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Managing Concession Contract Relationships
the Tucson Story

� “Managing” in Tucson includes: 
� Establishing goals 
� Finding the right business partner 

� Working toward goals
� Ensuring compliance
� Celebrating success



Establish Goals

� Tucson’s Concession Program Goals:
� Create a world-class passenger experience
� Develop optimal passenger amenity space

� Generate optimal revenue for TAA
� Create comprehensive lease documents



Finding The Right Partner

� Assistance from others
� Planning
� Consultants

� Detailed Analysis
� Networking, other airports, conferences



Working Toward Common Goals

� Communication prior to program implementation
� Internal

� Airport staff, management

� External
� Public, media, etc.

� New Partner
� Clear understanding of goals



Working Toward Common Goals

� Communication during contract

� Daily contact if necessary
� Written reports

� Meetings, weekly or as needed
� Continuous review and feedback



Ensuring Compliance

� Lease documents
� Understanding requirements
� Specific “Performance Standards”

� Internal Auditor



Celebrating Success – Rental Car

� Passenger experience/optimal use of space
� Adjusted rates/space utilization
� Maintenance reserve fund $116,000 per year

� Generate revenue
� Financial model 
� 59% annual rent increase



Celebrating Success - Parking

� Passenger experience/optimal use of space

� Utilized rental car space
� Close in Garage Parking



Celebrating Success - Parking

� Generate revenue 

� from $15.50 per month per space
to $9.00 per day per space

� Average occupancy 30%, estimated increased 
revenue 429%
($111,600 annual rent to $591,300 parking revenue)



Celebrating Success – Food and Beverage

� Passenger experience/optimal use of space
� Number of concepts from 6 to 16
� Product offerings from 175 to 837 

� Use of holdroom and bag claim space 
� 83% increase in number of employees



Celebrating Success – Food and Beverage

� Generate revenue (1st full year during construction)
� Net Revenue to TAA 75% increase 

(from $607,000 to $1,065,000)

� Gross revenue increased 27% 
(from $6,000,000 to $7,650,000)

� 36% increase in revenue per enplaned passenger 
(from $2.83 to $3.85)



Arizona Sports 
Grill

Ike’s Coffee/Bar



Boar’s Head 
Deli

Baskin Robbins



Celebrating Success – Welcome Lounge

� Passenger experience/optimal use of space
� Ike’s – 24-hour coffee shop
� Comfortable seating

� Flight information screens/live flight tracking
� CCTV showing arriving passengers
� Free Wi-Fi

� Massage chairs



Welcome Lounge

Ike’s Coffee Shop



Summary

Goals
Partnership
Compliance
Success!



Thank You


