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Flying is for 
the elite

Conventional belief

Be everybodyôs 
airline

Focus on the customer, not on 
the product (communicate 

customer traveling experiences, 
not airplanes)

Disruptive communication 
idea

We want 
everybody to 

fly

Vision

We want to break the conventional belief about 
flying with disruptive communication

Source: Teran TBWA communication model



3

I believe what 
youôre saying 

because

I see what 

youôredoing

We continuously look for direct communication with 
our customers



Volaris distinguishes itself by communicating with 
its customers directly through innovative channels

Å ñPut Your Name on a Planeò (Volaris 
anniversary promotion for the past 2 
years) 

- We declared our anniversary as the ñThe 
Travelerôs Dayò

Innovating and disruptive 
marketing

Å Concerts during flights
- Zero Flight, first concert that took place 

during a flight in Mexico

- Los Tigres del Norte concert

Å ñFashion Show in the airò, the first 
catwalk that took place during a flight 
to show our new uniforms

Å USA campaign to promote our 
international routes (disruptive 
communication)



Volaris distinguishes itself by communicating with 
its customers directly through innovative channels

Direct communication with 
customers

We are constantly innovating direct 
communication with customers

Å 1 to 1 communication with our 
customer database. We communicate 
with our customers based on:

- Value

- Habits / hobbies

- Geography

- Lifecycle with us

- Travel requirements


