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MANAGEMENT DISCUSSION SECTION 
 

Mark S. Streeter 
JPMorgan Securities LLC 

Okay , folks. We're going to get going with our last  presentation of the day . You made it through the end for 

Southwest Airlines, Tammy Romo, EVP and CFO. I alway s like to tell a little story about Southwest Airlines, so 

indulge me for one minute. 

 

So last y ear, Eddie and Donna Streeter booked their annual trip from Bradley BDL, down to Orlando, had some 

medical issues and they had a refundable ticket. So I called and I rebooked, and then I rebooked again and so 

forth. But then the one-y ear window ran out. And so I had to bank sort of the credit, and I just called y esterday 

and had to get the funds reinstated. And unfortunately for me, but fortunately for y our shareholders, there was a 

$100 charge taken out of this refundable fare to reinstate the funds into the account so I can buy my  parents their 

annual ticket down to Orlando, to go to The Villages, by the way.  

 

So, in any  event, I wanted to say , too bad for me but good for y our shareholders, and we're going to talk about 

ancillary fees and so forth because I know it's going to come up, and Southwest does indeed at least have one that 

many  people might not know about, $100 to reinstate funds per ticket. 

 

Tammy , over to you. 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President 

Thanks, Mark. Y ou had to work hard to find that one, but we gave you p lenty of time. No, thank y ou. And, Jamie, 

thank y ou, too. It's alway s great to be here, and I love coming to New Y ork, especially on our non -stop flight from 

Love Field. 

 

So, it's great to see so many  familiar faces out there. And I know many of y ou have q uestions about the current 

revenue environment, demand environment, and may be a little curious about what we have to say for 2016. But I 
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will just tell y ou upfront that our year is off to a great start, as hopefully y ou saw in our traffic release this 

morning. And we are continuing to reap the benefits of the investments that we've made over the past few y ears. 

And we are very well positioned for the future. So, it's great to be here. We're producing tremendous results and 

it's because we have the best people in the airline industry. 

 

I love wearing – my  hair is covering it up, but I love wearing my heart because our people truly are the heart of our 

airline and they 're behind our continued success. Today, I will walk y ou through the recent results and I'd l ike to 

just discuss a little bit about what set us apart from the rest of the industry and opportunities for the future.  

 

So, before I launch in to my  presentation, I know y ou want to learn much more about the forward -looking 

statement that I may be making and I may  also reference non-GAAP numbers. Of course, forward-looking 

statements by their nature are based on Southwest current intent, expectations, and projections, and therefore 

should not be guarantees of future performance, and a variety of factors c ould cause actual results to differ 

materially. Please refer to our IR section of our website which by the way has been recently revamped thanks to 

Ms. Peggy  Jansen out here and Ms. Marcy Brand who is not here with us today. So, please v isit our website fo r 

more information and as well as the reconciliation of our non-GAAP to GAAP results. 

 

And so, now, I'll turn to what was a truly  a banner y ear for Southwest. We had a record ROIC of 32.7% and record 

net income of $2.4 billion excluding special items. And we also had a record of operating revenue performance 

last y ear, $19.6 billion, which excludes the $172 million special revenue adjustment that related to our amended 

co-brand credit card adjustment. Our employees earned a record profit sharing which repre sented 15.6% of our 

employees' eligible salaries. And we returned $1.4 billion back to all of our valued shareholders. And we also had a 

very strong cost performance savings, $1.3 billion in fuel cost, which obviously is attributable to this low fuel price  

environment. And we had a very good cost performance, excluding fuel and profit sharing, which declined 2% 

y ear-over-year. So on all accounts, just a great y ear.  

 

And as y ou can see from this chart here with the dark-blue bar on the right, our record pre-tax ROIC of 32.7% for 

2015 exceeded the S&P 500, the consumer discretionary average, the transport average, and the combined U.S. 

airlines industry, excluding Southwest. And on this slide, the blue line represents our total cumulative stock price 

return over the past five y ears which has led S&P and the ARCA Airline Index since 2013. This outstanding 

performance is no doubt a testament to all the great work by our wonderful people, and we really had a strong 

performance, especially here in the last two y ears. 

 

Our phenomenal results and record return on invested capital would not have been possible without the 

successful completion of the initiatives listed here in the blue bars. The AirTran acquisition was paramount to our 

growth story and was a valuable acquisition, bringing to Southwest very significant sy nergies. Our new frequent 

fly er program was launched in 2011, and today, I believe we have the best program in the industry.  

 

And with the new program, we've doubled the number of our Rapid Rewards me mbers, we've doubled the amount 

of revenues, we've doubled the amount of credit card holders, and that's been in just five y ears. The success of our 

new Rapid Rewards programs exceeds our expectation and remains a significant contributor to a record of 

revenue performance that we've have been experiencing.  

 

And moving to international, our ability to fly internationally has allowed us to introduce new destinations, and 

they  are performing in line with our expectations thus far. And we have many more potenti al dots that we could 

consider for our future. I'll discuss the fleet modernization bar at the bottom here, which does include the addition 

of the Boeing 7 37 -800 to our fleet here in just a bit. 
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And I'd also like to mention our fifth key  initiative, which actually isn't listed here on the slide. It's our single 

reservation system. We launched phase 1  of replacing our reservation system in 2014 with our international 

capabilities, and our new single reservation system with domestic and international reservation, the all-in sy stem, 

will be implemented in 2017. 

 

So, let's turn back to the fleet modernization point for just a moment because this strategic initiative has provided 

numerous benefits as y ou can see here on this chart. We realized approximately $700 million in EBIT here in 

2015, and of course the upgauging contributes to a significant unit cost improvement. And the NGs, as y ou can see 

in the bullet points there, are more fuel-efficient than the Classics are. And the MAX brings even more fuel 

efficiency when we accept that in 2017. 

 

Our maintenance costs are reduced with more modern aircraft, and our customer experience has improved and 

will continue to improve with the acceleration of the Classic retirements, providing newer, more modern aircraft, 

all equipped with Wi-Fi. 

 

Our fleet, at an average age of 12 years, is one of the y oungest in the industry, particularly as compared to some 

others. I think there are some out there with y ears as high as 18. At the end of 2015, we restructured our order 

book and we made a decision to accelerate the retirement of the Classics fleet by  about two y ears to no later than 

mid-2018. So, we are managing to a fleet growth of no more than 2%, on average, over the next three y ears.  

 

The EBIT improvement from accelerating the retirement of the Classics that we moved in just recently is 

estimated to be approximately $200 million net of approximately $100 million in accelerated depreciation from 

Classic retirements. 

 

We remain very focused on capital deployment and have manageable levels of capital expenditures. Our 2016 

CapEx remains unchanged from what we reported at earnings. And our 2016 aircraft CapEx continues to be the 

same, estimated to fall in the $1.3 billion to $1.4 billion range which is also where we currently es timate our 

average aircraft CapEx will be in 2017  and 2018 combined.  

 

So, in addition to our aircraft investment, I just wanted to touch on a few other significant capital projects that 

we've been managing, at both Fort Lauderdale and LAX. We're overseeing  designing each airport's respective 

Terminal 1  modernization project. The construction of both projects is under way as we speak with Fort 

Lauderdale projected to wrap up in 2017  and LAX to be completed in 2018. And of course, the new five -gate 

international terminal at Houston, Hobby Airport, opened in 2015. It's absolutely beautiful. So, please make an 

effort to go to Houston to enjoy that new terminal.  

 

And lastly , we will be investing in the expansion of our flight training facilities beginning this y e ar, giving all of our 

outstanding pilots more opportunities to complete their training hours. And in addition, the final phase of our 

Love Field modernization program will include an additional parking garage to accommodate all the customers 

that were fly ing around with the increase in traffic since the Wright amendment restriction was lifted.  

 

At the same time, we have a major program under way with our operations technology. This includes numerous 

concurrent and interrelated projects that will serve to improve our operations both in terms of reliability and we'll 

also make that a wonderful hospitality that our employees provide a lot easier with better tools. Our frontline 

employees of course are already known for their outstanding customer service and hos pitality. These tools are just 

intended to make their job easier. 
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Lastly , things are going well with the implementation of our domestic reservation system. We have several 

milestones that we need to get through but I will tell y ou that we are on track to operate one reservation system 

versus the two systems we're currently operating today. And again, that will be in 2017. 

 

So, merging onto one sy stem will serve to reduce inefficiency which are inherent in operating multiple reservation 

sy stems. And it will also provide significant revenue opportunities through many enhanced capabilities including 

O&D revenue management, less than daily flight schedules just to give y ou a flavor. Once implemented, we believe 

we will have a state of the art reservation system and that has the opportunity to provide hundreds of millions in 

incremental revenue opportunities. 

 

There is obviously a lot of exciting work going on at Southwest and I'd actually just like to give a shoutout to our 

wonderful technology and business folks who might be listening v ia webcast. So, they're doing a great job working 

hard to deliver all these important programs. 

 

So just turning to our financial position, we ended 2015 with a very strong balance sheet, with an investment 

grade rating by  all three rating agencies, and I think that's very important. We had $3.1  billion in cash and short -

term investments and debt-to-equity leverage, including our off-balance sheet leases, at 33%. Our internally 

generated cash flow has remained strong, and that has enabled us to reinvest in our business, pay down debt and 

provide healthy returns to our shareholders.  

 

So, as y ou can see here, our strong financial results, combined with our strong balance sheet, has helped to 

produce a record cash flow from operations in 2015 of $3.2 billion. Our CapEx in 2015 was $2 billion. And looking 

into 2016, we are expecting manageable CapEx of approximately $2 billion, as well as continuation of strong free 

cash flow. 

 

We ended 2015 with $1.1 billion in free cash flow, and we re turned more than 100% of that to our shareholders. 

When y ou include the $500 million repurchase thus far in 2016 and $49 million in div idends, we returned $4.3 

billion to our shareholders since 2011. This leaves us with $200 million remaining under our current $1.5 billion 

authorization. 

 

A consistently strong financial position that reinforced our long-standing distinction as the only major domestic 

carrier to hold an investment grade rating from all three agencies. And I think our long -standing mantra has 

alway s served us well, which is to manage in good times to be prepared for the bad times, and we work really hard 

during all the cy cles to do that. We manage our business not only for the near term, but also for the long -term 

good of our employees, customers, and all of our shareholders. 

 

So, the good news here, again, I will repeat, is the y ear is off to a great start, and these are very good times for 

Southwest. And it's just, again, very exciting to be here today. We have a balanced approach to our capital 

deployment, and we're, I believe, doing an effective job managing our invested capital. We cleaned up the debt 

that we acquired through the AirTran acquisition. We've improved our credit rating. And overall, I'm pleased with 

what we've done with our capital structure, and that will continue to be a focus for us.  

 

So through the down cycle that followed 9/11, soaring crude prices that went above $100 per barrel, and the Great 

Recession just we've never furloughed an employee, and while many other domestic airlines were declaring 

bankruptcy, Southwest Airlines not only managed through that cycle, but we did so while remaining profitable, 

and we're very proud of that record. 
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So, y ou might ask, what makes Southwest different? What makes us unique? And it's an easy  answer. By  far it's 

our people. Customer service can be replicated by many, but it really is the employees of Southwest that take that 

to a different level. And they work really hard to provide that famous hospitality.  

 

Our employ ees don't just serve our customers, they do so genuinely and with smiles on their faces because they 

care about our customers. And our employees work really hard to make our customers become fans, and if one 

reason that we were once again recently recognized in Fortune as o ne of the Most Admired Companies. So, we 

really  are one team, all heart. 

 

And another differentiator is our point-to-point network. So, if y ou will, take a look at this slide with me for a few 

seconds and y ou'll see the evolution of a day  in the Southwest network. So, y ou'll see the fly ing begins on the East 

Coast, then it moves into the middle of the country and head down to and back from our international 

destinations and then it eventually wraps up in the West Coast. So, it really is quite a little mirac le what happens 

every day out there in the airline, and it takes a lot of great people to make that happen. And I assure y ou, we have 

them at Southwest Airlines, we have 50,000 of them. 

 

So, the way  we design our network has allowed for more direct nonstop routing than the hub-and-spoke service. 

Approximately 74% of our customers flew nonstop in 2015 which remarkably hasn't changed. Jamie, you followed 

this for a long time. It's been at that range for – as long as we can remember and that's probably about 2 5 y ears, 

Jamie. So, our point-to-point network includes service to secondary airports like Dallas Love Field and Chicago 

Midway , which are often more conveniently located and less congested than the hub airports. So any way, I 

thought that might be just a little fun to share with y ou. 

 

We believe these characteristics that differentiate us from our competition are precisely what drives the numbers 

that y ou see on this chart. Based on the latest DOT information, we are the nation's largest domestic carrier in  

terms of passengers boarded. And not only are we the number one carrier in terms of market share in more than 

half of our domestic airports, we carry more passengers than any  other carrier in a number of some significant 

metro areas including the ones that we've got listed on the bottom of the chart, LA Basin, the Bay  Area, D.C. Area, 

Las Vegas, and Denver. 

 

Another factor that sets us apart from our competitors is our simple straightforward fare structure. We don't 

nickel and dime our customers, but if y o u do hold on to y our funds for a y ear, we just might charge y ou a little bit 

there. But other than that, we really don't nickel and dime y ou, Mark. So we don't charge our customers for things 

we believe are part of the travel experience such as bags and change fees. The ancillary revenue – actually, the 

ancillary revenue stream that we charge provide, we believe, value to our customers. They have a choice.  

 

And as y ou can see in this slide, not only  are Southwest fares some of the lowest fares on the spectr um, they are 

also the most inclusive, putting us in a leading position on this chart. We're way  up there. We have low fares. We 

have nothing to hide. And we believe in treating our customers fairly, honestly and respectfully. And we don't hide 

our fees. And they love us. And this is the essence of our recent Transfarency campaign which was launched in the 

fall of 2015. 

 

So we believe, in summary, that our bags-fly-free policy has driven an increase in our market share and has 

resulted in a net increase in our revenues. And, of course, we couldn't have low fares if we didn't have a low cost 

structure, and maintaining a low cost has been the foundation of Southwest since our humble beginning, and our 

strategy hasn't changed. We are committed to our low fare b rand while maintaining a focus on our financial 

targets. And while we still have an aspirational goal to regain our low cost leadership position and certainly 

pleased with our 2015 cost performance, especially when you factor in mature wage rates and maint enance costs. 
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So turning to fuel just for a moment. As a reminder, a third of our costs is jet fuel. As y ou can see here, the jet fuel 

market has been extremely volatile. I know y ou all are aware of that. And we're managing our portfolio, letting our 

2016 and 2017 positions burn off. And while our philosophy on fuel hedging hasn't changed, our tactics have. We 

continue to believe that fuel hedging provides us catastrophic protection and also provides stability in this volatile 

market. 

 

However, our 2018 hedges are structured with cost and, therefore, we have no floor exposure for 2018. So, based 

on our market prices that have increased since January and our current hedge position as of March 1 , we currently 

expect our first quarter economic fuel price per gallon to be approximately $1.75. So, while still above market 

prices, we currently expect year-over-year fuel sav ings of about $300 million compared to 2016 (sic) [$300 

million in 2016]. 

 

So, to summarize, we believe Southwest stands in a league of its own. We have 43 consecutive y ears of 

profitability, we've got great people, and our hospitality show how great they are every day. We have a point -to-

point network design to take our customers where they want to go. And we have a simple, straightforward fare 

structure. And we continue to have a meaningful, competitive cost advantage. 

 

So, the airline industry is competitive. We want to continue to win customers while protecting our low fare brand 

as well as achieving our financial target. So, the best way to d o that, it's really simple. It's to continue providing the 

best serv ice in the industry at the lowest price. And that's our brand, and we have no plans to change that. We 

think it's working quite well for us. 

 

So, now, I just like to talk about our outlook just for a moment. And as y ou might have seen in our traffic release 

this morning, we had another month of strong traffic in February. Our traffic was up almost 14% y ear -over-year 

and that's for our bookings for March also, look good. Demand for both business and leisure remains strong, and 

our developmental markets continue to produce a net tailwind for the first quarter. So, based on these trends, and 

including the revenue benefit from the amended Chase agreement last July, we continue to estimate our un it 

revenues will be in line with first quarter 2015.  

 

Based on our current cost trends, we expect our unit costs, excluding fuel, special items and profit sharing, to be 

up in the 1% to 2% range y ear-over-year for the first quarter and approximately 1% for  the full y ear. And that 

includes the recently ratified tentative agreement with our superb ramp-up cargo employees along with all of our 

hardworking flight instructors. 

 

So, keep in mind, our 2016 cost outlook includes about a point impact from the accelerated depreciation that I 

mentioned to y ou earlier from the new retirement plan for our Classics. So, I'm very pleased with our cost outlook.  

 

Y es? 
................................................................................................................................................................................................................................ 

Unverified Participant 

 
[Inaudible] (26:49) 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President 

It was $1.70. So, up just a little bit because fuel prices have ticked up, but y ou got it. Yeah. So, I'll talk to y ou a little 

bit more about capacity here in a bit, but our plans haven't changed. We continue to expect ASMs to increase in 
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the 5% to 6% y ear-over-year, and that's largely driven, again, by the annualized impact of last y ear's unique 

opportunities. 

 

And as I discussed earlier, we are planning for a modest year -over-year fleet growth of no more than 2% on 

average over the next three y ears. So from 2012 through 2014, we had minimal ASM growth, as y ou can see here. 

And again, we were focused at that time on our strategic plans. We're gaining adequate returns and strengthening 

our balance sheet. 

 

With the completion of the AirTran integration, the significant benefits from Rapid Rewards, frequent fly er 

programs and us not only hitting, but far exceeding our 15% pre -tax return on invested capital, we resumed 

growth here in 2015 with, again, the confluence of unique opportunities that arose.  

 

So our 2015 growth, as a reminder, was driven by the lifting of the Wright Amendment restrictions, the slot 

acquisitions at Washington Reagan and LaGuardia, and modest international growth. And this unique growth is 

what's driv ing the vast majority of the ASM growth here for 2016. 

 

So key  to our story right now is our development market. In 2015, just as a reminder, there were unusually high 

number of development markets, given the unique opportunities that I described on the previous slides, as well as 

the conversion markets from AirTran. And that provided quite a unit revenue headwind for us back in 2015.  

 

But as y ou can see here, that's going back to more of a normalized range here in 2016, falling back down to the 4% 

to 5% range. So because several of these markets have matured, we now expect to see a unit revenue tailwind over 

the maturation timeline. So, keep in mind that that maturation process is not linear. A Dallas opportunity as an 

example is likely to mature at a faster pace than an international route, simply just due to the familiarity of our 

brand in Dallas versus another country. So, every market is different, and we set our goals and our expectations 

accordingly. 

 

So, we've been discussing our opportunities in international markets at length  but also emphasizing our intention 

for measured, careful growth. We've identified approximately 50 potential dots on the map, and I'll just draw y our 

attention to the map here within the range of the mission of our current fleet which is the red circle. M ost of these 

new cities are outside the Continental United States. But, of course, we're thrilled with the recent opportunity to 

apply  slot authority at Long Beach Airport. And if awarded, we would add flights as soon as possible to Long 

Beach which would serve as our fifth operation in the L.A. Basin area.  

 

Recent news also includes our application, Wednesday to participate in the route authority proceedings for service 

in Cuba, Southwest in Cuba. I love the sound of that. We applied for a serv ice from For t Lauderdale, Orlando, and 

Tampa. And we carry, in case y ou didn't know, more travelers in Florida than any  other carrier, and the service 

that we're proposing would bring maximum value to the most potential customers for Cuba air service. So, we've 

transformed Southwest, and we are ready to go to Cuba and are hopeful that we can add that our route map soon.  

 

Our ability  to expand internationally in addition to the significant opportunities to further enhance and optimize 

our existing domestic network opens up very exciting possibilities for Southwest. And it supports our v ision to 

become the world's most loved, most flown and most profitable airline. Southwest is the leading low -cost carrier 

with a strong recognizable low fare brand, and it's hard to imagine that we started Southwest back in 1971 with the 

route map between three destinations drawn on the back of a cocktail napkin while certain folks were drinking.  

 

And we've grown over the last 45 y ears into the nation's largest airline in terms of domestic passengers boarded. 

So our purpose is to connect people to what's important in their lives through friendly, reliable and low -cost air 

travel. And our strong brand, joined with the best employees in the industry who truly care about customer 
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serv ice, gives us great confidence in our ability to fulfill this v ision. So, it goes without saying that having low -cost, 

a trustworthy, low-fare brand, and the strong financial position results are essential to achieving this v ision, and 

that will remain a focus for us. 

 

So, as I wrap up, I just want to thank y ou again for y our time. 2015 was a record -breaking y ear. This y ear is off to a 

great start, and we expect another quarter of strong margin. We're pleased with our revenue results so far, and 

we'll continue our diligent cost control efforts. We're excited about our future opportunities and the potential to 

serve Long Beach and Cuba here in the short term. And a big thank y ou to all of the great Southwest people for 

their hard work. We transformed our business. And we are positioned really well for the future. And we remain 

focused on taking care of all of our great employees, our customers and all of y ou, our great shareholders.  

 

So with that, Jamie, I would be delighted – or Mark, not sure who's doing this part of it. But I will be delighted to 

answer any  questions. 
................................................................................................................................................................................................................................ 
 

QUESTION AND ANSWER SECTION 
 

Mark S. Streeter 
JPMorgan Securities LLC Q 
Help me – help us understand how a new res platform leads to, I believe the quote was, several hundred million 

dollars of incremental value, and how will we be able to trust but verify that math. 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 
We will lay  all of that out for y ou in more detail, so that y ou can hopefully be able to verify that, and hopefully , I 

think y ou'll – y ou can trust us, Jamie. But bey ond that we'll lay  that out for you in more detail as we get past some 

of the milestones. We're testing. It's going very well. And we're getting obviously a lot closer to laying out the exact 

timeline for y ou. But let me just point out one thing, we are focused initially on just implementing the reservation 

in 2017. 

 

So that's what we need our focus to be. It's a huge effort. It requires all hands on deck. So that is our number one 

focus. But it's going to come from a better ability to manage things like our O&D revenue. It'll have more flexibility 

in some of the things that we're doing. And it would just make our job a lot easier. But we'll lay  all that out for y ou.  
................................................................................................................................................................................................................................ 

Mark S. Streeter 
JPMorgan Securities LLC Q 
But thematically, it doesn't necessarily fall into the category of ancillary fees that y ou're going to be able to collect 

versus just a lot better revenue management and maybe fare segmentation, that sort of thing. I'm just try ing to 

think philosophically how a res sy stem drives that much incremental value.  
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 
Y eah. Well that's how we're thinking of it today. It's more in the bucket of revenue management. But to y our 

question on ancillary revenue, as y ou can tell from the presentation today, we have no plans to change our 

position on back fees or changed fees or anything. But I will say  that with a new state -of-the-art reservation 

sy stem, it makes a lot of decisions just more tactical as opposed to maybe strategical just because the effort to 

implement would be easier... 
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Jamie N. Baker 
JPMorgan Securities LLC Q 
Because at some point... 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 
... [indiscernible] (36:21) in the past. 
................................................................................................................................................................................................................................ 

Jamie N. Baker 
JPMorgan Securities LLC Q 
At some point, Mark's parents are just going to run out of money. I mean, they're not going to [indiscernible] 

(36:26). 
................................................................................................................................................................................................................................ 

Mark S. Streeter 
JPMorgan Securities LLC Q 
Well, that was my  point on the hidden fees. Do I get my  $100 back now? Just kidding. 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 
No, we didn't hide it. We told y ou about it, now, Mark.  
................................................................................................................................................................................................................................ 

Mark S. Streeter 
JPMorgan Securities LLC Q 
Y eah, maybe buried in a footnote somewhere, but that's all right. I'm okay  with it. The capitalist in me say s I'm 

fine. But I do want to talk about international and the opportunities, whether it being Cuba or other international 

markets. Y ou've rolled that out over the last couple of y ears. Can y ou  sort of talk about the potential for 

international, and how do we think about international maybe sort of five y ears from now, what it could be as a 

percentage of sort of the ASM footprint, for example? 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 
Sure. And I'll reference you back to the map that I was sharing earlier. If y ou look at where the 737 can fly , that 

really  can take y ou to the northern part of South America. And so when y ou look out within that circle, there are a 

lot of possibilities. And we believe we have 50 perhaps potential destinations that we could add to our route map. 

And, obviously, there would be a large number of those that would be international. So, we've got a lot of 

headroom here just fly ing the 737. 
................................................................................................................................................................................................................................ 

Mark S. Streeter 
JPMorgan Securities LLC Q 
Does the new reservation system unlock more international capability? Or is there any  sort of backbone issue right 

now that's holding y ou back from expanding more quickly into some international destinations? 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President A 



Southwest Airlines Co. (LUV) 
JPMorgan Chase & Co., Inc Aviation, Transportation and Industrials Conference 

Corrected Transcript 
08-Mar-2016 

 

 
1-877-FACTSET   www.callstreet.com 

 11 
Copyright © 2001-2016 FactSet CallStreet, LLC 

 

Well, like I said earlier, we're ready to go to Cuba. And if y ou just go back a couple of y ears, that would have been 

something we would be able to do to turn on a dime. So, we have our internation al reservation system up and 

running which gives us the capability to be able to respond that quickly. And I would just add, we get a lot of 

questions on our domestic reservation system, how that's going. Keep in mind that we've already implemented 

what I'll call Phase 1  of that which was our international reservation system which gives me confidence as we move 

forward here to complete the implementation of our domestic reservation system. 

 

So, we are ready  to go from a capability standpoint.  
................................................................................................................................................................................................................................ 

Jamie N. Baker 
JPMorgan Securities LLC 

Any  questions from the floor? All right .We think we have used up the time. Tammy , thank y ou so much. 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President 

All right. Thank y ou so much. 
................................................................................................................................................................................................................................ 

Jamie N. Baker 
JPMorgan Securities LLC 

It's alway s so fun to have y ou here. 
................................................................................................................................................................................................................................ 

Tammy Romo 
Chief Financial Officer & Executive Vice President 

It's great to be here. 

 

 

 

 

 

 

 

 

 

 

 

Disclaimer 

The information herein is based on sources we believe to be reliable but is not guaranteed by us and does not purport to be a complete or error-free statement or summary of the available data. 

As such, we do not warrant, endorse or guarantee the completeness, accuracy, integrity, or timeliness of the information. You  must evaluate, and bear all risks associated with, the use of any 

information provided hereunder, including any reliance on the accuracy, completeness, safety or usefulness of such informatio n. This information is not intended to be used as the primary basis 

of investment decisions. It should not be construed as advice designed to meet the particular investment needs of any investor. This report is publish ed solely for information purposes, and is 

not to be construed as financial or other advice or as an offer to sell or the solicitat ion of an offer to buy any security in any state where such an offer or solicitation would be illegal. Any 

information ex pressed herein on this date is subject to change without notice. Any opinions or assertions contained in this i nformation do not represent the opinions or beliefs of FactSet 

CallStreet, LLC. FactSet CallStreet, LLC, or one or more of its employees, including the writer of this report, may have a po sition in any of the securities discussed herein. 

 

THE INFORMATION PROVIDED TO YOU HEREUNDER IS PROVIDED "AS IS," AND TO THE MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, FactSet CallStreet, LLC AND ITS 

LICENSORS, BUSINESS ASSOCIATES AND SUPPLIERS DISCLAIM ALL WARRANTIES WITH RESPECT TO THE SAME, EXPRESS, IMPLIED AND STATUTORY , INCLUDING WITHOUT 

LIMITATION ANY IMPLIED WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE, ACCURACY, COMPLETENESS, AND NON-INFRINGEMENT. TO THE 

MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW, NEITHER FACTSET CALLSTREET, LLC NOR ITS OFFICERS, MEMBERS, DIRECTORS, PARTNERS, AFFILIATES, BUSINESS 

ASSOCIATES, LICENSORS OR SUPPLIERS WILL BE LIABLE FOR ANY INDIRECT, INCIDENTAL, SPECIAL, CONSEQUENTIAL OR PUNITIVE DAMAGES, INCLUDING WITHOUT 

LIMITATION DAMAGES FOR LOST PROFITS OR REVENUES, GOODWILL, WORK STOPPAGE, SECURITY BREACHES, VIRUSES, COMPUTER FAILURE OR MALFUNCTION, USE, 

DATA OR OTHER INTANGIBLE LOSSES OR COMMERCIAL DAMAGES, EVEN IF ANY OF SUCH PARTIES IS ADVISED OF THE POSSIBILITY OF SUCH LOSS ES, ARISING UNDER OR 

IN CONNECTION WITH THE INFORMATION PROVIDED HEREIN OR ANY OTHER SUBJECT MATTER HEREOF. 

 

The contents and appearance of this report are Copyrighted FactSet CallStreet, LLC 2016 CallStreet and FactSet CallStreet, LLC are trademarks and service marks of FactSet CallStreet, LLC. 

All other trademarks mentioned are trademarks of their respective companies. All rights reserved. 


