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Ans: American Airlines is an essential US-based airline which is situated in Fort Worth Texas within the “Dalla-Fort Worth” metroplex. It is one of the world’s largest airline companies as it has an enormous fleet size. It is also considered the largest because of “revenue passenger mile” and “scheduled passengers carried”. It operates, affiliates, international work that is extensive and domestic airlines with 6,800 flights each day and travelling to 350 destinations near about 50 countries. Oneworld alliance is founded by American Airlines which is considered the third largest alliance in the world. The regional service of American Airlines is operated by subsidiary and independent carriers named American eagle. They operate with 10 hubs and 200 million passengers annually which count as 500,000 passengers on daily basis. They have 130,000 employees currently (Glaser, 2018). In this answer, the cost leadership and the product differentiation leadership strategy of American Airlines will be analyzed briefly with Porter’s Generic Strategy. 
Cost Leadership of American Airlines
The cost leadership strategy is used by American Airlines for obtaining a competitive advantage by lowering the additional cost in the industry. It is the essential generic strategy that this company of Airline uses in different types of consumer markets. 
The main objective of utilizing this strategy in their company is for preserving the “market leadership position” by adopting “value chain management” that is efficient. Cost leadership strategy assists American Airlines in expanding its market share by targeting middle-class customers which generate the largest proportion among the entire consumer market throughout the world. The SABRE (Semi-Automatic Business Research Approach) was the concept of a “Web-based Airline system” in the 2000s which helped the company for reducing costs while making reservations in airline seats. It replaced the medium of the “handwritten system” which saved 30% of their investments. By using online terminals, the passengers and travel agents can book their tickets and make reservations (Gokhale, 2018). This approach’s demand particularly increased because of the implementation of various new functions according to the importance of travel agents which includes reservation of rental cars and hotels. They have also offered tools like “host of decision, crew scheduling and yield management” for cost-effectiveness since 1988. 
The middle-class customers are the most targeted customers of American Airlines because they are considered a high place of importance regarding cost leadership and the pricing factor for catering to the needs of the segment of the consumers and regarded as the best strategy. American Airlines generally focuses on the system of easy accessibility and affordability according to its production across the world, because it leads them towards “high sales growth and high brand awareness” which provides them a strong advantage on a competitive basis. Other than maximizing the efficiency of the supply chain and lowering their production cost in terms of low charge pricing, they also offer frequent coupons and discounts to their targeted customers for handling the pressure that is competitive and achieves sales targets annually more than their closest rival. 
Product Differentiation of American Airlines
American Airlines utilizes the differentiation strategy with the cost leadership strategy for obtaining the basic goal of “sustainable competitive advantage” throughout the consumer market globally which is intensively competitive (Hatzitaskos et al.  2021). By adopting a “secondary generic strategy”, the company gives the idea of expanding their customer base by implementing different product features of SABRE which are unique for cost-effectiveness. This strategy is used by American Airlines for increasing and differentiating their embedded innovation and addressing the growth of the consumers through health concerns. They extended their product line to the changing interests of their customers to exquisite themselves from their competitors and expand the opportunities for upgrading to a strong and loyal consumer base. 
A generic differentiation strategy helps the company to stand out among the available alternatives through its product offerings. A strong foothold experience helps the company to use differentiation for reducing the pressure. Advertisement, heavy investment and celebrity endorsement helped the brand to differentiate itself. Brand logo and extensive experience also helped the brand for being unique and distinctive with a strong presence across the world. It established a strong image in the consumer’s mind through communicating and marketing strategies. The brand’s essence remained intact which also includes differentiating factor that is strong.
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Ans. Sabre can be defined as the well-designed software that fulfils the needs of the customers of American Airlines for flying on a particular date in terms of the bookings on the particular date that the customers want. It is installed as a terminal among the travel agents which automatically makes the booking procedure of airlines easy by reducing the booking denial issues towards their buyers and flyers (McDonald et al.  2020). American Airlines establishes a differentiation among their superior products that that of their competitors by utilizing the channel of ticket distribution which is much more effective with the use of the art technology state named SABRE. Because of this technology, the travel agents are bound to give a discount of 80% in terms of American revenue. 
The SABRE gives the advantage of AA cost in terms of the “agency-books tickets” as there were numerous SABRE agencies in the US in comparison to Worldspan(Northwest/TWA/Delta) and Apollo(United) which are recognized as the two dominant systems of CRS/GDS in the United States. The AA essentially pays by itself at the time of SABRE booking, for which the numeric advantage that SABRE gives is the cost advantage in comparison to their rivals. It helps the consumers to pay lower GDS fees in comparison to their rivals. SABRE is considered to be the fastest way to implement new functions than their rivals Worldspan or Apollo. It maintained a most cohesive base of developers rather than any other company (Nnamani, 2022). American Airlines stayed as the most functional airline because of the fact of their only owner SABRE. Apollo, Galileo, and Worldspan are also owned by the company now which gave them the advantage of not withering around the vine regarding its development factors. 
In 1980, Sabre introduced the “BargainFinder” pricing, which allows the company for providing the lowest price among given itineraries. It was considered an unmatched service throughout the airline industry but was welcomed instantly by flight users because of its dynamic and fair pricing policy. This policy added complexity to the travel agents for providing the lowest fare to the consumers. Thorough 1980-1989, the system of SABRE expanded to 36 million fare storing which were being combined as the creation of more than “1 billion fare options”. Through the end of the decade, SABRE was calculated as they are running “130,000 travel agency terminals” throughout the world. SABRE became a “huge competitive advantage” for American Airlines which forced the other airline company in America for building their own system of booking and reservations. Most of the other airline companies shifted towards IBM. In the year of 1976, American Airlines extended its SABRE approach to their travel agents for which, the travel agents can book the reservations of the passengers directly. It was considered the most advanced booking system of any other company as it can store airfares worth 1 million. In 1985, American Airlines also created the system of “easySabre” for giving benefits to their consumers of assessing online over the world of Internet and like services named “CompuServe”. In 1986, SABRE broke the ground for the airline industry again by introducing the 1st “revenue management system” which helps the industry to enlarge the airfare at the terms of which the seats of the planes were sold (Vinod, 2021). This system of management is still being continued by the company today. After a decade, the company of SABRE introduced Travelocity, their first website in 1996. But in 2000, SABRE separated itself from the airline company for establishing its own company named “Sabre Holdings Corporation”. SABRE gave the opportunity to American Airlines for giving the competitive advantage of providing their customers with handling easy transactions with the help of the internet and keeping their eyes over their own inventory, the fares of the airplanes and the customers (Vinod, 2021). It was based entirely on the electronic commerce universe which got recognized in the middle of the 1990s. 
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Ans. According to American Airlines, the results showed that SABRE did not cause any financial harm to their company. The main dispute between SABRE and American Airlines was because they force the other airlines to use their services which restricts from preventing carriers from reaching out to their travel agents and their business travelers efficiently and more directly. American airlines declaimed SABRE Corporation for decades. The main reason for their conflict is about SABRE’s anti-competitive terms against other competitors of American Airlines and excessive fees charged. This is the reason for which American Airlines was unable to maintain its competitive advantage and it weathered away in the 1980s (Berkers et al.  2020). They were unable to maintain flight schedules, discount information which is fare and the booking services in terms of their travel agents were beginning to get expensive and costing them “hundreds of millions of dollars” to them for which American Airlines were falling against their rivals. In 2022, the federal court of the jury in “Manhattan” awarded American Airlines worth 1$ for winning the case against SABRE after a case of an 11-year lawsuit. SABRE was dominating the U.S market as their data regarding flights were used by the travel agents which has been the longest continuation of melodramas for 11 years. 
But, the nominal victory proved that the result after the court case was that the practice of SABRE did not cause American Airlines any economic harm (Chvanova, 2019). The SABRE used to force the airlines to be dependable for using their services for which, they were successful in preventing the carriers of airlines from reaching out to business travelers and travel agents more efficiently.  In 2018, the Supreme Court bolstered 5-4 by making a decision that made it difficult for the antitrust plaintiffs to forward toward victory. Sabres' commendable victory assured that the industry’s recovery and its competition will be the primary threat in the near term to the position of SABRE after the post-recovery from COVD-19. In 2013, American Airlines inherited the suing case again after the District Court jury in the US returned the verdict regarding the case after the trial of three weeks. In 2013, they sued SABRE for an argument regarding the practices of forcing the airline companies to make all of their ticket bookings available through SABRE (Clemons, 2019). It also included the conviction of barring the airline industries from charging their travel agents in terms of a separate fee for covering the service of SABRE had cost them nearly $300 million. In 2010, American Airlines reported a profit of “$502 million” on the sales of the ticket prices worth “$11.9 billion”. US airways ultimately won one of the cases in terms of the two antitrust claims. But the minor damages proved that American Airlines did not suffer any collateral damages or harm which made the customer lose trust in them. This situation caused American Airlines to lose a competitive advantage in terms of its rivals due to SABRE because the company got separated from them. One of Sabre’s statements was “we believe the jury’s…award of $1 is commensurate with the evidence presented” according to the SABRE’s statement which was released by the public relations firm of the company. 
The main reason for parting ways with Sabre by American Airlines was that according to the company, SABRE does not provide a support system with a well working environment. Most of the calls that require the consumers to pay for the SABRE are just for the assistance within the system of the website (Datta, 2022). It also has a much enlarged learning curve. The app of SABRE is very specific to itself only as, unlike the other software, it has the requirement of memorizing numerous keystrokes. According to American Airlines, Sabre has text speak and all in code for which it is very difficult to understand their terms. These are the main reason American Airlines and SABRE parted ways which provided the airline company many disadvantages against their rivals and made them weather away. But unlike many other companies, SABRE is very straightforward (Friedman et al.  2022). They are keystroke based which makes fast searches and entries for flights. It is a real-time app which allows flight availability and current pricing. It can hold the flights for travel agents for a longer time than an average person is searching for their flights.  
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The information system can be defined as a consolidated set of components for storing, collecting and processing data and supplying knowledge, information and different digital products. Business firms and organization depends upon the information systems for managing and carrying out their operations, interacting with their suppliers, and customers, and competing in the marketplace. The information system is mainly used for running inter-organizational electronic markets and supply chains. The two practical examples of information systems are: 
“Transaction processing systems”:  Transaction processing is a procedure of computing and is a combination of software and hardware system which supports the processing of the transaction (Farooq et al. 2019). The first TPS was SABRE which was made by IBM, are an “online air ticket booking system” that gathers data from the consumers and generates an airline bill and a ticket. 
“Management Information System”: An MIS is utilized for supervising the performance of an organization. The outcomes of the TPS are then processed towards MIS for producing management reports that can control or predict the organization's performance in the future for setting an accurate budget annually or monthly on reports over a specific period of time. 
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Computer-Based Information Systems
	Categories
	Description
	Example

	Transaction Processing System
	It can be defined as a system that is computer-based that classifies, captures, maintains, stores retrieves, and updates the system of transactions for inputting and record keeping to other kinds of CBIS. It is aimed at improving the routined activities of the business on which all kinds of organizations rely (Porra et al. 2020). It is an activity or an event that leaves an impact on the whole organization. Hiring employees, placing orders, depositing cheques, and billing customers are common types of transactions. It can vary from one organization to another. It provides accuracy and speed which can be programmed for the following routine without any difference. 
	1. Reservations Systems: It is used for business for setting servers and products for customers like train tickets and layby. It requires a response time that is acceptable. 
2. Point of sale terminals: This is used by the retail stores for selling services and goods that minimize the expense of batch handling by transforming the data into a form that can be transmitted through a communicative system. Once the product number is entered, the correct price of the product can be retrieved. 

	Management Information System
	MIS is the study of technology, people, relationships, and organizations among them. The professionals of MIS assist the firms to understand the maximum benefit through investment in equipment, personnel, and business processes. It is a field that is people-oriented with an emphasis on service through the medium of technology. It provides an input that can be utilized in the decision process of a manager. It can deal with well-structured supportive decisions situations. Through this, requirements regarding information can be anticipated. 
	1. Sales Ledger: This type of information helps to relate to payment records and customer turnover. It helps to obtain trend analysis for identifying the customers about whose business is emerging and not. 
2. Supplier Information: It can be defined as the reliability indicators and amount spent for using it while making and negotiating strategic decisions. 

	Decision Support System
	It offers the type of information that is unpredictable which business professionals may need once in a while. It does not produce scheduled reports of management regularly. Instead, it is designed for responding to requests of a wide range. It assists the managers of an organization in making decisions that are semi-structured and not of a recrudesce nature.  
	1. GPS Route Planning: The DSS can be utilized for planning the best and fastest routes between two points and includes the potential for monitoring traffic around congestion in real-time by analyzing the available options. 
2. Crop-Planning: Farmers use this system for determining the best season for fertilizing, planting, and reaping their crops (Rjeib et al. 2018). “Bayer Crop Science” has applied this scheme for creating a virtual factory for performing analysis of “what-if” at the manufacturing sites of corn. 


	Office Automation System
	Office automation can be described as the general term for describing various systems of computers and software that are utilized for collecting digitally, transferring, storing, and utilizing the information about the office for executing their tasks. It helps to manage data and move it without the intervention of humans as they are left out of the equation, so there is no risk left for manual error (Wang et al. 2021). It has changed the way of working from typewriter to electronic tools and myriad of automation. 
	1. Electronic Mail: It is a type of software that allows users to send, create and receive files or messages through their computer keyboards around the world. 
2. Facsimile (FAX): It is a type of transmission machine that scans a document that contains both graphics and text and sends it via electronic signals with the help of a telephone line to a fax machine of the receiver. 


Table 1: Categories of computer-based information systems
(Source: self-created)
[bookmark: _Toc109658965]Question 3
Data Centrality: This system allows the managers to access data via a computer network-based information system which is central and provides a “one-stop” location to access and find the computer data that is pertinent. It will help to access and manage the data of each level of the organization for better outcomes. It will also increase employee satisfaction. Large-scale organizations and businesses use this type of central database for managing advertisement lists, and user information, keeping track of orders and storing the product information of the organization. Examples are, PostgreSQL, MySQL, and Microsoft SQL database solutions that provide interfaces for the user with custom software. 
Information Coverage: The information systems that are central allow the managers of an organization to provide advantages of having huge amounts of data covering all the fields of the employees and making it accessible through the central sources. This will provide a positive impact on the bottom level of the organization by the managers. Covering information provides a huge benefit to the organization because gathering large chunks of useful data from various departments increases productivity and streamlines access. The users can have access to an information system that is networked is analogous to obtaining the shared knowledge of a digital library. 
Access Efficiency: Access efficiency is s type of crucial advantage that allows managers to gather networked information over more “traditional information systems” such as filing and paper cataloging. This system allows the managers to maintain the mid-level employees of an organization by obtaining efficiency (Konys, 2018). The “Computer-based information systems” file and catalog documents in a set through a logical way making the accessibility of data really fast and efficient. The data can be manually filtered are categorized for automatically filing the documents that can match certain patterns. It will increase the productivity of the employees by allowing the employees to focus on their tasks by handling rather than filing the same types of paperwork. 
Extensibility: The CBIS is entirely customizable and extensible to the needs of an organization. Upon installing this system, it will allow the managers to customize the computerized systems using configuration files that are made to meet the needs of an organization regarding categorizing and filing the data. This system allows the managers and the senior people in the organization at reaching the topmost level of an organization. The software engineers of computers frequently design database interfaces that are custom-made and store and recover the information for the clients of the enterprise (Cho et al. 2019). As the organization expands, additions and modifications allow easier extensibility through filing configuration. 
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