashion, 

which is a major challenge for many firms (Davenport et al., 2006). It is also argued that in high-

velocity environments, dynamic capabilities might not be fully achievable since firms operate in a 

self-referential way and cannot fully understand their external environment (Burisch & 

Wohlgemuth, 2016).  
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2.2. Business Model Theory 

It does not exist a general definition of the term business model and this leads to uncertainty when 

it comes to define its different components (Morris et al., 2005). The literature provides multiple 

definitions of this concept. One of them describes the business model as an element that outlines 

the content, structure and governance of transactions. Its structure is defined in order to take 

advantage of business opportunities that create value (Zott and Amit, 2001). Other authors 

associate business model with the concept of competitive advantage. For example, Morris et al. 

(2005) define a business model as the outline of the interrelation between decision variables that 

lead to a competitive advantage in defined markets. Business models define the view of the 

management with the aim of facilitating and clarifying the implementation of business activities 

(Chaharbaghi et al., 2003). Moreover, business model is a representation of the combination of 

the different parts of a business, but it does not contribute to the uniqueness of a firm like a 

strategy does (Magretta, 2002). Further researches focus on the multiple activities involved in this 

concept, in fact Zott and Amit (2010) outline that a business model comprises a number of 

activities and the resources needed to realize them. Every choice affects the investment within the 

business, the prices charged, the margins and the customers and competitors the firm deal with. 

A business model can also be defined as a combination of transactions or as an activity system. 

Furthermore, business model is described as the activities performed by a firm, how they are 

performed and when they are performed (Afuah, 2004). The main purpose of the business model 

is to capitalize on a business opportunity creating value for the parties involved. In addition, it 

allows to outline the design of the value chain throughout the definition of the different activities 

and their value (Zott and Amit, 2010). 

  

It is evident that the literature provides many views of this concept. However, some authors tried 

to group all the definitions in three categories, namely economic, operational and strategic (Morris 

et al., 2005). The first one is related to the profit a firm can generate. Thus, the business model is 

defined as a representation of the way a firm makes money and stays profitable over time (Stewart 

and Zhao, 2000). Regarding the operational dimension, the business model refers to the 

architecture that allows the firm to create value. Examples of decision variables are delivery 

methods, administrative processes, resource flows and logistical streams. The third group is the 
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strategic one and it is related to the position of the firm in the market, possible interactions with 

other agents and the opportunities that lead a firm to grow. Key factors are the identification of 

stakeholders, value creation, vision and alliances. Among the multiple ways to outline the business 

model concept, the strategic elements are the most recurrent (Morris et al., 2005).  

  

Business models enable the connection between the benefit offered to customers, and the related 

costs and revenues. At first sight business model can be seen as a single exchange of one good or 

service where the payment is equal to the cost of offering that unit. However, this often does not 

represent the real economic behaviour (Appold and Kasarda, 2011). For instance, there exist 

businesses that provide multiple linked products, where one item is sold at a loss while another 

with a high premium. This is the case of laser printers and toner cartridges (Parker and Van 

Alstyne, 2005; Rochet and Tirole, 2003). A specific type of business model is the platform business 

model which is based on a multiproduct strategy that creates the connection between different 

types of customers (Appold and Kasarda, 2011). 

  

2.2.1. Multi-sided platforms 

Platforms are defined as technologies, products or services which generate value offering the 

possibility to interact to two or more groups of customers (Evans and Schmalensee, 2005). 

However, this definition leads to consider almost every market as a multi-sided market, thus other 

researchers have tried to identify further features that characterize this kind of business (Rochet 

and Tirole, 2006; Evans, 2003; OECD, 2009; Caillaud and Jullien, 2001; Armstrong, 2006). In 

order to explain this theoretical concept relevant studies on two-sided markets are included. Multi-

sided platforms are often referred to as two-sided platforms and this may be confusing for the 

readers. However, these two terms concern the same theoretical concepts, thus in this research 

the term MSPs is used since it better represents the business of an airport.  

 

Platforms characterize many types of markets where they act as intermediaries and allow the 

interaction between two or more groups of agents. Through this connection a surplus is created 

or destroyed according to the positive or negative externalities (Armstrong, 2006). In this kind of 

market, cross-group externalities are one of the main features since one group’s benefit depends 
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upon the ability of the platform to attract members of the other group (Armstrong, 2006). 

Eisenmann et al. (2006) defines platforms as “products and services that bring together groups of 

users in two-sided networks” (p.94). In some cases, they provide services, such as Web sites like 

eBay and in others they offer physical products like consumers’ credit cards (Eisenmann et al., 

2006). What a platform does is creating the conditions to facilitate transactions between the 

multiple sides. The main difference between the traditional value chain and the two-sided market 

is that the former presents costs to the left and revenues to the right, while in two-sided networks 

there can be both costs and revenues in the right and left side, since the platform serves distinct 

users on each side (Eisenmamnn, 2006). Evans (2003) tried to outline the main features that 

characterize this type of business which can be summarized in three points:  

1. The presence of multiple groups of participants. They can be completely different (men 

and women) or differing only in the motivation of their transaction.  

2. The demand of one side is related to the presence of users on the other one. Thus, 

externalities among members of the different groups are observable.  

3. The interaction between members of the groups is facilitated by the presence of an 

intermediary, which internalizes the externalities created by one side for the other. 

 

Examples of MSPs include some of the most successful businesses of the last decades, like 

Facebook or Alibaba.com (Hagiu, 2014). Another example is represented by video games 

developers that produce games for platforms with a critical mass of players while players join 

platforms offering a great variety of games. Technology contributed to the increase of platforms 

over the recent years even if they were present even before. In fact, also energy companies and 

automakers can be considered platforms providing the infrastructure for the interaction between 

drivers of gasoline-powered cars and refuelling stations (Eisenmann et al., 2006). Other examples 

widely used in the literature are represented by credit cards and shopping malls. In the former a 

consumer is more willing to pay and use a credit card if it is accepted by a large number of retailers. 

In the latter a retailer is willing to pay more for a mall with a high number of consumers, while a 

consumer prefers to go shopping to a mall with a wide number of retailers (Armstrong, 2006). 

Multi-sided platforms can be divided into three categories: market-makers, audience-makers and 

demand coordinators (Evans, 2003). Market makers are the platforms that create the conditions 

for groups of end users to transact with each other. An additional participant on one side increases 
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the values of the service for the other side. The platform helps customers to find the right match 

reducing the time and increasing the likelihood to identify it. Some examples are exchanges like 

NASDAQ, eBay and shopping malls. Audience makers connect advertisers to audiences. For the 

advertisers the value comes from the presence of a large audience while for the latter the value of 

the platform increases with useful ads. Examples of this kind of MSPs are magazines, newspapers 

and free television. Demand-coordinators are platforms that through their products or services create 

network effects across different sides. They are a residual category and include platforms that do 

not exclusively sell “transactions” like the first category or “messages” like the second one. 

Examples are software like Windows and payment systems like credit cards (Evans, 2003).  

 

As presented in this section, researchers have outlined many definitions of multi-sided platforms. 

However, there is an agreement regarding the main features that a firm has to present when 

operating in this kind of market. As the previous definitions pointed out, a platform must interact 

with at least two groups of customers who need each other and communicate through the 

platform. In addition, externalities must exist across the sides of the platform, the value that one 

group produces for the platform rises with higher number of users on the other side. Lastly, the 

price structure must be non-neutral, which means that the price defined by the platform has the 

power of affecting the transactions between the users (OECD, 2009). The platform has the power 

of modifying the level of charges in order to find the optimal structure that guarantees an adequate 

number of transactions (OECD, 2009). All these three conditions must be found in order to 

consider a firm a multi-sided platform. Nevertheless, in practice it can be difficult to verify the 

presence of these features simultaneously. For instance, even the presence of multiple groups of 

customers can be ambiguous. An example is represented by the video-game industry. As stated in 

the previous discussion it is often used as an example of two-sided market where a system like 

Xbox is the two-side platform and the two groups of customers are gamers and software firms. 

However, a critic to this view states that the software developers are just suppliers in the value 

chain and the fee they pay to the platform for developing the games is similar to the purchase of 

an input from another business that enables the manufacture of the products. To the same extent, 

the other two elements characterizing a multi-sided platform are difficult to identify in reality. In 

fact, it is not always possible to determine the effects that a change of price structure can produce 

over customers demand (Muysert, 2013).  
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Among the many challenges that MSPs face, there are the choices related to the number of sides 

to bring on board, the design of the platform and the determination of the pricing structures 

(Hagiu, 2014). While bringing participants from both sides on board a platform needs to define 

the right price structure in order to maximize its profit (Rochet and Tirole, 2006).  

  

Coordination  

One of the most crucial challenges for platforms is to attract different types of users at the same 

time. In fact, the presence of the agents on one side is fundamental to generate demand on the 

other one. The problem to attract both sides is known as “the chicken & egg problem” (Caillaud 

and Jullien 2001). This issue is related to the concept called “cross-side network effects”, or 

“indirect network effects”, which refers to the fact that the number of customers on one side 

influences the value to customers on the other side (Hagiu, 2014). The value of the platform grows 

as long as it can satisfy the demand from both sides (Eisenmann et al., 2006). Cross-side network 

effects can help creating entry barriers, but the so called “chicken-and-egg” problem obstacles the 

creation of those barriers. In fact, users on one side will join the platform only if they are sure 

about the presence of users on the other sides (Hagiu, 2014). In order to hinder the entrance of 

new competitors in the market, MSPs need high switching costs on one or more sides of the 

platform to avoid users from joining new competitors, decreasing the value and the profit of the 

platform (Hagiu, 2014). Another factor to take into consideration is the so called “same-side” 

network effect, which refers to the impact of users on people of the same side. This effect can be 

either positive or negative, producing an increase or decrease of the users’ number (Eisenmann et 

al., 2006).  

 

In order to solve the “chicken-and-egg” problem and attracting all the sides of the market, MSPs 

must define the right strategy to get all the group of users on board. One strategy could be to offer 

the service or product at a low price to one group of users in order to increase their number and 

subsequently attract users on the other side. Usually the early adopters benefit from a low price 

since their utility is quite low given the reduced number of participants at that point (Cabral, 2011). 

Evans (2003) outlines the possibility of offering the service for free to one side to increase the 

number of users while the other users are charged. This type of strategy is known as “Divide and 
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Conquer (DC)” because the market of the platform is divided between the users charged and the 

one that are payed or receive the service for free. The aim is to increase the number of users and 

obtain a more competitive position in the market. The coordination problems are addressed 

because one side will be willing to join the platform given the low or null price, while the other 

will be motivated by the number of users on the other one (Caillaud and Jullien, 2001). A typical 

example is Facebook, where the users have a free access to the platform, while other agents like 

advertisers have to pay for using it. There are some critics over this approach. One is outlined by 

Jullien (2005) who stressed the risk that a free access to the platform can lead disinterested users 

to join it. In addition, it is not always clear which is the size that should be subsidized. An 

alternative approach is the one of firms starting with a one-sided model and switching to a two-

sided one when they obtain a consistent number of customers. However, there are some firms 

born as two-sided platforms which cannot start their business with another kind of model 

(Rysman, 2009).  

 

Another fundamental aspect to consider when developing a platform strategy is related to the 

number of groups that should be brought on board. For some industries it is obvious which are 

the needed users but, in other cases, MSPs can decide the nature and number of the groups of 

participants. For example, LinkedIn enables the interactions of three group of users: recruiters, 

advertisers and individual users. However, the firm is considering attracting also corporate users 

and application developers (Hagiu, 2014). When it comes to decide the number of sides to bring 

on board a trade-off exists, since more sides help the platform to widen the cross-side network 

effects, to operate in a larger scale and to expand its sources of revenues. On the other hand, fewer 

sides lead to two main benefits: avoiding the risk of conflicts of interest between multiple sides 

and the MSP and reducing the probability of dealing with non-profitable sides. Moreover, starting 

with fewer groups of users may help overcoming the chicken-and-egg problem, and make it easier 

to add more sides subsequently (Hagiu, 2014). Nonetheless, the literature outlines many 

alternatives to overcome the coordination problem, but it seems still far from finding a universal 

solution.  

 

Another feature that can influence the operation of a platform is the possibility of the groups of 

customers to single-home or multi-home. It refers to the possibility of the users to join only one 
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or multiple platforms. There are three possible scenarios: all the groups single-home, only one 

group single-home or all groups multi-home. Every case leads to different configurations and roles 

of the platform. For example, if an agent chooses a platform as its single-home then the platform 

exercises monopoly power over the other agents providing the access to their single-homing 

customers. Consequently, the platform can easily increase prices for the multi-homing side 

(Armstrong, 2006). In some markets it is impossible to avoid this process, readers tend to buy 

more than one newspaper and many vendors accept different types of credit cards. The reasons 

that lead people to multi-home finds its explanation in the search for cheaper platforms, in the 

willingness to benefit from network externalities associated to many platforms and in the need to 

access exclusive contents of one platform (Caillaud and Jullien, 2003; Choi, 2010). However, this 

process contributes to an increase of the prices for the multihoming side. In addition, users’ 

interest and value of multihoming is negatively associated to the degree of multihoming of the 

other side (Gabszewicz and Wauthy, 2004). Platforms usually compete for the multi-homing side 

and have monopoly power over the single-homing one (Armstrong 2006). Therefore, platforms 

approach sides in different ways and may decide to define specific contracts in order to discourage 

users multihoming (Armstrong and Wright, 2007).  

  

Price Structure 

The definition of the most efficient price structure is one of the main issues of a platform. Finding 

the right one could help achieving important competitive advantages (Evans, 2003). Several 

studies examined the pricing structure of MSPs. It is clear that they present different features 

compared to other types of markets. For instance, optimal prices are not proportional to marginal 

costs, but they can be even lower for one side (Parker and Van Alstyne, 2002).  

 

It is common for multi-sided platforms to charge the agents in two distinct ways, membership 

and transaction fees. The former refers to the necessary price to join the platform, for example 

the fee paid by Netflix’s users in order to have access to the service. The second strategy is related 

to the price paid for every transaction. An example is the fee paid by a vendor when a client pays 

by credit card. These two strategies are not exclusive, and they can be used together, however 

empirically it is more common to observe membership fees than transactions ones. Large 

companies that use this strategy are Netflix, Amazon Prime, LinkedIn Premium and Tinder Plus 
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(León and Sánchez-Cartas, 2018). The two price schemes are associated to two kinds of 

externalities, named membership externalities and usage externalities. The first are related to the 

benefit of users on one side to interact with users on the other one by joining the platform. The 

second can be explained through the credit card example. For some cards, the seller is charged by 

the platform for the transaction while the buyer can use the card without other expenses. In this 

situation, if the buyer benefits from having the opportunity to pay by card instead than cash, the 

seller that accepts the card exercises a positive usage externality on the buyer. 

 

Platforms tend to determine the prices following the proportion of indirect network externalities 

related to the different sides. The participants that generate stronger degree of externalities are 

charged less (Parker and Van Alstyne, 2002). In fact, a typical feature of a two-sided market is that 

one side pays a fee while the other one is subsidized, which is the consequence of the so called 

“Seesaw principle”. It is defined as “A factor that is conducive to a high price on one side, to the 

extent that it raises the platform’s margin on that side, also tends to call for a low price on the 

other side as attracting members on that other side becomes more profitable” (Rochet and Tirole, 

2006, p.659). Thus, there is an asymmetry between the sides. One example provided is the one of 

the night clubs where women can benefit from lower ticket prices because the presence of the 

other side is more relevant for men than for women (Armstrong, 2006). This mechanism allows 

the so called “cross-side” network effect which works in both directions. With an enough number 

of subsidy-side users, money-side users are willing to pay more. Reversely, the subsidy-side users 

are more attracted to join the platform if the money-side users are large (Rochet and Tirole, 2006). 

The challenge for the platform is deciding which side should be subsidized. The most reasonable 

strategy relies on charging the side that vary more with the other side’s growth and subsidizing the 

side more price sensitive (Eisenmann et al., 2006). An example is the Portable Document Format 

(PDF) provided by Adobe’s Acrobat. The readers are subsidized while the writers charged and if 

the platform inverted them the system would collapse (Eisenmann et al., 2006). The value of the 

user varies according to their importance in attracting participants for the other sides. A category 

called “marquee users” is composed by the ones that exercise more influence on the other side. 

Thus, the platform will study a strategy to ensure the participation of these users and convince 

them to discard opportunities in other networks (Eisenmann et al., 2006).  
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Determining the price for a platform presents more challenges compared to a traditional business. 

The price level is the sum of the amount charged by the platform to the different sides and it is a 

consequence of the price structure, which is referred to how the price is decomposed between the 

sides (Rochet and Tirole, 2006). The following section presents the link between the theory of 

multi-sided platform and the airport business. Different researchers have tried to analyse this 

business under a platform perspective and outlining the main findings helps to give important 

insights for the analysis.  

  

2.2.2. Airport as a platform  

Before the liberalization of the aviation market there was a lack of competition among airlines and 

correspondingly between airports (Barret, 2000). Over the last decades the aviation market has 

undergone significant changes (Jimenez et al., 2014). Nowadays the airport business assumes very 

different traits thanks to new dynamics that modified the relations between airports and other 

agents like airlines, governments and customers (Jimenez et al., 2014). A portion of the literature 

argues that multi-sided markets theory helps understanding the main features of airports’ business. 

According to this branch of theory, airport is an active player which contributes directly to connect 

the customers, instead of offering only the necessary infrastructure to travel from one place to 

another (Appold and Kasarda, 2011).  

 

Many studies have linked the literature of two-sided markets to airport management. However, 

there are some discussions regarding the definition of the sides of the market. Wright (2004) 

considers airports as an example of two-sided platform which enables the connection between 

airlines and passengers. In the same way Gillen and Mantin (2013) describe the airport as a 

platform creating value for passengers and airlines. The former benefits from a larger presence of 

airlines and routes, while the latter searches for high number of passengers. However, there is also 

a third group of customers involved in the business of an airport, the non-aeronautical businesses. 

Airports can be considered also as a platform that enables the connection between this side of the 

market and the other two groups of customers (Malavolti, 2016).  
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Jimenez et al. (2014) presented a wider picture identifying four nearest stakeholders which have a 

larger impact on airports’ operations. The first group is represented by the non-user stakeholders. 

This category includes institutions interested in the positive effects of airport on their social and 

economic environment. Their role is investing into the growth of the airport infrastructure and 

providing incentives for air services. The second agent are the airlines which are not just 

customers, because with their offer they determine the network of the airports affecting its 

attractiveness. The third group are the aeronautical business units which have a B2B relationship 

with both the airlines and the airport. Their principle function is ensuring aviation-related 

activities. The last group of closest airport stakeholders is represented by non-aeronautical 

business units which offer services like retail shopping, parking, security and cleaning services. 

They also have a B2B relationship with the airport firm (Jimenez et al., 2014). 

 

The presence of multiple groups of participants leads to different sources of revenues. Some of 

them are aeronautical and other non-aeronautical. Aeronautical revenues come from aeronautical 

services and transport network, while non-aeronautical revenues come from retail and non-

aeronautical services, activities, events, real estate development, consultancy services, parking fees 

and hotel and conference venues. Not every airport counts on all these revenues, in fact it depends 

on the number of services that it offers, which allows to categorise airports accordingly. Public 

utility provider is an airport that provides only aeronautical services through its infrastructure. The 

airport is a multi-modal interface when there is a coordination with surface transport and its 

attractiveness is related to the destinations offered. When there is a significant increase of traffic, 

airports adopt a commercially-oriented approach which is characterized by the importance of the non-

aeronautical revenues to increase the income and alleviate the dependence from the variability of 

the traffic. The last three categories are consumer-oriented business approach, airport city and global 

business. The first arises when airports attract different consumers and can influence their 

preferences, the second is an evolution of a consumer-oriented airport given by partnership with 

lands’ tenants or acquisitions of land, the third represents the largest dimension of an airport, 

which owns and help other airports in their development (Jimenez et al., 2014).  

 

The growing importance of the non-aeronautical revenues may be associated to the reduced offer 

of services by the airlines compared to the past (Appold and Kasarda, 2011). In addition, when a 



 26 

terminal extension is needed, airport managers take into consideration how to exploit the 

additional square metres to increment commercial revenues. Retailers are willing to pay a premium 

price if they can benefit from a large number of passengers in the terminal. Airports would for 

instance decrease the transfer tax for passengers that stop in the airport to take a new flight, in 

order to increase the traffic and create more opportunities for the non-aeronautical side (Malavolti, 

2016). One concern around this strategy is the possibility that this subsidization leads to anti-

competitive behaviour. Nonetheless, cross-subsidisation can help overcoming the chicken-and-

egg problem, increasing the traffic and airport revenues. Airlines are sensitive to airports’ prices 

and this is why there has always been a tendency of cutting the aeronautical charges to attract 

more airlines. The main idea lies in the possibility of increasing air services thanks to low 

aeronautical charges. The non-aeronautical side is exploited to generate revenues that cover the 

costs on the other side (Appold and Kasarda, 2011). Therefore, the revenues generated from the 

non-aeronautical businesses are taken into account when airport define the charges for airlines. 

The connection between these two elements is underlined by the fact that an increase in airport 

charges can decrease the volume of passengers since the airlines may transfer the price to flight 

tickets. Moreover an additional decrease in demand could be generated by the decision of airlines 

to move to another airport that offer more affordable prices (Muysert, 2013).  

  

There are some differences between airports and other types of platforms outlined earlier in the 

discussion. Airports create a many-few match, which for instance emerges from the fact that a 

large number of passengers choose between a little variety of airlines. Regarding the possibility of 

multi-homing, it depends on the nature of the matching and the costs involved. Some airlines may 

find the possibility of multi-homing more expensive than passengers, but others like low cost 

carriers open and close routes more easily. In addition, many airports exercise a geographic 

monopoly that limits competition (Appold and Kasarda, 2011). Airports strategy could be 

compared to the one of shopping malls. The latter offer free parking to increase the number of 

customers and subsidize anchor tenants to rise the number of specialty shops (Brueckner, 1993). 

To the same extent airports subsidize airlines with the aim of rising the air traffic. The non-

aeronautical side can be extremely profitable since retailers may invest considerably to get terminal 

retail space, which guarantees a customer’s traffic that cannot be found anywhere else (Malavolti, 

2016). Another aspect that differentiate airports from other platforms is the dependence that may 
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exist between airlines and hub airports. The platform competition shifts to airline competition and 

carrier survival becomes the fundamental need for airport survival. In addition airports struggle 

for attracting new airlines more than platforms such as operating systems do in engaging 

application developers (Appold and Kasarda, 2011).  

 

It is also relevant to mention that traditional studies describe airports as part of a vertical structure 

where they act as an input for airlines’ business. Airports provide services and infrastructure to 

the airlines which are the only ones interacting with the passengers (Gillen and Manti, 2012). 

Although other studies recognize the role of airport as a platform connecting passengers and 

shops inside the terminals, they overlooked the possibility of a relation between aeronautical and 

non-aeronautical sides (Malavolti, 2012). In fact, the focus of past economic studies (Basso, 2007; 

Brueckner, 2002; Starkie, 2008) on airports business is mainly on capacity, pricing and regulation 

issues and they only consider a vertical integration between airport, airlines and passengers were 

the latter are the final consumers. According to this view passengers demand for airport services 

is derived from their need of using the services offered by the airlines (Ivaldi et al., 2012). 
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3. Methodology  

This chapter outlines the methods and tools used to achieve the research objectives allowing the 

readers to gain a deeper understanding on the research methods and approach. Given the 

exploratory qualitative nature of this research, the approach follows an abductive logical inference 

designed to retrieve reliable data and provide valuable findings. It highlights data collection 

methods and illustrates how data have been analysed and employed. Finally, limitations of the 

study and a reflection upon the data validity and reliability are given. 

 

3.1. Research Methods 

The research methods reflect the approach in which the research question is being answered (Yin, 

2003). Although the selected theories have been extensively studied and examined in the literature, 

their application to the airport business industry has not yet been widely explored. The focus of 

this research is to gain a deep understanding on a particular case study through different theoretical 

perspectives. The selection of methods must allow the researchers to relate findings from the 

literature to the airport industry and the chosen case. The review of literature has shed light on 

the importance of uncovering certain dynamics within the airport business such as industry forces, 

resources and business activities that have a direct impact on the airport competitive strengths. 

This is achieved by a direct access to the airport’s data in order to investigate the issue and gain a 

deeper understanding of the chosen case. This approach applies to case studies, a method often 

used to study single organisations and identify the factors involved in their behaviours (Yin, 2003).  

 

The case study method has implications on the research approach, which allows the researchers 

to achieve the thesis’ objectives and answer the research question. As mentioned previously, this 

research does not aim at generating or extending existing theory, but it rather focuses on analysing 

a specific phenomenon through the study of relevant theories and concepts. Given the empirical 

nature of the research, the abductive approach is considered more appropriate over the inductive 

and deductive ones. The abductive approach analyses concepts that outline the foundation of the 

phenomenon with the aim of providing a reasonable explanation (Eriksson and Kovalainen, 

2015). Abduction acknowledges the fallibility of the chosen theories in understanding the 
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phenomena and allows the researchers to engage in an iterative process moving back and forth 

between theory and data, resulting in a combination of deduction and induction (Saunders et al., 

2007). Concurring with the case study strategy choice, the exploratory nature of the research is 

suited to explore existing theories and provide new sources of contextual knowledge (Starman, 

2013). 

 

3.2. Case Study Selection 

The case study research is useful to understand the processes behind a specific business and hence 

to answer the research questions accurately. Moreover, this approach allows to collect a relevant 

amount of data with a high level of detail which would not be achievable through other research 

designs (Yin, 2003). Furthermore, a case study has been conducted in order to collect and outline 

data that may be relevant for the purpose of the research. This approach is useful especially for 

analysing unusual organizational behaviours with the aim of understanding and presenting the 

case from the insiders’ perspective (Cassel and Symon, 2004). In addition, a case study presents a 

continuous interrelation between data and theories, thus it is coherent with the abductive approach 

(Dubois and Gadde, 2002). The decision of analysing a case study has also been taken for its ability 

of exploring and understanding the problem analysed and the context related to it (Yin, 2003).  

According to Yin (2003), the case should be selected following the style of the research questions, 

the degree of control over the case and the focus on current or prior phenomena. In addition, 

since this research presents only one case study, it is important that it embodies features and 

criteria related to the research. These criteria have been identified by the researchers as: airports 

with significant aviation traffic, whose operations rely on both aeronautical and non-aeronautical 

sides and where the international dimension is predominant over domestic activities.  

 

The case company chosen for the research is Copenhagen Airport (CPH). This particular airport 

meets all the outlined criteria and presents a defined strategy and willingness to operate and 

increase its competitiveness. Moreover, the possibility of contacting the company using our 

University network would not have been possible with other airports. Another element that 

supports this choice regards the market position of CPH, leader in Scandinavia. Still, it is struggling 

to maintain and increase its competitiveness in Europe. Choosing CPH as a case allows the 
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researchers to investigate its current strategy in the European scene, where growth and expansion 

opportunities are available for future development. 

 

3.3. Data Collection Methods 

The research questions have been formulated considering the research topic and the review of 

relevant theories, with the intent to critically analyse the application of theoretical formulation in 

an empirical case. In addition to the concepts emerged through the review of existing theories, 

the aim was to collect additional data on the airport industry and more specifically to the chosen 

case. A case study in fact relies on a set of specific data collected from different sources of 

information. The combination of both primary and secondary data is undertaken in this research 

as this practice is often done by researchers to explore certain phenomena or to solve a problem 

(Lancaster, 2005).  

 

Primary data collection followed a qualitative approach which is formative and dynamic and can 

exploit both formal and informal instruments of collecting data (Ritchie & Lewis, 2013). This 

approach being subjective in nature has been used to evaluate the phenomenon through other 

opinions. Given the purpose of the qualitative approach and the features of the topic of interest, 

qualitative methods have been used in preference to quantitative. Rather than focusing on 

collecting statistical results, qualitative data have been collected in the form of ideas and opinions 

of people who have experience in the airport industry and in most of the cases at Copenhagen 

Airport. The main objective was to gather information that facilitate the understanding of airport 

strategic decisions and explore the issue through the collection of a diverse number of insights.  

 

In addition to the generation of qualitative data based on interviews, secondary data consisting of 

different written material have been collected and analysed. Secondary data are defined as a source 

of information that already exists and which can be gathered internally or externally (Lancaster, 

2005). Internally generated data used in the research comprise CPH’s annual report and press 

releases. External data to the case study includes government report and industry sector studies 

whose content was highly relevant and valuable to the research purpose. One challenge in the 
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review of these documents was language since several documents were written in Danish, 

therefore the research might suffer from the lack of additional data included in these documents. 

 

The analysis of the case study has been conducted with both primary and secondary data used to 

explore CPH internal and external environment and to investigate its specific strategic practices. 

The collected data were then related to the theories of the literature review to link theoretical 

concepts to the specificities of an airport business and more specifically the peculiarities of CPH.  

 

3.3.1. Interviews 

The qualitative method has been applied in this research in the form of semi-structured interviews 

with people who are particularly familiar with the airport business sector. By interviewing 

representatives of the airport, we have conducted a deep investigation on the perception of the 

driving forces within the market. The interviews have resulted in a reliable source of information 

to explore the phenomenon and have allowed a better understanding of the topic. The use of 

personal interviews is crucial in such research as they have permitted to engage in a two-way 

communication with people who are close to airport operations and business activities and whose 

daily work influences decision making within the organization.  

 

Given the exploratory intent of our research, semi-structured interviews have been preferred as 

an investigation tactic over structured interviews. In fact, whereas structured interviews are usually 

conducted to obtain quantifiable data, given the use of questionnaires and identical set of 

questions, semi-structured and unstructured interviews are more adapt to a qualitative research 

especially when a case study is involved (Saunders et al., 2009). Semi -structured interviews provide 

explanations and meanings about specific phenomena and are useful to investigate further the 

answers given by interviewees (Saunders et al., 2009). Brewerton and Millward (2011) further 

stress that unstructured interviews give the researchers freedom to address any topic they consider 

interesting and relevant to the research and, at the same time, allows interviewees to convey 

information they deem important. In this study, we focus mainly on semi-structured interviews 

involving a list of themes and questions that need to be covered. The number and formulation of 

the questions changed according to each conversation (Saunders et al., 2009). Moreover, as each 
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interviewee was familiar with a different area of the research, the intent was to follow the flow of 

the conversation and collect data in the specific area of competence of each of the interviewees.  

 

The design of the interview guide has drawn upon the main concepts of the literature review 

section (Appendix 1). The questions followed an open-end approach to allow the interviewees to 

expand the range of their answers according to their knowledge and relating the questions to their 

specific area of interest. Interviewees were invited to express their ideas and opinions on different 

areas. During the interviews the researchers made sure that every interviewee covered each of the 

topics of interests formulated in the interview guide. This prevented them to focus on details that 

would not turn out useful in the investigation of the research topic. An adjustment to the specific 

competences of each interviewees was done before each of the interviews to ensure the validity 

and relevance of the questions asked.  

 

3.3.2. Selection of Interviewees 

The existing body of literature on research methods does not indicate a general rule on the ideal 

number of interviews that need to be conducted to achieve better results. Following Kvale (2006) 

belief that researchers need to interview as many people as necessary to collect information, we 

dedicated a significant amount of time at the beginning of the research process to establish primary 

contacts with persons of interest that constituted important sources of relevant information. In 

identifying a relevant number of interviews to be conducted we have been subject to both the lack 

of personal contacts in the airport industry and time constraint due to the limited time span in 

which this research has been conducted. Our approach was to first contact people working at 

CPH in both the aviation and the commercial side as their specific knowledge would be highly 

relevant in the analysis of the selected case. However, given the relevance of aspects regarding 

airports industry, we have decided to expand our data collection outside CPH, to include another 

perspective from managers working in other airports. 

 

One of the main reasons behind the choice of our interviewees was their different areas of interest, 

in order to collect data in all the topics included in our research. We have therefore interviewed 

people working in distinct departments and with different responsibilities to gain a comprehensive 
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understanding and generate new insights. For each interview, the researchers have done previous 

investigation to understand the professional context of the interviewee. This has helped to increase 

the relevance of the questions being asked and the credibility of the research, creating a safe 

environment for the respondents to share data.  

 

The first interview was conducted with Thomas Thessen, Chief Forecaster Officer of CPH whose 

background is not only anchored to the airport industry, but who also works in the academia as 

an external lecturer at Aalborg University. Given his experience and vast knowledge on the topic 

he was able to explain in detail elements of airport business model and operations in relation to 

the different stakeholders involved, especially for the aeronautical segment. Being our research 

based on the airport business as whole, we were also concerned with collecting information from 

a person involved in the commercial side, whose knowledge and experience could allow us to 

collect more specific data on airport commercial operations and their contribution to the overall 

strategy. Our second interview was thus conducted with Henriette Koustrup Madsen, Business 

Development Manager of CPH. Her position is mainly focused on commercial operations, 

marketing strategies and relations with retailers. It is worth mentioning that both interviews were 

conducted face to face at the airport site which has allowed the researchers to walk around the 

facilities in which activities are conducted and decisions being made.  

 

The third interview was conducted with Jens Bloch, Financial Analyst at CPH. In December 2018 

Jens concluded his Industrial PhD at Aalborg University with a focus on a comparative study on 

the making of hub airports. The interview started with an understanding of how his own research 

has been conducted. Later Jens has provided very interesting insights on the competitive 

environment of CPH as well as the influence of political regulations of the airport operations. 

Finally, the last interview was conducted with Marco Consalvo, General Manager of Trieste 

Airport. As indicated previously, the intent of this interview was to include an outside perspective 

from CPH with a person who has a long working experience within the aviation industry. This 

interview was conducted over the phone and given its narrower scope, it was significantly shorter 

compared to the others.  
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All interviews have been recorded and transcribed in order to facilitate reference and provide a 

clear understanding of the answers when the analysis has been conducted (Appendix 2). The 

interviews have started asking general questions about the interviewee’s background, setting the 

stage for an open conversation where the interviewee would feel comfortable sharing general 

information that have been gathered. The flow of the conversations was maintained as flexible as 

possible with sufficient ease and comfortable settings for letting the interviewees express 

themselves freely without jeopardizing data authenticity.  

 

3.3.3. Data Analysis Method 

The analysis of the collected data allows to uncover some of the complexity of the airport 

operations and understand the underlying process behind it. By reading through the collected 

material, we have understood a consistent part of airport strategies and their externalities to the 

society. In order to ease the understanding of raw data, a coding strategy has been applied. This 

approach has resulted particularly useful since simplification of complex concepts has emerged as 

a result of the data analysis process. After the interviews have been transcribed, an attentive 

reading has focused on identifying common patterns emerging throughout the four interviews. 

From the first cycle coding, numerous descriptive codes were generated and served to label chunks 

of data in order to synthesise and highlight the main underlying topics behind them. Several codes 

recurred repeatedly and have thus proven to be useful in configuring patterns and consistencies 

within the research field (Miles et al., 2013). During the second cycle of the data analysis the codes 

which have proved to be consistent with the research have been regrouped under recurring 

categories of exploratory and inferential nature. The last step of the coding process has focused 

on connecting categories with the theoretical concepts presented in the review of literature where 

three main themes have been identified.  

 

Since the collected data have been structured through narrative, the present work is based on a 

direct interpretation, meaning data were not the result of pre-formulated propositions. More 

specifically, the data analysis has followed a thematic order in which each of the section refers to 

one of the theories presented in the review of the literature. The division of the analysis in three 

parts enables a careful review of data in light of the theoretical concepts for each of the section 
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separately. These themes were particularly useful to give meaning to the collected data and connect 

empirical findings to theoretical concepts.  

 

3.3.4. Limitations of the research 

Due to a lack of literature covering the aspects of strategic management in the airport industry, 

the sections on industrial organization and resource-based view are drawn upon the work of their 

main contributors respectively Porter and Wernerfelt. It could be argued that the lack of specific 

literature poses some difficulties in applying these theories to CPH. This led to the decision to 

apply the analytical tools presented in the review of literature only to the extent where the 

connection between those and the empirical findings was evident, rather than to apply such tools 

in a systematic way.  

 

The collection of data has suffered from limited access to internal information which might be 

related to the lack of time of the person contacted and the limited availability of secondary source 

of information due to confidentiality. Data collection has been conducted through semi-structured 

interviews in order to facilitate interviewees to share information beyond the questions asked. 

Nevertheless, this approach does not come without disadvantages. Unstructured interviews hinder 

comparability between responses of different subjects due to the open-ended and flexible nature 

of questions. The interviews are more likely to drift towards the interests of the interviewees and 

also subjects to bias and shortcomings in terms of reliability and validity of information. This 

generates a source of bias in the data collected. It is difficult to have control over the respondent’s 

behaviour and there is a certain likelihood that the response tactics were influenced by the personal 

opinions of each interviewee on the questions asked. Furthermore, data were analysed arbitrary 

and the researchers’ subjectivity might be considered as an influencing factor in the collection, 

coding and analysis of data. It should also be noticed that this research presents data collected 

across four interviews. With such a small number of interviews we have had limited possibility to 

verify the information gathered. Therefore, this may undermine the quality of the findings.  

 

With the present research we have investigated CPH strategies under different theoretical 

perspectives. By doing so, we have kept this research far from providing a detailed plan of actions 
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for managers to increase competitiveness of the firm. Rather than providing a more data-driven 

study on CPH profitability we have focused on illustrating CPH operations and their impact in 

the society from a strategic perspective. Therefore, this study lacks an internal specific focus on 

the distinct part of the business.  

 

3.3.5. Validity of the research 

The present research is ascribed within an empirical research on a single case study, thus the 

interpretation of the researchers is an integral part of the qualitative approach. The emerging 

knowledge from the information gathering arises from the relation between the empirical data and 

the previously acquired theoretical notions and concepts. The essences abstracted from the data 

collection should be considered subjective and contextual, due to the reliability of the 

interpretations (Kelliher, 2005).  

 

Malterud (2001) defines internal validity as the degree of credibility and warranty reached by the 

study through the sought-investigation and data collection. Therefore, several pieces of 

information were collected and compared to retrieve confirmation among recurring patterns 

within the data collected. Malterud (2001) identifies the final aim of the research as to provide 

information that goes beyond the single case study and could be shared and further applied in 

other contexts. However, it can be claimed that universality and absolute transferability are 

unlikely to be attained. Saunders et al. (2009) state that findings derived from a case study are not 

necessarily intended to be replicable as they reflect the complexity of the context in which they 

are embedded.  

 

Transferability bias plays an important role and affect external validity, which refers to the degree 

of generalizability the drawn conclusion could hold and attain in other settings. In the present 

research, the aim focuses on providing sufficient and detailed contextual descriptions, to enable 

readers to assess the degree of transferability with other similar contexts. Following this objective, 

external validity has been attained through analytic generalization involving the connection 

between the findings relative to the chosen case study and the broader set of theoretical concepts 

(Firestone, 1993). Some scholars argue that when the case study can be linked to existing theories, 
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the findings might have broader theoretical significance (Huberman & Miles, 2002; Saunders et 

al., 2009; Flyvbjerg, 2006). Moreover, given the qualitative and exploratory nature of this study, 

the empirical results could only be confronted with previously developed theories and in order to 

test its replication potential further research is required (Eriksson and Kovalainen, 2015). 

Notwithstanding the present findings are highly bounded to the specificities of the selected case 

study given the way the research was design and data collection conducted. Therefore, finding are 

intentionally being kept accessible for further exploration in broader perspective. Nevertheless, 

the hope is that results could build foundation for further research. 
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4. Case Description  

This section wants to provide a deeper understanding of the airport business and the case study 

selected. After presenting an overview of the main features characterizing the aviation industry 

worldwide, an outline of the main drivers of the Danish aviation is provided. Later, CPH’s most 

relevant traits are introduced in order to better explain the operations and activities involved in 

this business. Understanding elements such as the ownership structure, the activities involved in 

airport business and the way it generates revenues is crucial for further analysis.  

  

4.1. Aviation Market 

The global air traffic has increased steadily since 1950 both in the number of passengers and goods 

transported, the only downturns are related to the oil price crises in the 1990s and the financial 

crisis in 2008. However, the overall trend has always been positive with a quadruplication of air 

transport demand between 1978 and 2008 (Reichmuth and Berster, 2018). The air traffic is still 

increasing with a growth of 6.5% registered in 2018 and an expected growth of 6% in 2019 

(Statista, 2019a). The growth is expected to keep up until 2030 even if the industry has to face 

various challenges like the high jet fuel prices and low economic growth. However, the number 

of passengers is predicted to increase, which in turn will be reflected in a rise of aviation industry 

revenues, which were USD 564 billion in 2018 and are expected to be USD 606 billion in 2019, 

representing a relevant difference from the USD 509 billion in 2011 (Statista, 2019b). Forecasts 

by ICAO (The International Civil Aviation Organization) and aircraft manufacturers estimate an 

annual growth of about 3% for the next twenty years (Reichmuth and Berster, 2018). The 

continuous growth comes from many factors, one of them is the higher demand of exchange of 

persons and goods across different countries, thanks to the increase of businesses that operate 

internationally. Furthermore, a decrease in tickets’ price thanks to the raised competition between 

airlines facilitated this process. In addition, the boom of the Low Cost Carrier (LCC) business 

model is a factor that has changed the air traffic system since it has helped to develop new dense 

networks in many regions around the world that did not present high air traffic (Reichmuth and 

Berster, 2018  
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Figure 1: Annual growth in global air traffic passenger demand from 2006 to 2019 

 
Source: (Statista, 2019) 

 

The number of passengers worldwide is increasing every year thanks also to more confidence and 

better services that consumers can benefit. The largest growth is expected to come from the rising 

affluence of the middle classes in emerging markets such as Latin America and Africa (ACI, 2017). 

There are other external factors that can influence the future of air transport market. Some of 

them are related to the effects of technology, globalization and regionalisation, spatial structure, 

mobility behaviour, economic changes, resources and energy availability, infrastructure 

development and politics (Reichmuth and Berster, 2018). 

  

4.2. Danish Aviation Market 

The primary function of an airport is to offer the possibility to travel and to connect different 

cities, countries and continents. The importance of aviation is observable also in Denmark, since 

it gives the local population the opportunity to travel worldwide and facilitates the access for 

tourists and business travellers. Moreover, also the flights within the country plays a key role, 

offering a faster way to travel compared to other transportation modes. The presence of high and 

efficient connectivity represents a benefit that contributes to economic growth of the country, 

and its value is estimated around DKK 30-57 billion. There are multiple effects associated to this 

value and they can be divided in direct and indirect. The direct ones are associated to the activities 
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that involve airlines, airports and other companies involved in aviation related activities. Indirect 

effects regard the other industries that through their work supply or support aviation (Ministry of 

Transport, Building, and Housing, 2017).  

 

There are eight airports in Denmark with scheduled traffic, the largest is Copenhagen Airport 

(CPH), followed by Billund Airport (BLL) in Jutland and Aalborg Airport (AAL) in the northern 

part of Jutland. The other ones are located in Aarhus, Rønne, Bornholm, Sonderborg and Esbjerg. 

CPH is an international hub for long-haul traffic, Billund Airports offers mainly European and 

domestic destinations while Aalborg Airport only serves European destinations.  

 

Overall, Danish aviation market has been characterized by a constant growth of passengers, but 

the competition is still high among Nordic countries, with an increasing number of routes to and 

from Norway (Oslo), Finland (Helsinki) and Sweden (Stockholm). Nonetheless, CPH maintains 

its leading position in the Nordic countries, in fact it presents the highest number of passengers 

and the largest offer in terms of destinations. In addition, other large airports in Europe are direct 

competitors of CPH when it comes to attracting new routes and new airlines. Over the recent 

years different countries have focused in developing aviation strategies that facilitate the growth 

of the sector and this led to high competition from large and smaller airports in Europe. For this 

reason, the Danish Government outlined a new aviation strategy, which was released in 2017, with 

the aim of defining a clear plan for increasing growth and connectivity (Ministry of Transport, 

Building, and Housing, 2017). 

  

4.3. Copenhagen Airport  

CPH was founded in 1925 and it was one of the first civil aviation airports in the world. It is 

located on the island of Amager which is close to the centre of Copenhagen. Since its foundation, 

it has always been characterized by a continuous growth of passengers and expansion of 

infrastructures. One key factor was the establishment of the first polar route to San Francisco in 

1954 which boosted the number of passengers to 1.500.000 (Bloch, 2018). After this event CPH 

became the transfer hub for SAS international traffic. The willingness of growing is still proved 
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by the plan outlined in 2014 which aims at increasing the passenger’s volume up to 40 million 

(Copenhagen Airport, 2015). 

  

Ownership 

CPH is publicly listed since 1990 (Cortzen, 2000, Bloch) when Copenhagen Airports A/S was 

founded. The last decades were characterized by a transition from a public company to a private 

one. In 1990 the state owned 75% of the shares and only the remaining 25% could be sold publicly 

(Cortzen, 2000). In 1996 the Danish state decided to start selling shares reducing its ownership 

first to 51% and then to 39.2% in 2000 (Danish Ministry of Finance, 2005). However, in 1994 it 

was stated that only the Danish state could own more than 10% of shares but this restriction was 

removed in 2004 following EU Commission requests (Ministry of Transport and Building, 2005). 

In 2005 the Australian fund Macquarie Airports Copenhagen ApS (Map Copenhagen) acquired 

52.4 % of the shares while the state was still owning 39.2%. The fund maintained the ownership 

of the airport for twelve years during which there have been some changes in its ownership 

structure. In fact, in 2009 Map together with Macquarie European Infrastructure Fund III 

(MEIF3) took control of the 53.7% shares of the airport through the company Copenhagen 

Aiports Denmark A/S (CAD) (Copenhagen Airport, 2010). Map sold its shares in 2011 to the 

Canadian Ontario Teachers’ Pension Plan (OTPP). In 2017 MEIF3 left the ownership and the 

Danish pension fund ATP took over. Today Copenhagen Airport A/S, which possess the 59.35% 

of shares in Copenhagen Airport A/S, is owned by ATP and OTPP. The Danish State owns 

39.2% of the company and the rest is owned by Foreign, Private and Institutional investors (0.1%) 

and Danish, Private and Institutional Investors (1.3%) (Copenhagen Airport, 2019a). The 

privatization led to an increase focus in shareholder value, trying to rise revenues and cost 

developments.  

  

Operational information 

Copenhagen Airport presents two terminals, Terminal 2 and 3. All flights depart from these two 

terminals which share common areas such as the arrivals section, presenting also customs and 

baggage claim. The terminals are connected to the so called “three fingers”, pier A, B and C where 

all the gates are located. In addition, a new terminal was opened in 2010 called CPH GO which is 
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dedicated to low cost carriers. The company operating in this facility are EasyJet, Transavia and 

Ryanair. International destinations are so far more than domestic ones, representing 95% of the 

offer. Passengers can choose between 183 direct worldwide routes from Copenhagen, 41 of which 

are intercontinental. The increase of routes regards mainly the ones to Eastern Europe, Southern 

Europe and China. The latter is the one with higher margin of growth. In 2019 the sales to the 

fours destinations in China are expected to grow by 89% compared to 2017. The largest 

destination is The United Kingdom even if the discussion regarding Brexit led to some 

uncertainty. In 2018, 21 new weekly long-haul flights were announced (Copenhagen Airport, 

2019a). The main carrier is SAS which presents 38% of all departing seats, the second one is 

Norwegian with 19% and the third Ryanair with 6% (Copenhagen Airport, 2019).  

 

Last year did not see a significant revenues growth since they increased only by 0.1% compared 

to 2017. This is a consequence of the reduction of charges as of 1st of April 2018. In addition, 

another negotiation conducted in December 2018 produced new agreements with the airlines in 

order to enhance growth and opportunities to attract other routes and develop the existing ones. 

In this way CPH wants to assure its position in Northern Europe and increase its competitiveness 

in Europe. The net profit for 2018 presented a significant fall compared to 2017, from DKK 

1,105.3 million to DKK 180.2 million (Copenhagen Airport, 2019a).  

  

Passengers 

In addition, in 2018 CPH registered a record of traffic with 30 million passengers using its services 

through the year. In fact the expansions of Terminal 2 and 3 were completed along with a new 

walkway from the metro to the security checkpoint. Moreover, an enlargement of the security 

checkpoint and the passenger area between Pier A and Pier B was concluded. CPH presents an 

average of 83,010 passengers per day who outlined an 81% level of satisfaction in 2018. The total 

number of passengers grew by 3.8% compared to 2017 thanks especially to a larger offer of 

destinations. In addition, the majority of the passengers travelled for leisure (67%) while almost 

one third for business (33%) (Copenhagen Airport, 2019a).  
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Airports have to deal with two kinds of passengers: transfer passengers and local-point to point 

passengers. The first type refers to travellers who fly to Copenhagen in order to take another 

connection to reach their final destination. Therefore, they do not exit the airport, but they spend 

their time waiting for the next flight inside the terminals. The second type of passengers refers to 

the ones for whom CPH is their initial or final destination. The presence of transfer passengers is 

fundamental also for the local community since they contribute to increase the demand for specific 

destinations (Bloch, 2018). This permits to provide the local community flights with higher 

frequency. In 2018 the total number of passengers for CPH was 30,298,531 and transfer 

passengers were 5,801,961. The latter increased compared to 2017 but the level is still far from 

the one of 2014 (Copenhagen Airport, 2019).  
 

Figure 2: Passengers at Copenhagen Airport (Passengers in millions, transfer share in %) 

 
Source: (Statista, 2019c,d) 
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most relevant are parking, restaurants, shops, hotel operation, leasing of premises and buildings 

at the airport (Copenhagen Airport, 2019a). The customers of CPH can be outlined in three 

groups: passengers, airlines and tenants and concessionaires in the shopping centre. One of the 

most relevant sources of income is represented by the charges paid by the airlines which are 

determined through negotiations that must follow the regulations defined by the Danish 

government, must be cost-based and non-discriminatory for all the services provided to the 

different airlines. Ultimately, the Danish Transport, Building and Housing Authority is responsible 

for approving the charges. Moreover, the charges agreement between the airport and airlines 

comprises two parties: the charge agreement and the service agreement. The latter is determined 

following the service requirements for every airline in order to define a reasonable correlation 

between price, quality and capacity. Turning to the non-aeronautical groups of customers, the 

negotiations are conducted through traditional sales and marketing activities and concession and 

lease agreements.  

Table 1: CPH's aeronautical and non-aeronautical revenues 

2018 

  
Aeronautical 
segment   Non-aeronautical segment   

DKK million Traffic revenue   
Concession 
revenue 

Car 
parking Rent 

Other 
services 

 
Total 

Total on 
segments 2,574.8   942.2 418.5 181.9 328.3 

 
4,444.8 

Source: (Copenhagen Airport, 2019a) 

 

Aeronautical charges 

The last annual report showed that in 2018 aeronautical revenues decreased by 3.4% and the main 

cause lies in the reduction of charge applied in April 2018. Denmark does not apply a special flight 

tax like other Scandinavian countries, but CPH is the only Danish airport subject to governmental 

regulation of airport charges. The charges paid by airlines are reflected in the price paid by the 

passengers. The most significant part of the charges regards passenger charges. They are directed 

transferred to the passenger and therefore they are not taken into consideration when an airline 
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analyses the profitability of a route. Thus, when the passenger charge is modified, it produces an 

increase or decrease in ticket price for passengers which affect the demand for airline indirectly.  

The level of passengers charges per route is between 10% and 20% of the ticket price in CPH. 

However, the percentage is higher for domestic air traffic, for which it reaches also 40 % of the 

ticket price. The average cost paid by an airline per outbound passenger is DKK 205, of which 

183 come from the amount fixed during the negotiation between airports and airlines. The rest is 

intended to refund Naviair (for air traffic control) and the Danish Transport, Construction and 

Housing Authority as a security contribution.  

 

There are different factors that contribute to determine the level of charges per passenger, such 

as the proportion of transfer passengers on board the aircraft, aircraft size, occupancy rate and 

the use of the GO terminal at CPH. For example, the charges to transfer passengers is lower and 

therefore airlines with a high percentage of transfer passengers are charged less. Furthermore, 

airlines that respect specific requirements have access to the GO terminal which means also lower 

passenger tax. The level of tax per outbound passenger is at a middle level compared to other 

large European airports. However it is the most expensive among the Nordic countries (Ministry 

of Transport, Building, and Housing, 2017). CPH presents a different level of charges for transfer 

passengers which in 2016 corresponded to 62% of local outbound passengers charges. This lower 

price, which is a result of lower passenger and security charges, encourages airlines to use CPH as 

a hub for transfer traffic. As for outbound passengers, also for the transfer charges CPH is the 

most expensive compared to Oslo and Stockholm, its biggest competitors in Scandinavia (Ministry 

of Transport, Building, and Housing, 2017). Regarding domestic passengers, there has been an 

increase in the charges since the domestic terminal was integrated into Terminals 2 and 3 in 2015. 

This change of prices decreased the competitiveness of domestic air traffic. According to 

European regulations airlines cannot be charged differently if they benefit from the same level of 

services (Ministry of Transport, Building, and Housing, 2017).  
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Table 2: Comparison of passenger and security charges in Scandinavia 

  
Copenhagen 

Airport  
Stockholm 

Arlanda  
Oslo 

Gardermoen 

Per local outbound passenger 145 DKK 98 DKK 91 DKK 
Per transfer passenger 91 DKK 39 DKK 28 DKK 

Transfer in relation to local outbound 
passenger 62% 40% 31% 

Source: (Ministry of Transport, Building, and Housing, 2017) 

 

It is important to underline that since the 1st of January 2018 the airport has to follow the rules 

outlined by the new Regulations for Civil Aviation, BL 9-15, from the Danish Transport, 

Construction and Housing Authority. According to this regulation airports must follow strict 

requirements when it comes to dedicate part of the profit from the non-aeronautical business to 

the aeronautical one. From the 1st of April 2018 CPH reduced the charges paid by airlines by 10% 

and 35% for high-frequency routes to regional airports (Copenhagen Airport, 2017). Moreover, 

from the 1st of April 2019 came into effect the new charges agreement between the airport and 

the airlines, negotiated during 2018. It mainly regards the price associated to the use of airport 

services, terminals and runways. Overall it led to a decrease of the charges and the introduction 

of three incentive schemes. The first is a hub incentive which aims at strengthening domestic 

traffic to Copenhagen Airport. The second was defined to accelerate growth and is based on 

offering specific discounts for those airlines that generate high traffic on existing routes. The third 

incentive was designed in order to facilitate the establishment of new routes (Copenhagen Airport, 

2019b). 

  

Competition 

Despite the growth in the number of passengers competition among airports is still high. The 

main competitors of CPH are other European hub airports like Brussels, Stockholm, Amsterdam 

and Vienna. The objective of these airports is to attract new routes and airlines through more 

competitive offers than their competitors. There are many parameters that an airline analyses in 

order to establish new routes. The most significant are the possibility of generating profit in a 

short time period, the level of services provided by the airport, the size of the airport’s catchment 

area, the level of connectivity from the city to the airport and the presence of economic policy 
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support for the develop of aviation industry. CPH presents competitive scores in these dimensions 

and the charges offered are among the cheapest in Europe, which is a strong advantage to attract 

new routes. Establishing new routes represents also an important economic benefit for the airport, 

in fact each of the largest route contributes with DKK 700 million to the Danish GDP.  

  

Climate agenda 

Another element important to mention is the climate agenda. In fact, for every business it is 

becoming always more important to focus on respecting the environment. This is also the case of 

aviation, in fact EU, IATA (International Air Transport Association) and ACI (Airports Council 

International) imposed new targets to be respected. ACI outlined the need of making 100 

European airports carbon neutral before 2030. CPH is therefore working with other players in 

order to improve its environmental impact and creating future solutions (Copenhagen Airport, 

2019a).  

 

There are four major environmental issues associated to the business of an airport. The first is 

CO2 and CPH is working to be carbon neutral in 2019 through new solutions that can reduce its 

climate impact. The second one is Air Quality which can be increased reducing the use of fossil 

fuels at the airport. The third issue refers to the consumption of resources and CPH tries to 

address it with an intensified work on circular economy driven by an increase in recycling. Lastly 

the noise is another relevant concern for airports who must take action to reduce it and facilitate 

the relations with its neighbours (Copenhagen Airport, 2019a).  
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5. Data Analysis  

The exploratory research design and formulated sub-questions set the basis for the analysis of the 

collected data and act as determinants in structuring the chapter. The data collected will be related 

to the theories presented in the review of literature in order to understand the topic through the 

different theoretical lenses. Therefore, the chapter is divided into three sections: CPH’s 

competitive environment, CPH’s internal environment and CPH’s platform business model.  

 

5.1. CPH’s Competitive Environment  

The following section aims at answering the following sub-question: 

How can we characterize the nature of competition in the airport industry? 

Airports have for long time been considered natural monopolies as they have usually been 

operated in highly regulated environments displaying national and state-owned airlines. Changes 

have occurred in the last twenty years encompassing the deregulation of the airlines market, the 

rise of more cost-focused, operationally flexible airlines, the broader availability of information 

and choices to passengers as well as more commercially focused and privately-owned airports. 

These industry dynamics have changed the nature of competition and airports must now compete 

for both passengers and airlines (ICAO, 2013). One business is considered having a significant 

market power when it can profitably raise and maintain prices above the level that would prevail 

in a competitive market (Porter, 1985). The conviction of airport having a significant market 

power has been challenged by industry dynamics and the resulting competitive environment needs 

to be assessed in the relevant market where the airport competes. By applying theoretical concepts 

of the industrial organization view we analyse the nature of competition of CPH and the 

underlying industry dynamics in the passengers and airlines contexts. Finally, given the important 

role that policy makers and regulators play in limiting the airport market power we analyse the 

nature of their regulatory framework and the rationale behind it.  
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5.1.1. Passenger’s competitive environment  

Market power arises from a different number of sources relative to the specific industry. In the 

airport business, the access to a factor-input, such as land, is essential for the establishment of a 

new airport. The concentration of traffic is often spread between a small number of airports within 

a region. Porter (1985) argues that in some industries where a few firms have a strong market 

power, the remaining small firms act like followers and are unlikely to compete. Such market 

outlook decreases rivalry among existing competitors and allows companies to exert a monopoly 

power. Being land an essential factor for new entrants, this threat is significantly reduced and 

airports often run in exclusive locations.  

  

Locally departing passengers 

Airports are geographically fixed infrastructure, meaning that for some passengers who are located 

in the catchment area, proximity is likely to determine airport choice. The threat of competing 

over this type of passengers is very low compared to the role competition plays over passengers 

who do have a choice between two airports. Barret (2000) argues that the overlap of catchment 

areas (determined by geographical location), depth of the market and transport infrastructure can 

result in rivalry among airports. Conversely when an airport is located in distant areas and no 

competitors can be found in close proximity then the amount of rivalry decreases drastically 

(Graham, 2004). These airports are generally able to achieve growth more easily due to the higher 

market potential. Airport market power is largely determined by the availability of proximate 

competitors who might act as substitutes (Starkie, 2002). When assessing CPH market power in 

relation to the intensity of rivalry, it could be argued that CPH benefits from its exclusive location 

in the area. The competition coming from Malmö airport and Billund airport (the closest two 

airports in the area) does not constitute a substantial threat given the lower level of their 

operations, which supports the view of CPH’s monopoly. Such considerations apply to those 

passengers living in CPH’s catchment area. As evidenced by our interview with Marco Consalvo 

(2019) the catchment area is a crucial aspect of an airport as it defines the group of passengers 

using the airport services, and it is of high importance also for smaller airports whose catchment 

area does not reach a high number of potential passengers.  
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The size of the catchment area is determined by the depth of the market (i.e. density of consumer) 

and the connection between infrastructures, allowing the expansion of the catchment area beyond 

geographical location (Starkie, 2008). Besides the number of inhabitants living in a two hours’ 

drive distance from the airport, better roads and railways connections make it possible for airports 

to expand their catchment area. Therefore the catchment area is an important strategic tool, which 

has been at the core of CPH World Hub 2.0 as explained by Bloch (2018), where the vision was to 

make CPH become a nexus of infrastructure, a gravity center of different activities that would 

further improve connections to and from the airport. The expansion of the catchment area 

increases the number of passengers having a choice between two airports due to overlapping. 

Geographic overlap represents a significant potential threat for competition between airports and 

brings about the concept of spatial competition (Greenhut, 1987) holding that “competition at 

boundary points is often sufficient to transmit price changes over the whole market” (Starkie, 

2002, p.55). Figure 5 illustrates the hypothetical catchment areas between two airports. 

 

Figure 3: Competition and catchment areas 

 
Source: (Starkie, 2002) 

 

The overlap between two catchment areas will increase direct competition over air services in the 

shaded area. Unless it is possible to draw boundaries between different markets, the result created 

from such competition (e.g. lower prices) will eventually also benefit passengers in point z using 

services of airport B, although they are far from the catchment area of airport A. Despite the 
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overlapping is of particular relevance in the European region where around 63% of its citizens are 

located within two hours drive of at least two airports (Copenhagen Economics, 2012), this case 

is of low relevance for CPH given the much smaller size and activity level of Malmö and Billund 

airports.  

 

Transfer passengers 

Airports often struggle to achieve the desired scale through the passengers living in the catchment 

area and thus compete to attract transfer passengers who can choose among airports and airlines 

who are now freely flying in the liberalized market. Transfer passengers have an important role in 

determining connectivity levels as they fill up the planes and therefore contribute to the decision 

of opening a new route (Bloch, 2019). The presence of competition represents a threat for airports 

who want to achieve better scalability with transfer passengers, due to the possibility of airlines to 

fly elsewhere when prices and quality levels are not met.  

 

The increase in the quality of connections provided by European hubs has enhanced competition 

over transfer passengers. Airports need to compete to retain routes and attract new ones. A higher 

supply of direct routes increases the choices available to passengers who could previously only 

reach their destination through transfer options. CPH has historically served as the hub of 

Scandinavia, a gateway for Nordic passengers to reach European destinations. The increasing 

number of direct routes from other Nordic airports have challenged CPH’s hub role. Moreover, 

the ability of airlines to switch among airports is an additional constraint that CPH is facing to 

attract transfer passengers. The number of transfer passengers has consistently declined and in 

2018 decreased by 35% compared to 2000 (Copenhagen Airport, 2019a). Transfer passengers are 

more likely to fly over airports which provide the best connection to the final destinations, thus 

the same market power that is exerted over locally departing passengers cannot be exerted over 

transfer passengers. As we will analyse in relation to the airlines’ competitive market, it is crucial 

for airports to offer a wide number of routes that can attract such type of passengers.  
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Leisure passengers 

Changes in the general environment may interfere with competition between firms and it is 

therefore important to look at the current drivers in the market in order to be able to respond to 

them in timely fashion, thus preserving the level of competitiveness. Industry dynamics have 

played a major role in the change of air traffic nature. In the last years, leisure traffic has increased 

against business traffic (ICAO, 2013). The increasing share of leisure traffic reflects an increase in 

the scope of destinations as switching is more likely to occur for passengers whose interest is to 

go on holidays (Thessen, 2019). Leisure passengers are also more price sensitive and benefit from 

a better flow of information, in large part due to internet that allows to compare prices 

(Copenhagen Economics, 2012). Our interviewee Thomas Thessen (2019) considers the rise in 

leisure traffic to have significant influence on the increasing number of destinations since these 

passengers are less willing to take more than one short-haul flight for their journey. These 

passengers exercise their ability to switch between airports as well as to change their destinations 

if they can get to another one in a direct, hence cheaper way. Leisure passengers are also less time 

sensitive and more prepared to travel for longer distances to reach their destinations (Copenhagen 

Economics, 2012).  

 

In relation to short-haul flights, airports compete over these passengers against alternative 

transport modes like road and rail. The threat of substitutes becomes higher for such passengers 

and might lead to a significant decrease in the number of passengers which can eventually 

determine the definitive closure of that route. The decrease in air traffic can have different 

consequences for different airports. For instance, the drop in air traffic of Hamburg Airport have 

generated benefits to surrounding airports like Bremen, Hanover and CPH, while significant losses 

have been experienced by those airports that had relatively large traffic flows coming from 

Hamburg (Starkie, 2002). The increase in the share of leisure traffic highly affects the way CPH 

attracts passengers. Whereas tourism in Copenhagen has been a growing industry in the last couple 

of years, CPH is still facing a lot of competition in attracting a higher number of passengers 

(Thessen, 2019). CPH has responded to such changes in the passengers sector by attracting more 

point-to-point traffic and develop the GO terminal dedicated to LCCs. Given the higher access 

to information, CPH has strengthened its marketing activities and provided more differentiated 

offers to its passengers. Traditionally short-haul passengers consider switching between two 
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airports to a larger extent compared to long-haul passengers. Long haul flights are offered by a 

smaller number of airports, so it might be a comparative advantage for CPH to extend these 

services, given the limited long haul offer of proximate airports. CPH has tried to increase the 

share of long-haul traffic, especially to China (Copenhagen Airport, 2019a). From an I/O 

perspective such differentiation strategy might reduce competitive pressure and the power of 

passengers to switch to another airport. 

  

5.1.2. Airline’s competitive environment 

Airports are fixed cost businesses with no alternative use, requiring major investments in 

runaways, terminals and equipment as well as on skilled people to operate aircrafts, passengers 

and goods. From an economic perspective the high fixed costs and associated operating costs 

(such as those of safety and security) reduce the threats of new entrants thus increasing airport 

market power. Airports’ assets require cost-efficiencies throughout the year to recover the initial 

investment. The question of economies of scale is of crucial importance when analysing an 

airport’s source of market power. Economies of scale are extremely important for airports who 

have conducted substantial investments in infrastructure capacity since airport profitability is 

crucially dependant on traffic volume: revenues increase in proportion to passengers’ numbers, 

while costs increase more slowly due to high fixed costs. Airports have a large incentive in 

attracting traffic and an even higher incentive to increase revenues from the commercial side 

which will contribute to defray costs. On the other hand, it can be argued that for airports 

operating at or near capacity the law of diminishing return2 applies because after a certain point it 

becomes increasingly difficult and expensive to create new facilities that favour the expansion of 

activities. CPH is not capacity constrained and it is therefore actively competing in the market to 

attract new routes.  

 

Moreover, the case of airport serves to explain that although there is a high degree of market 

power, firms are not assuredly better off deciding to exploit this market power. This might seem 

a trivial statement, however it is important to consider that if an airport is run according to profit-

                                                
2 Economic concept holding that if one factor of production is increased, while others held constant, the output per unit will eventually 
decrease. 
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maximizing policies, then we would expect aeronautical charges to be set at a level that leads high 

returns on capital (Starkie, 2008). However, if an airport charged high prices relative to its costs, 

the deadweight loss3 from doing so would likely be low because of the low price elasticities of 

demand, given by the increasing flexibility of airlines. Moreover, high aeronautical charges prevent 

the airport to compete in attracting new routes and improve scalability.  

  

Attracting new routes 

Thomas Thessen (2019) explained that not only are airports fiercely competing to attract new 

routes, but also that such competition is not geographically-bound. The decision of airlines to 

place new routes is seldom associated to the fact of flying to a specific destination and is rather a 

profit-driven decision. Historically, airlines have been looking for maximizing their profit on each 

route and they have therefore considered both the charges at the given airport and the number of 

passengers that it can attract, leaving very little power to airports to influence such decisions 

(Thessen, 2019). Airports have two ways to attract new routes, either by affecting the business 

case or by increasing the information available to airlines.  

 

Airports can affect the business case by bringing down costs (i.e. charge levels) or by increasing 

revenues, meaning increasing the number of passengers and/or the price per ticket. The 

imposition of high airports charges can decrease the user’s willingness to pay, posing difficulties 

to the efficient use of the airport facility and triggering the problem of under-utilisation. Low 

charges on the other hand reduce short-term revenues but set the basis for airport efficiency in 

the long-run. CPH’s charges level is high in the Scandinavian region, but still lower than the bigger 

airports in Europe (Ministry of Transport, Building, and Housing, 2017). This can be considered 

as an improvement area for CPH’s competitive level. Still, it needs to be highlighted that charge 

levels are not the only factor to increase competitiveness since capacity and service levels are also 

important factors (Bloch, 2018). Moreover, as many other airports, CPH carries out a discount 

program for routes that are not already served, bringing down the costs for establishing new routes 

(Thessen, 2019). Airlines are becoming more able to switch between airports and to open and 

                                                
3 Deadweight loss is created when supply and demand are not in equilibrium and represent a cost to the society. It represents the 
potential gains that did not go to the producer or consumer. As a result of the deadweight loss, the combined surplus of the monopoly 
and the consumers is less than that obtained by consumers in a competitive market.	
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close new routes. As airlines are freer to seek profitability, their business model has changed 

towards a more flexible approach giving them more choice on where to base their capacity. This 

is especially the case for LCCs which have a higher likelihood of not only opening and closing 

individual routes but also to open and close bases which have a great impact on the gradual and 

continuous churn of routes (ICAO, 2013). This means that airports need to be ready to compete 

to defend the bases and hub operations as well as to attract additional routes and based aircrafts. 

The question of charges refers to one way in which firms can make use of their competitive 

advantage as explained by Porter’s competitive strategies (1985). He argues that cost leadership is 

a strategy a firm can follow to defend itself against competitors. In the airport business, such 

strategy is effective to attract LCCs which consequently generate a benefit for the airport due to 

the higher passenger throughputs generated.  

  

Airport’s impact on the business case is of little magnitude. Revenues can hardly be affected by 

airports as they depend on the number of passengers and the price per ticket. The former can only 

be indirectly tackled by expanding the catchment area, the latter is not under airport’s control. 

When looking at costs, the discussion is more complex and involves subsequent implications at a 

strategic level. According to Bloch (2019) charges normally represent around 3-4% of the total 

costs of a route, hence they are not a determinant in airlines’ decision making on where to open 

new routes. Many studies have been conducted on the impact airport charges have on the total 

airline operational cost with the results that despite representing some portion of it, they are still 

relatively small (Warnock-Smith and Potter, 2005; Delfmann et al., 2005). Thomas Thessen (2019) 

stated that it is widely accepted that airport charges contribute to the decision of airlines who want 

to open new bases or destinations, but they are not essential criteria. Nevertheless, in Europe, the 

most expensive airports (e.g. Heathrow) are the biggest. This means that a cost leadership strategy 

may have little impact on the airlines’ decision to fly to one airport compared to another. This is 

not the case for LCCs for whom airport charges represent a high percentage of their total costs 

(Warnock-Smith and Potter, 2005). On the other hand, a lower charge level can also be considered 

as a way to achieve differentiation, for instance accommodating the needs and requirements of 

LCCs. However, studies have shown that dependency of an airport on a single group of buyers 

involve high risks as an airline’s lower level of operations will considerably impact the airport 

business. Delfmann et al. (2005) argued that airports need to ensure to serve a wide range of varied 
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customers in order to survive. Nevertheless, differentiation is a difficult task for airport managers 

given that customers should be granted the same level of services and attempt to pass on “lost” 

charges to other airport users may be considered a discriminatory act. A focus strategy can be a 

source of competitive advantage despite it may be hard to be implemented in the airport business 

as it requires to concentrate on the needs of a specific niche. An example is that of London City 

Airport providing specialised facilities to short-haul business travellers. Such strategy is more 

suitable to smaller regional airports rather than country’s flag airports such as CPH whose business 

needs to go along with the wider vision of increasing connectivity and serve the country as a 

whole.  

  

In addition, in order to attract new routes, airports can increase information sharing to airlines by 

for instance providing data on passenger’s potential for a specific route and the existing costs. 

Information sharing is particularly important when dealing with long-haul flights, such as routes 

from China. Chinese airlines have in fact little knowledge about European destinations and 

therefore it is important to share information to influence their decision (Thessen, 2019). Bloch 

(2019) also talked about the importance for airports to describe passengers’ flows to the airlines 

as an argument for attracting a specific route. For example, if the airport gathers data about the 

substantial number of passengers flying from Copenhagen to Seoul, this will support the opening 

of a new route connecting the two destinations. Capacity level is another important information 

that can be shared with airlines to increase the possibility of opening new routes. This is 

particularly emphasized when working with Chinese airlines as their departing airports are slot 

constrained. CPH has a lot of capacity on the runaway side, thus making it an advantage towards 

Chinese airlines who want to establish a route to Europe having specific requirements on when 

to land at the destination airports. However, besides runaway capacity, the airport needs to have 

facilities such as stands, gates and square meters in order to facilitate the inbound passengers. This 

has never been a problem for CPH so far, but it can constitute a problem in the future given the 

predicted increase in air traffic. Building capacity is not increasing airport growth per se but it is 

rather a mean to secure that such growth will not be limited and can thus be considered as a mean 

to achieve a competitive position (Thessen, 2019).  
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Airlines’ power 

Airlines are considered as the main buyers in the airport “product” and their power strengthen 

the competitive constraints faced by an airport (Cream, 2009). If airport market power is explained 

through the economies associated with its network of air services, it could be said that the more 

these services are connected to the airport, the more dominant the airport is likely to be (Starkie, 

2002). Therefore, airports acting as major hubs are more dominant. This implies that hub carriers 

having a high level of transfer passengers are very dependent on the given airport and less likely 

to switch to a substituting airport. Such hub airports compete to attract long-haul transfer traffic 

and therefore their ability to set prices is still subject to competitive pressure. Transfer passengers 

represent a significant share of the total air traffic at hub airports. These airports cannot set prices 

disregarding the implications such prices will have on their resident airlines who are competing 

over transfer passengers with airlines located at other hub airports. The difficulty in setting the 

right level of charges also arises from the impossibility of airports to price discriminate. Unlike 

airlines charging different fares for different passengers on the same flight, airports charges need 

to be non-discriminatory, cost-related and transparent (IATA, 2017).  

  

Airlines have a significant power, especially when a limited number of airlines is serving an airport. 

The market power of airports dominated by one airline is restricted, especially when this airline 

has the possibility to move part (or all) of its operations to an alternative site. This is often the 

case for flag and major air carriers whose influence in the airports is of great magnitude. Moreover, 

Brueckner (2002) underlines that airlines with strong monopoly power play a substantial role in 

setting fares and influence capacity investments, user chargers and other strategic decisions at the 

airport. Large airlines are in a better position to achieve strong market power compared to smaller 

ones. A large proportion of the airlines’ operation on the overall level of traffic of a given airport 

will cause a larger potential to impact the revenues of the airport, if operations are downsized. 

SAS is the main carrier at CPH and given its high level of operations, it exerts power on CPH 

since a potential downscale of its operation would have an impact on the airport overall 

profitability. However, it might also be argued that CPH exerts a sort of monopoly power on SAS 

as its alternatives to operate in other airports are not large. Given the dependency that they have 

on each other, Bloch (2019) stressed the need for a cooperative environment where the two 

companies’ goals are aligned to each other. Moreover, Thessen (2019) has talked about the power 
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of airlines, such as SAS, to influence politicians who have consequently increased their regulations 

on CPH operations. 

  

Point-to-point carriers are more able and willing to switch bases, according to their profit forecast 

for a specific route, which is often the case for LCCs (Bloch, 2019). Unlike main carriers, they do 

not normally have a hub but operate with multiple bases. Their locations can be changed and 

capacity between them adjusted by shifting aircrafts with different seat capacity and readjusting 

staff accordingly (Copenhagen Economics, 2012). Point-to-point carriers have experienced a 

significant growth which has further emphasized the power of these airlines in airport’s decisions 

making. Rough negotiations have been conducted with LCCs on airport charges which, in this 

case, constitute a more substantial share of the route’s total cost. Although LCCs exert a relatively 

large power over the airport and can thus limit its market power, they also generate significant 

volumes of traffic thus contributing to the overall competitiveness of the airport.  

 

5.1.3. Governmental interventions 

The reason behind governmental regulations of certain industries is to curb market power. The 

changes in the airport industry suggest a more important competitive environment, which is 

assumed to encourage firms to be cost-efficient and drive prices down whilst increasing output. 

However economic regulations still take place with the intent to prevent natural monopolies from 

restricting output, raising prices and achieving a level of profit above a satisfactory return on 

capital (Starkie, 2002). Airports are considered a vehicle to spur social and economic benefits with 

a monopolistic power over a geographical area and are therefore often subject to regulations. 

  

Danish Aviation Strategy 

CPH has a crucial role in determining Denmark’s overall level of connectivity and regulations have 

been designed to ensure that the airport has adequate incentives to pursue profit while converging 

to the socially optimal level of output. In 2017, the Danish government has published the Aviation 

Strategy after a long time of political disinterest in the aviation sector. Out of the 38 initiatives, 

the ones referring specifically to CPH are summarized in the table down below.  
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Table 3: Initiatives for CPH 

Initiative Description Goal 

Expanding Copenhagen Airport 

Station 

More direct trains to the airports, attracting 

air traffic from Sweden 

Increase the number of 

passengers 

Supporting the 40 million passenger's 

vision 

Ensure efficient necessary administrative 

processes  

Avoid the risk of closure of cross-

wind runaway  
Facilitate cooperation with airlines 

Augmenting the possibility of future 

operating air traffic 
Relating activities in CPH to aviation 

Better planning opportunities 
Investigate the basis for changing 

parameters 

Ensure more efficient possibilities for 

approached and landings in the 

Oresund region 

Cooperation with Swedish authorities 

Ensure equal and transparent 

negotiations between CPH and 

airlines  

Adjustment in the regulatory model: 

transparent determination of parameters, 

shorter fall back period  

Increase connectivity 

Direct commercial revenues to 

directly cover costs of air traffic 

Adjustment in the regulatory model: fall 

back  

Retain gains from additional 

connectivity coming from the hub 

and benefit domestic air traffic 

Reduction in the ration between the charge 

per transfer passenger and the charge per 

locally departing passenger 

Attempt to reduce the charges level 

for domestic operators 

Support lower charge for LCCs in the GO 

terminal 

Introduction of service level targets  
Service level targets for the waiting time at 

security 

Strengthen capacity 

oversight and introduce 

service targets  

Ensuring service level targets are met  
Introduction of sanction system and easier 

access to legislation to issues injunctions 

Analysis of need and possibilities for 

service level Targets 

Establishment of service level targets or the 

waiting time at baggage reclaim and 

passport control 

Source: (Ministry of Transport, Building, and Housing, 2017) 
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Increase number of passengers 

Given the growth of the aviation sector in Europe, the new types of aircrafts and increasing market 

opportunities for intercontinental routes, CPH has set his mission to invest in the necessary 

infrastructure to achieve the appropriate level of quality and capacity to accommodate such drifts 

in the markets. Governmental intervention has focused on the enlargement of the catchment area 

through investments in the connected infrastructure allowing more passengers to use CPH 

services. The government recognizes the important role of CPH for the connectivity of the whole 

country and actively contributes to increase the passenger capacity also engaging in cooperation 

with the Swedish authorities to facilitate the flow of Swedish passengers within CPH’s catchment 

area (Ministry of Transport, Building, and Housing, 2017). Such practices strengthen CPH’s 

competitive position, drastically reducing what Porter would call the threats of substitutes. In fact, 

enlarging the catchment area makes the airport accessible to a large number of passengers, even 

those who were previously using alternative means of transportation. CPH’s vision converges with 

governmental objectives: a higher number of passengers will on one hand determine the business 

profitability while at the same time creating a positive externality in level of connectivity of 

Denmark. 

 

Increase connectivity 

The privatization of airports has determined an increasing focus on the commercial operations 

resulting in a more competitive and dynamic industry. At CPH this occurred when Macquarie 

became the major shareholder (Bloch, 2019). CPH’s regulatory model ensures that part of the 

airport commercial activities is invested in the aviation side to contribute towards airlines’ lower 

charges. Such contribution is called cross-subsidisation and is calculated as a percentage of excessive 

return i.e. the remaining return above the reasonable return (what an investor can expect from a 

similar investment) and corresponds to an estimate of the economic benefits of a monopoly 

(Ministry of Transport, Building, and Housing, 2017). The development of cross-subsidisation 

was a consequence of the increase in earnings of CPH from airlines’ payments, resulting in a profit 

margin increase from 12% in 2009 to 23% in 2016 (Ministry of Transport, Building, and Housing, 

2017). The airlines criticized CPH’s high charges and called for stricter governmental control that 

would prevent a monopolistic behaviour.  
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CPH is encouraged to set a competitive level of charges and adopt a level of investments that 

supports its competitiveness. The model is not based on the premise that authorities should 

determine charges, but it rather supports negotiations that would bring to socioeconomically 

appropriate results that are cost-related, non-discriminatory and transparent for all airlines 

(Ministry of Transport, Building, and Housing, 2017). On top, when an agreement is not reached 

a fall back occurs whereby a revenue cap for the airport is determined by the authorities. 

 

Given its monopoly power on the passenger catchment area, the regulatory model prevents CPH 

to set a higher level of charges than it would under the premises of perfect competition. Control 

over the charge level also prevents CPH from causing losses on connectivity opportunities to 

Denmark as a whole. The existing regulatory model is justified as a framework that aims to secure 

the societal long-term gains brought by connectivity. This is crucial for CPH’s competitiveness 

given the global competitive scenario in which it operates in order to retain and attract routes. The 

traditional justification of governmental regulations finds its rationale in the maximisation of 

conventional economic welfare (defined as the sum of consumers’ and producers’ surplus) i.e. the 

minimization of deadweight loss. An airport with strong market power will charge prices above 

marginal costs, increasing the price and reducing the volume of services compares to the optimal 

level which will result on a deadweight loss (Biggar, 2011). From governmental side, intervention 

is needed to prevent main carriers, and more drastically LCCs, to move away their operations 

which will cause significant losses in terms of connectivity to the country as a whole. From the 

airport side, it could also be argued that its monopoly power over airlines is very low and it rather 

faces strong competition to attract new routes. Therefore, low charges could contribute, although 

to a small extent, to increase the airport competitiveness in the global market.  

 

As explained previously, charges constitute a small part of the overall route profitability. CPH’s 

charge level is in the middle range among the largest European airports, but relatively high 

compared to other Nordic airports which can be explained in the differences between business 

models, product and traffic composition. CPH is considered as the main hub traffic in Northern 

Europe especially for its main carrier SAS as well as its main LCC Norwegian (Bloch, 2019). It 

operates with a larger share of international transfer traffic and smaller proportion of domestic 

flights compared to Oslo and Stockholm, however competition from these two airports over 
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international flights has been increasing in recent times. The total amount that airlines pay to CPH 

is determined by other factors such as the proportion of transfer passengers on board of the 

aircraft, aircraft size, occupancy rate and whether airlines use the GO terminal. Lower levels of 

charges create a better economic basis for airlines to use the airport as a hub for transfer traffic 

(Bloch, 2018). A great share of transfer passengers will contribute in achieving a level of 

connectivity greater than the passenger catchment area, which will consequently bring 

socioeconomic gains. Bloch (2019) underlines that transfer passengers provide a sound foundation 

for connectivity, as they fill up the planes and thus determine the increase in frequencies and the 

likelihood of opening new destinations. Thessen (2019) has emphasized that given the increase in 

point-to-point traffic, transfer passengers mainly represent short-haul to long-haul flights, 

therefore it is important for CPH to increase the number of its long-haul connections in order to 

have an impact on the ratio of transfer passengers. Governmental regulations have focused on 

reducing the ratio between the charge per transfer passenger and the charge per outbound 

passenger, to facilitate the increasing use of CPH as a hub for transfer traffic. In a likely manner, 

the charges per domestic passengers are being closely looked at by the government to support 

domestic operators.  

 

Increase capacity oversight and service targets  

Besides the initiatives related to charges regulation, the elements of improving operational 

conditions and favouring spatial development are addressed by the Aviation Strategy. The 

initiatives focus around the strengthening of oversight capacity to ensure that CPH fulfils its 

obligation to meet Denmark’s needs for traffic connection for national, international as well 

intercontinental routes (Ministry of Transport, Building, and Housing, 2017). The level of services 

offered by an airport is another determinant in the airline’s decisions to open new routes. For 

airlines this is defined in terms of Total Cost of Operations (TCO). A higher level of services and 

capacity level provide the airport with lower TCO, making it more attractive to operate at the 

given airport. Over the years, CPH has focused on the airlines’ TCO which led to the current high 

level of services and capacity. Such investments have aimed at optimizing airlines operations e.g. 

providing faster and better boarding of passengers and more efficient baggage handling, which 

have contributed to increase its level of attractiveness to airlines. The Danish Transport, 
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Construction and Housing Authority determine the service targets which are to be announced 

prior to the negotiation between airports and airlines.  

  

Political implications 

Throughout the research we have mentioned the pivotal role of airports as economic and social 

engine. It does not come without surprise that such industry has deep-rooted political dynamics 

that go beyond the regulatory framework. Regulators play a role in the competitive battlefield of 

singular airports. The threats of new entrants, which is often very low due to the high initial 

investment required can be influenced by existing regulations and political manoeuvres. In relation 

to the regulatory landscape, the case for new airport development requires long, expensive and 

complicating procedures which act as barriers in the industry. On the other hand, it is also to be 

noted that governmental decisions often include the decision to convert military airfields to civil 

airports, thus increasing the competition airports are facing. Moreover, national governments can 

also intervene in determining prime hubs, which can increase the position in the market and 

strengthen the airport’s monopoly power (Williams, 2006).  

 

Political motives have been at the bases of many airport development in the European region. 

Bloch (2018) has compared the major airports in Belgium and in The Netherlands. Amsterdam’s 

Schiphol is one of the biggest airports in Europe, whereas Brussels’ have two different airports in 

the Central Capital Region. According to him, very specific political reasons are to be found 

behind these two different cases. In fact, with the establishment of the Common Market, the 

Netherlands came up with a strategy that would have prevented them from being squeezed by 

other European superpowers like France and Germany. Their national strategy was therefore to 

become a gravity centre for goods and passengers for the entire Europe. The strategy of Schiphol 

airport was thus designed on the basis of such premises. Despite being both The Netherlands and 

Belgium located very close to each other, and thus both benefit from the same strategic position 

in the centre of Europe, Belgium’s main airports have developed in a completely different way. 

The division between Flanders and Wallonia determined the rise of the two airports of Zaventem 

and Charleroi which has caused a bilateral focus in terms of governmental aids, resulting in a 

weaker position compared to The Netherlands. This example explains the role political decisions 
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have over the establishment or the prevention of monopolies. In CPH attention has been 

extremely low from the political side and private owners have been operating with the only intent 

of maximizing return rather than to strategically develop in a way that it could increase 

socioeconomic gains (Bloch, 2018). The attention was caught by the excessive return captured by 

the private owners, attracting appropriate regulations that would control CPH’s monopoly power. 

The rationale behind these initiatives goes beyond exerting more control over operations and 

arises from the consideration that an airport is not an isolated entity but rather plays an important 

role in the society.  

 

Airports need to work their narrative in the political world in order to carry out strategies that are 

supported at the political level, and this requires consistent political involvement. A clear example 

of this is given by the environmental agenda. There is an urgent need across industries to 

undertake structural changes towards sustainable business growth and to contribute in mitigating 

and eventually solve environmental problems. If no actions is taken on the business side, 

regulators will be forced to apply stricter rules (Bloch, 2019). Instead airports who actively engage 

in a quest for greener solutions to their operations are less likely to attract strict and unexpected 

governmental restrictions. The question on how to tackle the problem of sustainability is of 

extreme importance for airports, who need to rethink their strategies to promptly react to these 

challenges. The change of ownership at CPH, where a significant number of shares was sold from 

Macquarie to ATP, a semi-governmental pension fund, has determined profound changes in the 

overall strategy. The focus has shifted from a mere financial return, to a combination with societal 

return that goes beyond the creation of jobs (Thessen, 2019). It could be argued that this removed 

some of the motivation to maximize growth and focuses on some of the challenges faced from 

the entire industry. Nevertheless, environmental concerns are likely to increase competitive 

pressure and therefore call for ways to monitor and reduce environmental impact dramatically.  

  

5.1.4. Sub-conclusion  

The analysis of industrial dynamics has shown that CPH operates in a highly complex 

environment, where a number of factors affect the nature of competition in the different markets 

in which it operates. The overall level of competition has been analysed bringing about concepts 
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of the traditional industrial organization theories, such as Porter’s five forces and generic 

strategies. To analyse the nature of competitiveness of CPH, two groups of customers are taken 

into account namely passengers and airlines. Lastly, the governmental regulations and political 

dynamics applying to CPH are outlined.  

 

Figure 4: Sources of airport competition 

 
Source: Own depiction based on Aviation Advocacy, 2018 

 

The analysis of the passenger’s competitive environment has presented the changes in the nature 

of passengers’ air traffic. Leisure traffic has grown against business traffic implying more price 

sensitive travellers who have a better access to prices information due to internet and who have 

an increased ability to switch between departing airports as well as destinations. In this market, 

airport’s natural monopoly only applies to the passengers living in the airport’s catchment area. In 

the case of CPH this power is still relatively strong because although better transport connections 

allow easier access to the proximate airports of Malmo and Billund, these two airports have 

significantly lower levels of operations and cannot supply alternatives to the services offered by 

CPH. In addition, CPH faces fierce competition in attracting incoming passengers whose 

Copenhagen is a final destination, as well as transfer passengers. The latter is mainly determined 
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by the level of connections offered by CPH and is therefore highly linked with the ability to attract 

more routes. 

 

The implications arising from the airlines competitive environment revolve around a weakened 

market power and a stronger competitive pressure arising from more flexible airlines. The ability 

of airlines to easily change airport bases and open and close routes reduces CPH market power 

dramatically. The competitive environment is thus very fierce and goes beyond the geographical 

dimension. A significant competitive dimension emerged in the power of airlines, considered as 

the main buyers of the airport product. This dimension is bilateral for the main carrier, SAS, 

because although a downsize of its operations will have significant impact on CPH’s revenues, it 

will also be difficult for SAS to move their operations elsewhere. A substantial difference is found 

in relations to LCCs who are generally even more active in switching bases, and whose market 

share have consistently grown in the past years.  

 

The competitive dimensions in which CPH operates emerged when looking at the single 

competitive landscapes, however CPH is still subject to governmental regulations. The initiatives 

targeted to CPH as formulated in the Danish Aviation Strategy focus on increasing number of 

passengers, establishing higher level of connectivity, better capacity oversight and service targets. 

Moreover, given the focus of CPH on the commercial activities as a result of its private ownership, 

the framework imposes a revenue cap on the commercial side to ensure that those would 

contribute to reduce costs on the aviation side. The increasing regulatory behaviour of the Danish 

government is rooted in political dynamics which have in other cases determined the development 

of airports providing the reinforcement or rather the dissolution of airport’s natural monopoly. 

The nature of regulations has thus changed alongside with changes in the industry. Beside 

regulating market imperfection and preventing CPH to exert a monopoly power, the rationale 

behind governmental regulations lies in the recognition of CPH as a social engine. Airports are no 

longer considered simple infrastructures and higher emphasis is given to the externalities they 

generate in the society. Therefore, regulations can serve to reinforce the social role of CPH and 

to attain social economic gains.  
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5.2. CPH’s Internal Environment  

Using the RBV theory of the firm we will now discuss the internal resources and capabilities 

available to the firm and how they contribute to its overall effectiveness. The RBV holds that the 

key profitability of a firm lays in the uniqueness of its resources, which will be determinant to 

build a competitive advantage. In this section we tackle the second sub-question: 

To what extent do CPH’s resources and capabilities have an impact on strategic 

decisions? 

A number of resources have been identified following the classification of tangible and intangible 

resources. In this analysis tangible resources include financial and physical resources whereas 

intangible resources concern human and organisational assets. The selection of these resources 

aims at carefully explaining the inputs at the base of CPH strategy. Although some other resources 

such as brand, reputational and technological might be considered, they are left out of the 

discussion as their contribution to strategic decisions is only marginally relevant to the case of 

CPH. In order to answer the sub-question, we will break the analysis into three different parts 

providing a snapshot of CPH’s internal resources, the value they create to CPH’s stakeholders and 

how they have been included in the implementation of the airport strategy.  

 

5.2.1. CPH’s internal resources 

Financial resources 

CPH is a privately-owned airport run as a commercial organisation hence its focus is on profit, 

efficiency, cost and quality. Internally generated revenues create additional capacity and can 

become a source of competitive advantage (Park, 2003). Internal revenues differ in aeronautical 

and non-aeronautical revenues. Aeronautical revenues comprise passengers, security, take-off and 

aircraft parking charges, handling and CUTE charges (IT technologies used in relation to check-

in) (Copenhagen Airport, 2019a). Discounts for previously unserved routes, transfer discounts 

and incentive schemes for high frequency feeder routes are deducted.  
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In the aeronautical business, compared to 2017, total revenues fell by 3.4% due to the reduction 

in airport charges as of 1st April 2018 (Copenhagen Airport, 2019a). As a consequence, EBIT 

plummeted by 42.6% which was also influenced by higher aeronautical investments and high 

operating costs.  

 

Due to the increasing pressure to reduce aeronautical charges from both airlines and government, 

the focus has shifted on the non-aeronautical business. In 2018, non-aeronautical business 

increased by 4.1% compared to the year before. The expansion of Terminal 2 allowed an increase 

in departing passengers and improved shops and brand mix. EBIT revenue also increased by 2.0% 

due to higher revenues in parking and the shopping centre, which have partly offset the high costs 

entailed by a new hotel agreement. Commercial revenues are valuable for the profitability of 

airport business and for sustaining its operations. Consequently, the Danish government has 

focused on achieving economic efficiencies by intervening in the cross-subsidisation of 

aeronautical activities. If we consider the competitive environment within Denmark, CPH’s 

internal revenues can thus be considered rare and unique as other airports do not have the ability 

to generate such large revenues, however it is not inimitable as such. 

 

Physical resources 

Another source of tangible resources includes physical capital such as a firm’s geographical 

location, equipment, plant and accessibility (Barney, 1997). Geographical location as well as the 

level of regional development around the airport is highly important and can constitute an 

important source of competitive advantage for airports. The importance of airport location has 

been studied by several researchers highlighting the importance it has for airlines, favouring hub 

operations (Kraus and Koch, 2006; Lin and Hong, 2006). For a small country like Denmark it is 

essential to ensure efficient connectivity to trade with the rest of the world and maintain wealth 

(Copenhagen Airport, 2019a). Despite being located only 10km from the city, the development 

of ground infrastructure such as metro, rail, highway and even the Oresund bridge has improved 

the ease of getting to and from the airport for local and regional passengers (Bloch, 2018). The 

importance of transportation infrastructure as a mean to expand the catchment area has been 

highlighted by all of our interviewees, and it can thus be considered a valuable resource, although 
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it is hard to consider it rare or difficult to imitate. Airports can increase their competitiveness by 

focusing on their fundamental resources and competencies enabling smooth handling for aircrafts 

and passengers. These investments do not come without any risks, as changes in airlines’ 

operations can have a substantial impact on the airport profitability. CPH has two major runaways 

directed toward the southern part of Amager and towards Oresund, whereas the third directed 

toward a larger housing area. The runaway capacity has so far been able to accommodate the entire 

air traffic supply (Thessen, 2019). In 2010 the inauguration of the GO terminal has determined an 

important investment to attract routes from LCCs which has over the years significantly 

contributed to the total number of routes. In 2018, DKK 2.1 billion were invested in expanding 

and improving the airport (Copenhagen Airport, 2019a) in order to follow the vision of handling 

40 million passengers. Such investments were carried out to secure more space for passengers and 

airlines in order to provide capacity to the opening of new routes. The main infrastructure 

improvements concern a shortcut to the security point, a 4,000 square meters expansion of the 

busy terminal area between Pier A and Pier B, whereas the construction Pier E and the expansion 

of Terminal 3 are on current construction. The expansion of Terminal 3 will be the largest 

expansion in the airport’s history and will provide more space for baggage handling, more room 

for passenger capacity and also increased space for passenger control (Copenhagen Airport, 

2019a). 

 

The ability to expand infrastructure in order to receive more aircrafts can increase attractiveness 

to airlines and therefore constitutes a competitive strength of CPH. Passengers’ demand is usually 

affected by the number of destinations offered, thus attracting airlines is critical for airports. Park 

(2003) argues that increasing the levels of services provided to passengers can play an important 

role in the competitiveness of an airport. The number of shops and restaurants at CPH amounts 

to 130, however given the current expansion it is likely that more space will be available for new 

commercial activities. In 2018, CPH increased the selection of shops, restaurants and cafés inside 

the terminal area in order to accommodate the needs of many nationalities and age groups in the 

airport (Copenhagen Airport, 2018). In addition, airports need to accommodate and handle 

passenger traffic, meaning that despite airports facilities also hotel accommodation is an important 

part of CPH’s physical resources. The goal is to open the largest airport hotel and conference 

center in the Nordics by 2020 with facilities for over 2,150 guests (Copenhagen Airport, 2019a). 
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Human resources 

Intangible resources are defined as the soft factors playing a role in the competitive performance. 

Possessing intangible resources will speed the process of acquiring other ones (Kamasarak, 2017). 

Such resources are hard to grasp, hence they are also less likely to be imitated by competitors, thus 

representing a source of sustainable advantage. In the airport case, it can be argued that the specific 

forms of airport ownership directly affect managerial factors which are a main constituent of 

human capital. Airport management must ensure competitiveness of the airport and ability to 

meet its business goals (Justesen, 2014). Owners might have different goals and incentives 

affecting the way an airport operates as well as its strategic decisions. Publicly owned airports aim 

to maximize social welfare, whereas under private ownership airports are run as profit maximising 

firms. CPH management wishes to continue and support government aspirations that have been 

formulated in the national aviation strategy published in 2017, which resulted in a tighter 

regulatory framework. CPH has developed one leadership programme “Lead the Way” whose aim 

is to ensure that managers well fit the strategic ambitions (Copenhagen Airport, 2019a). All CPH 

managers had completed the management program in 2018 and further efforts have been made 

to implement a shared company direction. Managing an airport is a very complex task involving 

many stakeholders, therefore managers need to ensure that the airport provides sufficient capacity 

in the operational areas and that all companies operating at the airport have good working 

conditions.  

 

Moreover, CPH places a high value on human resources as constituents of its competitive 

advantage and focus on developing the strategic competencies of both managers and employees 

through a high degree of training (Copenhagen Airport, 2019a). In August 2019 CPH will launch 

a new educational program in order to contribute to the development of educational offers and 

create job opportunities for young people (Copenhagen Airport, 2019a). New competencies are 

required due to the highly dynamic environment and innovation in technology and digitalization 

are being included in the formulation of the airport strategy. Given the significant and rapid 

growth it is of crucial importance to ensure that employees are being provided with the necessary 

knowledge and such availability can be considered valuable and rare resources for CPH. 
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Organizational resources  

Organizational capital refers to the structures enabling employees to perform better, and it reflects 

the relation and cooperation between them. Organization charts can be a source of competitive 

advantage when able to respond to the changes required by the highly dynamic environment in 

which they operate (Wells and Young, 2004). CPH came up with one development program “Lead 

for Impact” for specialists and union representatives to enable cross-functional thinking and 

working to develop CPH as an organization. Planning and organisational system is a strength of 

CPH, however it could be argued to what extent it contributes to competitive advantage, given 

that it is a process that is often adapted by organisations across industries.  

In addition, CPH organisational culture puts a strong emphasis on people in terms of ensuring 

safety and security, creating an inclusive working environment and an attractive workplace. Such 

commitments can be identified in CPH’s contribution to developing new aviation standards for 

EUROCAE (European Organisation for Civil Aviation Equipment) and is part of the “Safety 

Benchmark Group” where 17 European airports gather to discuss important learnings and 

knowledge related to safety. Therefore, commitment to safety can be assumed to be part of the 

corporate culture as a whole. 

 

Another aspect of the organizational resource is the establishment of cooperative relationships. 

Cooperation between departments is an important aspect to ensure high standards, efficient and 

safe airport operations and it is considered a valuable organisational resource (Wells and Young, 

2004). CPH has established collaborations with its partners in order to corroborate that activities 

are performed under the best conditions. During the expansion different users were involved in 

the process: CPH cooperated with police for the design of passport control booths and with the 

airport ground handlers for the best layout of the baggage factories (Copenhagen Airport, 2019a). 

Collaborations set the base for greater opportunities in strategic relations between the airports and 

the other actors involved. This integration allows more flexibility and the generation of additional 

resources that can promote the development of the airport and thus contribute to a sustained 

competitive advantage (Jarach, 2005). 
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5.2.2. Value of resources and capabilities 

The previous section has provided a characterization of CPH’s main resources. Following the 

RBV we have selected some of the tangible and intangible resources of CPH as the analysis does 

not aim to provide a comprehensive and detailed description of CPH’s entire set of resources and 

capabilities. Next to that, it needs to be considered that some resources delivering value are not 

owned by the airport but are rather firm-addressable resources to CPH. Examples of such 

resources include landing slots, transportation services to and from the airport as well as the 

quantity and quality of airlines departing from CPH. For companies to achieve a competitive 

advantage it is not only important that resources exist but also that they are used, implemented 

and updated in order to create value and generate a sustained competitive advantage. There are 

many ways in which both firm-specific and firm-addressable resources can create value. In this 

case we have focused on the value generated for airlines and passengers and the society. The 

interconnection between airports, passengers and airlines arises from the fact that airline’s 

operations depend on passenger’s demand which can be affected by the quality of services that is 

provided by the airports. To be competitive, airports must offer good service standards to both 

airlines and passengers. Three sources of value creation arising from CPH resources have been 

identified: excellent passenger satisfaction, increase level of connectivity and sustainable 

performance.  

 

Excellent passenger satisfaction  

CPH’s resources have contributed to achieve strategic goals, increasing the value generated at the 

customer side. Airports often measure value creation with passenger satisfaction, intended as a 

measure of their level of competitiveness against other airports (Park, 2003). This parameter was 

also brought about in our interviews and it is one of the objectives presented in the 2018 Annual 

Report. The focus of CPH activities is to increase overall passengers’ satisfaction, which in 2018 

amounted to 81%, in line with the results obtained in the past years (Copenhagen Airport, 2019a). 

Tangible and intangible resources have been combined to achieve this target. Combination and 

constant update of resources have increased the quality of the service provided to passengers. 

Efforts have focused on passenger satisfaction with appropriate investment in facilities and 

services enabled by the exploitation of financial and physical resources. On top of that, training 



 73 

of employees in direct contact with passengers has been crucial to secure personnel capability to 

reduce waiting time at security checkpoints, making the journey as pleasant as possible for 

passengers. As it is clear from both the Annual Report 2018 and our interviewees, CPH improved 

its security checks resulting in strong satisfaction of passengers. Passenger satisfaction surveys 

showed high satisfaction at the security checkpoint due to improved queue management and 

optimised resource use in the Security department (Copenhagen Airport, 2019a). This goal was 

met thanks to renewal and constant update of the existing resources, in order to develop solutions 

that met passenger’s requirements (Copenhagen Airport, 2019a).  

 

Whereas the transformation of physical resources was at the base of the optimization of the 

security process, the appropriate development of human resources secured the achievement of 

the target. To increase passenger satisfaction, physical resources were updated also in relation to 

non-aeronautical activities in order to provide more options both in terms of restaurants and 

shops as well as extra seating for a pleasant experience at the airport. On the annual report, it is 

stated that CPH’s results on passenger satisfaction were achieved through collaboration with 

partners enabling more innovative and durable solutions. The ability to establish new 

competencies based on knowledge is considered by the literature as relational capabilities, which 

is extremely important to enhance innovativeness and develop unique competitive advantage 

(Teece et al., 1997). Expansion of physical resources such as the extended terminal area, and the 

direct access from the metro to the security checkpoint contributed to create a better experience 

for special needs passengers which was achieved through collaboration with Falck. These 

capabilities were developed within the network and complement CPH existing resources, thus 

making them very valuable and hard to be replicated from competitors. 

 

Increased level of connectivity 

The use of resources and capabilities should not only be seen as a vehicle to grow profit but also 

to respond to challenges and opportunities in the external environment. The ability to undertake 

major continuous upgrade meeting the industry requirements is an important source of 

competitive advantage. In this regard, the rise in aviation traffic constitutes an important industry 

driver that has challenged airport operations. CPH’s investments have aimed at increasing capacity 
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to host a larger number of passengers, achieving the milestone of 30 million passengers in a year 

in 2018 (Copenhagen Airport, 2019a). In order to meet the 40 million passengers per year, 

substantial investments were carried out for the expansion of infrastructure that could provide the 

required level of capacity. Besides firm-specific resources, firm-addressable resources are crucial 

to meet this objective. Quantity and quality of airlines departing from an airport are determinant 

in increasing air traffic levels and these can only be indirectly affected through airports’ 

investments in infrastructure (Copenhagen Economics, 2015). Airlines are not owned by the 

airport although they form a great part of their end services. They act as both suppliers and buyers 

of airport service and should thus be considered a strategic partner with whom strong 

collaboration is necessary. Despite significant differences across passenger’s sensitivity, on a 

general rule their selection of airports depends on the flights available at a given airport, their 

frequency, timing and availability together with the price of such flights and the closeness to their 

home. Therefore, airport’s ability to invest in its infrastructure in order to receive more aircrafts 

can constitute a competitive strength. However, this condition is necessary but not sufficient to 

ensure high quality service from airlines that would attract a higher number of passengers.  

 

A significant increase in the number of passengers implies a higher number of routes to be 

established from airlines as well as changes in the aircraft capacity. CPH’s investments in 

expanding capacity aimed at establishing favourable conditions that would incentivize airlines to 

open new routes. In accordance with the DCV, strategic decisions and development of capabilities 

arise from the desire to exploit an existing opportunity in the market (Teece et al., 1997). The 

expansion of the airport is built around the increasing number of routes and departures and thus 

a higher number of passengers. More routes and destinations were opened, with long-haul traffic 

operations growing by 9.6% in 2018. Traffic also increased with more direct European 

destinations, going from 119 to 124 (Copenhagen Airport, 2019a). CPH invested in resilient 

infrastructure to increase landside accessibility to airlines and stimulate the expansion of public 

transport infrastructure to facilitate passenger’s use of CPH services. Despite changes in the 

physical resources retained by CPH, transportation services to and from the airport are an example 

of a resource not owned by the airport that can create value to the customer side.  
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Sustainable Performance 

CPH’s deployment and renewal of resources is crucial to reduce the negative externalities on the 

environment and proactively contribute to make the aviation industry more sustainable. The 

increasing environmental pressure coming from the external environment requires an efficient 

deployment and renewal of resources both at the tangible and intangible level. Besides the 

corporate strategies included in the annual report, separate CSR reports were published focusing 

on CPH’s responsibility as a traffic hub and as a corporation. The government’s new climate plan 

“Together for a greener a future” puts an external pressure on CPH’s environmental agenda. Air travel 

contributes substantially to climate, and CPH has looked at ways to reduce climate impact 

(Copenhagen Airport, 2019c). It has formulated a new climate vision to become a “zero emission 

airport”, which will make it a pioneer in the global airport industry. The 2018 Annual Report states 

that knowledge sharing is a critical focus point of CPH current strategy to develop it as a critical 

part of Danish infrastructures. Strong collaboration is needed to provide long-term improvements 

on climate impact, therefore CPH is actively collaborating with the unified aviation industry to 

reduce carbon emissions (Copenhagen Airport, 2019c). The objective of being completely free of 

carbon emissions from the airports, air traffic, companies operating at the airport and land-based 

traffic to and from CPH cannot be achieved without knowledge sharing between the different 

actors and cohesion among the different approaches to achieve this goal. Collaboration in the 

aviation industry is also crucial for the development of global, sustainable solutions that can 

involve bio-fuels and electro fuels to the development of electricity-powered aircrafts 

(Copenhagen Airport, 2019c).  

 

Airports generate significant externalities on the environment calling for dynamic responses that 

can prevent a negative impact on the surrounding communities. The physical expansion and 

spatial planning of CPH were driven by historical political restrictions which determined the 

location of the two runaways where local inhabitants would be less exposed to noise-externalities. 

In order to reduce noise level to the minimum, the majority of CPH’s air traffic is directed in these 

two runaways, whereas the third one, directed to a larger housing area, has consistently lower 

levels of traffic. The spatial development and the associated externalities do not constitute an 

obstacle for the expansion of CPH and the associated growth of air traffic. CPH has given 

particular attention to the different stakeholder groups affected by the airport growth plan as it is 
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represented in the initiative “Dear Neighbor”, a communication platform aiming at involving local 

communities in the future expansion plans. The platform promotes dialogue among local residents 

and presents new facility construction in order to broaden their understanding of the hub airport 

as a nexus of different forms of mobilities while informing them about the externalities generated 

by such construction plans (Bloch, 2018). 

 

5.2.3. Implementing strategic decisions 

Strategic implementation is a challenging task for administrators and managers. The primary task 

of airport managers is to ensure financial resilience and capacity to match demand (Justesen, 2014). 

The nature of CPH’s strategies has changed according to several internal and external drivers. We 

have previously presented that managers must take advantage of their capabilities to choose and 

develop the resources to design effective strategies.  

  

In 2011-15 a 5-year strategy was elaborated called the World Class Hub whose focus was to 

strengthen CPH’s competitive position and deploy a growth strategy that intensifies the 

development and optimization of its infrastructure. This strategy was articulated around three 

main objectives: 

  

- Extraordinary customer experience: providing a high level of service to enhance 

passengers’ experience 

- Competitiveness: provide optimal infrastructure, sufficient capacity and competitive prices  

- Efficient operations: set the basis for efficient operations and high level of service that 

would allow CPH to become a preferred gateway  

  

This strategy was updated in 2016 with World Class Hub 2.0 where an extra focus was formulated 

around the improvement of employees’ competencies, cooperation with the different stakeholders 

and exploration of digitalization (Bloch, 2018). The World Class Hub 2.0 is articulated around the 

vision to become the preferred gateway of Northern Europe for 40 million passengers annually. 

This strategy is backed up by a detailed plan, Expanding CPH, focusing on increasing capacity and 

expanding the entire infrastructure including, terminals, aircraft stands, airside and landside 



 77 

facilities (Copenhagen Airport, 2019a). In 2017, the Danish government announced the first ever 

national aviation strategy formulated around initiatives supporting World Class Hub 2.0 and 

Expanding CPH. Despite previous regulations, only lately has the Danish government adopted a 

wider socio-economic approach to the development of CPH strategy (Bloch, 2018). In addition 

to this strategic plan, CPH launched a new climate strategy in 2019 whose aim is to generate real, 

and future proof solutions to industry’s challenges (Copenhagen Airport, 2019c). 

  

CPH’s strategies evolved throughout the years in relation to the drivers in the market as well as 

the resources owned by the airport that could be exploited to achieve strategic goals. Leveraging 

on its geographical location, initiatives were undertaken to improve the hub function and serve as 

a gateway of Northern Europe securing international connectivity. CPH strengthened its position 

as a hub to respond to the increase in air traffic by attracting new routes and strengthening 

cooperation with airlines. Bloch (2019) presented how the location of CPH in the Southern part 

of Scandinavia served as a main hub for the largest Scandinavian carrier and as a gateway for 

Northern European passengers flying to the South of Europe. The idea of gateway belongs to the 

World Class Strategy 2.0 updated in 2016. This statement has been investigated by our interviewee 

in his PhD, where the CEO of CPH articulated that the making of a hub airport does not only 

refer to its geographical position but also to a wider context where CPH is a nexus of different 

mobilities. The current transport infrastructure, such as the metro, highway, rails and even the 

Oresund bridge provide extensive local and regional connection to CPH. Despite such 

development in the transport infrastructure was not initially triggered by the expansion of CPH’s 

aviation traffic, it generated a unique foundation for its development. The construction of these 

infrastructures is a side effect of the development plan of the city of Copenhagen but constitutes 

a large incentive to grow in the aviation market. Moreover, the inauguration of the GO facility has 

improved the market conditions for airlines due to lower charges and higher operational 

efficiencies and has given LCCs an incentive to operate at CPH, driving the expansion of air 

traffic. 

 

The change in the ownership structure has given a particular connotation to the role of a hub 

airport. The development of strategies in the last years reflects an understanding of the airport, 

which is no longer considered a passive infrastructure, but rather a major player in the society. 
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Airport strategy has been considered as an important tool for politics to tackle societal challenges. 

The development of resources and the renewal of capabilities to achieve specific strategic role has 

played major influence in the overall performance of CPH. Governmental influence has set the 

base for a collaboration with airlines and prevents CPH to behave as a monopoly. The regulatory 

framework aims at creating a secure environment for the companies operating in Denmark and it 

enables a profitable and sustainable way of running the airport. Lower charges can strengthen 

alliance with airlines such as SAS and Norwegian giving them better opportunities for future 

growth (Ministry of Transport, Building, and Housing, 2017).  

 

The making of a hub airport cannot foresee the importance of collaborating with airlines in order 

to develop valuable and complementary capabilities that comply with the strategic logic. SAS’s 

strategy to fly more direct flights between Scandinavia and Europe challenged the development 

of CPH as a hub and has marked a decrease in the share of transfer passenger between 2000-2010. 

In 2018 the total number of passengers increased compared to 2017 but the level is still far from 

the one of 2014 (Statista, 2019a). It could be argued that such clash of strategies determined an 

obstacle to the achievement of CPH’s strategic objective and the airport overlooked the potential 

benefits that might have been generated from a collaboration. Back in the days, running a hub 

meant favouring healthy operations to the home carrier. However, changes at the industry level 

and the fierce competitive landscape have modified the meaning of a hub, which now should be 

considered as a powerful platform for airlines to develop their network, thus attracting a significant 

number of passengers. The multi-hub strategy of many airlines poses an additional challenge to 

airports who need to increase their competitiveness to all airlines and avoid being highly 

dependent from their home carriers. The flexibility of airlines in re-allocating routes seeking 

quality, efficiencies and cost effectiveness increases the competitive pressure on hub airports who 

need to provide attractive offers to airlines, investing in the exploitation of resources that can 

generate value to airlines. In the making of a hub airport, long-haul flights have gained a more 

important role given the increasing number of direct routes now available. Long-haul flights have 

been part of CPH hub strategy and in 2017 were the main factor in the increase of passengers. 

Due to a higher number of options available to passengers, CPH competes with major global hubs 

in Europe to attract transfer passengers. Research indicates that price is not the only determinant 

in passenger’s choice and duration of flights, airline service and airport experience do also play a 
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significant role (Copenhagen Airport, 2019a). The level of capital investment in infrastructure has 

increased consistently compared to previous years and the scope on construction project included 

more aircraft stands and gates predominantly for large long-haul aircrafts (Thessen, 2019). An 

example of arising opportunities in this segment is the fast-growing Chinese aviation market 

expected to generate high level of traffic through hubs between China and the EU, which calls for 

developing specific strategies to attract Chinese transfer passengers.  

 

Human and organizational resources have increasingly contributed to attain strategic goals in 

terms of passenger satisfaction, operational efficiency and competitiveness. CPH management has 

made consistent efforts in these three elements in order to align its resources with the elaborated 

strategy. Managers have understood the role of aviation in securing connectivity at the country 

level and they have increasingly payed attention to the political role of airports. The development 

of hub airports is influenced by a combination of resources and political behaviours which need 

to unfold simultaneously in order to foster connectivity and provide the adequate infrastructure 

to enable higher levels of air traffic. The acknowledgement of CPH’s CEO of the political 

importance of his role is a crucial managerial resource securing the collusion between the Danish 

aviation strategy and CPH’s strategic vision towards the same objectives.  

 

Enhanced connectivity generates high value to the society, however such benefits do not come 

without any costs. The various negative externalities concerning land use, pollution, noise and 

CO2 emission have a profound impact on the society and unfold difficult challenges to be tackled 

by airports when operating as a profit maximizing company. Therefore, the understanding of 

airports as engines to the society motivates political involvement in elaborating solutions to such 

complex challenges and get involved in the airport strategic decisions. The organizational 

environment has profoundly transformed in the past years, and the change in ownership structure 

has played a major role in the development of human resources at a managerial level that made 

possible the implementation of initiatives targeted to decrease the impact of negative externalities 

on the environment and the surrounding society. Moreover, the development of an organizational 

environment fostering collaboration among the different actors involved has set the base for 

ambitious goals regarding CPH climate strategy. The main goals are to become CO2 neutral by 

2019 through the implementation of climate compensation; emission-free airport with emission-
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free transport to and from the airport by 2030; and entirely free of CO2 emission by 2050. To 

attain such goals, investments in physical and human resources in solar panels, electric vehicles 

need to be combined with joint efforts from airlines, government, researchers and companies 

operating at the airport aiming at greater availability of sustainable fuel and development of 

climate-friendly technologies (Copenhagen Airport, 2019c). 

 

5.2.4. Sub-conclusion 

This section has highlighted some of CPH’s resources, classified as tangible and intangible. Given 

the large pool of resources, the analysis has focused on those that have direct strategic 

implications. The appraisal of such resources builds upon the theoretical framework relative to 

the RBV. It has emerged that financial resources together with infrastructure and facilities can be 

considered as valuable and rare resources, whereas the ability to expand, geographic location and 

the number of destinations are also costly to imitate and can be exploited by the firm. The same 

analysis has been conducted for intangible resources where the experience and knowledge of 

employees is retained to be valuable and rare. Management skills and the organizational 

environment promoting cooperation are also costly to imitate and can be exploited by the firm. It 

has further emerged that besides firm-specific resources, some of CPH’s competences arise from 

firm-addressable resources that go beyond its own organizational boundaries, but to which it still 

has access to.  
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Table 4: Evaluation of CPH's resources 

Resources Valuable Rare Costly to 
imitate 

Exploited 
by the firm 

High internal revenues X X   

Infrastructure and facilities X X   

Ability to expand physically X X X X 

Geographic Location X X X X 

Number of destinations and 

connectivity 
X X X X 

Top management skills X X X X 

Experience and knowledge of 

employees  
X X   

Cooperation and coordination 

with strategic partners 
X X X X 

Organizational culture 

favouring 
X X X X 

Source: Own depiction 

 

Drawing upon theoretical concepts, it is revealed that a firm cannot create and maintain a 

competitive advantage only because it owns and/or has access to resources, but it is rather the 

deployment and renewal of them that can lead firms to seize upcoming opportunities in the 

market. Although there are many facets to value creation and several factors can be accounted for 

it, we have focused on the value generated from the resources described previously. It emerges 

that the value generated on CPH’s stakeholders revolves around passenger satisfaction, increased 

level of connectivity and sustainable performance. Beside the capability to update current 

resources, a particular attention has been given to those resources developed within CPH network. 

The concepts of relational view are applied when assessing the implications that collaboration and 
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knowledge sharing with strategic partners, such as airlines, have at the strategic level. Resources 

and capabilities arising from the collaboration of the companies working at the airport are 

considered highly valuable since they complement the existing resources.  

 

Finally, the focus has shifted on CPH strategies and to what extent the implementation of those 

have been enabled by CPH’s resources and capabilities. A particular attention has been given to 

the understanding of a hub strategy in the current market. The analysis of CPH’s initiatives in 

expanding its infrastructure and increasing capacity has been carried out in relation to the strategic 

goals of extraordinary customer experience, increase competitiveness and efficient operations. It 

has emerged that financial resources have enabled consistent investments in the expansion of 

CPH and hence on its physical resources. Physical resources such as geographical location have 

significantly contributed to the formulation of a hub strategy. However, they have also required 

constant upgrade in terms of infrastructure and facilities in order to enlarge their contribution and 

relevance to attain the strategic goals. The different resources can thus be considered 

simultaneously as both inputs and outputs of strategic decisions as they firstly contributed to the 

formulation of strategies and later have been improved to secure their relevance and ability to 

support the strategy. 

 

Moreover, the growing influence of the government and its impact of CPH strategies has been 

considered since it has direct implications on the understanding of CPH as an enabler for national 

prosperity. Managerial skills have allowed the cohesion of these two strategies complementing one 

another towards the same goals. More generally human and organizational resources have 

facilitated the renewal of resources to respond to the arising challenges and have been at centre 

of CPH position toward environmental and societal issue to act in a responsible and sustainable 

manner. 

 

5.3. CPH’s platform business model 

This section of the data analysis aims at answering the following sub-question:  

Can we apply a platform business model to CPH? 
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 In this chapter the aim is to analyse the business model of CPH through the application of multi-

sided platform theories. First, the business model theory is applied to CPH with the aim of 

understanding its business under a theoretical conceptualization. Subsequently, the theory of 

multi-sided platform, with all its elements, is applied to CPH to prove how this business model 

can fit its business. In addition, the strategic decisions that characterize a platform business model, 

such as the attraction of users and the determination of the right price structure, are presented in 

the context of CPH. This can help to understand if CPH designs its strategies following platform 

principles and which consequences this may have on its business.  

  

5.3.1. Business Model 

Business model is presented as a specific structure which is applied in order to generate 

competitive advantage (Zott and Amit, 2001). This structure is composed by multiple activities 

and the resources needed to realize them (Zott and Amit, 2010). In the case of CPH, the activities 

are conducted following the final aim of providing the best experience for passengers that start or 

finish their journey there (Copenhagen Airport, 2019a). Compared to other businesses, the airport 

is a complex one since it has to consider the interests of many agents and this complexity is 

reflected also in its structure (Bloch, 2019). In fact, CPH must operate following the rules defined 

by the European Union (EU) and the Danish government (Copenhagen Airport, 2019a). This 

increases the complexity of CPH business structure, which has to deal with some constraints when 

defining the business model that leads to maximize its profit.  

 

Furthermore, CPH presents a high number of activities related to different areas which can be 

grouped in aeronautical and non-aeronautical. They refer to multiple areas of its business but they 

all contribute to generate value and profit. In fact, the definitions of business model, as outlined 

in the theory section, can be grouped in three categories. The first is the economic one which wants 

to represent the way a firm makes money and stays profitable over time (Stewart and Zhao, 2000). 

In CPH, on the non-aeronautical segment the revenues are generated thanks to operations like 

parking, restaurant, shops, leasing of premises and buildings and hotel operation. On this side of 

the business there are two groups of customers: passengers, who visit the shopping centre and 

use airport services, and the tenants and concessionaires who pay rent to the airport. On the other 
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hand, the aeronautical segment is responsible for providing the necessary services to the airlines 

to ensure the operation of the flights and revenues are generated by the charges paid by the airlines. 

The second way to group the definitions of business model is the operational view which considers 

the structure that leads the firm to generate value (Morris et al., 2005). There are more than 1,300 

companies that operate in CPH and a strong collaboration with them is fundamental in order to 

reach the final aim of providing the best service for travellers (Copenhagen Airport, 2019a). In 

fact, CPH recognizes the combination of the two macro areas, aeronautical and non-aeronautical, 

allows the company to invest in the expansion of the airport and to generate return for the 

shareholders. As a consequence, the possibility of enlarging the existing infrastructures permits to 

increment the number of routes offered which subsequently enhances the number of passengers 

(Copenhagen Airport, 2019a). This shows the complexity of CPH business model, where the 

performance of every element can affect the operations of the other ones. Moreover, CPH 

produces benefits for the whole country since it is responsible for Denmark’s international 

connectivity and it is an important source of jobs and GDP growth. In fact, it was calculated that 

from 2006 to 2016 the rise in connectivity and number of passengers contributed to the Danish 

GDP by DKK 31 billion and created 6,400 additional jobs positions (Copenhagen Airport, 2016).  

Lastly, the business model is defined also under a strategic perspective, considering the position of 

the firm in the market, the interaction with other agents and the different opportunities that help 

a firm to grow (Morris et al., 2005). With regards to this, CPH is the leader in Scandinavia and 

exercise a monopoly power in its geographic area, as outlined in the previous sections of the 

analysis. However, it tries to maintain and strengthen its competitive position in Europe, where it 

has to deal with larger hub airports like the ones of Amsterdam, Brussels or Zurich (Copenhagen 

Airport, 2019a). Nowadays the biggest challenge and opportunity is represented by the increased 

number of passengers which is expected to grow further over the next decade. The investments 

of CPH to enlarge its infrastructure are made with the aim of ensuring the possibility of offering 

high level of service even with a larger presence of travellers in the building (Thessen, 2019). 

However, all the businesses operating in CPH are connected through the strategy World Class Hub 

2.0. In fact, business models are also a tool to express the view of the management which helps 

to clarify the actions taken by the multiple parts of the firm (Chaharbaghi et al., 2003).  
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5.3.2. CPH as a platform  

One of the roles of a multi-sided platform is to enable the connection between two or more 

groups of consumers which need to interact and use the platform to execute transactions 

(Eisenmann, 2006). Jimenez et al. (2014) outlined four main stakeholders which influence the 

operation of an airport: non-user stakeholders, airlines, aeronautical business unit and non-

aeronautical business units. CPH presents many businesses operating inside the airport, which 

belong to the aeronautical and non-aeronautical segments (Copenhagen Airport, 2019). In 

addition, there are other stakeholders involved in CPH business, such as airlines, passengers, 

tourist organizations and ground-handling companies (Bloch, 2019). In fact, aviation cannot be 

considered as an isolated entity made of a single infrastructure in a single location. It is embedded 

in a system shaped by the country and its traits (Bloch, 2019). CPH plays a key role for Scandinavia, 

facilitating the transfer of passengers from the Nordic countries to the rest of Europe (Thessen, 

2019). It provides the largest offer of destinations among Scandinavian airports, with 183 direct 

worldwide routes (Copenhagen Airport, 2019). Aviation plays a relevant role for society and even 

more for those countries that find in it almost the only source of connectivity with the rest of the 

world. In this kind of context politicians are highly motivated in developing aviation and making 

sure it has the right features to grow (Thessen, 2019).  

 

An airport is a complex business which affects also the society and the country in which operates 

and at the same time the context influences directly the development and the success of an airport. 

For instance, Schipol airport is a positive example of how the context and the history of a country 

have contributed to determine the success of that business. Aviation brings also some costs, like 

the environmental ones, but they are counterbalanced by the positive elements measured in terms 

of jobs and percentage of GDP which are vital for the society. Thus, the costs are accepted, and 

the different stakeholders help the aviation to grow through their different contribute (Thessen, 

2019). Nowadays, CPH pays more attention than the past on the impact of its operations on the 

society. In addition, the new regulations defined by the Danish government limit the profit the 

airport can generate, and this decreases the motivation to focus only in maximizing firm’s profit 

(Thessen, 2019).  



 86 

It is clear that CPH presents the first element of a multi-sided platform: the presence of multiple 

groups that interact through the platform. Nonetheless, this is not sufficient to define a multi-

sided platform. In fact, there are other two key features which must be present simultaneously: 

indirect externalities across the different sides and the non-neutrality of the price structure (OECD, 2009)  

The most evident externalities are the ones generated between two specific sides of airport 

business: airlines and passengers. In fact, more passengers create better conditions for airlines and, 

on the other side, more airlines mean a wider offer of routes for customers. In this context the 

airport acts as a platform that creates value for the two sides (Gillen and Mantin, 2013). However, 

there is also a third part that interacts and influences the platform, the non-aeronautical activities 

(CAA, 2007). In order to understand the role of this segment for CPH, it is relevant to outline its 

relation with the aeronautical business.  

 

The commercial segment of CPH works independently from the aeronautical one. The 

negotiations with commercial actors operating in the terminals are not affected by the aeronautical 

side (Koustrup Madsen, 2019). The commercial side of CPH has risen its importance over the last 

decade with significant investments in increasing the commercial offer inside the terminals. The 

presence of a private ownership is one of the reasons that has facilitated the commercial growth, 

since private owners are usually more focused than public ones in investing to rise non-

aeronautical revenues (Thessen, 2019). The objective of the commercial side is to generate as 

much profit as possible, in fact within the firm people use to say that the commercial side is paying 

everybody’s salary (Koustrup Madsen, 2019).  

 

The commercial activities are not the rationale behind airport investments but everything starts 

with an aeronautical need. For example, CPH has recently expanded Terminal 2 including new 

restaurants and stores. The driver of this expansion was the need to enlarge the flow area for 

passengers, since during peak days there was an exaggerated number of people inside the terminal 

(Koustrup Madsen, 2019). Thus, the commercial side tries to exploit the opportunity offered by 

an increase of space, which creates room for new shops or restaurants. The same happened in 

2018 when more space was needed to add new check-ins and this favoured the opening of other 

commercial activities in the space created (Koustrup Madsen, 2019). One of the future projects 
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regards the expansion of Terminal 3 to enlarge the space for luggage handling and this will be 

another chance for the commercial segment to exploit the opportunity (Koustrup Madsen, 2019).  

 

There are two main reasons to develop the commercial side. The first regards the possibility of 

increasing the commercial revenues which can contribute to the airport profit or to lower the 

charges for airlines. The second reason is to improve the quality of the services in order to offer 

a better experience to users. The relation between the latter and the possibility of increasing 

passengers is arguable, but certainly low quality services lead to a bad reputation which the 

management and the government want to avoid (Thessen, 2019). When a new airline with specific 

characteristics starts to operate at CPH, the commercial segment has to take it into consideration 

in order to satisfy its target of customers. For example, a company like Ryanair brings more people 

between 20 and 30 years old, while a new route to China requires to adapt the offer to satisfy the 

demand of high spending Chinese travellers. This is also one of the main current challenges for 

CPH. In fact, it is trying to increase the connection with China, but the services offered are still 

far from satisfying Chinese demand. At the same time the airport is struggling to communicate 

with Chinese customers before they arrive in Denmark, since they use different communication 

channels (Koustrup Madsen, 2019). Therefore, it is observable that externalities exist between 

passengers and airlines, but also the relation between non-aeronautical activities and airlines 

influences airport strategic decisions. This is particularly emphasized when considering the price 

structure. CPH, like all the airports across Europe is subject to regulations regarding the level of 

charges it can apply to airlines. It does not eliminate competition but simply limits its monopoly 

power (Bloch, 2019). The regulation determines the percentage of surplus generated on the 

commercial side that must be allocated to lower aeronautical charges (Bloch, 2019). For this 

reason, a relation exists between the revenues generated on the different sides. An increase of 

commercial revenues can result in discounts for airlines, while on the other side lower charges 

may facilitate the establishment of new routes which attract additional passengers and result in 

higher commercial revenues. Therefore, also the other two features of a multi-sided platform can 

be found taking into consideration the three groups of customers and their relation. Other two 

issues of a multi-sided platform regard bringing all the sides on board and determining the most 

appropriate pricing structure. Thus it is relevant to outline these two processes and their 

implications.  
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Coordination 

One of the main issues of a platform regards attracting users from the different sides since the 

presence of one group influences the presence of the other one (Caillaud and Jullien, 2001). Such 

consideration is applied also to CPH which has to define clear strategies in order to bring the 

different groups of customers on board. What brings passengers to an airport is the specific 

destinations offered by airlines, while it is unlikely to think that they are attracted by the quality of 

the non-aeronautical services of the airport (Thessen, 2019). Thus, the presence of a large number 

of airlines is fundamental to increase the number of passengers.  

 

When airlines look for establishing a new route they focus on which could be more profitable and 

beneficial for their business. Given this context, airports can influence this decision affecting one 

of the two key elements that generate profit: revenues and costs. If airports are able to offer 

competitive prices to airlines, they can increase their chances to be chosen as new route. However, 

it is more difficult to influence the revenues, which includes the combination of the ticket price 

and the number of passengers. Airports do not have the power to strongly influence these two 

elements. The number of passengers can be increased slightly promoting the flights through 

airport marketing channels, but that cannot substantially affect passengers’ choices. On the other 

hand, lowering the costs is an easier and widely used tool to attract airlines. CPH offers different 

incentives like a discount for establishing a new route which shows to airlines the willingness of 

the firm to support their investments (Thessen, 2019). This follows one of the most common 

strategies for multi-sided platforms, which concerns offering services at a low price to one side to 

rise the number of users and increasing the presence of consumers on the other side (Cabral, 

2011). One relevant factor is that for major airlines airport charges represent only a small 

percentage of the total cost of operating a route, usually between 3% and 4%. Contrarily, for low 

cost airlines like Ryanair airport charges represent between 30% and 40% of the total cost, 

therefore a discount can make a huge difference (Thessen, 2019). Furthermore, another tool that 

airports can use to drive airlines decision consists in providing key information regarding the 

airport and the consequences of establishing the new route. The latter strategy is particularly useful 

when the management has to deal with airlines that do not know a lot about Denmark. Chinese 

airlines for instance have little knowledge about Copenhagen and Denmark compared to a carrier 

like SAS, which has been operating at CPH for decades.  
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With regard to the commercial side there are some criteria that the management follows when 

new businesses must be opened in the shopping centre of the airport. The strategy is called “local 

heroes and international super brands” and aims at preserving Copenhagen traditions with local retailers, 

joined by global brands that enhance the international value of the airport (Koustrup Madsen, 

2019). It is not easy to attract small local organizations given the high prices of renting a store 

inside the terminals, but on the other hand CPH offers the adventage of being part of a high value 

shopping centre which benefits from the level of traffic that cannot be found elsewhere in the city 

(Koustrup Madsen, 2019). 

 

By offering low charges to the airlines CPH can subsequently increase the number of passengers 

that contributes to attract new businesses on the non-aeronautical side. In fact, platforms tend to 

compete for the multi-homing customers and to exercise monopoly power over the single-homing 

ones (Armstrong, 2006). Although, as explained in the previous sections CPH’s monopoly power 

presents more complex features. Airlines multi-homing is led by the research of the most efficient 

economic conditions that can assure a profitable route. For this reason, the charges and the 

services offered by CPH should be competitive in order to increase the chances of attracting new 

routes and building an attractive commercial offer is crucial to generate revenues.  

  

Pricing  

Determining the right pricing structure can help a platform to increase its competitiveness (Evans, 

2003). CPH generates income from both aeronautical and non-aeronautical side. The last annual 

report outlined a decrease of aeronautical revenues by 3.4% in 2018 compared to 2017, which is 

mainly related to the reduction of charges applied in April 2018. On the non-aeronautical side, the 

main sources of revenues are car parking, restaurants, shops and hotel. The EBIT of this segment 

increased by 2.0% in 2018, and the most relevant income was generated by parking and shopping 

centre (Copenhagen Airport, 2019). The revenues on the commercial side come from the rent 

paid by restaurants and retailers that operate in the terminals. The airport sets a minimum rent 

and if the revenues of that retailer increase above a certain point a percentage of them is taken by 

the airport. The lease contracts have a duration of five years, but the management is trying to 

make new agreements at two years, which guarantee more flexibility (Koustrup Madsen, 2019). In 
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addition, CPH tries to avoid the price gap between the products offered inside the airport and the 

ones offered in the city. The management wants to avoid the reputation of being an exaggerated 

expensive place (Koustrup Madsen, 2019). Non-aeronautical businesses pay an expensive price to 

be part of the platform, but they can benefit from the unique features that cannot be found in 

other environments.  

 

The aeronautical charges are regulated by the new aviation strategy outlined by the Danish 

government in 2017. In fact, even if CPH is a private airport it has to follow the rules set by the 

Ministry of Transport, Building, and Housing when settling the price for airlines. The relation 

between aeronautical and non-aeronautical side comes from the importance of the latter in 

generating revenues for the entire business. The regulations require to allocate a portion of the 

commercial revenues to lowering the charges for airlines (Bloch, 2019). This process is called 

cross-subsidisation and it outlines the typical tendency of platforms to charge less the users that 

generate stronger degree of externalities (Parker and Van Alstyne, 2002). As it was outlined in the 

previous section, airlines contribute to rise the number of passengers and indirectly produce an 

increase in commercial revenues. However, unlike the typical platforms, in this case the airport 

does not present a complete autonomy when defining the prices for the different sides, but it is 

subject of governmental regulations which produce the cross-subsidisation. 

 

In order to understand the relation between aeronautical and non-aeronautical charges the 

distinction between single till and dual till must be defined. The single till perspective means that all 

the revenues generated by the different businesses are put together in order to define the level of 

the charges. Dual till is applied when the aeronautical and non-aeronautical segments are 

considered separately. The costs generated in the aeronautic side determine the level of the 

charges, while the revenues from the non-aeronautical businesses can be used for other purposes 

(Thessen, 2019). CPH adopts a hybrid structure. The two segments, aeronautical and non-

aeronautical, are considered separately but the latter has to support the former one as stated in the 

regulation outlined by the Danish government. The idea is that part of the revenues earned in the 

shopping centre must be used to lower the charges for the airlines (Thessen, 2019). Airports and 

airlines negotiate the level of charges and if they do not reach an agreement the government takes 

action and fix the percentage of commercial surplus that must be used to lower aeronautical 
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charges (Thessen, 2019). CPH is interested in developing the commercial side in order to increase 

the sources of income and rising its revenues. On the other hand, airlines look favourably at a 

commercial development of an airport, given the possibility of dealing with lower charges thanks 

to the commercial cross-subsidisation (Bloch, 2019).  

 

There is also a controversial factor to take into consideration when airlines and airports negotiate 

the level of charges: the discussion around who really owns the passengers (Bloch, 2019). Airlines 

argue that they are the principle reason why passengers are taking the flight. Furthermore, 

passengers are not paying anything directly to the airport, but passengers’ tax is incorporated in 

the ticket price they pay to the airlines. Contrarily, airlines pay a given amount to the airport in 

order to provide capacity to the passengers from the initial to the final destination. Therefore, 

airlines consider passengers their own customers and argue airports just benefit from the time 

they spend in their infrastructure. In addition, if passengers eat, drink or buy all they need at the 

airport shopping centre, they will be less willing to do the same inside the aircrafts. For this reason, 

airlines expect a contribution from the revenues made through passengers’ commercial 

expenditures inside the airport (Bloch, 2019). This is another element in favour of offering low 

charges to airlines, which are constantly competing to offer the cheapest tickets and try to decrease 

the charges paid to the airports (Thessen, 2019). Thus, airlines are highly price-sensitive and for 

this reason offering low charges to this size is the most reasonable strategy (Eisenmann et al., 

2006). 

 

The price structure of CPH, influenced by the governmental regulation, underlines the link 

between the non-aeronautical revenues and aviation charges. In addition, the passengers can be 

also affected since a change in the price scheme can affect their demand and the level of services 

offered by the airport. In fact, lower charges can result in cheaper tickets for passengers which 

may increase the traffic inside the terminals and subsequently the non-aeronautical revenues of 

the airports. This process can lead to additional commercial revenues to be used to lower aviation 

charges. Moreover, CPH has to deal with the different economic interests of the groups involved 

in its business. The commercial side prefers the passengers to spend more time in their shops, the 

security try to facilitate a fast flow of the passengers inside the terminals and the airlines would 

prefer the passengers to buy products offered during their flights (Koustrup Madsen, 2019). The 
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price scheme is therefore non-neutral since a change on one side can produce effects also on the 

other ones. However, the relation between the three group of customers presents unique features 

compared to other examples of multi-sided platforms. 

 

5.3.3. Sub-conclusion 

Airport can be seen as a simple business that allow people to move from one place to another. 

But the reality is that it is composed by a sum of multiple businesses. There are multiple 

stakeholders affecting CPH operations. However, the three key elements characterizing a multi-

sided platform can be found only considering three groups of customers interacting with CPH: 

passengers, airlines and non-aeronautical businesses. Many studies considered an airport as a 

platform operating in a two-sided market where the two groups are passengers and airlines.  

 

Figure 5: CPH’s role as a platform of a multi-sided market 

 
Source: Own depiction based on Malavolti, 2016 

 

However, also the commercial segment has a certain degree of influence on the other two sides. 

In fact, the quality of the non-aeronautical services determines the revenues of that segment and, 

according to the regulation scheme applied to CPH, a percentage of the commercial surplus must 
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be used to lower aeronautical charges. For this reason, airlines and non-aeronautical businesses 

are not completely independent since the former benefits from an increase of revenues on the 

commercial side if this decreases aviation charges. Moreover, lower costs for airlines can facilitate 

the establishment of new routes which produces a rise in the number of passengers in the airport. 

As a consequence, the non-aeronautical revenues increase thanks to the higher number of 

customers in the terminals. This process generates the discussion around “who owns the 

passengers “. In fact, passengers go to the airport to take a flight, but generate commercial 

revenues because the airport provides specific non-aeronautical services. This discussion leads 

airlines to ask even lower aeronautical charges.  

 

Overall, it is evident that CPH is a business presenting multiple sides which influence one another 

even though it is not clear whether one side has a dominant role compared to the others. However, 

considering the airport as a platform allows to see the externalities produced by one side on the 

others and it can help to better understand the pricing structure and the role of every side in the 

business.   
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6. Discussion 

In this chapter the three parts of the analytical section are connected to evaluate their contribution 

to the research. Each analytical section provides a detailed picture of CPH strategic options to 

achieve a sustained competitive advantage from a specific theoretical point of view. Three factors 

emerge that affect airport strategy: the airport market power, the ownership structure and the 

weight of each side involved. These are then brought together to increase understanding on the 

overall function of the airport and its role for the whole society. Furthermore, managerial 

implications present the key area of interest to achieve a sustained competitive advantage.  

 

6.1. Discussion of findings 

The findings from the previous chapter have underlined the importance of assessing an airport 

market power across its different stakeholders in order to take the right strategic decisions. The 

current industry dynamics have changed airport market power and the traditional consideration 

of airports as natural monopolies no longer applies. The competitive analysis of CPH has shown 

that it is important to distinguish between passengers and airlines as different competitive forces 

play a significant role in these two contexts. Furthermore, this distinction still fails capturing the 

complexity of the competitive dynamics in place.  

 

Airports’ market power is significantly higher for locally departing passengers within the airport 

catchment area. This particularly applies to those passengers who do not live where catchment 

areas from two different airports overlap. A significantly weaker market power applies to transfer 

passengers and to those visiting Copenhagen. It has been argued that for the former better service 

quality can play a significant role as these passengers can now choose among different options to 

reach their final destination. For this segment, CPH is competing with major international hubs 

and it can therefore offer a wider selection of long-haul flights as a tactic to attract these 

passengers. The latter are rather influenced by the attractivity of Copenhagen city as a tourist 

destination, which can be increased by a higher number of low costs and direct flights. Leisure 

passengers are more willing to switch airport when their needs are not met, thus their growth has 

increased the competitive pressure on CPH. To this concern, CPH’s monopoly is questioned and 
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its competitive strength resides in the ability to increase its offer, meeting passengers’ requirements 

and satisfaction. Looking at CPH’s resources it emerges that substantial investments in physical 

resources have been conducted to expand the airport capacity. The inauguration of the terminal 

GO has showed CPH’s intention to increase capacity and attract LCCs to open new routes 

through lower prices and more adequate services. In fact, in the analysis of data it emerges that 

capacity might not be a competitive advantage per se, but a lack of capacity acts as a barrier in 

attracting airlines to open new routes.  

 

It can be further argued that airports market power is exerted differently between passengers and 

airlines. Referring back to the debate about “who owns the passengers”, it emerges that passengers 

are often considered users of the airport rather than its direct customers as their decision to fly 

does not imply any direct transaction with the airport. From this perspective, it could seem that 

the market power over airlines plays a more significant role on airport profitability given the 

presence of direct transactions through charges. This relation differs according to the level of 

dependency that they have with one another. CPH has a higher market power over its flag carrier, 

SAS, since it uses CPH as its main hub and therefore it would be highly difficult to move such 

large part of its operations to another airport. On the other hand, a higher competition is present 

in relation to other airlines given the higher flexibility of their business model and their ability to 

move their operations to other airports.  

 

So far, the assessment of CPH market power has been limited to passengers and airlines, although 

from a platform perspective it emerges that the non-aeronautical segment is another important 

part of the airport business. In particular, commercial activities inside the terminals are an 

important contributor to CPH’s financial resources thanks to the high rental fees charged to the 

shops. CPH is a unique showroom for retailers in Denmark since it provides a flow of millions of 

passengers that could not be found anywhere else in the country. Therefore, the airport behaviour 

towards the shops assumes monopolistic traits. Although the airport does not own the shops in 

the terminals, it is still able to exert a strong influence on their decisions. For instance, CPH tries 

to prevent the shops from charging higher prices than in central Copenhagen, which could affect 

CPH reputation as a whole. Correspondingly, the increase of LCCs activities and the opening of 

new destinations to China would bring a diverse target of customers to the airports and therefore 
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adjustments would be required in the non-aeronautical side to increase the shop selection and 

attract the new flow of passengers.  

 

The increasing relevance of the commercial segment has been highly determined by the ownership 

structure of CPH. In fact, already in 2005 the privatization of the airport brought to higher 

investments in order to increase revenues and shareholder value. Over the last decade CPH has 

developed its infrastructure significantly which has allowed to offer a larger variety of services and 

increase the number of passengers per year. The growth of the commercial offer of CPH has 

enabled to boost the non-aeronautical revenues which nowadays represent a key element for the 

firm. In fact, the application of the platform business model to CPH shows the link that now 

exists between the aeronautical and non-aeronautical sides, which is mainly derived from the use 

of a part of the commercial surplus to lower aviation charges. The larger investments in the 

commercial activities made by the private owners have enhanced the contribution of the non-

aeronautical segment to the whole business. Nonetheless, it is important to underline that the link 

between the two sides is characterized by the presence of governmental regulations which play a 

key role in this discussion. Moreover, the actual presence in the ownership of the Danish pension 

fund ATP represents an additional link between the market and the State which can affect the 

airport operations. Compared to the previous owners, ATP fund is more oriented to operate 

taking into account the externalities CPH generates on the society. Therefore, even if CPH is a 

privately-owned company, the influence of the State is relevant, and it can affect its competitive 

position. Moreover, it also influences the internal operations and strategic decisions, like the 

determination of charges which can have an indirect effect over other two relevant groups of 

customers: the passengers and the non-aeronautical businesses.  

 

The presence of multiple agents involved in CPH business and their interrelation makes it difficult 

to define only one overall strategy. This issue is further underlined when the platform business 

model is applied to CPH, showing the connection between the different sides. However, decision 

making is not centralized but the sides work independently in order to achieve their different goals. 

Nevertheless, CPH operates following a strategy outlined in 2016 called World Class Hub 2.0. This 

strategy focuses on creating efficiency, expanding airport capacity, increasing the level of customer 

experience and the competitiveness of CPH. The presence of an overall strategy shows the 
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willingness of CPH to define guidelines that all the parts involved in its business must follow. At 

the same time a certain degree of independence is left to every side in order to let them maximize 

their own profit. This demonstrates the managers’ skills to understand the independency needed 

from every side along with the definition of general guidelines which assure the pursuit of 

common targets. Thus, although CPH presents a complex business composed by many 

stakeholders, for achieving a competitive advantage the firm must ensure that each side works 

towards the same direction. 

 

The analytical section shows the role of the different agents and in particular the relation between 

three groups of customers: airlines, passengers and non-aeronautical businesses. The platform 

business model outlines the influence of CPH operations on the three different sides. For instance, 

a change in the level of charges for the airlines can influence passengers demand which 

subsequently affects non-aeronautical revenues. Therefore, the conceptualization of the airport as 

a platform business enables every side to understand that the performance on one side effects the 

value of the services for the other ones. Recognizing their complementary role will increase the 

motivation of every side to engage in knowledge sharing and collaborative behaviours that will 

eventually generate new resources and capabilities. This concept arises from the relational view 

related to RBV, holding that engaging in such behaviour can allow firms to generate sustained 

competitive advantages.  

 

From a first understanding, it emerges that CPH could leverage its market power to achieve a 

profit-maximizing strategy. However, this does not seem to be the best strategy given the highly 

competitive environment in which it operates. The revenues generated on the non-aeronautical 

side are used to attenuate the decrease of profit generated on the aeronautical side, given by a 

constant pressure of offering low charges in order to attract airlines. To this matter, an airport is 

encouraged to offer low charges even if they do not cover marginal costs, since it can rely on the 

income of the commercial activities. This is only possible due to the presence and the development 

of all the sides simultaneously which has been facilitated by CPH ownership structure. The 

investments made on the non-aeronautical side have allowed to rely on high level of services 

producing significant commercial revenues.  
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Thus, it emerges that CPH would not need to apply a monopolistic behaviour to achieve a profit-

maximizing objective. Therefore, one could question the rational behind governmental 

intervention in regulating the business. The answer can be found in the fact that unlike many other 

businesses, airports are important infrastructures serving as social economic engines to the 

country in which they operate by increasing connectivity levels. The increased mobility creates 

opportunities for both the population of the country and its businesses. On the other hand, CPH’s 

expansion plans generate negative externalities on the environment and the surrounding 

communities. Thus, the Danish government is interested in controlling such externalities assuring 

the profitability of CPH business and the contribution to societal gains. The environment in which 

CPH operates is indeed competitive and the firm must find the right balance between developing 

a strategy leading to higher profits and one that creates benefits for its stakeholders. In this way it 

can achieve competitive advantage which increases CPH value for both the Danish society and 

the aviation industry.  

 

6.2. Managerial Implications  

Intangible resources including managerial skills have been regarded as important sources of a 

sustained competitive advantage. They allow the strategy design and the implementation of 

practices that respond to the current drivers in the industry through the exploitation and the 

expansion of resources and capabilities. Therefore, the main aspects that must be taken into 

account by CPH management are hereby outlined.  

 

The cooperation with the State might be a significant source of a sustained competitive advantage 

given the stricter regulations imposed to the Danish aviation sector. The case study presents CPH 

as an important getaway for Scandinavian passengers and a crucial piece of infrastructure for 

Denmark to encourage business and trade activities. CPH’s top management acknowledges the 

increasing political role of managing an airport and closely collaborate with the Danish state in 

order to secure higher connectivity levels that would generate socio-economic gains.  

 

The presence of many agents operating at CPH increases the value of strategic collaborations and the 

alignment of goals and capabilities in order to ensure success. The ability of the airport to 
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cooperate with airlines and to increase information sharing contributes to service development 

and the marketing of new routes to airlines, which will increase passengers’ choice. Moreover, 

cooperation increases the airport’s understanding of airlines functional needs and will allow 

airports to develop facilities and improve processes that suit airlines’ requirements.  

  

The study shows the importance of non-aeronautical activities as a fundamental source of income. 

Although airport core activity is aviation, by focusing on retail activities CPH can target specific 

groups of customers and provide facilities and services that meet their needs. The impact of 

commercial activities in attracting passengers is relatively small. However, transfer passengers can 

often choose between different travel combinations and thus are more influenced by the services 

offered at a specific airport. Nevertheless, higher commercial revenues increase airport’s ability to 

subsidise its aeronautical activities and reduce charges levied on airlines. CPH is expanding its 

offering to the new flow of passengers coming from LCCs traffic and the opening of more 

destinations to China; such efforts are deemed essential to capture the passengers’ desire to spend 

at the airport. 

 

Charges levels affect airline’s decisions to increase their traffic at a given airport. CPH management 

understands that this strategic factor plays an important role in market penetration. Given the 

current cross-subsidisation as presented in the Danish aviation strategy, the charge level can be 

considered a competitive strength for CPH which has favoured the achievement of economies of 

scale and an efficient use of the airport facilities. CPH has worked together with the government 

to reduce airlines charges and the management needs to monitor the effect of the recent decrease 

of charges, in order to find the optimal price to attract airlines operations and allow better 

utilisation of the airport capacity. 

  

The discussion around “who owns the passengers” is very debated in the industry as passengers buy a 

ticket to use airlines’ services which are hosted at airports facilities. Airport management believes 

passengers’ choice of going to an airport is a combination of available airlines and destinations. 

However, given the increased competitive pressure airports are facing, stronger emphasis on 

passenger satisfaction is needed to maintain a high reputation. Airports should focus on 
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passengers as their own customers, in fact CPH has improved processes and provided passengers 

with a pleasant journey. 

  

Another important aspect emerges from the realisation of competitive boundaries. CPH acknowledges 

that competition does not arise only within its catchment area, but it rather competes with 

international hubs in other regions. Managers need to respond to this competitive pressure by 

setting strategic plans that allow CPH to compete in the market and increase its air traffic. By 

ensuring sufficient capacity, CPH creates a competitive advantage over those major European 

hubs who are capacity constrained and can thus attract airlines who have stricter slot requests such 

as the Chinese ones. To do so, specific strategies are needed that increase CPH attractiveness to 

these customers. 

 

Given the complexity of the airport business, the above section does not aim to provide a 

comprehensive overview of CPH’s strengths and weaknesses, but it rather highlights the lessons 

that can be learned through the application of the chosen theories on the case study. Caveats in 

management practices represent an opportunity for the airport manager to take into account 

additional aspects of the internal and external environment when designing a competitive strategy. 

Nevertheless, it is clear that the tools and theories used have shaped the results of this research 

and that findings are highly context-dependent. 
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7. Conclusion 

Due to the increased competition, airports have started looking more closely at their competitive 

strengths and at appropriate strategies that would contribute to a high business performance. Not 

only airports, but also governments, have become more active in designing strategies that set the 

rules of the game and allow airports to promptly respond to sudden changes in the industry. 

Whereas CPH has responded to strategic trends actively, the sources of competitive strengths still 

need a more careful understanding.  

 

The theoretical framework has provided tools to understand the impact that internal and external 

factors have on CPH’s strategic decisions. The analytical chapter draws upon the chosen theories 

and applies them to the case study. Each of the three sections contains significant dimensions that 

impact CPH strategic choices and thus its ability to create a sustained competitive advantage. The 

sub questions have reflected the concepts suggested by the I/O view, the RBV and MSPs. The 

chosen perspectives on strategic management ascribe competitive advantage to different 

characteristics such as the industry forces in the I/O view and the distinctive competencies and 

resources in the RBV. Both views can be criticized for assuming static equilibrium and for lacking 

the ability to address the complex and dynamic environment in which CPH operates. This 

limitation is accommodated by the platform business model recognizing the importance that the 

agents play in the airport business. The multi-sided platform theory adds to the discussion about 

competitive advantage implying that a highly efficient platform can increase value on each side 

and suggests the important value of network as a fertile ground for collaborations with partners, 

suppliers and customers.  

 

From the analysis of CPH’s competitive environment it emerges the importance to distinguish 

between passengers and airlines as different competitive forces playing a significant role into these 

two contexts. Being airports multidimensional businesses involving many different stakeholders, 

such distinctions have appeared necessary to provide a deep understanding on this matter. 

Although the traditional motivation of governmental regulations finds its rationale on airport’s 

monopolistic traits, it is indeed due to the externalities generated on the society that the Danish 

government has increased its regulations and published a new aviation strategy.  
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The review of CPH’s resources and capabilities has helped understanding the role they play in 

CPH strategies and, on a more granular level, the value generated from the implementation, 

renewal and exploitation of these resources. This was further integrated with the creation of new 

capabilities facilitated by knowledge-sharing and collaboration within the network in which CPH 

operates. Still, looking at the value created by such resources it emerges the distinction between 

the passengers, airlines and society levels. It needs to be noted that tangible resources responding 

to the VRIN criteria are still highly dependent in passenger traffic volumes and a drop in such 

volumes could affect the internally generated returns. This means that the identified resources 

provide little explanation on CPH competitive advantage. Moreover, it is important to stress that 

although tangible resources often provide the materialities needed to achieve competitive 

advantage, intangible resources such as human and organisational capital are considered as 

enablers of a firm’s success.  

 

The analysis of CPH’s competitive and internal environment has provided an overview of CPH 

strategic opportunities in creating a sustained competitive advantage, although they have failed to 

dig into the complexity of airports’ operations. The results of these sections have further been 

analysed through business models and MSPs theories. The application of the platform business 

model to CPH made it possible to understand that it presents the necessary features to be 

considered a multi-sided market which allows the interaction of three groups of customers: 

airlines, passengers and non-aeronautical businesses. Through the analysis it was possible to 

understand the existing relation between these sides.  

 

From the present work it emerges that CPH’s competitive strengths are driven by success factors 

into the airport competitive landscape, resource acquisition and collaboration with the actors 

involved. The integration between these theories emerged in the discussion of findings has 

increased the scope of the research and showed that, when looking at ways to achieve sustained 

competitive advantage, it is not sufficient to focus solely on one aspect. Hence the relation 

between the applied theories provides a more comprehensive understanding showing that 

coupling components in a firm’s business model can determine a firm’s competitive advantage. 

CPH shows to be aware of this complexity, and the management is working in order to assure a 
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future growth of this business. The presence of many agents interacting with CPH enhances the 

level of uncertainty for the future but recognizing the role that the airport plays for the society 

and understanding the dynamics of its business is an essential starting point for developing the 

right strategies to achieve competitive advantage.  

  



 104 

References  

ACI Europe. (2019). February passenger traffic up 5 %, but freight traffic keeps decreasing. 
Retrieved from https://www.aci-europe.org 

 
ACI World. (2019). Economics - Priorities - About ACI - ACI World. [online] Available at: 

https://aci.aero/about-aci/priorities/economics/  
 
Appold, S. and Kasarda, J. (2011). Seeding growth at airports and airport cities: Insights from the 

two-sided market literature. Research in Transportation Business & Management, 1(1), pp.91-100. 
 
Armstrong, M. (2006). Competition in two-sided markets. The RAND Journal of Economics, 37(3), 

pp.668-691. 
 
Armstrong, M. and Wright, J. (2007). Two-sided Markets, Competitive Bottlenecks and Exclusive 

Contracts. Economic Theory, 32(2), pp.353-380. 
 
Aviation Advocacy (2018). Airport Competition. Aviation Advocacy Sarl. 
 
Barney, J. B. (1991). Firm resources and sustained competitive advantage. Journal of Management, 

17(1), 99–121. 
 
Barney, J. B. (1997). Gaining and sustaining competitive advantage. Reading, Mass: Addison-Wesley Pub. 

Co. 
 
Barney, J. B., & Hesterly, W. S. (2010). Strategic management and competitive advantage: Concepts and cases. 

(3rd ed.). Saddle River: NJ: Prentice Hall. 
 
Barrett, S. (2000). Airport competition in the deregulated European aviation market. Journal of Air 

Transport Management, 6(1), pp.13-27.  
 
Barrett, S. D. (2000). Airport competition in the deregulated European aviation market. Journal of 

Air Transport Management, 6(1), 13–27. https://doi.org/10.1016/S0969-6997(99)00018-6 
 
Basso, L. (2007). Airport Deregulation: Effects on Pricing and Capacity. SSRN Electronic Journal. 
 
Bester, I. (2012). A systematic literature review of the strategic management theories of Henry Mintzberg and 

Peter Drucker. Retrieved from http://scholar.sun.ac.za 
 



 105 

Biggar, D. (2012). Why regulate airports? a re-examination of the rationale for airport regulation. 
Journal of Transport Economics and Policy, 46(3), 367–380. 

 
Bloch, J. H. (2018). Making of hub airports. Aalborg University. 
 
Brewerton, P. and Millward, L. (2011). Organizational research methods. London: Sage. 

 
Brueckner, J. (1993). Inter-store externalities and space allocation in shopping centers. The Journal 

of Real Estate Finance and Economics, 7(1), pp.5-16. 
 
Brueckner, J. K. (2002). Internalization of Airport Congestion. Journal of Air Transport Management, 

8(3), 141–147. 
 
Burisch, R., & Wohlgemuth, V. (2016). Blind spots of dynamic capabilities: A systems theoretic 

perspective. Journal of Innovation & Knowledge, 1(2), 109–116. 
https://doi.org/10.1016/j.jik.2016.01.015 

 
CAA, 2007. Air Services at UK Regional Airports (CAP 775).  
 
Cabral, L., 2011. A dynamic theory of two-sided markets. In: URL 

http://csgb.ubc.ca/files/conference/Cabral.pdf.  
 
Caillaud, B. and Jullien, B. (2001). Chicken & Egg: Competing Matchmakers. Center For Economic 

Policy Rsearch, Working Paper, (2885). 
 
Caillaud, B. and Jullien, B. (2003). Chicken & Egg: Competition among Intermediation Service 

Providers. The RAND Journal of Economics, 34(2), p.309. 
 
Cassell, C., & Symon, G. (2004). Essential guide to qualitative methods in organizational research. Sage, 

Thousand Oaks. 
 
Chaharbaghi, K., Fendt, C. and Willis, R. (2003). Meaning, legitimacy and impact of business 

models in fast-moving environments. Management Decision, 41(4), pp.372-382. 
 
Choi, J. (2010). Tying in two-sided markets with multi-homing*. The Journal of Industrial Economics, 

58(3), pp.607-626. 
 



 106 

Copenhagen Airport. (2010). Annual report 2009. Retrieved from https://cph-prod- 
cdn.azureedge.net/4ada40/globalassets/8.-om-cph/6.-investor/arsrapporter/cph- 
arsrapport-2009.pdf. 

 
Copenhagen Airport. (2016). Historic Expansion of Copenhagen Aiport from 

https://www.cph.dk/en/about-cph/press/news/2016/12/historic-expansion-of-
copenhagen-airport 

 
Copenhagen Airport. (2017). Reduction of airport charges from https://www.cph.dk/en/about-

cph/investor/announcements/2017/12/reduction-of-airport-charges 
 
Copenhagen Airport. (2018). 24 international and local brands open in a new shopping area in 

Copenhagen Airport. Retrieved from https://www.cph.dk/en/about-
cph/press/news/2018/3/24-international-and-local-brands-open-in-a-new-shopping-area-
in-copenhagen-airport 

 
Copenhagen Airports. (2019a). Take off for a sustainable future. Retrieved from https://cph-prod-

cdn.azureedge.net/493279/globalassets/8.-om-cph/6.-
investor/arsrapporter/2018/kl_arsberetning_2018_050319_uk_web.pdf 

 
Copenhagen Airport. (2019c). New climate strategy: Copenhagen Airport to be CO2 neutral this year. 

Retrieved from https://www.cph.dk/en/about-cph/press/news/2019/3/new-climate-
strategy-copenhagen-airport-to-be-co2-neutral-this-year 

 
Copenhagen Airport. (2019d). Share Information. Retrieved from https://www.cph.dk/en/about-

cph/investor/share-information  
 
Copenhagen Airport. (2019b). Cheaper for airlines to fly from Copenhagen Airport from 

https://www.cph.dk/en/about-cph/press/news/2019/1/cheaper-for-airlines-to-fly-from-
copenhagen-airport 

 
Copenhagen Airports. (2015). Annual report 2014. Retrieved from https://cph-prod- 

cdn.azureedge.net/4ada2d/globalassets/8.-om-cph/6.-investor/arsrapporter/cph- 
arsrapport-2014.pdf  

Copenhagen Economics. (2012). Airport Competition in Europe.  
 
Cortzen, J. (2000). Taking off – Copenhagen Airport 1925-2000. København, Danmark: Børsen forlag 

A/S. 
 



 107 

Cream, F. (2009). Economic Challenges Facing Airports in an Era of Global Financial Instability. (June), 
1–15. 

 
Danish Ministry of Finance. (2005). Svar pa ̊ finansudvalgets spørgsma ̊l nr. 3 ad § 7 af den 25. oktober 

2005. In J. Bloch, Making of hub airports a cross analytical approach based on aeromobilities  Retrieved 
from http://www.ft.dk/samling/20051/almdel/fiu/pgf/7/spm/3/svar/202856/217045.p 
df  

 
Davenport, T. H. (2006). Competing on analytics. Harvard Business Review, 84(1), 98–107, 134. 

Retrieved from http://www.ncbi.nlm.nih.gov/pubmed/16447373 
 
Delfmann, W., Baum, H., Auerbach, S., & Albers, S. (2005). No Title. Strategic Management in the 

Aviation Industry., (Aldershot, England; Burlington, VT: Ashgate Pub. Co.). 
 
Dicksen, P. R. (1996). The static and dynamic mechanics of competitive theory. Journal of 

Marketing, 60, 102–106. 
 
Drucker, P. E. (1998). The Disciple Innovation. Harvard Business Review, 63(3), 67–72. 
 
Dubois, A. and Gadde, L. (2002). Systematic combining: an abductive approach to case 

research. Journal of Business Research, 55(7), pp.553-560. 
 
Dyer, J. H., & Singh., H. (1998). The Relational View: Cooperative Strategy and Sources of 

Interorganizational Competitive Advantage. Academy of Management Review, 23(4), 660–679. 
 
Eisenmann, Thomas R. and Parker, Geoffrey and Van Alstyne, Marshall W., Strategies for Two 

Sided Markets (October 1, 2006). Harvard Business Review, Vol. October, 2006. Available at 
SSRN: https://ssrn.com/abstract=2409276 

 
Eriksson, P., & Kovalainen, A. (2015). Qualitative methods in business research. London.: Sage. 
 
Evans, D. (2003). Some Empirical Aspects of Multi-sided Platform Industries. Review of Network 

Economics, 2(3). 
 
Evans, D. and Schmalensee, R. (2005). The Industrial Organization of Markets with Two-Sided 

Platforms. SSRN Electronic Journal. 
 
Firestone, W. A. (1993). Data as Applied to Qualitative Research. Qualitative Research, 22(4), 16–

23. 
 



 108 

Flyvbjerg, B. (2006). Five misunderstandings about case-study research. Qualitative Inquiry, 12(2), 
219–245. https://doi.org/10.1177/1077800405284363 

 
Gabszewicz, J. and Wauthy, X. (2004). Two-Sided Markets and Price Competition With Multi-

Homing. SSRN Electronic Journal. 
 
Gillen, D. and Mantin, B. (2013) Transportation infrastructure management. One and two sided 

market approaches. Journal of Transport Economics and Policy, Volume 47, Part 2, pp. 207–227  
 
Graham, A. (2004). Airport strategies to gain competitive advantage. Slots, Airport Competition and 

Benchmarking of Airports, (November), 1–16. Retrieved from 
http://www.garsonline.de/Downloads/Slots Competition Benchmarking/041119-
graham.pdf 

 
Grant, R. M. (1996). Toward a knowledge-based theory of the firm. Strategic Management Journal., 

17(Winter Special Issue), 109–122. 
 
Greenhut, M.L., Norman, G., Hung, C. (1987). The Economics of Imperfect Competition: A Spatial 

Approach. Cambridge University Press. 
 
Hagiu, A. (2014). Strategic Decisions for Multisided Platforms. [online] MIT Sloan Management 

Review. Available at: https://sloanreview.mit.edu/article/strategic-decisions-for-multisided-
platforms/ 

 
Hamel, G., & Prahalad, C. K. (1994). Competing for the Future. Boston: Mass: Harvard Business 

School Press. 
 
Hansen, M. H., Perry, L. T., & Reese, S. (2004). Bayesian Operationalization of the Resource-

Based View. Strategic Management Journal, 25(13), 279–1295. 
 
Helfat, C. E., Finkelstein, S., Mitchell, W., Peteraf, M., Singh, H., Teece, D., & Winter, S. G. (2006). 

Dynamic Capabilities: Understanding Strategic Change in Organizations. Malden: Blackwell 
Publishing. 

 
Hitt, M. A., Ireland, R. D., Sirmon, D. G., & Trahms, C. A. (2017). Strategic Entrepreneurship: 

Creating Value for Individuals, Organizations, and Society. Academy of Management Perspectives, 
25(2). https://doi.org/https://doi.org/10.5465/amp.25.2.57 

 
Huberman, M. A., & Miles, M. B. (2002). The qualitative researcher’s companion. Thousand Oaks: 

SAGE Publications, Inc. 



 109 

 
ICAO. (2013). Worlwide Air Transport Conference (ATCONF). Airport Competition, 2–6. 

https://doi.org/10.4324/9781315566481 
 
Ivaldi, M., Sokullu, S. and Toru, T. (2012), Are Airports Two-Sided Platforms?: A Methodological 

Approach in James Peoples (ed.) Pricing Behavior and Non-Price Characteristics in the Airline Industry 
(Advances in Airlines Economivs, Volume 3) Emerald Group Publishing Limited, pp.213-
232 

 
Jarach, D. (2005). Airport Marketing: Strategies to Cope with the New Millennium Environment. Aldershot: 

Ashgate. 
 
Jimenez, E., Claro, J. and Sousa, J. (2014). The Airport Business in a Competitive Environment. 

Procedia - Social and Behavioral Sciences, 111, pp.947-954.  
 
Johnson, G., & Scholes, K. (1999). Exploring Corporate Strategy (5th ed.). London: Europe, Prentice 

Hall. 
 
Jullien, B. (2005). Two-sided Markets and Electronic Intermediaries. CESifo Economic Studies, 51(2-

3), pp.233-260. 
 
Justesen, T. F. (2014). Allocation of Ground Handling Resources at Copenhagen Airport. PhD. 

Thesis, Technical University of Denmark. 
 
Kamasak, R. (2017). The contribution of tangible and intangible resources, and capabilities to a 

firm’s profitability and market performance. European Journal of Management and Business 
Economics, 26(2), 252–275. https://doi.org/10.1108/EJMBE-07-2017-015 

 
Kelliher, F. (2005). Interpretivism and the pursuit of research legitimisation: An integrated 

approach to single case design. Electronic Journal of Business Research Methods, 3(2), 123–132. 
 
Kong, E. (2008). The development of strategic management in the non-profit context: Intellectual 

capital in social service non-profit organizations. International Journal of Management Reviews, 
10(3), 281–299. 

 
Koontz, H., Weihrich, & H. (1990). Essentials of management. Tata McGraw-Hill Education. 
 
Kraus, A., & Koch, B. (2006). The Opportunities and Threats of Turning Airports into Hubs. 11(1), 81–

112. 
 



 110 

Kvale, S. (2006). Dominance through interviews and dialogues. Qualitative Inquiry, 12(3), 480–500. 
https://doi.org/10.1177/1077800406286235 

 
Lado, A. A., Boyd, N. and Wright, P. (1992). A Competency-based Model of Sustainable 

Competitive Advantage: Toward a Conceptual Integration. Journal of Management, 18(1), 77–
91. 

 
Lancaster, G. (2005). Research methods in management: A concise introduction to research in ranagement and 

business consultancy. (1st editio). Oxford: Elsevier Butterworth-Heinemann. 
 
León, G. and Sánchez-Cartas, J. (2018). Multisided Platforms and Markets: A Literature 

Review. Universidad Politecnica Madrid. 
 
Lin, L. C., & Hong, C. H. (2006). Operational performance evaluation of international major 

airports: An application of data envelopment analysis. Journal of Air Transport Management, 
12(6), 342–351. https://doi.org/10.1016/j.jairtraman.2006.08.002 

 
Madhani, P. (2009). Resource based view (RBV) of Competitive Advantages: Importance, Issues 

and Implications. Indian Management Research Journal, 1(2). Retrieved from 
http://www.nber.org/papers/w19846.pdf 

 
Malavolti, E. (2016). Single Till or Dual Till at Airports: A Two-sided Market 

Analysis. Transportation Research Procedia, 14, pp.3696-3703. 
 
Malterud, K. (2001). Qualitative research: standards, challenges, and guidelines. The Lancet, 

358(11). 
 
Miles, M. B., Huberman, A. M., & Saldana, J. (2013). Qualitative data analysis: A methods sourcebook 

(London. En). Thousand Oaks, Califorinia : SAGE Publications. 
 
Ministry of Transport and Building. (2005). Forslag til lov om ændring af lov om Københavns Lufthavne 

A/S og Lov om Luftfart. [Proposal to law about changes of the law regarding Copenhagen 
Airport A/S and Law about Aviation]. Retrieved from 
https://www.retsinformation.dk/Forms/R0710.aspx?id=90675  In Bloch, J. H. (2018). 
Making of hub airports. Aalborg University. 

 
Ministry of Transport, Building, and Housing. (2017). Aviation Strategy for Denmark. Retrieved from 

https://www.trm.dk/- /media/files/publication/english/aviation-strategy-full-version.pdf;  
Morris, M., Schindehutte, M. and Allen, J. (2005). The entrepreneur's business model: toward a 

unified perspective. Journal of Business Research, 58(6), pp.726-735. 



 111 

 
Muysert, P. (2013). Two-sided market analysis in the context of the CAA's Airport Market Power 

Assessments. CRA Project No. D17433-00. London. 
 
OECD (2009). OECD Plicy Roundtable, Two-Sided Markets. [online] Available at: 

http://www.oecd.org/daf/competition/44445730.pdf. 
 
Park, Y. (2003). An analysis for the competitive strength of Asian major airports. Journal of Air 

Transport Management, 9(6), 353–360. https://doi.org/10.1016/S0969-6997(03)00041-3 
 
Parker, G. and Van Alstyne, M. (2002). Unbundling the presence of network externalities. Working 

Paper. 
 
Parker, G. and Van Alstyne, M. (2005). Two-Sided Network Effects: A Theory of Information 

Product Design. Management Science, 51(10), pp.1494-1504. 
 
Pearce, J. A., & Robinson, R. B. J. (2003). Strategic Management Formulation, Implementation and Control. 

(6th ed.). Boston: Irwin/McGraw-Hill. 
 
Pearce, J. L., Stevenson, W. B., & Perry, J. L. (2018). Managerial Compensation Based on 

Organizational Performance: A Time Series Analysis of the Effects of Merit Pay. Academy of 
Management Journal, 28(2), 261–278. https://doi.org/10.5465/256200 

 
Penrose, E. T. (1959). The theory of the growth of the firm. Oxford: Basil Blackwell. 
 
Peteraf, M. A., & Bergen, M. (2003). Scanning Dynamic Competitive Landscapes: A Market-Based 

and Resource-Based Framework. Strategic Management Journal, (10), 1027–1041. 
 
Porter, M. E. (1985). Competitive Strategy: Creating and Sustaining Superior Performance. In 

Creating and Sustaining Competitive Advantage. https://doi.org/10.1007/978-3-319-54540-0 
 
Porter, M. E. (2011). What Is Strategy ? I . Operational Effectiveness Is Not Strategy. Harvard 

Business Review, 74, 1–16. 
 
Prahalad, C. K., & Bettis, R. A. (1995). The dominant logic: Retrospective and extension. Strategic 

Management Journal, 16: 5-14., 16, 5–14. 
 
Prahalad, C. K., & Hamel, G. (1990). The Core Competence of the Corporation. Harvard Business 

Review, 68(3), 79–91. 
 



 112 

Reichmuth, J. and Berster, P. (2018). Past and Future Developments of the Global Air Traffic. In: 
M. Kaltschmitt and U. Neuling, ed., Biokerosene: Status and Prospects. Berlin: Springer, pp.13-31. 

 
Ritchie, J., & Lewis, J. (2013). Qualitative research practice. Choice Reviews Online, 42(04), 42-2286-

42–2286. https://doi.org/10.5860/choice.42-2286 
 
Rochet, J. and Tirole, J. (2003). Platform Competition in Two-Sided Markets. Journal of the European 

Economic Association, 1(4), pp.990-1029. 
 
Rochet, J. and Tirole, J. (2006). Two-sided markets: a progress report. The RAND Journal of 

Economics, 37(3), pp.645-667. 
 
Rothaermel, F. T. (2012). Strategic management: concepts & cases. McGraw-Hill/Irwin. 
 
Rumelt, R. (1991). How much does industry matter? Strategic Management Journal., 12(3), 167–185. 
 
Rysman, M. (2009). The economics of two-sided markets. The Journal of Economic Perspectives, 23(3), 

pp.125-143. 
 
Saunders, M., Lewis, P., Thornhill, A., & Wilson, J. (2009). Business Research Methods. (Financial). 

Prentice Hall: London. 
 
Selznik, P. (1966). Foundations of the theory of organization. American Sociological Review, 13(1), 

25–35. 
 
Starkie, D. (2002). Airport regulation and competition. Journal of Air Transport Management, 8(1), 

63–72. https://doi.org/10.1016/S0969-6997(01)00015-1 
 
Starkie, D. (2008). Aviation Markets. Studies in Competition and Regulatory Reform (1st editio; Routledge, 

Ed.). London. 
 
Starman, A. B. (2013). The Case Study as a Type of Qualitative Research. Journal of Contemporary 

Educational Studies, (1), 28–43. Retrieved from http://www.sodobna-pedagogika.net/wp-
content/uploads/2013/03/Starman1.pdf 

 
Statista. (2019a). Growth of global air traffic passenger demand 2019 | Statistic. [online] Available at: 

https://www.statista.com/statistics/193533/growth-of-global-air-traffic-passenger-
demand/  

 



 113 

Statista. (2019b). Worldwide revenue with passengers in air traffic 2019 | Statistic. [online] Available at: 
https://www.statista.com/statistics/263042/worldwide-revenue-with-passengers-in-air-
traffic/ 

 
Statista. (2019c). Share of passengers transferring at Copenhagen Airport in Denmark from 2012 to 2017 | 
Statistic. [online] Available at: https://www.statista.com/statistics/802791/share-of-passengers-
transferring-at-copenhagen-airport-in-denmark/ 
 
Statista. (2019d). Annual growth in global air traffic passenger demand from 2006 to 2019 | Statistic. [online] 
Available at: https://www.statista.com/statistics/193533/growth-of-global-air-traffic-passenger-
demand/ 
 
Stewart, D. and Zhao, Q. (2000). Internet Marketing, Business Models, and Public Policy. Journal 

of Public Policy & Marketing, 19(2), pp.287-296. 
 
Stonehouse, G., & Snowdon, B. (2007). Competitive advantage revisited Michael Porter on 

strategy and competitiveness. Journal of Management Inquiry, 16(3), 256–273. 
https://doi.org/10.1177/1056492607306333 

 
Teece, D.J., Pisano, G., & Shuen, A. (1997). Dynamic capabilities and strategic management. 

Strategic Management Journal, 18(7), 509–533. 
 
Van de Rijt, J., & Sancetma, S. (2005). The value of firm-addressable resources for European 

Airports. In In F. Wynstra (Ed.), Proceedings of the 21st IMP Conference. Rotterdam: IMP Group. 
 
Warnock-Smith, D., & Potter, A. (2005). An exploratory study into airport choice factors for 

European low-cost airlines. Journal of Air Transport Management, 11(6), 388–392. 
https://doi.org/10.1016/j.jairtraman.2005.05.003 

 
Wells, A.T. Young, S. B. (2009). Airport planning and management. In Transportation Research Part 

A: General (Vol. 18). https://doi.org/10.1016/0191-2607(84)90142-0 
 
Wernerfelt, B. (1984). A resource-based view of the firm. Strategic Management Journal, 5, 171–180. 
 
Williams, A. (2006). Developing Strategies for the Modern International Airport: East Asia and Beyond. 

Aldershot, England; Burlington, VT: Ashgate Pub. Co. 
 
Wiltshire, J. (2013). Airport Competition. IATA Economics Briefing N.11. 
 
Wright, J. (2004). One-sided Logic in Two-sided Markets. Review of Network Economics, 3(1). 



 114 

 
Yahia, N. Ben, Bellamine, N., & Ghézala, H. Ben. (2012). On the Convergence of Collaboration 

and Knowledge Management. On the Convergence of Collaboration and Knowledge Management, 5. 
https://doi.org/10.1108/20440831311321638 

 
Yin, R. K. (2003). Case Study Research: Design and Method. In Journal of the American Dietetic 

Association. London: Sage. 
 
Yolles, M. (2009). Competitive advantage and its conceptual development: An exploration. Business 

Information Review, 26(2), 93–111. https://doi.org/10.1177/0266382109104411 
 
Zott, C. and Amit, R. (2001). Value creation in E-business. Strategic Management Journal, 22(6-7), 

pp.493-520. 
 
Zott, C. and Amit, R. (2010). Business Model Design: An Activity System Perspective. Long Range 

Planning, 43(2-3), pp.216-226. 
 
 
  



 115 

Appendices 

Appendix 1. Interview guide  

 

Introduction Introduce ourselves / Purpose of the interview / Address the issue of 

confidentiality 

Practical Information 1 hours / Permission for recording 

Basic Information Before you start could you please introduce yourself? 

What is your role within the organization and what your main tasks? 

Which sides of the business do you work with? 

Aviation industry What do you believe to be the main drivers in the aviation industry 

(compared to the past)?  

How does the future scenario of the aviation industry look to you? 

Which airports can be considered as a best in class example in terms of 

strategic growth? 

CPH’s strategic 

development  

Can you describe the external factors (macro, micro) impacting the 

design of CPH strategy in the commercial and aeronautical side? 

Where do you think your competitive advantage lies in terms of 

resources both tangible and intangible (in-house versus outsourced, 

physical assets human capital, technology and information, legal, 

financial, process and procedures, location)? (strengths and weaknesses) 

What do you think is the most important area of improvement for CPH 

to increase its competitiveness? 

 

Who do you see as CPH main competitors in the EU? 

What makes CPH the best performing airport in the Nordic region? 
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Has your airport established any strategic alliances and cooperation with 

any other airport companies? 

Are there relevant differences between CPH and other airports’ strategic 

development?  

Do you believe the recent political development (e.g. in EU) will 

influence the growth or its direction? If so, how? 

To which extent is the government affecting CPH’s strategic decisions? 

Do the public policies hinder or facilitate growth? 

Which are the benefits and drawbacks of a private ownership? Is 

privatization the future of airports business? 

Platform Are the aeronautical charges dependent on non-aeronautical charges? 

Are your aeronautical charges low, medium or high compared to 

industry averages? 

Does the actual distribution of aeronautical and non-aeronautical 

revenues in line with your expectations and objectives? 

Does competition affect aeronautical charges? 

PhD. Do you think an airport can be considered a platform? Is the 

relation between aeronautical and non-aeronautical sides increasing?  

Has CPH Airport invested in services such as roads, buses or trains in 

order to expand geographically by enlarging the airport catchments area? 

Which is the importance for CPH to invest in unrelated areas such as 

hotels and properties? 

Strategic planning How is decision making carried out at the strategic level? Could you 

elaborate how are the singular division (commercial, aviation) combined 

for a common sensemaking? (steps, sequences) 

 

To what extent does the relationship with SAS contribute to CPH 

development? 

Which are the benefits that come with CPH Go? What lead an airport 



 117 

to design different and unique facilities to handle a specific type of airline 

or passengers? 

 

What do you think of the current level of connectivity of CPH? 

How are new routes attracted and retained to CPH airport?  

How are new routes defined with the airlines operating them? 

What do you believe to be the main challenges that CPH will have to 

cope with the given increase in aviation traffic forecasted for the 

following years?  

Do you think CPH has the infrastructure needed to handle the predicted 

increase in number of travelers? 

 

Which are the key indicators to monitor CPH’s performances 

throughout the year?  

 

 

Data Can you share any data you have access to?  
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Appendix 2. Interviews Transcript 

Interview 1: Thomas Thessen 
 
I have been working here since 2011. Before that I was working in tourism industry, what is called 
VC Denmark what is the national tourism organization. I have been teaching in CBS, as an 
external lecture in tourism. Then I moved here and I am part of commercial department and 
research department. In the research department, different people have other departments they 
are key accounts for and my main department is what is called airport sales and that’s the route 
development department. Beside that my main responsibility is to make the traffic forecast. I am 
supporting airline sales and that means I am also being involved in the aviation strategy for 3-4 
times now over the years. What the aviation strategy is, is our strategy for how to develop the 
traffic, it is not commercial strategy as such but on top of this, I don’t know where it starts actually. 
Some also think that everything starts with the aviation strategy. The airport actually creates its 
strategy and other would think that the overall strategy would be the top one, but that’s not really 
decided. And you can sat the main focus here has been more or less the same over the years 
because we have our main carrier SAS but it has not been SAS who has been driven the growth 
here, it has been the low cost. SAS has been more or less flat over the years and out transfer share 
has also calmed down so you can say our power as hub in the traditional sense has been limited 
but on top of that we have quite a lot of growth from the low cost airlines. In 2010 we opened a 
new pier called GO that has also increased the traffic quite a lot. So right now it’s easy, there are 
some specific terms of use, they need to turn around the airline in 30 min maximum and it’s only 
EU area you can fly to so there are some limitations and the idea is that it is a very efficient tier so 
you are also paying less using it. It has been kind of sustaining the hub and then grow of the low 
cost. On the side of that we have also focused on quite a lot of long haul flights and we have been 
quite successful at least the last couples of years. If you go back to around 2000 almost half of the 
passengers were transfer passengers. SAS was using CPH Airport as their main hub. If you have 
Scandinavia here, Copenhagen is kind of in the corner so most of the transfer were from the rest 
of Scandinavia flying down to Copenhagen and then to another place in Europe. Over the years 
there have been more and more direct routes going over our heads. People prefer to travel direct, 
that means short haul to short haul transfers has been really going down. That’s the combination 
of people who want to fly direct but also because most of the growth has been driven by leisure 
traffic and not business, business have been more or less flat and actually been decreasing a little 
bit in the last couple of years. If you are a leisure passenger and you want to go on holiday maybe 
it’s not very important exactly which city and which country you’re flying to it’s more about the 
kind of holiday you want, sun or city or whatever.  So if you can go directly to Madrid but you 
can’t go directly to Valencia you will never go to Valencia because maybe you would like to go 
there if there was a direct route but Madrid is more or less the same, then you choose that. This 
means that the short haul to short haul transfer is going down. But if you look at short haul to 
long haul it is not as much direct flights possible thereby we hope and we have seen that that kind 
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of transfer is growing. That’s also been part of the strategy. And then we hope that the short haul 
to short haul are more or less upset by the short haul to long haul transfer. That’s what has been 
going on the aviation side. Beside that we have what we call the non-aeronautic revenues and that 
means all the commercial side. There you can say the way our regulation has been on sale, actually 
here 1st April a new charge agreement comes into place. The price that airlines are paying, that is 
being regulated. We’re a privately owned airport but the way we set our prices is being regulated. 
In the past there was a regulation called BL9-15 and that’s the regulation covering the whole 
charge machine. In theory there are two different methodologies when you’re setting the charges. 
It’s called single TILL or dual TILL. The single TILL means that you have all the revenue in the 
whole airport, you take that into one part and then you decide what the price should be that means 
everything going into one part. Then you have dual TILL when you split it, you take all the costs 
you have related to the aeronautic and then the charges cause that and all that are earned on the 
non-aeronautic part you can take yourself, that’s the dual TILL model. We have what is called a 
hybrid, a mixed between the two so we still it non- aeronautic and aeronautic but the non-
aeronautic has to support the aeronautic part. In the old regulation it was between 10 and 15% of 
the revenue earned in the shopping center has to be put in the aeronautic and parts of the charges 
went down a little bit. That was the main idea. Another idea behind the regulation is that the 
airlines and the airports try to make an agreement and if they doesn’t succeed we go to what called 
fall back, and this means that in the end is the government that chooses what the price should be 
and it’s based on the system that it needs to be between  10-15% that are supporting the 
aeronautic. Whether it should be 10 or 15% depends on the benchmark of price level to other 
airports. So if the government thinks we are too expensive than it should be 15% and if it is ok 
then it is 10%. You make an agreement. All that, is kind of out of the questions and then you have 
just made an agreement. You can say that an agreement is: this is the whole cost. This is the whole 
cost you need to cover based on what kind of Investments you need. Normally it's a 4 years 
agreement so in these 4 years you need all the money invested in new stuff and things that needed 
to be fixed and then you have a cost running the airport. then the third part is that the owner's is 
allowed to earn an interest rate on the investment. Normally it's calculated by something call 
WACC weighted average cost of capital and that is kind of the interest rate. If you take a normal 
government bond, right now the interest rates are quite low, but you say there is a bigger risk by 
investing in an airport it's not higher compared to Airlines but it's higher than just buying a bond. 
And then you decide that the interest rate is like, last time I think it was around 6% so you can 
earn 6% interest rate. Then you take that into account also and you have the total amount of 
money you need to get out of the charges but then you also calculate how much money you would 
earn from the non aeronautic part and you take this 10-15%. And in the end you made an 
agreement not about the total amount but what the charge per passenger should be. Because then 
you take the total amount of money you need to get in and you make-up a forecast of how many 
passengers you think there will be year by year and then you divide the 2. So if you have let's say 
5 billion or something like that and then you divide buy 15 million passengers then you have an 
amount per passenger. What happened last time was that we made an agreement that this should 
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be the price but then the growth in passengers ended up to be much higher than we anticipated. 
One of the reasons for that was that Ryanair was starting a base here, starting to operate here and 
we haven't calculated that into account that but as the regulation was, it was kind of fixed the 4 
years and that resulted in our owners earning a lot of money more than it was expected. Than the 
airlines got angry with us also because we at that time had … the ownership of the airport is that 
for many years ago it was made a private owned company but all the shares where owned by the 
government. And then partly they sold parts of it and around 2005, 59% was sold to private 
owners. So from 2005 it had been controlled by private owners. At that time it was an Australian 
Capital Fund called Macquarie who bought the Airport or the 59% and I think it was 2013, they 
sold a part of it to a Canadian pension fund called OTTP. That means that in that 4 years where 
we earn too much money, 59% of the revenue was taken by foreign capital funds and they sent 
out a lot of money to I don’t know where, strange islands and there's actually some things going 
on in the court room right now with Macquarie. But then it was 1 1/2 what year ago or something 
like that or maybe I should say we were in a situation where we ended up earning too much money 
than we should and the money was collected by foreign debt capital funds. Seen from the 
politicians’ side. Then all the airlines especially SAS went to the politicians and said this is not 
sustainable. Even though, actually if we should support our old owners a little bit, if you go further 
back in time they didn't earn that much money so you can say if you have some kind of risk then 
it is also ok to earn money in a period of time but they succeeded to persuade the politicians that 
it was wrong and it was a kind of feeling among the politicians that they needed to look after all 
these foreign capital funds. What then happened was two kinds of things. They strengthened the 
regulations, so this BL915 was changed so now the cross subsidy (when you move money from 
the non-aeronautic to the aeronautic, where you actually decrease your charges) was fixed starting 
I think it was 40% and then going up to 50%. So that was the regulation kind of and they also 
went in to say well before the forecast, the draft for the forecast was made by the airport, I did it 
actually back in the time the wrong forecast, so they didn’t want that anymore so now it’s the 
government who makes the forecast, or the basis for the regulation. And that means that the 
regulation was much tighter. They also said that transfer passengers needed to have a certain 
discounts compared to local department passenger and that was also something that probably SAS 
convinced them it was a good idea because they had most of the transfer passenger. But so when 
we went into the next charge negotiation it was with another regulation in the background and 
then you can say the whole negotiation was much harder than it was the last time and it was very 
hard to be finished and all the deadlines actually kind of went over. But we ended up with an 
agreement and a part of that agreement is that if the traffic goes above or below a certain threshold 
there will be adjustments on a yearly basis so the situation where you had 4 years with too much 
traffic and we earned too much will not happen again, it will be kind of adjusted. And the new 
agreement will go into place the 1st of April 2019 so it was finished just before Christmas. That's 
a new situation for us and we don't really know yet what exactly means, we don't know exactly 
how our owners will react when they come to invest in different things we still hope they will. 
And that new agreement will go into places the 1st of April 2019 so it was finished just before 



 121 

Christmas and that's a new situation for us and we don't really know yet what exactly means we 
don't know exactly all our owners will react when they can't do it better different things we still 
hope. In theory they can actually be removed as owners if they don't kind of live up to the 
responsibilities that come with operating a sufficiently big Airport, so they need to invest, but how 
much and how we need to see. That was one thing that changed with the regulation the other 
thing that happened was that this Macquarie sold their shares to something called ATP pension 
and ATP is a pension fund that is Danish and kind of semi governmental. It was made back in 51 
and every Dane had to put a little money and it was a quite small amount but since that year, 
everyone is putting a little amount into this pension fund and of course you did it back when you 
retire. But because it's everyone you can't choose on anything even though it's small amount they 
have quite a lot of money. Their view on the society and their responsibilities to society is up kind 
of different than private owners from abroad because first of all there Danish and it's also 
somehow controlled by the government and actually also the Union is sitting in their board so of 
course they want to have a return on the money that people put in but their weight on the 
responsibility side, we had also experience that in last couple of years, that they are much more 
emphasizing the whole responsibility side and how operations sit with Airlines and also the whole 
environmental discussion right now is very big. That means that the overall strategy of the airport 
is being revised right now and it hasn't been officially published yet but it will be. But McKinsey 
has been helping our management to revise it and I haven't seen the final it's only a small part of 
the top management that has seen it but my feeling is that there will be much more emphasis on 
the whole societal responsibility side and before, I should be honest,  when I started in 2011 
everything was about maximizing the return but if that means that we have to grow the airport 
that means that we have a good effect on the society outside is good. Our communication 
department was very good at telling how many work places we made, but it was not as such the 
purpose, the first purpose was to earn money for owners and then of course they gave some 
results that than was good for the society but that was not the purpose as such but it was just a 
result of the other, the main purpose. That is about to change right now where we actually, 
honestly want to have a purpose, that means that we should be something for the society first and 
then of course hopefully they also get a return. But also because this regulation has been tightened 
we don't have the same box it possibility to kind of maximize our return and more because if we 
grow more or else if we got up or down in cost it will just be regulated. Then it will end up with 
more or less the same amount of money to the owners and that WACC will more or less, no 
matter what happened be the amount they get out of it. If you want to criticize that regulation 
model you can say that you have kind of removed some of the motivation to do, to maximize our 
growth, at least if you look it on a profit site. And the background was that our politicians were 
tired of our owners taking too much profit out of the company also because we are seen as a 
monopoly in the area because there is not a lot of other airports in the area. But in reality we are 
not really a monopoly as I see it because if you're talking about Monopoly you would say that you 
don't have any competitors that would be the definition of a Monopoly but actually we have a lot 
of competitors. Because as I said before we have been working with routes development and for 
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example if you want to attract Ryanair routes they would sit in Ireland and they will look at ok I 
want to start a route out of Dublin it could be Copenhagen but it would also be Dusseldorf, 
whatever but it doesn't need to be close, it can be very different they just want to maximize the 
profit for that particular aircraft. We don't necessarily compare Stockholm and Copenhagen they 
might compare with Genoa, you know they just sit down and then they see what will make the 
biggest profit for them. And then you have the transfer passengers that go through the airport 
here, we are also in competition with Frankfurt because you can fly to Frankfurt with Lufthansa 
or Amsterdam and KLM or British Airways and London so you're actually in competition with 
them. Also if a Chinese airline wants to start a route to Europe we are in competition with many 
main airports in Europe I know for sure we have been fighting with Zurich in Switzerland about 
a Chinese route. It's not correct to say we are a monopoly as such maybe if you look at what we 
call the catching area you need to go to Fyn or Billund on the other side would be a competitor 
and then we have Malmo airport on the other side but they are quite small and then you have 
Gothenburg or Stockholm when you go up in Sweden but in reality we're fighting for aircraft 
capacity, so the airlines wants to place air aircrafts where it makes the best sense. If you have the 
idea that an airport can actually affect the routes they have if you assume that if you go back in 
time I don't think about airports thought they could really influenced it .Airlines they asked can 
we fly? you say yes or no and that's it. but then especially the start of the 00s more airports thought 
they can actually go in and have an influence on where the airlines place and all these years it has 
been more and more developed, more and more systems have been offered on the market for 
route development. There are very big conferences called Routes where what they do is that they 
invite a lot of airlines actually it's free for them to participate and then they sit in a small table and 
then it's like speed dating so you have a lot of airports they are the ones that are paying and then 
they have small slots of 15 or 20 minutes and then you can go. So it's like a big room with a lot of 
tables so you meet maybe 50, 60, 70 Airlines and the smart thing for an airport is that you can in 
3 days or 4 days visit I don't know maybe 50 Airlines and the cost of travelling around the whole 
world to visit 50 Airlines is very big so it's a very efficient way to talk to airlines that are also not 
very likely to start but maybe semi-likely in like 5 years. We have a Joe and the Juice in the 
conference, and there’s a competition about the best route departures in the world and CPH is 
also one that won awards. So there is a lot of things going on where the airport actually thinks 
they can influence but then I try to ask myself can we? what is actually going on? and I like to put 
it as a board game so you have a board and you have the players and the players are actually the 
airlines and the airlines have small pieces to place on the board and the pieces are aircrafts they 
have a different number of aircraft and the idea for them is to place these aircrafts where the profit 
is the biggest. On the board you have other airports and who these airports is different from 
Airline to airline that depending on traffic rights and airlines also need to have a base in one of 
the airports. Let’s say they have 3 bases, so they have to start from one of these basis so they can’t 
make a route here, sometimes they can because they do what it’s a called a mango flight. That 
means they start here in the morning, fly here 10 then 10-12 they fly here and then they fly back 
here. But normally most of the airlines we have start with a base and we only have two Airlines 
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you have a basis here and that are SAS and Norwegian, but let's say we have this airline and then 
you're considering where it should fly from and sometimes in economic Theory you start assuming 
perfect information so if there is perfect information and I will know 100% which routes they 
would choose. So if this route gives 150 and the other one gives less they will start putting one of 
the aircraft and the first one and so on and so on. The next question would then be where is the 
role of the airport? there and you can say there are two things you can do. The first is in reality to 
affect the business case that means that where the profit is the highest is revenues minus cost so 
if you can affect one of the two getting the cost down and the revenue up you will increase the 
actual business case; that's one thing you can do. The other thing is to make sure that information 
for your airport is available to the airline because there is not perfect information, there's a lot of 
information what is the passenger potential? how much will the number of passenger grow when 
they start on your route? a lot of questions. If you take a Chinese airline they maybe not know 
about Denmark at all, they haven't heard about the country, they thing is just a city in Germany 
or something, so it's very basics things that need to be told. Than if you have SAS for example 
they know what about the whole Scandinavian area they've been here for I don't know how many 
years so that's another kind of information you need to give them. so you can say information is 
very important because let’s say this is CPH and this is this is 160. They should start 160, but if 
they don't know this is 160 but they know this is a 150 the likelihood for them starting here is 
higher. So basically there are two things you can do if you want to affect the business case: you 
can start asking yourself can you increase the revenue? very little because the revenue is the 
combination of all number of passenger and what is the price of the ticket and you say the price 
of the tickets you can't really affect that and on the other hand the number of passenger… maybe 
we can help them a little bit with some marketing, our Facebook site but it is very small number 
we are talking about. The other thing is cost and we have a program where you can get a discount 
for a route if it isn't served already so if you start a route that it's not served now you have discount 
and then you bring down the cost and will kind of less and less be discounted over time but it’s 
especially in the start of the route because it’s difficult to run so you kind of help to start and you 
also show that you are also ready to kind of invest in this. Sometimes if you take the total cost an 
airlines has of operating a route the share of the charges to the airport is quite small and sometimes 
let's say for a long-haul flight it might not be more than 3 or 4% that so let's say we give them a 
discount of half, it's still only 2% of the total cost. If you take Ryanair it's up to the 30% 40% of 
the total cost because the overall cost it so small and then of course it has a bigger influence but 
the main thing is information. We use quite a lot of time trying to get better after giving 
information to the airlines and all kind of information. 
 
Q: When you had to compete with other airports like Zurich which do you think are their 
strengths and weaknesses of Copenhagen airport compared to other competitors in 
Europe? 
If we take the strengths first, one of the main strengths is that we are quite a rich area in Europe 
so that means that the buying power of our passengers is higher and that's one strength. Another 
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strength is that especially in the last 5 years or 10 maybe tourism especially in Copenhagen has 
been growing and actually in the next 3 years the number of hotels will grow between 30 and 40% 
in Copenhagen that so that's also an advantage. Then if you compare with other airports of Europe 
our charge level is in the low end but we're more expensive than Stockholm and Oslo and that 
sometimes give us some problems because SAS for example who has Stockholm Oslo and 
Copenhagen as their three main airport sometimes say that  CPH is too expensive. And it's true 
that we're more expensive than Oslo and Stockholm but if you compare with almost all other 
airports we are in the low end that’s overall mostly an advantage for us, the charge level. I'm not 
sure how much of an influence it has but we have there are good infrastructure from the airport 
to the city but it's very easy to go and very cheap compared to many airports but I don't know if 
he had been in Stockholm it cos I don't know how much 200 kroner or something like that to go 
to the city and also in Oslo is the same. So that's an advantage but I'm not sure how big of an 
influence it has on the Airlines decision because they don't care really if the passenger is there but 
indirectly it can create more passengers. Because if you go back to your friends in Italy and tell 
them that it's very easy and cheap it's important for instance if you're maybe choosing where to 
go, thereby you can influence it partly. We are the biggest airport in Scandinavia and especially if 
you look at the number of international departing passengers, Oslo is quite close in number of 
total passengers but of very big share almost 50% is domestic because Norway is such a long 
country. So many international passengers is overall a good thing because it creates an idea that 
this is where it goes on you can say. Then what we call our catching area, that you can normally 
define as the area that you can drive to within 2 hours, it’s not very big compared to other airports 
in Europe but it’s the biggest in Scandinavia, I think normally we say it’s about 4.5 million but our 
advantage is that, even though is not as biggest as Amsterdam or Frankfurt we don’t have any 
competitors almost in the neighborhood, or very small competitors, so that kind of overall 
constitute an advantage. But of course we are not London or something like that. But I think we 
are normally being seen as a medium sized area, with not a lot of competitors. If you look at it 
from the opposite, the weaknesses, we can say that our main carrier is not strong especially you 
know there are these three alliances: Star Alliance, One world and SkyTeam. 
These are the three and actually is the same 3 in the US theta are kind of dominating the market 
and here we are a Star Alliance hub like Frankfurt is also and that means that if you are let's say a 
Chinese company going in it's much better for them to be a Star Alliance.If you are One World 
or SkyTeam you don't get the same feed from SAS or anyone else because you don't make an 
agreement to them. So we have Air China started a route to Beijing I think it was last year and 
they asked Star Alliance and then you could say that we wouldn't see SkyTeam, American Airline 
starting a full route here. So the weakness could be that you don't have a very strong flat carrier 
as we called to support you if you start a route, that could be one weakness. 
 
Q: For example I read that Copenhagen airport is investing a lot to increase capacity, to 
host more passengers so this increase the commercial side also because there are new 
restaurants opening and it can somehow also affect the aeronautic side? where we talk for 
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example about the strategy is it also somehow affected by an investment on the 
commercial side that creates maybe a better environment a better place for passengers 
that can offer more services? 
If we want to develop the commercial side you can have two main reasons for doing it. One is to 
get the revenue from it and revenue can be used to support your own profit or to support the 
aeronautic part and bring down charges and the other reason could be to give people a good 
experience and you can say giving people a good experience will that create more passengers? I'm 
not sure it will but it will create some problem for us especially for the politicians here in Denmark 
if it creates a bad experience. We experienced that one year we had a lot of queuing in our security 
and a part of the regulation is some very strong KPI's and I think it's only 2% of our passengers 
that have to wait for more than 15 minutes and that in some periods could be quite difficult for 
us. So they kind of went in and say this queuing is too much we have to adjust it so thereby you 
can say of course you get a better image if the experience is good but I'm not sure it will create 
more passengers but if you look at that how should that affect the decision?  at the end it’s decision 
of where to place the aircraft that gives us the passengers and would a better airport affect that? 
What do you think? I'm not sure. 
 
Q: I would think it's maybe the capacity if you're able to host more passengers you maybe 
can open more routes. 
Let's say that there is kind of a demand that could increase and from our side the demand could 
be the number of routes that airline want to start but if we don't have the capacity for it, we're 
kind of limited and right now if you are an airport bigger than I don’t remember how many 
passengers than there is an EU rule then what is called the slot coordination that means the ones 
that are coordinated when you're allowed to start and land and things like that has to be done by 
a separate unit and here in DK we have made a company called ACD Airport Coordination of 
Denmark and they are the ones that are deciding. If you want to start a route here you don't ask 
us, you ask them and they only have one limitation that is the runaway capacity. We have to parallel 
runaways and they can be totally independent or some kind of semi-dependent and our are semi-
dependent meaning that you can't fly everything here totally disconnected from this one they are 
somehow connected so that limits the clash a little bit. But still we have quite a lot of capacity on 
the runway side and if you can get a slot on the runway you will get it ,then it's up to us to have 
facilities in the airports: stands, gates, square meters and so on and until now we have always 
managed to get everything in. And that's besides very small minutes were you have to adjust in 
many 5 or 10 minutes, we are not slot constrained as you called and that's also something that our 
colleague is saying to the Airlines because this is a very big advantage because a lot of airports 
especially in Europe but also in Asia is slot constrained which means that there is not place enough. 
The problem with that is that for example Beijing is a very constrained Airport right now, they 
are also building a new one I think, so they just need to take the slot they can and that means that 
you’re landing here at a certain time depending on where they can get the slot and then if we don't 
have a slot here then this will never happen. So if we are free it's a very big advantage but it requires 
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that all the time we have our capacity here and until now in the whole history of the airport we 
have never been in a situation where we can't cater for the airline, whether it will happen we will 
see but in some areas we are very close to our capacity limit. Normally we are dividing the aircraft 
for what is called white body and narrow body. So white bodies are the ones that are also called 
to Dual Lane it means that it has two lanes in their aircraft and that's normally the aircraft they're 
flying a long way like China and they require a bigger stand and other kind of facilities than smaller 
aircraft. And then there is also something called Mars stand that means that it is a flexible stand 
so you have to have two narrow bodies on one. We're building a new tier E, it will start slowly in 
the spring and it has these small stands. So we are building more of these wide body stands, but 
we are close to the limit. But the problem can also be fixed if we have specific aircrafts that are 
parked remote and then people are driven by buses back and forth. They are not really fond of 
that but it can function. As long as the airlines can get the slots they want here it's not a constrain 
but it's not an advantage as such either. It will not increase the traffic but it will not limit it either 
than you can say the capacity is more a question of will it limit the traffic or will it not? So you 
take Heathrow for example which is one of the most constrained airports of the word they have 
been more or less 100% in the last couple of years, all the slots are taken and actually SAS sold a 
couple of them for many many millions because they're so valuable so you can actually sell them 
on the market. So they are only increase in passenger has been because aircrafts have been a bigger 
and bigger and if you're going to say they could grow and grow and grow but it just don't have the 
capacity so they also only have two runways like we have and there has been a discussion going 
on in the UK for many many years about having a third runway and it is now decided to do it 
because also Gatwick Airport that the only have one runway and they would like the second one 
in and then Brexit comes into place… but they have more or less decided to have a third runway 
and you will probably see the traffic going up like this.  I'm in a network of forecasters like me 
and I saw a presentation from the ones that are responsible for the forecast Heathrow and they've 
made different scenarios of how much the traffic will increase. Building capacity is not boosting 
the growth but it securing that is not being limited but there are other drivers driving the growth 
but of course if the experience for the airline is that they're hitting a lot of delays or if it was very 
expensive to get handling. This is also an EU regulation that the handling is not something we do, 
it is a handling company and handling means that those are the ones  pushing the aircraft back 
and forth and the ones there taking the luggage and putting it on the luggage belt so there is a split 
of responsibilities, so we are in charge of the baggage factory as we call it but the operation of it 
or the moving it's done by a handling company and here in Copenhagen we have three different 
handling companies competing with each other. 
 
Interview 2: Henriette Koustrup Madsen 
 
Q: Which are your tasks? 
I work in the department called sales and marketing. And basically we are responsible for the 
commercial strategy of the airport, so we run the shopping center and all other commercial 
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activities basically. All the money you spend between entering the airport and going to your flights, 
not related to actually traveling. My role in the department is business development, that means 
project that goes across all categories. We have sales department, department that consists in key 
account manager, divided in two categories: a team that works for specialty stores, they find the 
customers that is going into that shopping center, another team working to find the restaurants 
that go into the shopping center. We basically work on project related to commercial activities in 
expanding the airport, we have a academy that we would like all the staff over there to attend in 
terms of service level, what we would like to offer to the airport, we try to facilitate that. We have 
a lot of projects evolving called high spending pax, which is Chinese/Middle East/ Americans, 
the group we can see that spend a lot of money when traveling to the airport. We have a guide 
service, different things I am responsible for the development of. And then we have another 
person responsible for the day to day business there. So all is commercial and it is more related to 
an overall project than a specific store.  
 
Q: The charges that you as the retailers are decided in coordination with the aeronautical 
part or you are independent?  
No, it is basically two different tracks. The commercial part runs completely separate. Not 
completely because we have to take into account that people are here to fly, our negotiation with 
our stores is not in any relation to the airlines or anything.  
 
Q: There were a lot of investments during the last 2 years, are you trying to implement the 
services offered in the airport? If yes, why ? Is there a specific strategy for that? 
First of all I would say it is never the commercial activities that declines the expenses of an airport, 
the commercial square metres come after the practical part of running out of space for example, 
so we just expand our terminal 2 with a new area, new restaurants and stores, but this expansion 
is driven by the fact that we have two little flow space in our terminals. On our busy days it used 
to be that we had only one day we came about 100thousand passengers now we have 49 days. On 
those peak days simply there isn’t enough space in our terminals to facilitate people moving back 
and forth and we found that, we couldn’t really move people in the way we would like to, in a 
comfortable and calm environment and we found on those days people have a tendency to move 
out of our fingers (pier A B C), they would move out there cause the couldn’t handle the amount 
of people inside the terminal, so basically we needed more space and flow area for people to move 
in. When you put more flow area obviously you also have more room to open stores, but it is a 
different driven. It is the same for our landside, we opened our landside last year, maybe you 
passed it but that area was a result of having the need to expand our security area on top. Our 
security area is on the first floor and they needed more space to build more checkins, and that is 
how we had also more space below and how can we make some money? Let’s open some 
restaurants and stores. It is almost always driven by aeronautic demand to run an airport more 
than just run a commercial shopping center. The next big project is that we have to expand our 
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terminal 3, and that is a demand of more space for luggage handling, our package factory is too 
small and needs to be bigger, that is how the commercial side follows again. 
 
Q: Do you look at other airports in Europe? To see how they manage their commercial 
side? 
Yes, when we fly to an airport we are aware at what is going on there. We also have a network of 
airpots consisting of Frankfurt, London, Amsterdam, Rome, Madrid, C…. We meet twice/three 
times per yaer showing the best practices and every airport can say we would like to discuss this 
and give some sorts of how you would like the discussion to run and they will bring there what 
they tried. With thi network we can use each others’ best practices and stuff like that.  
 
Q: Is it more a cooperation than competition? 
Yes and obviously there is always a competition but I think it is also from the point view where 
we do not control…if people fly from here to Madrid we prefer people to spend their money here 
but we can’t decide where people are flying, but people ove and travel the way the want to travel.  
Obvously we donnot share some numbers so it is not an open book.  
 
Q: is it a general tren? To offer some services that before were not offered? 
I think it is a little bit like, from our point of view is what is happening for retailers. If you are 
running a shopping center inside or outside the airport, I think everybody is looking at what does 
it take for the next ten year to run a retail store. People’s expactations can be different. We think 
about what can you provide to people that make the experience even better and make them open 
up their wallet (this is what counts at the end of the day). We taught about that, do we need a 
gym? Is that something we should offer people when they come to our airport? We opened up 
recently an hairdresser, we will open up a nail bar, it is new for us but it is something we are 
looking at. We are trying to figure out what will the future looks like.  
 
Q: In your opinion do you think that airports can compete directly with shopping center 
in the future? 
I think it is unrealistic to be honest. Because everything is so accessible to people now and through 
the internet and if you do not have it close to you can get it on the internet, so I think it is 
unrealistic that we can find something that makes people willing to travel out here for 30 minutes 
to buy any service because you might be able to find it close to you. We need to remember that 
our core business is moving people and our job/my department job is to do that as comfortable 
as possible.  
 
Q: Regarding the different shops and restaurant, are there some criteria you follow? Or 
are there some indicators you look at during the year to see how they are performing? 
We have a strategy up until now “local heroes and international super brands” and have done a 
lot of job in understanding what is going on in Copenhagen and how can we create a sense of 
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place. When you land here you can know you are in Copenhagen, so taking come of our iconic 
brands and bring them to Copenhagen airport to create a sense of place. It goes for our specialty 
stores but also the restaurants, so brands like Lakrids they had the chance to be from a little sort 
of specialty store brand inside Copenhagen to bring it out here, they got international after that 
and they created the sense of place for us. We did something for them and they did something for 
us. We do the same with the restaurants, taking some of the local, we have just opened a little Lele 
street food, cocks and cows, so some of the places you can see around the city.  
The international super brands part means we want to attract some super brands being the first in 
Denmark to attract them. Pret a manger is one of them, here it is still the only place in DK where 
you can find a PM, we did the same with Starbucks, they actually took the metro to get a Starbucks 
coffee. I think these days are gone but they did it 10 years ago. The same with Paul smith and now 
the Massimo Dutti store (both the first ones in Denmark). So when you look at brands you want 
to follow these two lines, either you want to be local superhero or international superhero. Then 
it depends on the revenue you think you can obtain and the revenue you can pay. Our rent is 
based, there is a minimum, this is how we secure our rent and if your revue goes above a certain 
point we take a percentage of that instead. This is basically how the rent is and obviously it is also 
a trick for if you win the space we have available. Then it is also a sort of store design, when you 
make a tender people come first with the financial (possible revenues, what they can pay for rent) 
they come also with drawing of the store they want to build. We are quite strict on what we want, 
we have some basic of the design they have to follow.  
 
Q: Had the revues changed over the last years? 
Our contracts are 5 years contracts, the price is sets for five years basically. We are trying to make 
new leases at 2 years. Our square metres have always been the most expensive in Copenhagen but 
we didn’t set strategically we want to be more expensive. It is for sure an expensive place to put a 
store, this is why a local strategy it is a bit difficult to follow, because some of those brands are 
smaller organizations, they do not come in as a massive organization. It is expensive to build and 
also when it comes to rent. We see them pulling out because they can’t do it. This is were our 
discussion come with our management when they show them what they have to do.  
It is a great window for their brand as well. Copenhagen is a very well known airport for its 
shopping center, people like Copenhagen’s airport, the score of last year was 84% of satisfied 
people which is high considering that people are often stressed when they travel. We try to make 
them feel comfortable. Being here you take the benefits to be at Copenhagen airport, you also 
have a window to all the passengers that come through, you do not have the same traffic, people 
would die on the street for the same amount of traffic every year. Because of how we have done 
it here people are exposed, every passenger will pass your store, everyone needs to be inside the 
terminal. There are some benefits for that. We are thinking about maybe selling more show rooms 
for the future, because this is one of the biggest show room in Denmark and maybe this is how 
we need to make money in the future. The thing about that case we haven’t done yet is that one 
of our reason is the revenue stream. It is based on cash coming from the store, but if it is a show 
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room you don’t have sales so what is the value of that, we still have to make the calculation for 
that. 
 
Q: The contribution of the commercial side on the overall strategy of the airport is also to 
increase the brand of CPH? 
We use to say the commercial side is paying everybody salary, airlines are in competition of 
offering tickets at no price, they spend a lot in oil and they push us to get cheaper access to our 
airport. So the commercial side is important. It has been an important job for us to build a 
commercial offer that people could find attractive. It used to be that you got a burger twice the 
price you can get in the city. Now we observe that they fit with the prices. Cock and cows have to 
offer the burgers at the same price downtown Copenhagen so we don’t have price gap. We don’t 
have a match one to one but we are really observant at pushing to avoid the reputation (of a super 
or too expensive place). 
 
Q: You want to have a Danish and international image right? 
Yes.  
 
Q: Do you think that have been aby relevant changes in the aviation market? 
I think it is one of the biggest challenges but now I think that another challenge is how we make 
green to fly. Nowadays everybody needs to be aware on the environment it is not a very good 
business to be in but definitely our biggest challenges is that we are surrounded by Copenhagen 
and the water, we can’t expand a lot. We have already met constrains in terms of our passengers 
and our vision is 40million people, we hit 30 and we are already running out of luggage space and 
flow space. We also don’t have gates, we are running out of them. Space is a big issue and how to 
expand without expanding your area.  
 
Q: Are you independent from the aeronautical part? Or are you connected somehow? 
Maybe it is too simple to say we are completely independent, what we see is that when an airline 
bring a company like Ryanair it takes also a special group of customers and we have to take care 
of them. Maybe it is a little bit too simplified to say we are independent. But what we offer in 
terms of routes and airlines it is important for the develop of our commercial. Last year we could 
see we had a big growth in the 20 to 30 years old where our commercial offering was maybe not 
dedicated to the this category but more to 35 to 45 years old. So how can we meet their demand? 
Would wood store is one of that, trying to attract also them. The same with Chinese, the more 
routes that land directly to china the more Chinese passengers will come directly here and we have 
to adapt to their demand. Some feedbacks from our Chinese passengers is that we do not have 
enough Chinese food. It is also important what the airline does. If it is China air for example it is 
more Chinese if it is SAS more Danish. So it is not irrelevant which airline company flies.  
 
Q: The main challenge now? 
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It is the high spending pax, one of the biggest task is how we communicate with the Chinese 
travelers before they get here so that they know what offering we have. What makes it so difficult 
it is that they are not on the social media we know and use, we are trying to figure out their 
landscape, which media, which payment methods. They are a small group but they spend a lot and 
they are quite different from us so we have to figure out how they behave.  
Then we are trying to see how we can make our airport green. In our department it is going to 
involve waste from stores and restaurants. How to encourage our partners to make it more 
sustainable. The task is always and with everything we do is that we don’t own anything, we own 
square metres, we can have a lot of good ideas but we have to sell them to our partners and often 
it comes with a cost. If we have an idea maybe we should buy more bamboo for ex., it is more 
expensive than plastic so we have to convince them.  
You have to create a good business case to get them on board. We do a lot to try to communicate 
to them early in the process. Twice a year we have a meeting (concessionaire meeting) where all 
the people behind the stores are invited here and the agenda is always different. It can be about 
the newest strategy it could be about the newest pack(?) profiling, so they always feel we are 
informing them. Maybe you can expect this or you can start thinking about this. Four time a year 
we have store manager and general meeting here and the agenda is always different, it is always 
about creating an environment where they feel like they are part of Copenhagen airport and not 
in part of Hugo Boss, etc etc. We work together to create a great experience to our costumers. 
When security get them smoothly through security control and they get through the stores they 
are more likely to spend money in different. We would like to say them I work for CPH than I 
work at Hugo Boss. This is also why we see a great value of the retail academy we run, we see a 
great value in that. It brings them together, we get them prizes with a ceremony so to say you are 
important for us.  
 
Q: Do you check their level of revenues? 
Yes also because what they payed depends on what they sell. But it is not an health business for 
us if all are at a minimum base because that means that we take too much of their business and it 
is not in our interest for them to not have a good business. They all talk to each other Copenhagen 
is a small business and we don’t want them to talk to each other and saying no to go to CPH 
airport. This is not in our interest. So the key account team is responsible for getting them here 
but also for helping them creating an healthy business. Especially in the restaurant it is very 
different from downtown (different times and you have to serve people even if it is packed 
otherwise, they lose the flights). You can run your business, but you have to be at the top of your 
pace in order to get the people through. Airport retail is different than downtown, mindset of 
people is different, here they do not come here to spend like in another shopping centre.  
 
Q: Go terminal? 
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It is a long way to go but you still have to pass the other terminal so you pass the shops, but they 
have less time since they have to walk to there. We are building pier E so maybe it doesn’t live 
forever, we’ll see.   
 
Interview 3: James Bloch 
 
My name is James Bloch and as I told you have a background in financial strategic management 
from CBS from 2007 something like that. Then I started around the same time at Copenhagen 
airport where I worked in the analytical department. What is interesting about aviation is that it is 
a fascinating industry we all now we got to the airport ready for new Adventures So compared to 
other Industries or other organisation instantly when I arrive at the airport I have this tense 
atmosphere it is an exciting place to be around. I used to work at the larger Danish newspaper 
corporation Or you produce newspapers and it was sort of the classic cost cutting See where to 
develop new Markets Basic production that would say it kind of difficult production And then I 
had the opportunity to work at the airport and I said instantly this is where I want to work Actually 
I did mine better known concerning Copenhagen airport from a marketing perspective Then I did 
my master on Copenhagen airport There was an easy task because I had all the information and I 
was working there Then I work until 2015 in different departments The aeronautical department 
called aviation I was part of the team Negotiating chargers I watch the Airlines have to pay to 
operate at the airport An airport is an interesting thing because one side of the platform is 
regulated The so-called Monopoly status Which is regulated and then say what you need to have 
this sort of charts and label a level or income level and use the monopoly power. On the other 
side we can say there is the commercial area And then you have the parking lot the shopping mall 
and then you have some other activities you can also have international activities So there are two 
sides to the commercial and there is there aeronautical. For many year I was working in the team 
doing the calculation I was the typical guy behind Excel. Then I started in the finance department 
when I graduated where I sort of shifted Between the commercial port and I did someone 
analyticals and I help the commercial Negotiate new contract with the shops Pays management 
you know where we should cancel contract And which shops we should put in and then I start 
doing more corporate finance I did a 10 years forecasting on all the company should develop A 
sort of planning to where we had revenues we had the cost and then we also developed some sort 
of EBITDA Revenues minus cost ONLY operating cost and then I also had the capex Investment 
the depreciation Also towards how to finance the whole thing you have to find a balance between 
how much debt you get Can have in relation to equity etc And some of the passive sides of the 
balance sheet Why you have to have a given bridge between the equity and the debt. In 2014 I 
came back to do the last charge negotiation where I was doing the charge negotiation calculations 
behind the computer and when I was done I said well maybe we should try something different 
Suddenly out of nowhere there was an opportunity to conduct a PhD and that PhD was in 
cooperation with another Danish university called aalborg University It was an industrial PhD 
which is a cooperation between Copenhagen airport and the given university. I applied for the job 
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I went to an interview and I got the job and it is after more than 10 years of Excel spreadsheets 
and quantitative calculations that I stepped outside to look at Copenhagen airport behind a 
different perspective. The Foundation of the PhD Ways to investigate all airport are perceived in 
different National contexts as a potential strategic infrastructure for The Society as a whole, 
instead of doing the number crunching I was basing my analysis on interviews. I did over 30 
interviews across Europe and I had 4 different cases: Finland, Holland, Belgium and Zurich where 
my main driver was to understand a sort of ground narrative or a ground story that the stakeholder 
buy into to understand what is the driver behind aviation. For instance in Finland when I spoke 
with different stakeholders (airports, airline, labour unions, tourist organizations, transport 
ministries) all these broad areas of stakeholders to see how the perceive aviation and I try to sort 
of condense to a large narrativa that sort of explain why societies behave as they do. For instance 
in Finland people were talking about “Finland is an island, we’re surrounded by water and Russia 
so aviation from that point of view is vital for our connectivity towards the world”. In that sense 
it makes sense because it gives the political motivation for developing aviation. Because is not 
something that comes costless; it is quite expensive both in terms of investments and in terms of 
accepting some of the externalities: noise, pollution, land usage. So we have to have a positive side 
that sort of counterbalance all the negative elements, and the positive side, people tend to measure 
that in jobs, in percentage of GDP but when it comes to the basics it is mostly driven by a positive 
story. Maybe it creates this amount of jobs but this is vital for our society and that is why we 
accept these costs and so you have a broad range of stakeholders that on different perspectives 
help and motivate the aviation to develop. And that was also one of my key findings that due to 
different contexts aviation develops differently. And it is based on these context that you can 
explain why some airports are successful and some airports are less successful instead of just 
looking at regression analysis towards GDP. Then I conducted and hain in in October 2018 and 
I defended  my thesis in December and now I am back at CPH airport where I work in the finance 
department but I also help CPH at a strategic level in order to position the airport within the 
society. It is different compared compared to what normal  industries are studied at CBS.  
 
Q: Are there big differences btw the examples you analysed? Especially compared to 
CPH? 
For instance one of the most profound examples of a successful airport in Europe is Schipol 
airport. Why is it one of the biggest in europe? You can say it is central located but Brussel airport 
is central located as well. You can say that they have a large population - 17 millions, but Belgium 
has almost the same. Why has this airport become successful? When you want to understand the 
present I would argue that you have to go and look into history. When you go back in 70s, Holland 
had some sort of recession linked to the Dutch disease and that was where they a lot of resources 
coming from the sea, mainly gas and so they a large inflow of foreign currency, their currency 
depreciated and all the small businesses were in significant problems, that combined with the 
common market in europe was taking on and Holland was afraid of being squeezed by France 
and Germany so what tools could they make use of? So they come up with this strategy where the 
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combined teh harbor and Schipol airport and they want to make a gravity center for all the 
incoming goods to Europe. Of course that is because they are located next to the sea but there 
was a political narrative about we have a burning platform and we want to do something about. 
The interesting part is that aviation you cannot view as an isolated entity. It's just and infrastructure 
located in a  spot. You have to have a supporting infrastructure system and this system  do not 
relay on the airport but they rely on the country itself (how to invest, how to build, how to 
demolish how to demolished neighborhoods and how to build roads, railways, etc, etc.). So, and 
the interesting is that Holland in a way to solve problem in Holland there was a national tool to 
construct things due to their geography where they have built dykes for centuries in order to 
prevent them from being flooded. So it was a national political tool to adopt within Holland to 
build themselves out of the problems. And that is a good foundation because aviation requires 
significant infrastructures. And so, so based on their history, also due to that they used to have 
colonies in Java in Indonesia, so they have had a natural outward perspective and that combined 
with their ability, political attention towards generating infrastructure, made it natural for them to, 
to be successful. along that one of the key ability was to cooperate with others. So they set up, 
instead of they had to conquer the entire world, they agreed that KLM their national carrier had 
to work with other airlines in order to develop the aviation for the for the society. So that was one 
of the first to set up bilateral agreements with Delta, the American Airlines, so KLM was allowed 
to fly every place in the States and Delta Airlines was allowed to fly everywhere in Holland, which 
was one airport. So in that sense, instead of them wanting to conquer the world, they decided that 
they want to cooperate in order to expand. So again, you have to have different perspectives on 
developing aviation. But again, you can also see that in contrast in Belgium, for instance, there are 
three different regions in Belgium: Wallonia and Flanders and then the central region called the 
Brussels capital region or something like that. And there's a fight between these different regions, 
which could not have prevented the nation as a whole to have one unilateral focus on one given 
airport. For instance, in the same period in the 80s I think it was, in Belgium, the regional airports 
was given to the to the different regions: Charleroi in the south and the Wallonain government 
decided well, instead of having an interest in in Brussels airport, they decided to develop Charleroi 
airport. So now we have two different perspectives or two different focus points within one small 
country, and that just generates a disadvantage compared Amsterdam or to Holland just north of 
them where they have one unilateral focus on Amsterdam, that is where I want to go. So that just 
tell something that you have to have an unilateral focus in order to develop aviation. So in that 
sense there's different contexts and different settings in my research that sort of,want to pinpoint 
that aviation is not just a passive infrastructure. You can actually do something from the political 
environment in order to develop aviation. So, yeah, but that was sort of a broader perspective into 
aviation. 
 
Q: And what are the main societal drivers that you see in Denmark that you apply then to 
Copenhagen airport? 
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Denmark have been have been very fortunate since CPH have had a hub connectivity from the 
different traffic flows. There's different traffic flows in Europe because from the north to the 
south, you know, people from the north North wants to go to the south to go to the beaches and 
go to Central Europe. And from that sense, it was natural for Scandinavian Airline SAS to have 
sort of a triangle where you collect all your passengers from Scandinavia into Copenhagen airport 
and then you distribute from there to others either overseas or towards Palma de Mallorca, Rome, 
etc. So, Copenhagen aiRport has been a natural sort of, you know, something that's always been 
there.  
So, from the political sides the attention towards aviation has been extremely low. They have 
always had it, so, you know, why bother and then combined with the facts that it is a rather 
complex industry to sort of to regulate or to influence because it is controlled by international 
regulations and private entities and combined with CPH was privatized at a given time. So the 
political environment was well, “does it work Okay,?” Then just leave it! So there's not been this 
local voice.The airport itself it was privatized and they said, well, of course they are saying, 
everything is fine, and they did not have the focus on transfer traffic in the in the past and, there's 
been a declining trend in in transfer. There are two kinds of passenger types there´s transfer 
passengers and then there is local, point to point passengers. And, and the interesting about 
transfer passengers is that they sort of fill up the planes in order to increase the frequencies or 
increase the likelihood for new destinations. In the second round, it gives the local community, 
the local catchment area a possibility to go to destinations or with a higher frequency than they 
else would have not been able to maintain. So, in that sense transfer passengers they sort of 
provide a sound foundation for the connectivity. for the local catchment area. There are two 
dimensions: often you refer to transfer share, which is a percentage of the total number of 
passengers or you look into the actual number of transfer passengers. But nevertheless, I think in 
the last decade or so the actual number of transfer passengers have been pretty steady, but since 
the overall level of passengers have increased, the transfer share have decreased. So and the reason 
why the overall number of passengers have increased is due to general market development but 
also due to the increase of LCC, low cost carriers do to liberalization in the 80s/90s. Prior to that, 
aviation was bound by strict regulation. He was determined state to state how many passenger, 
how many seats, how much capacity there was to be flown between Germany and Denmark, 
Denmark and Sweden and so on. And after liberalisation, new airlines developed Ryanair, Easyjet, 
and that sort of boosted the supply of capacity in the market and thereby the supply increases and 
the demand increases as well. And so that trend has really boosted the aviation market, but the 
hub connectivity in Copenhagen airport had been pretty steady or relatively declining. 
 
Q: Are they trying to increase their competitive position compared to other airport for 
example, in Europe?  
Yeah, the interesting is when you talk about competition, what is competition? 
You have to define a given market and ways are - you can look at how many actors. That is typical 
how you define it, you know, monopoly, or duopoly and then increases. But you have to define 
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the given market. And you can have different perspectives on that. When you look at a local 
Danish resident who lives in the catchment area and how do you define that? There's different 
ways to define a catchment area, some say a one hour drive, some say hundred kilometers, doesn't 
really matter you know, just the given markets. Then the given the airport within that has a 
significant monopoly power. For instance in Copenhagen you have Malmo airport and then you 
have Copenhagen airport, but on long haul flights then CPH is clearly a monopoly. That is one 
point.  Then another position could be within transfer passengers. Transfer passengers that is 
something that comes from other  airports for instance let's say from Ireland, they transfer and 
then they go to Rome or they go to Africa they go to wherever. The question is where should the 
transfer? Then suddenly CPH does not have a monopoly. Then CPH airport is actually in 
competition with Amsterdam, London, ZUrich, whatever that provides that transfer that you are 
looking into.So, in the transfer market, the variety is a bit larger. Then I said the people who live 
in the local catchment area, then CPH has a monopoly power. But that segment is the segment 
where you have point to point traffic, you depart from one airport and you arrive at another 
airport. The passenger types that lives in Copenhagen airport, they are outbound. Another side is 
the inbound. That means when they arrived in London, they are inbound. So you have to divide 
them whether they live at the airport or they're just tourists at the airport. From that point of view 
Copenhagen airport is in competition with thousands of airports. For instance when you have a 
couple from Madrid, they want to go to have a weekend in Europe. Which airport should they 
address it? Should they fly to Copenhagen in London, Vienna, Zurich? So from that point of view 
- inbound, point to point traffic -Copenhagen airport is in competition with a lot of other airports. 
And that is just when you look at the passengers point of view, when you look at the airline's point 
of view, then you have different categories as well. For instance, within Scandinavian and within 
the SAS, the main carrier is in Copenhagen airport could have some kind of monopoly or very 
strong bargaining power towards SAS because SAS´ alternatives for operating at other airports is 
not that large, because of their business model. But for instance, EasyJet. I remember a story I 
was told that EasyJet stated in financial times that they have an aircraft based in Madrid and they 
want to fly some places and Europe. Do we have an offer? So in that sense, in that airline segment 
Copenhagen airport is in competition with different other European airports. Then you have a 
Chinese airline. They have a given capacity and ask where should we fly? Should we hit Europe? 
Then Copenhagen airport is in competition with different airports in Europe or should we hit the 
US? then you are in competition with the US airports. So on different segments of different 
markets, the competitive situation is quite different. So you can also ask you why are airports 
regulated? All airports across Europe are regulated. And by regulated I mean, how much they are 
able to charge airlines for operating at the given airport. But that is based on a perception by the 
regulator that's the airport have some kind of monopoly power. But on the majority of the 
passengers and the majority of the of the segments, given airports have some kind of bargaining 
power where the regulator says well you have to be regulated. So, but that does not indicate that 
the airport is not in competition on different segments on different markets.  
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Q: The level of charges are different in different areas. So, are they an element that can 
also move an airline to go to airport where charges are lower? 
It is part of that decision how the variable costs is at the given destination. But it's not the entire 
picture. There's several elements to decide where to operate. Oh, where should we go? Of course 
there's a given market, how can we  filled out the planes, and how is the operational environment, 
the infrastructure, how does it work? What cost level - the charges - but also the cost level for if 
they have to place a base. There's difference between when airlines have a base and that is the 
home of their aircraft. So they often have crew basis where the crew goes to the hotels and then 
they arrived in the night. One crew takes off to the hotel and then next morning another crew 
comes in and departures. And so that whole operation behind, outside the airport is also 
important. There's several reports where they argue for different variables that airlines have to 
consider when they want to open a base or destinations. But airport charges is part of the decision 
but it's not an essential one. Because if it was an essential one, then the airport with the lower 
charges takes all the passengers. And some of the biggest airports in Europe have the highest 
charges. For instance London Heathrow it's very expensive and they are in top two in Europe. So 
in that sense, it is not there's not a one to one correlation between that.  
 
 
Q: What makes an airport more competitive than another? There must be tons and tons 
of variables and it must be very hard from a management perspective to identify them and 
to focus on some of them to make it more successful in comparison to others. 
One of the key elements that airports often are promoting themselves with, is passenger 
satisfaction. 
At our airport, we have this level of passenger satisfaction and there are some standards called 
ASQ airport service quality and so they have different questions where they ask people how do 
you find security? How do you find the shopping mall? So in that sense, airports are promoting 
themselves with these benchmarks. But the interesting is that you have to understand the airline 
business model. You can consider it as a sort of a chessboard. And they have all these capacity 
that they have to place around this chessboard and they have to place it in a way where they make 
most profit. So there's two sides: costs and revenues. An some of the airlines not locally bound, 
meaning they are more dynamic and moving around these, for instance Ryanair, EasyJet, they sort 
of open and close routes quite frequently, open and close basis quite frequently. In contrast the 
typical network carrier SAS, KLM Lufthansa are more located into a network sort of grid where 
they have to have a sort of transfer flow in order to fill their their hub for the long haul. But with 
the LCC, Ryanair, Easyjet they are moving there their capacity on the chessboard in order to 
maximize the profits. And of course, there are lots of information in the markets,but none of the 
airlines have full information. So, the airport's marketing campaign mostly evolves addressing the 
airlines which profit potential they have at this airport or what costs so in that sense since there's 
no full information the airports are approaching airlines in order to tell them this information that 
they perhaps do not have. So that is the most marketing activities, the airports are processing. 
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Another activity that the airport marketing campaign rely on is they are telling the airlines that 
there's some something called indirect traffic. For instance, if there's a lot of people going from 
Copenhagen to Dubai, to South Korea. And then we can, due to different databases we can say, 
well, there's actually yearly, this amount of passengers then we can go to South Korean airlines 
and say well, here, you're going to have all these passengers, they're actually coming from 
Copenhagen. So, instead of going through Dubai, you can easily fill up a plane by direct. So, in 
that, you are telling that the market does not have full information. So, in that sense, there's this 
other dimension telling about the passenger flows. So, the revenue, the cost, and the traffic flows, 
that is the most sort of activities that the marketing at the airport are conducting. There's 
difference depending on which airport do you have, you will promote different elements. Arlanda 
is Sweden they have a lower charge level than Copenhagen, and Copenhagen would say we have 
significant law charges level then London Heathrow. 
 
 
Q: In the passenger satisfaction as you mentioned before it is included also the 
commercial experience that they have, right? So, in this case the commercial part, it is 
important. So, this is a a combination where the commercial part can influence the other 
side. Can we say that this is a representation of a connection between commercial and the 
aeronautical? 
Not directly, I think it can be difficult for an airline to promote a destination that Copenhagen 
airport has a good shopping mall. The airline would promote it for, go to see wonderful 
Copenhagen etc. From an airport point of view since there aeronautical or the aviation side is 
regulated it is difficult to have a given income above a given level. It has to be some kind of 
customer levels.  
So in order to to develop your revenue, your income, your dividend whatever, you have to develop 
your commercial side. And the interesting is that depending on your regulation sometimes some 
of your commercial is lowering the regulated side. So, the more revenue you have on the 
commercial side, you will have to actually be able to lower the aeronautical sides actually under a 
given customer level. That is called a cross subsidy, a commercial cross subsidy. We are talking 
about single TILL, dual TILL a hybrid. So the airport itself has a significant interest in developing 
the commercial sides in order to generate more profits. And the airlines could to a certain extent 
also be interested in this development since it will lower their operational costs at the airport. 
Then, the airport and the airline have a discussion together with the regulator how large 
proportion of the commercial income that should be sort of given back to the airline. And that 
comes down to the discussion of who owns the passengers. Passengers - is that the airline’s 
passengers or is that the airport’s passenger? 
and that is a long historical discussion. Because the passengers are at the airport because of the 
airline. The passengers is not flying with the airline because of the airport. So that is what someone 
say. Probably, yeah. So so in that sense there's this triangle where there's some tension between 
the different. There's some income, the passenger does not pay anything to the airport. It pays 
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some. The passengers pay a given price for the tickets from A to B, the airline provide capacity 
for the entire journey from airport A to airport B and then they pay a certain amount to the airport 
to provide capacity. So the passengers does not directly pay anything to the airport. And in that 
sense, the airline has a good argument that it is our passengers and you're just utilizing them for 
the given time that they are actually at the airport. So, of course we want to have a given revenue 
or given contribution from how much your sell. Especially also you know, if they’re buying food 
and drinks at the airports, how much will they buy on the aircraft? How much would they buy of 
for example perfume and goods at the airport when they have significance variety of supply at the 
airport. So in that sense there's these commercial conflicts between airports and airlines.  
 
Q: When you were working out for establishing the right charges, did you also taking into 
consideration this commercial part? 
The airports especially Copenhagen airport, they provide the initial foundation for the negotiations 
because they have all the information. Initially the charges have to cover our costs. And the costs 
we have is UPEX the depreciation and a given return on the asset base we provide. So we have 
this is called Building bug 123 UPEX, depreciation and a return on the on the asset base. That is 
the WACC multiplied by the asset base, the aeronautical asset base. So you actually have to have 
an airport and you draw a line and say well this part and all the assets over here that is commercial 
and all these other activities on the aeronautical side. So you have to to pay, let's say 200 dkk per 
passenger. But due to the regulation model, we have to take a part of the commercial surplus and 
put it and lower the charges. So we do the exact same calculation on the commercial side we say 
we'll have this amount of revenue based on the contracts, based on all the things we know that 
we will have of income from the commercial sites and then we subtract the UPEX depreciation 
and the return on the given assets from the commercial side, and then we have a given commercial 
surplus.Then we say that do to the regulation model we have to take a certain percentage of that 
surplus let’s say the surplus is 50 DKK per passenger and we have to provide 50% of that. So, 
50% of 15 that is 25. So, instead of two hundreds, the airline has to pay 200 minus 25 equals 175. 
So, in that sense, you have a the development of the commercial site that gives the airlines and 
advantage 
 
Q: So it's not something that we establish at the beginning. You're not sitting at a table 
with someone responsible for the commercial side when you have to decide the charges, 
right? The two sides work separately, there is not a coordination when you have to for 
example, 
establish the new charge?  
The commercial side they just have to maximize. So, just go go go go go go go go because that is 
no matter how much that is taken away from them to lower the aeronautical side, they just have 
to profit profit profit, right. No matter what regulation model there is, it is on the commercial 
sites that you make your money. There's no direct link between this. You could say why are some 
airports more more commercialized than others? When you have had a capital that it is pretty 
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profound they are very much revenue driven. And you see that in Copenhagen airport Macquarie 
has been in increasing the commercial side significantly. But you see that you can you can definitely 
have some commercial attention and that develops the commercial sites. But it requires a lot of 
capital and that is sometimes what the capital funds they have and then they take out dividends 
afterwards and so, in that sense the ownership structure probably could play some coalition 
between no. Because they also have some airports that are not capital funds, but on the other 
hand it is just an easy way to develop an airport, people are willing to spend at the airport. So, 
develop, develop, develop. And so in that sense it is a natural thing to do. And we know that when 
you know we go to the airport, suddenly it's okay cup of coffee cost 30DKK, you know, when 
you go to the local market you've never bought for 45 or whatever. When you're talking about a 
two sided platform, and there's this two sided platform. I think there's been some academic writing 
about that. And it i most developed within sort of MasterCard or Visa card. You have this and the 
airport, I don't know if the two sided platform that includes when one of the sites is regulated, 
where that is typical in airports, so that might complicate things a bit because you have them they 
are they are interlinked, but not in the traditional form.  
 
Q: Do you think there’s something that CPH should do better? 
Compared to other airports, and that is based on the research I conducted, you cannot perceive 
an airport as an isolated entity- You have to perceive an airport as a part of society and also the 
the society as part of the airport. You have to have this embedeness. CPH has had a new charges 
regulation  two years ago, which was into a regulation perspective some would say that the charges 
was squeezed a bit. So, the financial forecasts was lowered a bits, since the income since the 
regulation model was becoming harder. So the political environment - the airport has to work 
their narrative within society within the political world, but then they accept things of all the 
custom of how important an airport is for society. And it's not just something that comes from 
for free, it requires political involvement, etc. So, in that sense, the Copenhagen airport are moving 
from a sort of an isolated entity to an entity that is part of society and that journey has just begun. 
And it will be interesting to follow. Then also you have this new environmental agenda - how to 
address that?  
There's an organization in in Denmark call BDL which is an organization of airlines and airports. 
And the former chairman at a conference in December he stood up and, and quite vocally talk to 
them and spoke out to the industry saying well we have to do something about the environment. 
We have two options either we can do it, or the politicians will do it for us. So which one would 
you like? In that sense the industry they need to come up with some solutions in order to mitigate 
or solve some other environmental problems because elsewhere, others will do it for us. So that 
will be a new agenda and you'll see that both in airlines she and in airports and it’s just getting 
started.  
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Q: Airport is a business that it's really hard to make it sustainable because it is not by 
nature. So how what is in the future that airport can do to increase their competitiveness 
in that sense? 
When you talk about and how to address environmental issues, for instance at an airport, you 
have to have different spokes. One scope which the most narrow scope is how much emission 
does the airport itself, produces. That is, the airports building, the airport staff, etc. that is level 
one- The you have and level two, which is all the actors, the taxi companies, the handlers, all the 
partners that is operating within the premises of the airport - how much emission or how much 
pollution are they producing? So, you have you know, the airport itself and then you have all the 
partners. Then you have the airlines in a given area. Should you take the entire Scandinavian 
Airlines network into your focus as well? Maybe, maybe not, it will be quite difficult. So, we have 
to define within two hours approach. Then you can have an passive approach towards this, the 
airport buys a lot of emission pay off. Then you can have an active approach where you can 
actually have sola panels, windmills, electrical electrified cars, etc, And of course, the largest scope 
is where the airlines are, they are polluting a lot. So how to address that part of the value chain? 
You could do that, investing in, in biofuel infrastructure, as you said, so it's possible to have biofuel 
at the airport. You can invest in in research project and provide a sound foundation for airlines to 
operate at the airport on a given in environmental standard. But of course, it is more difficult on 
the larger scope, then on the narrow scope where you are in full control. But that could be an 
approach to develop and and when you look at airport annual reports that is an agenda that is 
booming. In Sweden they have had a green foundation where all the industry and all the 
stakeholders are pulling a lot of money into a foundation where they do biofuel etc. So, and that 
will definitely be an agenda for the years to come and the industry has to solve it. The interesting 
is that you can also say well, we don't want to fly anymore. And of course what will the industry 
do? we prefer the other approach where we solve the problem instead of closing it down but yeah, 
let's see, there's a lot of interest. The politicians on the other side the their approach sometime is 
by taxing and regulation. 
 
Q:  Would you say that it is more interesting than other business? 
There's so many dimension within this industry. From a personal point of view there's the 
fascinating element of travel and experience, you are going in places and vacations and stuff like 
that. And then it is a super simplified business, you know processing people from A to B, how 
hard can that be? But then when you dig a little bit into it, it becomes super complicated. You 
have one side which is the technical side where you have all the processes, it is a full blown factory, 
where you have passengers going different directions, they are not allowed to cross, come in 
contact with each other, you have the baggage which goes under all the floors and into a huge 
factory building and you have 
thousands of people working there and you have taxis coming in and out you have the link to the 
railway, you have the link to the highway you have so from the operational point of view it's just 
the passengers and  the bag it's highly complicated. Then you have the entire airlines which is 
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highly complicated as well. You have the distribution of where the aircraft which stands they have 
to go into you have individual fire stations. It is a giant business. And then you have the 
commercial side where you have a shopping mall within all this. And you have all the the 
commercial guys who wants to have people stay more in our shops and the operation guys who 
want people to move. So you have these two conflicts as well on the commercial, we want you to 
stay on the operational they want you to move on, because as long as they stay, they require 
capacity. And when they require capacity, they require, more buildings, etc, And then on top of 
that, all the technical side. You have the regulation, and you have negotiation. Then you have the 
entire sort of strategic point of view where you have the, the position in terms of the local 
community where you have one side the noise, you have the pollution. But on the other side it's 
a huge working space for the entire local community. On the national level that could be a national 
strategic instrument, how to attract new destination or new airlines and how to position Denmark 
within the global context. On different skills, it is super complicated and super simple. And that 
makes it super interesting.  
 
Q: Since there is a so many agents involved that I was thinking that it's so difficult to have 
a general strategy  
There's a saying that we are expanding towards 40 million and right now they just reach 30 million 
passengers. And in that sense, the plan does not specify when CPH hits 40 million, but it’s an 
adaptive plan, so, they will be able to process the expansion towards the 40 millions. But you have 
different strategies. They used to have a things called World Class hot 2.0 or something like that. 
And that was a thing, a vision that we want to be the gateway of Scandinavia, something like that. 
And in that sense, it is was interesting, what is a hub? A hub can be a part of the airport where 
you have transfer traffic - Scandinavian to the rest of the world's or a hub could also be a nexus 
of infrastructure, a gravity center of different activities. Our CEO said he was focusing on the on 
the understanding of a hub as a nexus of different infrastructures. But, that is understandable 
because at that time you had an airline, which was providing most of the transport traffic SAS. 
They did not have a strategy of increasing the hub activities in CPH airport, they had a strategy 
for more direct flights from Scandinavia to Europe. So in that sense, it would be odd to have a 
strategy where you wanted to have more transport traffic, but the one who provides you doesn't 
really care. So in that sense, the strategy of the airport is basically with the business.  
 
Q: The increase of air traffic from some articles that I read about the general aviation 
market. It's quite a one of the biggest issue probably of the next few years.  
But another dimension that sense is the congestion because across Europe, you have different fly 
corridors. And, there's not enough space because you have civil air space and then you have a 
military air space. So actually aircraft across Europe are flying in corridors, and they are very 
congested. And then there  is a an organization called Eurocontrol where you have all the the 
traffic tower and they have a resource problems because people striking. It's quite tense the fly 
space across Europe. And then you have another problem is the pilot situation. You have to 
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produce an extremely amount of new pilots and you're not able to do that because you just can't 
educate that many people there is a demand for and so you cannot supply. So in the years to come 
it is not just the capacity that is under constraint. It is also in the production where you have the 
pilots which is a challenge, you have the mechanics that it's a challenge, you have the aspects that 
is the challenge and all that you have to combine with locals that will have increased noise due to 
increase activities. So, you will have an industry where there's just conflict and conflict. But in that 
sense, sometimes and you see that when you look at different airport strategies, they just put that 
all aside so, well, we want to go in that direction. And you cannot adapt all these elements, but in 
your mind, in your in your grand vision you still have to say we have to go in that direction. So 
most airport strategies is something that we want to provide capacity for the future. Amsterdam, 
they had a quite interesting vision which is connect to compete, which makes a link to the political 
world that aviation is important for the industry. So you know, we will be able to compete with 
the world. That's why we make connections, but then they have another interesting saying that is 
connect to complete. They say well, aviation is not just infrastructure, it is not just competition, 
jobs and GDP is also something that makes a human being complete. So connect to compete, but 
also connect to complete where they mention what their role in society is, which is quite 
interesting. That is a link to the political acceptance of the political understanding of aviation in 
Holland compared to Copenhagen.  
 
Interview 4: Marco Consalvo 
 
Q: Noi vogliamo analizzare l’aeroporto da un punto di vista strategico. Ci siamo 
concentrati sule teorie relative alla strategie e mercato bilaterale.  
Mi sembra un po’ generico, per poterla aiutare… ci sono tante cose strategiche nell’aeroporto. Ci 
sono delle giurisprudenze abbastanza differenti da paese a paese nel’ EU. Il trasporto aereo è 
regolamentato da regole comunitarie. Gli aeroporti italiani sono di proprietà dello Stato e dati in 
concessione attraverso dei contratti tendenzialmente triennali, le cornici legislative oltre a quelle 
comunitarie, si chiama codice della navigazione e poi c’è un decreto ministeriale per l’affidamento 
delle concessioni. Il gestore ha questo bene  di proprietà dello Stato in concessione e la gestisce 
come un’ impresa, ha due tipologie di ricavi, uno dai diritti aeroportuali (le tasse pagate dalle 
compagnie aeree) e l’altro dalle attività commerciali (non aviation, adv, food beverage, tutte attività 
non regolamentate). La criticità di un aeroporto è di sfruttare al massimo la propria catchment 
area e qui c’è un mondo. Il nostro (Trieste) è un aeroporto piccolo, catchment area piccola, un 
milione/due di anime, però vicina ad altri bacini, quindi se questi bacini sono collegati (e questo è 
l’elemento principale della nostra strategia), abbiamo aperto il polo intermodale che è la 
connessione con la rete ferroviaria e quindi passa anche l’alta velocità. L’aeroporto dagli arrivi alla 
rete ferroviaria sono 400m con una passerella come tapiluran quindi è come fosse l’aeroporto. 
Questo permette di rivolgerci anche a un bacino più ampio, quindi ad ampliare la catchment area 
anche a Veneto e Croazia e Carinzia. Questo è un elemento fondamentale di strategia, quanto più  
diventi una infrastruttura di trasporto aereo utilizzabile dalla più ampia catchment area. Però ora 
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elencare tutte le strategie è troppo grande, sarebbe da individuare gli ambiti se commerciali, 
legislativi…  
 
Q: A tal proposito una domanda che vorrei farle sarebbe, quando volete attrarre una nuova 
compagnia area per stabilire una nuova rotta ci sono dei punti in cui focalizzarsi, dei punti 
in cui le compagnie aree pongono maggiori attenzione? 
La compagnia aerea fa un investimento quindi devono avere quasi la certezza che porti ad un 
ritorno. In questo senso la catchment area è essenziale. Se il bacino di utenza è ampio è un 
elemento a supporto per la compagnia che fa l’investimento. Però entrano in gioco altre cose: ci 
sono i competitor, quella destinazione già esiste oltre all’outgoing cioè i residenti che si muovono, 
ci sono altri flussi di ambito turistico, tanti elementi. E chiaro che noi nel nostro caso specifico, 
avendo Venezia che ha un’offerta molto ampia dobbiamo motivare la compagnia perché dovrebbe 
investire da noi e non a Venezia. Gli elementi che utilizziamo è che costiamo di meno, 
rappresentiamo un costo minore nel bilancio della rotta, abbiamo meno concorrenza con altre 
compagni perché ce ne sono di meno, siamo connessi attraverso alta velocità con anche il bacino 
veneto e quindi non serviamo solamente la nostra catchement area. Ogni argomento sono cose 
molto ampie, bisogna un po’ focalizzare il discorso, quindi la capacità attrattiva di un aeroporto è 
funzione di molti parametri. 
 
Q: So che c’è stato un cambio nella proprietà , ha modificato le attività? 
Questo è un altro elemento di strategia, non è diventato totalmente privato, è una società mista e 
il privato ha il 55%. Nella nostra strategia riteniamo che questo tipo di società pubblico e privato 
per questo tipo di aeroporto sia l’assetto societario migliore. Per sintetizzarlo in maniera brutale, 
il privato ha una maggiore capacità commerciale. Nella nostra gara abbiamo posto un requisito di 
accesso che fossero gestori di aeroporto con nel portafoglio aeroporto di grandi dimensioni. 
Perché noi volevamo entrare in una rete di aeroporti, è chiaro che quando parliamo di capacità 
commerciale, quando si va a trattare con una compagnia aerea se si va come Trieste Airport è un 
conto, se ci va con 7 aeroporti è una capacità negoziale differente. L’assetto misto pubblico e 
privato consentirà, è l’obiettivo, di utilizzare le leve caratterizzanti di un soggetto privato, che sono 
quelle commerciali, ma anche quelle del pubblico, che ha in mano il trasporto pubblico, siccome 
noi contiamo molto sul treno (la capacità di ampliare la cathcment area attraverso il treno), le 
strategie del trasporto pubblico le fa la regione. Quindi avere nel nostro assetto societario anche 
la regione ci consente di utilizzare questa leva. Quindi nel nostro caso specifico avendo una piccola 
catchemtn area un assetto misto è quello ideale. Un aeroporto dove i passeggeri ci vanno a 
prescindere (Roma e Venezia) non hanno questa sofferenza che abbiamo noi. La strategia da un 
certo punto di vista comincia dall’assetto societario, i due azionisti devono avere interessi che 
convergono e che consentono di sviluppare l’aeroporto. Ci sono tantissime altre strategie di natura 
commerciale, infrastrutturale, operativa, insomma…  
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Q: Per quanto riguarda infatti anche la parte commerciale, parlando con alcuni membri 
di CPH ci hanno spiegato come dopo alcune regolamentazioni una percentuale del 
profitto della parte commerciale viene utilizzato per poter abbassare le tasse imposte alle 
compagnie aeree.  
Questo è lo schema tariffario che ogni Paese ha, nel senso dual till or singol till. Le tariffer 
aeroportuali sono determinati da un algoritmo dove i parametri principali sono i costi, gli 
investimenti e i flussi di traffico. Quindi hai un ritorno sul capitale investito regolamentato che 
può essere una certa percentuale determinata dalla tua struttura dei costi, dagli investimenti e dal 
numero di passeggeri. CI sono poi altri parametri come la qualità del servizio ma incide poco. 
Significa che più investimenti fai più questa tariffa aumenta, più costi hai e più aumenta, più flusso 
hai e invece si riduce. Non vuol dire che se hai tariffe alte hai un beneficio a prescindere perché 
sei anche meno competitivo rispetto ad altri concorrenti. Nel caso del mondo più anglosassone 
(Inghilterra, Olanda, paesi Scandinavi) c’è un meccanismo per cui i ricavi fatti sulle attività non 
regolamentate vanno in ogni caso a ridurre le tue tariffe. In Italia è u po’ differente, poi dipende 
dal size dell’aeroporto. Certi aeroporti sotto un numero di passeggeri hanno un modelo, quelli 
medi un altro, i tre grossi (hub intercontintali come Roma, Milano e Venezia) hanno ancora un 
altro modello. Quindi si i diritti aeroportuali per un aeroporto significa che potenzialmente fai più 
income ma questo ha due svantaggi, primo non è detto che le compagnie aeree lo paghino, anzi, 
le low cost non lo pagano. Quindi se vengono non gli interessa i prezzi che hai e vogliono 
concordare le tariffe insieme. E li fanno molto più bassi. Altro elemento è che le compagni quando 
fanno investimenti gli si fa presente che costiamo di meno di altri aeroporti. Quindi va trovato un 
equilibrio corretto, quando è disposto a pagare una compagnia per venire da te. Quindi la domanda 
di traffico non è che la fa l’aeroporto ma più un territorio, chiaro se hai un aeroporto gestito bene 
quello accelera. Ma la gente non viaggia perché gli fa piacere vedere un aeroporto ma viaggia nel 
territorio. Quindi la domanda la fa quello, le aziende che ci sono nel territorio, la capacità turistica 
attrattiva di quel territorio.  
 
Q: Quindi possiamo dire che c’è prima un’esigenza di viaggiare in quel territorio ma se 
un aeroporto ha una buona reputazione come qualità del servizio può influire nell’attrarre 
nuove compagni aeree 
Si la qualità del servizio è importante ma il primo step è che quella rotta abbia un yield 
soddisfacente per la compagnia. Cioè che non vadano a perdere facendo l’investimento con quella 
rotta. Ormai, a parte il caso dell’Alitalia che viaggia in perdita da decenni, forse solo Lufthansa fa 
investimenti a medio lungo termine. Apre investimenti sapendo che il primo anno è in perdita, ma 
tutte le altre compagnie se dopo tre mesi sono in perdita la rotta la chiudono. E’ un mercato molto 
aggressivo dove ci sono grossi volumi ma le marginalità sono bassissime. 
 
Q: Infatti da quanto abbiamo analizzato ci sono diversi agenti coinvolti in questo 
business, per questo magari è complesso definire un’unica strategia proprio perché c’è la 
parte commerciale/aeronautica. 



 146 

Infatti non esiste un’unica strategia. Bisogna capire prima di tutto che modello, ogni Paese ha un 
suo modello differente. Dal punto di vista aeronautico di sicurezza, di operation è tutto 
standardizzato. Anche di certificazione di compagnie aeree, di aeromobili e quant’altro. Da un 
punto di vista commerciale ogni paese ha una sua caratteristica, ormai il modello principale è 
quello di un ente regolatore che fa le regole e controlla e affida l’aeroporto in gestione ad un 
soggetto (pubblico o privato) che fa il gestore del bene. In italia 15 anni fa, L’ENAC gestiva anche 
, aveva funzione di regolatore e di gestore, il che è una follia e l’italia sono da 15 anni è uscita fuori 
da questa cosa che nei paesi anglosassoni no c’è più dagli anni 80. Quindi parlavo di strategie 
regolatorie come normative e legislazioni, più di natura commerciale che sono differenziate di 
Paese in Paese, cioè gli standard di sicurezza e certificazione degli aeromobili quello c’è u 
riconoscimento in tutta Europa, non ci sono dubbi. Però sulla parte aeroporti da un posto di vista 
commerciale, qual è la strategia migliore, dipende molto da dove sei e da chi sei.  
 
Q: Perché immagino che un aeroporto più piccolo può far ragionamenti diversi  
Si parecchio diversi. Torno a dire che è meglio focalizzare meglio il focus che volete fare. Parlare 
di strategia in termine generale è un po’ generico. Come assetto societario, normativo, 
commerciale. Almeno trovare un range per capire quali siano le strategie principali che un 
aeroporto ha. 
 
Q: Grazie bla bla bla…Trieste ha menzionato prima che competa con Venezia offrendo 
un prezzo minore, ma si può dire che l’aeroporto compete solo da con quelli nella stessa 
aerea geografica o ci sono alti fattori che incidono? 
Gli aeroporti hanno una rendita di posizione geografica. Se un’offerta di trasporto ha un 
collegamento ha 10km non se ne fa 120. A meno che il costo del biglietto è imparagonabile. Se 
uno di Trieste deve andare a Roma non vola da Venezia. A meno che non abbia il volo gratis a 
Venezia. Quindi la rendita di posizione geografica in ogi caso c’è. Il punto è capire qual è il tuo 
range, fino a quanti chilometri riesci ad intercettare questa rendita. E funziona quando hai 
un’offerta ampia di trasporto. Funziona quando hai un’offerta ampia di trasporto. Se i collegamenti 
non li hai non hai nessuna rendita di posizione, la gente va a prenderlo da un’altra parte. Quindi è 
chiaro che la competizione è fino ad un certo punto con aeroporti vicini. E anche vero che siccome 
il mercato delle compagnie e la loro capacità di investire è legata al numero di aeromobili che le 
compagnie hanno. Però gli aeroporti sono molto di più rispetto a questo numero di aeromobili 
quindi di fatto una compagni ha almeno 15 aeroporti o 30/ 40 in EU tra cui decidere. Quindi il 
mercato lo fanno soprattutto le compagnie, non gli aeroporti. Se ti va bene una compagnia dice 
“stavo pensando a voi ma ne ho altri 5 che mi offrono di meno, tu che mi dici”. Parlare di 
concorrenza tra il nostro e Venezia è anche incorretto, noi possiamo essere più complementari 
ma non diretti concorrenti, perché la capacità attrattiva che ha Venezia non è paragonabile alla 
nostra. Se parli a un cinese di Venezia lo sa se parli di Trieste non lo sanno neanche in Ungheria 
(highlight della interview, grande marcone).  
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Q: ma c’è una sorta di cooperazione tra aeroporti o no? 
Noo. Noi ora siamo in questo gruppo e c’è collaborazione ma proprio perché la capacità di 
investimento di una compagnia è limitata al numero di aeromobili che ha. Ci sono più aeroporti 
che chiedono alla stessa chiedono alla stessa compagnia di mettere una destinazione e quindi di 
fatto nasce li la concorrenza. Nel limite di investimento che hanno le compagni aeree. Questo 
parliamo di un mercato liberalizzato come quello Eu, i quello intercontinentale ci sono altri vincoli, 
patti bilaterali, diritti di traffico. Quindi tra l’italia e gli USA il numero di collegamenti è 
regolamentato. Ci sono un numero x di voli. Nel bilaterale devi aumentare lo spazio e 20 ora sono 
solo Roma Milano e basta.  
 
Q: Anche a livello di competere a livello internazionale immagino sia difficile per un 
aeroporto più piccolo competere nel mercato. 
Dipende sempre dalla capacità di attrazione di quel territorio. E’ chiaro che quel territorio anche 
piccolo se ci sono le 3 maggiori aziende italiane che esportano è diverso, prò dipende dal tessuto 
economico e dai residenti del territorio. Poi dipende dal tipo di infrastruttura, ci sono aeroporti 
come Firenze che in USA Americhe è un brand, tutti vogliono andare lì. Però non ha una pista 
che le consente di fare voli intercontinentali e sono 30 anni che si fanno la guerra ambientalisti e 
tutti per la nuova pista che non viene fatta. Ma se avesse una pista differente avrebbe sicuramente 
un collegamento con New York. Oggi non ce l’ha perché un limite infrastrutturale.  
 
Q: infatti anche l’eco sostenibilità è un tema ricorrente 
Si , le due variabili ambientali riguardanti l’aeroporto sono, il noise-se sei vicino ad un centro 
abitato è un problema. Pollution-se sei vicino ad un centro abitato anche le emissioni diventano 
un problema serio. Parliamo di configurazione sia in termini di infrastrutture, sia in termini di 
vicinanza ai centri abitati e collegamenti sono tutti elementi che poi hanno influenza sulla strategia 
anche commerciale. Per quello dico sono tante cose, è un puzzle da riempire progressivamente.  
 
Q: Ha avuto mai a che fare con l’aeroporto di CPH o episodi passati riguardanti 
l’aviazione danese o cph.  
Lavorando anche in altri aeroporti avevo dei collegamenti stagionali. Da come lo conosco io 
l’aeroporto di CPH è un aeroporto efficiente, considerato piccolo rispetto alle capitali europee, 
ma gestito bene ed efficiente. E’ anche quotato quindi ha anche un’attenzione dal punto di vista 
finanziario differente rispetto ad altri aeroporti. E’ un aeroporto ritenuto, tra gli aeroporti delle 
dimensioni di CPH (5/10 milioni di passeggeri), in quel settore p ritenuto sicuramente efficiente.  
(considerazione finale utile per intro) Struttura societaria migliore, commerciale, infrastrutturale, 
ci sono tante cose, la sua complessità è legata dal fatto che ci sono tanti elementi da mettere insieme 
e tanti soggetti. La sua complessità è quella, tanti portatori di interessi, tanti operatori economici 
che hanno differenze societarie. In ogni caso rappresenta l’ambizione dello sviluppo di un 
territorio. Ha anche una funzione pubblica molto forte. 
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Sono delle piccole città gli aeroporti, ci sono dei piani regolatori, si interfacciano con l’esterno ma 
la proprietà è del demanio dello stato in Italia, e generalmente anche in tutta Europa. Quindi ha 
tanti soggetti che hanno degli interessi. Poi ha questa funzione pubblica elevatissima, legata allo 
sviluppo turistico e industriale di un territorio, si cono esigenze di imprese che devono esportare.  
 
 
 


